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A six-time-or-more yearly 
stock turnover is good news that really happens to 

\ dealers who stock Webster Carbon Papers and Ribbons. 
Webster is THE fast mover... the name that sells and sells. 


If you’d like to know the why and the how of these six 
stock turnovers investigate THE WEBSTER WAY. 
It’s a complete merchandising plan to help you make 
/ more sales — and more customers. Here are just a few of 
ff the highlights from THE WEBSTER WAY. 


Complete customer satisfaction through Webster’s 


@ Rigid quality @ Established brand merchandise 
@ Widest variety @ Exclusive time-saving features 


Complete dealer satisfaction through Webster’s 
@ Thorough dealer cooperation @ Consistent national 
advertising @ Effective advertising aids 

@ Sales assistance by merchandising specialists 

@ Exclusive selling features and sales areas 

@ Service through branch offices 

FULL DETAILS are given in THE WEBSTER WAY. 

Our representative will gladly supply you with a copy or 

you can write to us: F. S. Webster Company, 

Amherst Street, Cambridge 42, Massachusetts. 
_™ It will be well worth your while to consider THE 
— WEBSTER WAY — just as it’s well worth your while to 
_~ have Webster Carbon Papers and Ribbons on your shelves. 
(But don’t expect them to stay there!) 
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/ The Webster Way 
is the Profit Way! 
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These advertisements present the preducts 
of the | ers in each di- 
vision of the industry. Because eof the 
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ground for honest differences of opinion, 
the publishers obviously cannot undertake 
te guarantee transactions between adver- 


tisers and customers. 








They do, however, 


offer their services in resolving any dis- 
agreements which result from relations 
established through the journal. 
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Books, Memorandum 


me Visible Records, Inc 

Bates Mfg. Co 

Ennis Tag & Salesbook Co 

Nati. Blank Book Co 
Books, Sales 

Ennis Tag & Salesbook Co 
Books, Scrap 

Globe-Wernicke Co 

Weis Mfg. Cc 
Boxes, Cash 


Art Steel Co., Inc 
Central Can Co., Inc 

Cole Steel Equip. Co., Inc 
General Fireproofing Co 
Globe-Wernicke Co 

Guide System & Sup. Co 
Mayfair Co 

Peerless Steel Equip. Co 


Boxes, Strong, Fire-Protected 
Art Steel Co. Inc 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co 


Brief & Zipper Cases 
Angler's Prods. Co 
Chicago Saddlery Co 
Doppelt, Chas. & Co., Inc 
Stebco Prods 
Stein Bros. Mfg. Co 


Bulletin Boards 
Barricks Mfg. Co 
Weber Costello Co 


Cabinets, Storage & Wardrobe 
All-Steel Equip. Inc 
Art Metal Constr. Co 
Art Steel Co. Inc 
Bernard-Franklin Co., Inc 
Cole Steel Equip. Co., Inc 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Lyon Metal Prods., Inc 
Neiman Steel Equip. Co., Inc 
Parker Steel Prods., Inc 
Pronto File Corp 
Security Steel Equip. Corp 
Shaw Walker Co 
Star Steel Equip Co., Inc 
Steel Service Mfg. Co 
Yawman & Erbe Mfg. Co 


Calculating Devices 
Reliable Typewr. & A. M. Co 


Calculating Machines 
Allen, R. C., Bus. Machs 
Burroughs Corp 
Clary Multiplier Corp 
Comptometer Dictation Div 
Friden Calculating Mach. Co 
Monroe Calculating Mach. Co 
Smith-Corona Inc 
Swift Bus. Mach. Corp 


Calendar Pads & Stands 
Changepoint, Inc 
Stark Calendars, Inc. 


Cases, Bankers Note 
Art Steel Co. Inc 
Cole Steel Equip. Co., Inc 
General Fireproofing Co 
Globe-Wernicke Co 
Weis Mfg. Co 


Cash Drawers 
Indiana Cash Drawer Co 
Regna Cash Registers, Inc 


Cash Registers 
Allen, R. C., Bus. Machs 
Burroughs Corp 
Regna Cash Registers, Inc 


Casters, Slides 
Bassick Co., Div. S-W 
Liebman, A. L., & Sons 
Natl. Lock Cx 


Catalogs, Stock 
Majestic Stationery Co 


Chairs, Folding & Banquet 
Adirondack Chair Co 
Bostrom Mfg. Co 
Krueger Metal Prods. Co 
Lyon Metal Prods., Inc 


Chairs, Office 
All-Stee! Equip. Inc 
Aluminum Seating Corp 
Art Metal Constr. Co 
Bright Chair Co., Inc 





Cole Steel Equip. Co., Inc 
ramer Posture Chair Co 
more Chair Co 
Fritz-Cross Co 

;eneral Fireproofing Co 
Grand Rapids Lea. Furn. Co 
Gregson Mfg. Co 
Guniocke, W. H., Chair Co 
Hamilton Mfg. Corp 

Harter Corp 

High Point Bend. & Chair Co 
Indiana Chair Co 

Jasper Chair Co 

Jasper Seating Co 

Johnson Chair Co 

Maso Steel Prods., Inc 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Murphy-Miller, Inc 
Niemann, Inc 

Royal Metal Mfg. Co 

Shaw Walker Co 

Sturgis Posture Chair Co 
Wells Chair Corp 

Worden Co 


Chairs, Posture 
All-Steel Equip. Inc 
Aluminum Seating Corp 
Art Metal Constr. Co 
Bright Chair Co., Inc 
Cole Steel Equip. Co., Inc 
Cramer Posture Chair Co 
Dependable Mfg. Co 
Domore Chair Co 
Fritz-Cross Co 
General Fireproofing Co 
Guniocke, W. H., Chair Co 
Hamilton Mfg. Corp 
Harter Corp 
High Point Bend. & Chair Co 
Indiana Chair Co 
Jasper Chair Co 
ohnson Chair Co 
King Posture Chair Co 
Maso Steel Prods., Inc 
Milwaukee Chair Co 
Milwaukee Metal Furn. Co 
Ohio Chair Co., Inc 
Royal Metal Mfg. Co 
Sturgis Posture Chair Co 
Wells Chair Corp 
Worden Co 

Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co 
Jasper Chair Co 
Wells Chair Corp 

Chalk 
Weber Costello Co 

Checks, Metal 
Dayton Stencil Works Co 


Cleaners & Preservatives 
Chicago Modern Prods. Co 
Clipper Prods. Co 


Clipboards 
Globe-Wernicke Co 
Hardboard Fabricators, Inc 
Shaw Walker Co 
Stempel Mfg. Co 
Yawman & Erbe Mfg. Co 


Clips, Paper 
Acco Prods., Inc 
Esterbrook Pen Co 
Hunt, C. Howard, Pen Co 
Noesting Pin Ticket Co 
Vail Mfg. Co 


Coin Wrappers 
American Passbook Co 


Copyholders 
Acco Prods., Inc 
Bankers Box Co 
Curtis-Young Corp 
Internat!. Office Appliances 
Lansdale Prods. Corp 
Pres-to-Line Corp. of Amer 
Rite-Line Corp 
Speed-Spacer Co 


Costumers 
Doro Mfg. Co 
Gingher Mfg 
Glaro Mach. Prods., Inc 
Slobe-Wernicke Co 
La Salle Prods. Co 
Peerless Stee! Equip. Co 





Royal Metal Mfg. Co 
Security Stee! Equip. Corp 
Valco Co 

Vogel-Peterson Co 

Wells Chair Corp 


Covers, Brief 
Amberg File & Index Co 
Angler's Prods. Co 
Smead Mfg. Co., Inc 


Covers, Office Machine 
Budiew Prods. Co 
Keep Klean Prods. Co., Inc 


Covers, Plastic, Loose Leaf 
Aigner, G. J., Co 
Angler's Prods. Co 
Markilo 
Neiman Loose Lf. & Bindery 
Smead Mfg. Co., Inc 


Crayons 
Dixon, Jos., Crucible Co 


Cushions, Chair 
Perfect Rubber Seat Cush. Co 


Custom Manufacturing 
Watson Mfg. Co., Inc 


Dating Stamps 
Bankers & Merchants, Inc 
Bates Mfg. Co 
Rivet-O Mfg. Co 
Stewart, R. A., & Co., Inc 
Desk Pads & Tops 
Office Furn. Wholesale Distr 
Redi-Record Prods. Co 


Desk Sets 
Changepoint, Inc 
Esterbrook Pen. Co 


Desks 
All-Steel Equip. Inc 
Arnot-Jamestown Div 

Art Metal Constr. Co 

Art Steel Co. Inc. 

Bentson Mfg. Co 

Cole Steel Equip. Co., Inc 
Columbia Stee! Equip. Co 
Corry-Jamestown Mfg. Corp 
Doro Mfg. Co. 

General Fireproofing Co 
Globe-Wernicke Co 
Haskell, Inc 

Indiana Desk Co 

Invincible Metal Furn. Co 
Jasper Desk Co 

Leopold Co. 

Mayfair Co. 

Orna-Metal Prods. Inc 
Peerless Steel Equip. Co 
Security Steel Equip. Corp 
Shaw Walker Co 

Standard Furn. Co 

Wells Chair Corp 

Worden Co 

Yawman & Erbe Mfg. Co 


Dictating Machines 
Comptometer Dictation Div 
De Jur-Amsco Corp 


Drafting Instruments & Equip 
C-Thru Ruler Co 
Cardinell Corp 
Haskell, Inc 
Stacor Equip. Co 


Drills, Paper 
Smead Mfg. Co., Inc 


Duplicating Machs. & Supplies 
Ames Supply Co 
Bohn Duplicator Corp 
Curtis-Young Corp 
Duplicators, Inc 
Heyer Corp 
Ink Specialties Co., Inc 
Manifold Supplies Co 
Master Addresser Co 
Mittag & Volger, Inc 
Old Town Corp 
Pres-to-Line Corp. of Amer 
Print-O-Matic Co., Inc 
Rose Rib. & Carb. Mfg. Co 

Inc 

Speed-0-Print Corp 
Smith-Corona Inc 


Envelopes 
Globe-Wernicke Co 
Northern States Env. Co 
Quality Park Env. Co 
Smead Mfg. Co., Inc 


For the benefit of the subscribers the 
edvertised in this issue ore here classified. 
Many of the requirements of the modern 
business office cre represented 
scribers be interested in any article of 
fice equipment not listed here, they ore 
communicate with the service 
bureau, through which the information will 
be promptly and cheerfully given by letter 
without obligation. 
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Envelopes, Plastic 


Aigner, G. J., Co 
Amberg File & Index Co 
Angler's Prods. Co 
Markilo 


Erasers, Blackboard 


Weber Costello Co 


Erasers, Rubber 


Barber-Colman Co 

Blaisdell Pencil! Co 

Dixon, Jes., Crucible Co 
Roberts, Weldon, Rubber Co. 


Eyelets, Metal 


Bates Mfg. Co 
Rivet-O Mfg. Co 


Fasteners, Paper 


Acco Prods., Inc 
Leonard, Chas., Inc 


Files, Blueprint & Plan 


Acco Prods., Inc 

All-Stee! Equip. Inc 

Art Metal Constr. Co 

Art Steel Co. Inc 

Cole Steel Equip. Co., Inc. 
Columbia Stee! Equip. Co. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co 
Globe-Wernicke Co. 
Invincible Metal Furn. Co. 
Lyon Metal Prods., Inc 
Peerless Stee! Equip. Co. 
Pronto File Corp. 

Shaw Walker Co 

Stacor Equip. Co 
Yawman & Erbe Mfg. Co. 


Files, Box Letter 


Acme Letter File Corp 
Amberg File & Index Co 
Arrow Paper Prods. Co 
Art Steel Co. Inc 

Cole Steel Equip. Co., Inc. 
slobe-Wernicke Co 
Mayfair Co 

Weis Mfg. Co 


Files, Card Index, Box & Tray 


Acorn Products Co 
All-Stee! Equip. Inc 
Amberg File & Index Co. 
Arrow Paper Prods. Co 
Art Metal Constr. Co. 

Art Steel Co. Inc. 
Bentson Mfg. Co. 

Cole Steel Equip. Co., Inc. 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co 
Globe-Wernicke Co. 
Guide System & Sup. Co 
H-O-N Co 

Imperial Methods Co 
Invincible Metal Furn. Co. 
Mayfair Co 

Parker Steel Prods., Inc. 
Peerless Steel Equip. Co. 
Pronto File Corp. 
Science Craft 

Shaw Walker Co 

Smead Mfg. Co., Inc 
Weis Mfg. Co 

Wells Chair Corp 
Yawman & Erbe Mfg. Co. 


Files, Clipboard 


jlobe-Wernicke Co 
Hardboard Fabricators, Inc. 
Shaw Walker Co 

Stempel Mfg. Co 

Yawman & Erbe Mfg. Co. 


Files, Desk Side 


Amberg File & Index Co. 
Art Stee! Co. Inc 

Cole Steel Equip. Co., Inc. 
Steel Parts Mfg. Co 

Weis Mfg. Co 

Yawman & Erbe Mfg. Co 


Files, Insulated 


Herring-Hall-Marvin Safe Ce. 
Mosler Safe Co 
Shaw Walker Co. 


Files, Metal 


Advanco Prods., Inc. 
All-Steel Equip. Inc. 
Art Metal Constr. Co. 
Art Steel Co. Inc. 
Bentson Mfg. Co. 


(Cent. on page 6) 








(Cont. from page 5) 
Cole Steel Equip: Co., Inc 
Columbia Stee! Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 
Globe-Wernicke Co 
H-O-N Co. 
Invincible Metal Furn. Co 
Lyon Metal Prods., Inc. 
Neiman Steel Equip. Co., Inc 
Parker Steel Prods., Inc 
Peerless Steel Equip. Co 
Pronto File Corp 
Remington Rand Inc. 
Security Steel Equip. Corp 
Shaw Walker Co. 
Watson Mfg. Co., Inc 
Weis Mfg. Co. 
Western Mfg. Co 
Yawman & Erbe Mfg. Cc 


Files, Rotary 
Smead Mfg. Co., Inc 


Files, Stencil Duplicator 
Atlas Stencil Files Corp 


Files, Storage 
All-Steel Equip. Inc 
Amberg File & Index Co 
Art Metal Constr. Co 
Art Steel Co. Inc 
Bankers Box Co 
Barkley, C. L., & Co 
Bentson Mfg. Co 
Cole Steel Equip. Co., Inc 
Columbia Stee! Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Guide System & Sup. Co 
Herring-Hali-Marvin Safe Cc 
H-O-N Co. 
Imperial Methods Co 
Invincible Metal Furn. Co 
Mayfair Co 
Oxford Filing Sup. Co., Inc 
Parker Steel Prods., Inc 
Peerless Steel Equip. Co 
Pronto File Corp 
Security Steel Equip. Corp 
Shaw Walker Co 
Weis Mfg. Co 


Filing Supplies 
Acco Prods., Inc 
Advanco Prods., Inc 
Aigner, G. J., Co 
Amberg File & Index Co 
Art Metal Constr. Co 
Art Steel Co. Inc 
Barkley, C. L., & Co. 
Cole Steel Equip. Co., Inc 
Corry-Jamestown Mfg. Corp 
Ennis Tag & Salesbook Cc 
Globe-Wernicke Co 
Guide System & Sup. Co 
Imperial Methods Co 
Northern States Env. Co 
Oxford Filing Sup. Co., Inc 
Parker Steel Prods., Inc 
Pronto File Corp 
Quality Park Env. Co 
Redi-Record Prods. Co 
Security Steel Equip. Corp 
Shaw Walker Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 


Fixtures, Store 
All-Steel Equip. Inc 
Butler, A. D., Inc 
Reflector-Hardware Corp 


Folding Machines 
Martin-Yale, Inc 


Forms, Business 
American Pad & Paper Co 
American Passbook Co 
Aigner, G. J., Co 
Dome Publishing Co., Inc 
Hano, Philip, Co., Inc 
Ideal System Co 
Miami Systems Corp 


Forms, Continuous 
Hano, Philip, Co., Inc 
Royal Register Co 


Forms, Income Tax Record 
Dome Publishing Co., Inc 


Forms, Loose Leaf 
Amberg File & Index Co 
Aigner, G. J., Co 
Free Hand Binder Co 
Ideal System Co 
Neiman Loose Lf. & Bindery 
Sheppard, C. E., Co 


Fountain Pens, Incl. Bal! Pt 
Changepoint, Inc 
Esterbrook Pen Co 
Fisher Pen Co 
Hunt, C. Howard, Pen ( 
Waterman Pen Co., In 


Furniture Handling Equip 
Elkay Products C 


Furniture, Off. Modular Units 


Arnot 
Art Stee 


Furniture 


Suites 


; 


ta rd 


Furniture, Upholstered 
Rriat r } 


Furniture Wholesale 


OF f A 


Gummed Cloth Rings 


Reybur 


Hardware, Office Furniture 


Holders. Memo 
Holders, Ticket 
Index Tabs 

> FF 
Ink 


Irons, Chair 
Label Holder 
Off 


Labels 


Ya 
xf 


Re 


Ladders, Lib., Store, Vault 


Cott " 
Cotterr 


Lamps, Desk 


W 
Leads, Mechanical Pencils 
Div : 

Elw 
Leather Good 


h 1 





Loose Leaf Devices 


Ide 
Nat f 
Na t k E k 
Neir 


her 


Loose Leaf Metals 


Nat F 


Va 5 kK 


heppard E 
Machines, Rebuilt & Used 
Internat Mice Aoplia 
Reg Typewriter 
Reliable Typewr. & 


hiorr . 


Mailing Machines & Supplies 


Advar 
Aw? 

New 
Maps, Globe: 


Marking Devices 


Mar ‘ 


Mats, Chair 
Menthnas 


* Cur Ah 


Moisteners 
Lipton Mfg 
Mayfair Cc 
Rivet-O Mfa 

Name Plates 
Acme Prod 
Braden Mfg 


Heyer Cort 

Notebooks, Stenographic 
Enn Tag & k 
Ni at RI - 





Numbering Machines 
Bates Mfg 
Openers, Envelope 


Pads, Scratch 


Pads, Stamp 





ewart. R. A 


Pads, Typewriter Cushion 


American Hair & 
e pply ¢ 
Peerless St } 


hipman-Wa 
Paper 
Ameri 
Eaton Paper 
Partitions, Office 
be-Werr ke 
Martin-Parry 


A . 
tsor fq 
Wa 1 


Pencil 
Elward 
Hunt. C. Howard 

Pencils, China Marking 


Blaisde Pe 


Sharpeners 


Mio 
vitg 


Pencils, Mechanica 
Esterbrook Pe 
Pencils, Wood Cased 

Blaisde Per 
xOr J 
Penholders 
Photocopy Equipment 


( 


Pins & Pin Containers 
iy + , BP T ‘ 
yvoes } F k 

Mita 
Vail Mfg 


Price Marking Machs., Stamps 
Stewart, R.A. & Inc 
Publications 

Off 


App 


éeadq ivitg 


Racks, Hat & Coat 
singher Mfaq 
Lyon Metal P | 
Vogel-Peter 

Racks, Stationery 


Mayfair C 


vViday 

Ribbons & Carbons 
Ames Supply 
Curtis-Young ( 
eedall Prod Mfg 


Old Town Corp 
Peerless-Imper 


Phillips Proce< 


Pres-to-Line Cort fA 
Regal Typewriter ( 
Remington Rand 


Rose Rib. & Carb. Mf 
Royal Typewr 


Shipman-Ward Mfg. ( 
Underwood Cort 
U. S. Carb. & Rib. Mfg 
Webster, F 
Write, Inc 

Ribbon & Carbon Tester 
Simonye, F 


Rubber Bands 

Alliance Rubber 

Roberts, Weldon, Rubber 
Rubber Stamps 

Bankers & Mer 


Rubber Type 


tewart, R 


Rulers 


C_Thr R 


Safes, Office 


Art Meta 


Wernicke Co 


3-Hall-Marvin Safe 


ble Metal Furn 
Steel Safe Co 


= 
>a 
i) 


York afe & Lock Co 
Sand Urns 


Scales, Postal 


ue 
Sealers 
Mfg. Ci 
Shelving 
: t Equip. Inc 
Box Co 
rd-Franklin Co 
jhs Mfg. Co 
tee! Equip. Co I 
amestown Mfg. Corp 
Fireproofing C 
Prods., Inc 
Steel Equip. Cc 
N auer Mfg. Co 
teel Equip. Co 
V helf File, Inc 
Signa Index Card 
raft eorge B., C 
Signs 
Rr Mfa C 
Sleeve Protectors 
A r Prods. Co 


Sorting Devices 
Amberg File & Index 
teel Co. Inc 


Co 


Co 


Yawman & Erbe Mfg. C 


Stands, Office Machine 


Products Co 


Equip Inc 
supply Co 
¢ Co. In 
teel Equip. Cc 
Mfg. Co 


Fireproofing C« 
Corp 


Ce 


teel Prods., In 
k Steel Safe Co 
est Metal Mfg. Cc 
ty Steel Equip 
nan-Ward Mfg. Cc 
Tiffany Stand Co 
We Chair Corp 


Stands, Telephone 
€ tee Equip Co 
rry-Jamestown Mfg 
haw Walker Co 
Staple Removers 
Ace Fastener Corp 


well Mfg. Co., Inc 


Staplers & Supplies 
Ace Fastener Corp 
w Fastener Co., Inc 
Mfg. Co 
well Mfg. Co., In 
Neva-Clog Prods., Inc 
peed Prods. Co., In 
Mfg. Co 


Stencils, Marking, Brass 





Stenci! Works C 


Stencil Machine 


Stools 
Bernard-Franklin Co., 

arter Corp 

yon Metal Prods., Inc 

A Steel Prods., In 


Mayfair Co 
Royal Metal Mfg. Co 
Wells Chair Corp 


teel Equip. Inc 
Metal Constr. Co 
Steel Co. Inc 

Steel Equip. Co 
nbia Steel Equip 


rry-Jamestown Mfg 
Mfg. Co 
e-Wernicke Co 
ell, Inc 

asper Table Co., Inc 

y Metal Prods., Inc 


Viaso Steel Prods Inc 
ha r Co 
Stee! Equip 





a 


rit 
sales 
aw Walker Co 
tandard Furn. Co 
We Chair Corp 


C 


In 


c 


y Steel Equip. Corr 


Yawman & Erbe Mfg. C 


Tables, Folding & Banquet 


ndack Chair Cc 
y Metal Prods., In 
Worden Co 


Corr 


Tabulating Machines 
urrougns Corp 
Remington Rand 


Tacks, Thumb 


ff, George B 
q F 
Tans 
f Tag & e.) 
y Afg ¥ r 
Tape, Gummed & Pressure Sens. 
f ace! Tape rf 
Revyburn Mfq 


a4 


elephone Accessories 


Trays, Desk, Center Drawer 


y r 


Trays, Letter 





Typewriter Desk Shelf Supports 
Typewriter Key Tops 


Pr 


ed Key 


Typewriter Parts 
Ame ipply 
pman-Ward Mfg 


pewr. Equit ne 


Typewriters 


R. ( t Machs 
A ypewr. Co 
Cont rading 
Corp 
etropolita ypewr 9 
gton Rand Ir 
yal Typewr 
n 1 
cerwooa rt 


Upholstery Materials 


Pont rat 
xthieatner , 
e & R 
p 4 
Plyw p 
g bre rp 


Vault Steps 





*termas 
Visible Record Equipment 
Acme Visible Records nc 
Metal ( tr. C 
Stee 
be-Wer é 
Blar Cx 
Reminaton Ra 
haw Walker 
heppard 
awman & Crt Mf 


Waste Baskets 


Steel C 
ry-Jame Ww Mfg. Corp 
P al Fir fing ( 
be-Werr ) 
ke 
ytair 
rity f rp 
w W 
€ Part f¢ 
P = 


Work Organizers 
Advar Prod 


Stee 
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The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 
address is used. 











EXECUTIVES AVAILABLE 


OFFICE MACHINE MECHANICS WANTED 








wit year tore experience, most of the 





r opening different location. Qualified to manage EXPERIENCED MECHANIC on Typewriters and Adding Machines with sales ability 
»partment t nd to handle sales program. We for permanent position. Leon W. White, 406¥2 E. San Antonio St., El Paso, Texas 
nany dealer nterested in any location that offer 
ty Address Office Appliance Box L-95 t go olf 


WANTED TRAINED OFFICE MACHINE MECHANIC, at least 10 Years experience, 
Shop and Field work. Must invest at least $4,000 in 50% deal and take complete 
charge of very active established Repair Shop. Averages between $2,000 and $2,500 
per month. Amounts assured by Contracts. Strictly a Service Proposition, no out- 







































































MAN ’ side Selling, No connection with Sales. Interested parties give details and qualifica- 
ve job in the Operations of Sales end of your busine: tions, in exchange for complete information cn set-up. TERMS IF QUALIFIED. 
MCatIOS : Write Office Machine Mechanic, P.O. Box 1663, Phoenix, Arizona 
Executive in tangible and intangible sales, of System: 
and End result Knows how to work with personnel at 
w to get things started and get them done on schedule EXPERIENCED SERVICE MANAGER on typewriters, adding machines, cash registers, 
r human value Knows how to get along with people $125.00 to $150.00 per week plus. Security and advancement. Business Equipment 
anagement nliimited, 839 First Ave. N., St. Petersburg, Fla 
TA K T OVER 
fidence. Addre ffice Appliances, Box L-96, Chicago ¢ 
WANTED: REPAIRMAN. Experienced Underwood Standard and Underwood Electric, 
with knowledge of other makes of standard typewriters. Permanent position, Under- 
SALESMEN AVAILABLE wood Agent, located in the Carolinas. Addre fice Appliances, Box Z-41, Chicago 
6. 
‘ y AL ence 1} 2 yea e f 
desires to travel for manufacturer in South TYPEWRITER AND ADDING MACHINE MECHANIC. Must have good knowledge of 
gea to change cation for health of member of Electric Typewriters. Good salary plus commission. Send full particulars in first 
b. Address Office Appliances, Box etter. Walzel Office Equipment Ci 314 E. Jackson St., El Campo, Texas 
MIMEOGRAPH, TOP MECHANIC WANTED: Electronic experience. Sober, family 
EXECUTIVES WANTED man. Good future in Fresno, California. References, history, picture. Fresno Office 
= Machine Co., 660 Van Ness 
ERVICEMEN DEALERS 
Sraremegey ; Aatng apean typouriten WANTED: Experienced Typewriter and Adding Machine Mechanic; references. Hender- 
ervicemer maraued You can work as a salesman n Typewriter Supply, Cor. First & Green St., Henderson, Ky 
r large tie r can purchase a going business with 
everal good territories where there is need of a new 
exclusive e Contact me if you are looking for TYPEWRITER or adding machine service ma ' ywmbination man. needed for 
nake money. Brewinaton Business Machines C Pp ). Box ne of West Texas largest office machine dealer Permanent position with good 
44, Oklahoma City, Oklahon working conditions for the right man. Application confidential if requested. The 
Baker Co., Box 910, Lubbock, Texas 
SALESMEN WANTED 
EXPERIENCED TYPEWRITER and Adding Machine Mechanic, capable of handling 
hop. Permanent position. Good working ditions. Pueblo Typewriter Exchange, 
WANTE for one of the world argest 422 N. Santa Fe Ave., Pueblo, Colorad 
€ Vew odels Nat ally r 
FF e Box 35 Cr .] 
SALES REPRESENTATIVES AVAILABLE 
EXCLUSIVE REPRESENTATION DESIRE Metropolitan New York and/or Long 
We known typewriter carbon paper and ribt na land. Willing to do consumer missionary work. Can warehouse. Address Office 
representative to cover states of Illinois, lowa, W Appliances, Box L-98, 100 E. 42nd St., New York 17 
ta plendid opportunity to man with ability tability 
yiving resume of your experience. Replies will be held 
ffice Appliances, Box Z-36, Chicago ¢ WELL ESTABLISHED SALES REPRESENTATIVE traveling Ohio, Indiana, Kentucky, 
nois, Michigan and Wisconsin selling a short but important line of stationery 
specialties desires another good line to sell to stationers or office furniture dealers 
TRICT. We known office furniture manufacturer Jaterested only in high-class merchandise. Excellent reputation. Best of references. 
resentative to travel Ohio, Indiana, Michigan. A g Address Office Appliances, Box L-99, Chicago 6 
1 wit ff equipment merchandising. Give « 
experience and references Address Office Apr 
ALESMAN WITH 25 YEARS’ experience in steel! office equipment, seeks line for 
stationers and office furniture stores. Wel! known in Metropolitan New York area 
New Jersey and Long Island. Address Office Appliances, Box L-100, 100 East 42d 
t., New York 17 
1ing for a capable salesman. Must have ability 
d sales record. Attractive earning possibilities for 
ne ee ee ee MANUFACTURERS’ REPRESENTATIVE well known in the industry is available 
Office Appliances, Box Z-38, Chicago 6 for major line of stationery or office furniture to be sold in Chicago area or a 
—_ group of states to be worked from Chicago. Record of excellent sales performance 
Has own warehouse facilities. Address Office Appliances, Box L-101, Chicago 6. 
NER has opening for good outside salesman. Must be ma 





than average ability. Profitable opportunity for person 

4 complete information. Address Office Appliance: SALESMAN calling on the wholesale and commercial stationers in Metropolitan 
New York area seeks one or two additional lines on a commission basis. Address 
Office Appliances, Box L-102, 100 East 42d St., New York 17. 














f f ACTURER of stationery specialties has opening for salesmar 
1 and Wisconsin, except Chicago. An excellent opportunity MANUFACTURERS’ REPRESENTATIVE covering Denver West and specializing in 
ty and some knowledge of commercial stationery trade desks and tables has ample capacity to handle a quality line of wood chairs. Doing 
idre Office Appliances, Box Z-40, Chicago 6 business with leading dealers in all important centers. Prepared to give first-class 
coverage. Address Office Appliances, Box L-103, Chicago 6 
EXF ' E EQUIPMENT and Machine Salesman. A. B. Dick duplicator Eee SS 
ry and commission. State experience in first letter. Pueb 


unta Fe Ave., Pueblo, Coloradc WANTS AND FOR SALE, Continued on page 8 
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WANTS AND FOR SALE Cont'd from page 7 





SALES REPRESENTATIVES AVAILABLE, Cont'd 





SALESMAN—METROPOLITAN CHICAG Ww 
furniture and stationer trades. Comn 
Office Appliances, Box L-104, Chicag 





NOW SELL Metal Office Chairs in New 
office equipment lines. Addre Office 





SUCCESSFUL Manufacturer’s Repress 
for office or institutional furniture 
Penna. Marvin Moss, 4010 Glengyle 





WHOLESALER OF USED OFFICE MA 
California, and Nevada, desires addit 
Typewriter Service, 395 Valer 





SALES REPRESENTATIVES WANTED 





WANTED FOR EAST & MID-WE 
Salesmen. Nationally known N. Y 
upholstered furniture seeks agare 
Backed by a consistent advert 
commission arrangement. Write fu 
Co., 42 Greene St., New York 13 





CASH 
A few choice exclusive territori« 
to sell the R. C. Allen Cash Reg 
ing released. This is a full line of 
franchise. For complete informat Ww 
Cash Register Division, 678 Front A 





MANUFACTURER’S REPRESENTAT 
office chairs. Commission basis fr 
what territory. Write King Posture 
California. 





AGGRESSIVE SALES REPRESENTAT 
ribbons. Regular and Unique pack 
Several territories open. Addre 
New York 17 





WANTED: MIDWEST Manufact 
accessories seeks sales repres 
California. State lines now carried 
ances, Box Z-43, Chicago ¢ 





WANTED MANUFACTURER REPRE 
sorters. Can be sold to office quit 
houses. Liberal commissior Writ 
Nebraska 





SALES REPRESENTATION WANTE f 
equipment. Valuable territorie per er 
Visi-Shelf File, Inc., 105 Read 





RETAIL BUSINESS FOR SALE 





OLD ESTABLISHED OFFICE 
business for sale, in Rocky 
modern plant. $75,000. Cash req 





FOR SALE OFFICE £ 
LOCATED in one of the fastest 
modest rent. Have leading furnit 
with unlimited possibilities for 
inventory at approximately $1( 
ances, Box Z-45, Chicago ¢ 





ESTABLISHED OFFICE SUPP 
PRINTING BUSINESS. Located f 
and building, or sel! busine 

$15,000 Building $35.00 W 





ONLY SUPPLY STORE IN WEST TEX 
from Lubbock, center of rich ++ 

a profit. Owner would like t 

Would not take al! cash . 


building. Address Office App 





ADDRESS AND DUPLICAT 
Pacific Northwest. Low 
Address Office Appliances, Box 





PARTNER WANTED 





UNUSUAL OPPORTUNITY: Exe 
owner has prospering operat 
the ages of 35 and 45 year 
About $40.000 required f 
able person with sever 

sales of $300,000.00. W 


from page 7 


nity 
re 
‘ F 
ac 
A 
¢ 
F 


WANT TO BUY MANUFACTURING BUSINESS 















































WELL ESTABLISHED MANUFACTURER of products f office wid for other 
es W Jer purchase of company or div f company with meritorious 
duct, preferably ade of metal. Interested pecialty goods with exciusive 
feature established mmercial line, new field with profit possib * some- 
g of merit t yet in production. A espondence onfidence 
dress Office Applia Box L-106, Chicag 
LISTS 
MAILING T f 6,262 commercia 1 office appliance dealers 
781 typewriter and adding machine store Write for FREE catalogue of 
f ret V esalers, manufacturer titution Dank and others. We 
3€ y for addre ng PEED-ADDRES 18 ar treet, Woodside 77. New 
FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
BUY AN ELL—all makes calculat adding machine ookkeeping ma- 
J ott ffice machinery. Give us full specifications and serial numbers — 
ff ble. We‘ll quote highest price Internat al Office Appli- 
te & 326 Broadway, New 
TT > Hee A i nc ) sal r ; , 
( AN UNDSTRAND mach nptometer j ugns, Friden, 
nant ators. Electromat typewriter Adding achines and all 
& r 1 rented. ret ’ t Narch e40 (WN r Ss 
ented j Warsh 4 '. 6 St, 
\ K vv 
seclliaiiatiinnesidilieetnetidihiednemeaes 
f T t g J hines 
ber | 5 WwW 
TT-F aiculat a office 
er W J C A, ¢ - 
E R N.C.R Bookk ai a < 
nine et ption and 
r t c NE VIAC New York 
f , y f and BURR{( } Q Va- 
: eta 4 RB hine 3 
yet Y 13 
K Mm USCU DOOKK rougt en- 
t " l ems. 1 Model and 
ta A v¥ fy Ww Y re 
node » ‘ a trie 
Vv nptomet wh price 
3 N.E. 2d 
~ ALE TW N R. TYPEWRITER BOOKK N MACHINE Vode! 31-10- 
1S 26” € 5153294 and 51567 f aht ew S4 ¢ ec each 
x York 
’ RESSES, MULT y Mimeo- 
W ade machine Dix K North 
Y A NTED rg y Top 
y 641 W Off on 
, y of 
‘ y pan 
x r 4 
y ondi- 
K aiway 0 Jeai- 
1dway 
: , dex 
a 
k ther 
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O4's Presse-Time Sulletin 





Late and Important News for Our Readers 


NATIONAL BUSINESS SHOW: scheduled for October 24-28 in the 69th and 7lst Regiment 
Armories, New York City, at OA press time promised to be a glittering 
showcase of the vast $2,500,000,000 office machine equipment and supply 
industry. With a 20% increase in the number of exhibitors signed up over 
last vear's figures, managing director Rudolph Lang expected the 5l-year- 
old show to at least equal last year's high attendance of over 88,000 vis- 
itors. 


GILLETTE ACQUIRES PAPER-MATE: Following a reported sale of Paper-Mate interests to 
the Gillette Company for $15,500,000, the Gillette stockholders author- 
ized doubling of the stock, paving the way for a 100% stock dividend. Dis- 
tribution of the new shares began on October 4, with the additional stock 
having a par value of $l. 


NEW SHEAFFER PRICE POLICY: The W. A. Sheaffer Pen Company has informed its dealers 
that they will be given more freedom of action on establishing prices on 
certain Sheaffer items. Harvey Whidden, vice-president in charge of 
sales, revealed that dealers may now retail some products below suggested 
list prices. The deductions range to $2, at the request of dealers. 


OBSTFELD NEW MARKWELL PRESIDENT: Markwell Manufacturing Company, Inc., recently an- 
nounced the election of A. I. Obstfeld as its new president, and at the same 
time revealed the development of new progressive programs. Mort Newburg, 
formerly regional sales manager for Doeskin Paper Products, Inc., has been 
named as a key assistant to the president. 


CORMAC NAMES SALES MANAGER: Cormac Industries, Inc., New York City, has named Wil- 
liam A. Hartley as New York City sales manager. Mr. Hartley was formerly 
with Remington Rand. 


GLOBE-WERNICKE DEALERS MEET: A group of dealers and dealer salesmen from the terri- 
tory of Fred Austin, district representative, met at The Globe-Wernicke 
Co. in Cincinnati, Ohio, recently for an intensive two-day sales school. 
The dealers, from Michigan and Ohio, spent the time studying products, 
viewing manufacturing processes, and watching demonstrations by G-W sales 
personnel. 


EMPLOYEES ACQUIRE GREGORY FOUNT-0O-INK: A group of employees of the Gregory Fount- 
O-Ink Company, Los Angeles, Calif., recently purchased the company and 
have changed the name to C D C Fount-0-Ink Company. The new management is 
a partnership consisting of Hazel Compton, B. R. Duff, and A. M. Case. 


NEW SALES MANAGER FOR EZYINDEX: Effective November 1, Herbert Bernstein becomes 
sales and advertising manager of Ezyindex Products Corporation, Flush- 
ing, N. Y. Announcement of the appointment was made during the NSOEA con- 
vention in Chicago by Charles W. Busk, president. 


HAMM RETIRES FROM PIERCE COMPANY: The Pierce Company of Fargo, N. D., has announced 
the retirement of L. W. Hamm who has been president of the firm since 
19335. Mr. Hamm will retain his financial interest in the company and will 
serve as chairman of the board of directors. Last year he completed 50 
years in the stationery and printing business. 


CLARY NAMES THREE DISTRICT MANAGERS: Clary Corporation recently announced the ap- 
pointments of three district managers who have. made outstanding records 
as salesmen. A. A. Hutchinson was named manager of the Northwest district, 
T. C. Mashos is the new district manager for Texas-Oklahoma-Kansas area, 
and W. M. Taylor was appointed to the New England district manager's post. 


SUPERIOR TYPEWRITER COMPANY MOVES: Superior Typewriter Company of New York reports 
a move to new and larger quarters at 34 Huber Street in New York City. A 
further announcement reported the recent establishment of a branch and 
warehouse in Canada. The branch, the Superior Typewriter Company of Can- 
ada, is located at 3340 Notre Dame St., East, Montreal, Quebec. 
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State of the Tudustry : 


ry 
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@ Leasing Advice. Recent ruling Internal 
Revenue Service indicate that an tice furniture 
dealer wishing to sell his merchandise under a rent 
al and lease plans should consult a tax lawyer, an 
accountant, or both 

In other words, the IRS is not giving carte blanche 
approval to writing off the expense of new equip 
ment and then taking title to it. There is nothin 
illegal about giving customers an option to pur 
chase in a lease contract. But the IRS, based on 
present rulings, doesn't grant the lessee this privi 
lege along with charging off his lease payments 
to current operating expens 

Such agreements are treated as conditional or in 
stallment sales; and only under bona fide lease 
plans can payments be charged to current expense 

A recent NSOEA Desk Sheet points out 

“Generally speaking, the IRS will permit without 
question lease agreements where the payments are 
based on some unit of production or usage, or other 
measure not directly geared to the purchase price 
But it is likely to quest 1greement 
where the contract agreements are closely related 
to the normal purchase pric 

“Short term rental arrangements ich as those 
most common in our indust! where payments dc 
not vary and are at relatively higher weekly and 
monthly rental rates—are not under in 
these Treasury rulings, wit r without op 
purchase 

“The critical points which the IRS will examine 
most closely are any sharp decline in rental | 
ments from year to year, the 1 amount of 
payments required, and the length of the lease 
period in relation to the useful life of the equip 
ment.” 
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@ Looking Ahead. Following are the dates ar 
ranged for future NSOE A nventions in Chicag 
as previously announced. They carry through tl 
next three years 
1956—September 29-O 
1957—October 12-16 
1958—September 27-Oct 


@ Pen Business Up. The Fountain Pen & Mechanical 
Pencil Manufacturers’ Association, Ir reports that 
the Internal Revenue Service has just released its 
final figures on excise tax ections for the fisca 
year ended June 30, 1955. These reveal that total 
excise taxes on pens, mechanical pencils and light 
ers for the last fiscal year amounted to $8,366,000 as 


contrasted with collections of $10,88 luring the 
previous fiscal year 

But before the concludi: that business has 
dropped, let the manufacturers’ group explain 


“Collections last year were based on the 10% rate 
as contrasted with the 15% rate in effect the pre 
vious year. By projecting the $8,366,0 ‘ollected in 


‘ 


fiscal 1955 to $12,549.00 yured at the 15% rate, it 
is revealed that the pen and per business actual 
ly increased by !5°. in | Sa mpared with 
fiscal 1954 


T 17 
~ + 4 


This figure may seem smal some of our mem- 
bers, but it should be pointed out that excise taxes 
re not levied on industry exports nor do articles 
sirvenseegr with precious metals appear in this 
category. Overall, the picture shows a healthy in- 
crease in the pen ‘and mechanical pencil trade over 
the previous year 


@ Snappy Statistics. A record 15 billion rubber 
bands will be produced this year, according to the 
B. F. Goodrich Company. This number will break 
the 1950 record by 10 per cent and via mileage 
count would be sufficient to circle the earth 28 times. 
that is 


+ In This Atomic Age. The Railway Expr ess Agen- 

offices are now making av tilable atom-proof 
‘es to protect vital personal ar nd busi- 
ness records from potential bombing and other dis- 
isters. For $3 a year, plus express charges, the en 
rele 11 parcels in units not exceeding 432 
iches, can be stored in spe 





‘ially constructed 
1dditional year’s storage is $: 
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O4 Editorial 





ABC—Hallmark of Our Circulation 

On this 41st anniversary month of the Audit Bureau of 
Circulations, OFFICE APPLIANCES salutes that organiza- 
tion for the valuable service it gives our advertisers and 
their agencies. We recognize ABC as a symbol and a 
hallmark, akin to that of sterling on silver. 

We are proud to belong to an organization which 
gives our advertisers an independently-audited circula- 
tion count and an independently-arrived-at description of 
OFFICE APPLIANCES’ readership. 

An accurate and objective valuation of this kind re- 
moves the guesswork from the calculation of those’ who 
place advertising in our business magazine. Advertisers 
have proof that their message will reach a guaranteed 
number of readers who are logically in a position to 
buy the advertised products. 

The ABC insignia which we carry on our title page 
is proof that the reader is boss. We are happy that OF- 
FICE APPLIANCES continues to show appreciable increase 
in circulation figures, maintaining its leadership, and that 
we have ABC proof that more dealer organizations in 
stationery and office equipment are subscribting to OF- 
FICE APPLIANCES—paying to receive it every month. 

Our increasing circulation is evidence that we are 
giving you——our reader—what you expect in a business 
publication serving the stationery and office equipment 
industry. 

Our circulation integrity is a proud possession. The 
Audit Bureau of Circulations deservedly helps to keep 
if so. 





“‘The Second R’”’ 


The Handwriting Foundation, Inc., is doing the nation 
a service in its campaign to help prevent indecipherable 
shopping lists, communications from ‘‘the boss"’ to the 
staff, incomprehensible letters from children away at 
school or camp, and, perhaps, illegible love letters. 

In a publication called ‘‘The Second R"', the Founda- 
tion points out that one of the biggest barriers to legi- 
bility in handwriting is the writing of numbers 1 and 7 
so that they look alike, or the making of e's to look like 
’ Ss. 

Suggested six steps to handwriting legibility are: 

1. Watch out for the tricky letters. Be sure to distin- 
guish between e and |, i and r, and f. 

2. Watch out for the tricky numbers. You must care- 
fully differentiate 1 and 7, as well as 3, 5 and 8. 

3. Sit properly. Keep both forearms on the desk, 
push hips back and shoulders slightly forward. 

4. Avoid tiring the hand. Keep palm and wrist down 
and don't turn hand too far to the side. 

5. Keep a good supply of writing tools in order (that's 
where the stationery dealer should be interested), in- 
cluding, of course, pens, pencils, papers and ink. 


6. Carefully separate letters, space words, and, in 
general, pay attention to the way you write. 

We're happy to give editorial commendation to this 
booklet which can be obtained free from the executive 
offices of the Handwriting Foundation at 1426 G St., 
N. W., Washington 5, D. C., and the New York City 
office, at 130 E. 59 St., New York 22, N. Y. 





The Market Doesn't Stand Still 


“If anyone in the audience still harbors any lingering 
doubts about the value of continuity in advertising, a 
five-second exposure to a few Census Bureau figures 
ought to take care of him,’ points out Advertising Age. 

‘For instance and to wit: Establishment of something 
like 850,000 new households every year since 1950— 
almost 9,500,000 more in April, 1955, than there were 
in the same month in 1947. Actually, the change is even 
more startling, because there have been about a million 
new urban households a year during that period, and a 
corresponding decline in rural-farm households.”’ 

If new families are added, the market is growing in 
all commodities. And that means new dealerships in the 
stationery and office equipment industry. A manufacturer 
who thinks because he advertised yesterday he need not 
today, or similarly reasons that today's advertising takes 
care of tomorow, is disregarding the cold facts of the 
population increase. 





A Dealer Looks at Advertising 


One of the most refreshing viewpoints we have heard 
expressed on advertising comes from Harold Steinke, an 
office machines dealer of Upper Darby, Pa., who served 
as chairman of the advertising panel discussion during 
the NOMDA convention in Denver. Says Mr. Steinke: 

‘No business can grow without new customers. No 
business can even stand still without new customers. 

‘Here's why: Every day you lose customers because 
they move to other neighborhoods or towns. Or because 
they stop trading with you for one reason or another. 
Customers die. You must have a steady stream of new 
customers coming in just to replace the ones you lose— 
let alone to make your business grow. 

“One way to get customers—without leaving your 
business—is to contact hundreds or thousands of people 
a day. 

“This way is advertising. 

‘Advertising tells the whole community what you have 
to sell, for much less cost and effort than by any other 
kind.” 

We'll let the case rest with the jury after Mr. Steinke's 
arguments. The decision should be in the affirmative, 
favoring advertising. 





British guide (showing places of interest): ‘it was in this room that Lord Welling- 


ton received his first commission. 


American Salesman (suddenly interested): ‘How much was it?”’ 
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NSOEA Begins 
Second SO Years 
on Service Note 


Model Office Furniture Department, 
Health Clinic Are Popular Features— 
More than 10,000 Attend—Alllen 
Elected New President 


@ BEGINNING ITS second half century, the National 
Stationery & Office Equipment Association in session October 
1-5 at the Conrad Hilton Hotel in Chicago emphasized previ- 
ously successful features in programming while attaining more 
convention innovations. 

Attendance was announced as reaching a new high. More 
than 10,000 registered for whole or part time viewing of a 
record number of 384 exhibits. Participation by stationers 
from across the border—Canada and Mexico—never was 
greater. 

It was a convention under the direction of Executive Vice- 
President Paul Burbank which had high summits to scale in 
all departments. But the results in the S5ist year of the asso- 
ciation’s history were pleasing to its executive watching his 
10th convention provide opportunities for a colorful display 
of new products, an internationally-minded program and a 
challenging conception of a new office furniture department. 


Wilcox Concludes Year 


Leonard B. Wilcox, the homespun Kansan, concluded a 
successful year of association presidency and passed on the 
leadership to the stationer from Atlanta, Ga., Ivan Allen, Jr. 
Thus, for the first time in NSOEA history, a son holds the 
position for which his father previously had been selected. 
It was in 1923-24 that Ivan Allen, Sr., headed the organization. 

“My son will make a good president. He does everything 
well and works hard, perhaps too hard,” the new president’s 
father told OFFICE APPLIANCES. It was a proud moment 
for the senior Allens on the annual banquet night when the 
personable and efficient executive of Ivan Allen Company 
made his inaugural address and pledged his best efforts in the 
interests of NSOEA and the industry. 


Other Officers Elected 


Others elected to office by the three divisions and the 
convention as a whole are: 

Treasurer—Charles V. Sinisgalli, Andrews Office Supply & 
Equipment Company, Washington. D.C. 

Assistant treasurer—Joseph C. Runnels, Commercial Office 
Furniture Company, Washington, D.C. 

DISTRIBUTORS DIVISION—Vice-president, O. C. Hal- 
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President-elect IVAN ALLEN, JR. 


Atlanta, Ga. is the birthplace and home of the new 
president of the National Stationery & Office Equipment 
Association. Born on March 15, 1911, Ivan, Jr. was des 
tined to follow in the footsteps of his father, Ivan Allen 
sr. veteran stationer, who ranks as a past president 
van Jr. attended Atlanta public schools, and then 
as a true native son of the Peach State, he completed his 
education at Georgia Tech, receiving a bachelor of science 
ind commerce degree in 1933. 

Following his graduation, he entered the business bear 
ing his father’s name, the Ivan Allen Company, as 
salesman. He served as salesman from 1934 until 1936, and 
then sales manager from 1936 to 1938. He was secretary 
treasurer of the firm from 1938 until 1946 when he assumed 


Mr. Allen has been active in business, military and 
litical circles both in Georgia and nationally. He serve 


ee district governor of the NSOEA in 1938-39 


Mr. Allen served as a major in the infantry during 


Voria War assigned to the selective service system 
He was a Lt. Colonel on the Georgia governor's staff 
m 1936 to 1940, and a member of the board of th 
State Department Veterans Service from 1946 to 1948 
In the political world, he twice served as delegate tc 
the national Democratic conventions 940 a 1944 
He was Chief of Governing Staff for the State of Georgia 


1946-48; secretary of the State Hospital Authority, 1938 


40; president, Young Democratic Clubs of Georgia, 1938 
member of the State Board of Education, 1939-40; and 
ecretary of the Executive Department, State of Ge 
45 
Mr. Allen married Louise Richardson of Atlanta 
January 1,- 1936. They have three children, Ivan III, 
years old; Hugh Inman, 15 years old, and Beaumont, 9 
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verson, Midwest Beach Company, Sioux Falls, S. D.; vice- 
chairman, William R. Diehl, Jr., Diehl Office Equipment 
Company, Columbus, Ohio. 

MANUFACTURERS DIVISION—Vice-president, L. M. 
Brown, Eberhard Faber Pencil Company, Brooklyn, N.Y.; 
vice-chairman, Elmer G. Rahe, The Globe-Wernicke Co. 

FIELD DIVISION—Vice-president, Folger Fellowes, Bank- 
ers Box Company; vice-chairman, John B. Dwyer, manu- 
facturers’ representative. 


Governors Aid Officers 

Governors of the 14 districts previously elected at the 
regional conventions will heip these officers in the conduct 
of association affairs and the staging of the series of meetings 
next Spring and early Summer. 

[These are the “laymen” workers of NSOEA. Continuing 
the Washington staff leadership are Executive Vice-President 
Burbank, hailed as a top association executive in the nation; 
Homer Lay, manager; and Rose Cushman, editor of the Na- 
tional Stationer. They are aided by others in a headquarters 
organization, which besides the new manager, has a “returnee” 
in the person of Homer Smith, merchandising manager. 

The convention once again had a staff of workers from 


Repeating the novel convention experience of the year 
previous, Sunday morning services were held in the Grand 
Ballroom of the Conrad Hilton Hotel. 

“Recognizing that the spiritual qualities of businessmen 
determine the ethical qualities of business operations, NSOEA 
is most fortunate in having, for the second year, the assistance 
of these splendid men who will be responsible for this beau- 
tiful service. We are confident that each of you will find it 
inspiring and magnificent.” 

The preceding words, taken from the convention program, 
proved prophetic. Led by the same group of consecrated 
Christian laymen who last year launched the experiment 
of a religious service at business convention, the service on 
Sunday morning was beautiful and challenging. Nearly 2,500 
people shared in a great spiritual experience. 


Service Has Impact 

Fred Smith, song leader, Karl Steele, artist, and Fague 

Springman, soloist, contributed each in his own way to the 

spiritual impact of the services. Howard Butt, Jr., business- 

man-preacher from Texas, delivered the message of the morn- 
ing. 

Mr. Butt reviewed the evidences of a tremendous spiritual 





New Guiding Heads of NSOEA and Three Divisions 


Ivan Allen, Jr., president; Charles Sinisgalli, treasurer; Folger 
Fellowes, vice-president of field division; L. M. Brown, vice- 
president of manufacturer's division; O. C. Halverson, vice- 


within the industry to conduct its affairs smoothly in the weeks 
preceding and during the actual sessions. General chairman 
was Ken Reister, Minnesota Mining & Manufacturing Com- 
pany; and co-chairman was Norbert Burgess, Sanford Ink 
Company 

Before the convention program began on Monday morning, 
thousands in attendance had already participated in a Great 
Lakes Travelers Club pre-convention luncheon, the second of 


the non-denominational church services and two days of ex- 
hibit ? 


Model Offices Lure Crowds 


Many of the registrants, immediately upon arrival, sought 
out the model office furniture department in the Normandie 
Lounge. Here, they found novel treatment of display through 
the utilization of color, light and fixtures as conceived by de- 
signer Ken White. Manager Lay of the Washington staff had 
much to do with the actual construction of the model store. 

The results, including daring use of bright colors for desks 
and the “bird cage” type of display, were exciting, amazing 
and intriguing to customers. Explaining the “big idea”, Ken 
White declared 

Nev forget, the customer is the King. Roll out the red 
carpet for royalty is the big idea of the red carpet down the 
center ne. The color selection is based on a new concept 
of col hich will quickly take its place in the total retail 
picture which essentially says: use a deep background 
color wit! sharp foreground contrast in equipment. Against 
this, p lush detail of signs, lettering or other decoration. 
Notice ffectively it works out in creating the small model 
offices presenting a background foil for all types of 
equipn 
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Take Office ... 


president distributors’ division; William R. Diehl, Jr., vice- 
chairman distributors’ division. Other newly-elected officers 
were not present for picture. 


revival in America and then put the challenging question, 
“Why is there more crime and delinquency in America than 
ever before?” We must examine ourselves to make sure that 
our religion is not mere outward show, intellectual agreement, 
or objective approval, according to Mr. Butt. To be effective 
he said, our religion must be personal and lead us to a com- 
mitment of our lives to the principles of our faith. 


Convention report, day by day, follows: 


MONDAY, OCTOBER 3 

Dealer leader of the association, Leonard Wilcox, at the 
opening session appointed the following general convention 
committees: 

Nominating—Walter Miller, chairman, William C. Clegg, 
Howard Gunlocke, Grant Howard and Earle F. Opie. 

Budget—R. A. Maish, chairman, L. M. Brown, William 
Diehl, Jr., Charles Sinisgalli and Donald O. Stanfield. 

Credentials—Robert Sanford, chairman, Folger Fellowes, 
Irving Levy, Art Pfister and Tom Stout. 

Necrology—Walter Lennartson, chairman, Robert Frier, 
David Manley, Donald McAllister and Marjorie Stanfiel. 

Resolutions—L. R. Addington, chairman, L. S. Crowl and 
Adrian Pembroke. 

Clegg Trophy Award—W. Neill Stewart, Jr., chairman, E. 
S. Erickson, William Fletcher and Lawrence Miller. 

Garvin Award—E. C. Wilson, Jr., chairman, William But- 
terfield, Kemp Huber, Robert Jerue and L. G. Morris. 

IBSA Store Modernization Contest—Paul Steever, chair- 
man, Harry Holmlund, R. L. Sheppard, William Spaulding 
and Herbert J. Walsh. 

“Avoiding the Darkness” was the subject of President Wil- 
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Speakers Present Varied Program for NSOEA Convention Audiences... 


1. Jack Klein, president of Kiein institute for Aptitude Testing. 
2. Dr. T. V. Smith, Syracuse University, Syracuse, N. Y. 
3. The health panel. Dr. Howard P. Rome, moderator Fred Smith, Dr. 


cox’ address opening the convention. Speaking with deep con- 
viction and drawing from his experiences in visiting the 14 
regional conventions, Mr. Wilcox pleaded with his listeners 
not to delay their plans for continuation of their businesses, 
without hardship, by heirs after their death 

“If any of you are at the place where you are beginning 
to give thought to the perpetuation of your business after 
retirement, I would seriously recommend that you do not 
delay your plans,” he said. He quoted several actual cases 
of where by failure to plan wisely, stationer’s good intentions 
have been lost. 


Warning Sounded 


Good business practices were also stressed. Asserted the 
NSOEA president, “For 20 years we operated with a _hot- 
house economy and almost constant inflation. Bad debt losses 
were at a minimum. Today, we find ourselves in a period of 
normal, everyday keen competition that will separate the 
men from the boys. 

“Those who neglect to keep their collections in perfect 
order are only hastening on to unnecessary troubles. 

“Second, I found that some dealers have not yet made 
the proper adjustment in their inventories to meet current 
conditions. For those in this category a dangerous situation 
has arisen.” 

Turning to still another phase of personal well-being in 
store operation, Mr. Wilcox declared, “For the sake of 
your continued success and physical health, I would urge 
that you take steps to distribute some of your lesser mana- 
gerial duties as quickly as possible.” 

Education Is Good Business 

The second speaker at the Monday forenoon session was 
an outstanding dealer and citizen from Jackson, Miss., who 
has risen to the presidency of the Chamber of Commerce of 
the United States. This man, A. Boyd Campbell, has a deep 
conviction of the need for education and business becoming 
an imperative partnership. 

“I know it is an oversimplification,” said Mr. Campbell, 
“but I like to think of the correlation of education and eco- 
nomic levels as it applies to my Own business. 

“I sell pencils, but only to those who can write. Every time 


Robert Parker and Dr. James C. Cain. 
4. ivan Allen, Jr. reports to the convention on NSOEA Planning Com- 
mittee progress. 


teacher teaches a child to write I have a new customer. 
“I sell books, but only to those who can read. Every time 
a teacher teaches a child to read I have a new customer. 

“And as these students advance from one educational line 
to another, they buy more books and pencils and my business 
gets better and better. 

“Of course, ’'m for more and better education. It is the 
economic breath of life for me—and for every businessman in 
America, regardless of the nature of his business.” 

In closing he asserted, “United by the bonds of economic 
enlightenment and the kinship of moral accountability, busi- 
ness and education sh®uld go forward hand in hand, as we 
move to a better tomorrow.” 

A better understanding of world conditions was given the 
stationers through the rapid-fire address by Robert Kazmayer, 
continuing the forenoon session. 

At the onset, Mr. Kazmayer asserted that to understand 
the trouble spots that have appeared in the headlines since 
World War IIl—Korea, Indo-China, Egypt, South Africa, and 
North Africa—“we need to back away from the news of any 
one particular area or time, we need to see the days in which 
we’re living in terms of history.” 


Revolution Is Brewing 

“The present trouble in Morocco,” the speaker continued, 
“the brewing discontent in South Africa, the disturbance in 
Cyprus, the coming troubles in Thailand, these are all symp- 
tomatic of something deeper, more all-inclusive. : 

lo understand the situation, he asserted, “I suspect we 
have to begin by recognizing that our entire globe is in the 
throes of a three-fold revolution: In the first place there’s a 
world-wide revolt on the part of the have-not peoples of the 
earth—most of whom happen to be colored, by the way— 
against the have nations of the world—most of whom happen 
to be white.” 

This same kind of revolt, he traced to the situation in the 
United States “where a Federal Government is blandly going 
into one field after another where your fathers never would 
have considered that any government had any right being .. . 
actually we're dealing with a world-wide movement, a revolt 
on the part of the mass-man against the autonomous indi- 








Part of the Array of Speaking Talent at NSOEA Convention .. . 


1. Memer Smith, merchandising manager of NSOEA 
2. General Carios P. Romulo, Philippine representative to the United 


Nations. 
3. A. Beyd Campbell, president of the Chamber of Commerce of the 


Ms 


United States. 
4. Robert Kazmayer, world traveler. 
5. President Leonard Wilcox addresses opening session. 
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vidual herein government increasingly promises to do for 
the indiv al what he is unwilling, or unable to do for him- 
self 

Turning to the oft-asked question, “What will Russia do 
next?”, Mr. Kazmayer declared: 

My fee is now as it has been in the past that Russia 
will go just as far as she dares to go, short of war. That has 
been the Russian pattern of action ever since World War Il 


rever they’ve found one of these historic forces 
trouble, they’ve attempted to move in on it to 


ended. Whe 
turning p 


create more trouble and capitalize on it for their own ends. 
But by the same token wherever they’ve come up against a 
firm al termined stand on the part of the western nations 
they've 1 steady or backed up and gotten out.” 
Ladies Hear Romulo 
Wom of the convention attended the Monday noon 
luncheon, creating an audience that overflowed the vast ex- 
panse of Conrad Hilton Grand Ballroom. Magnet of this 
assemblage was the presence of the dynamic little Philippine 


ambassador to the United States and delegate to the United 
Nations, Gen. Carlos P. Romulo. 

Gen. Romulo warned that the basic philosophy of Soviet 
Communism still advocates world domination. 

Because of this, he said, the security of America lies in 
communist domination of Asia or a Red break- 
part of the Pacific defense perimeter. 

The audience applauded when Romulo, referring to Presi- 
dent Eisenhower’s illness, said: 

Every lover of peace and freedom will join me in praying 
to the Almighty that this great leader and statesman may 
recover speedily and completely his broken health, not only 
for the sake of America, but for the sake of the whole world.” 

Gen. Romulo referred touchingly to America’s help to the 
Philippines, following the golden rule. 

“You respected the dignity of the human soul,” he said. 


preventing 
through at any 


The Korean conflict was necessary to stop the Lenin plan 
for world conquest, which was to conquer Asia first, the 
speaker asserted, saying: 

“The American boy who fought and died in Korea really 
fought and died for the security of his sweetheart in Chicago.” 

TUESDAY, OCTOBER 4 

Divisional meetings were held on Tuesday morning; the 
manufacturers convening in the Upper Tower Ballroom under 
the direction of J. L. Mann, the distributors in the Eighth 


Street Theater under leadership of Ivan Allen, Jr., and the 
field division members in the Lower Tower Ballroom under 
chairmanship of Art Pfister. 

[he distributors heard a convincing talk on the worth of 
aptitude tests delivered by Jack Klein, president of the Klein 
Institute for Aptitude Testing, Inc., New York City. Using 





AT DEALERS 


. « « (1) Leonard Wilcox, O. C. 
Cliff’ Halverson, and Paul Burbank, (2) William R. Diehl, Jr., 
Diehl Office Equip. Co., Columbus, Ohio, newly-elected vice- 


FORUM PANEL 


chairman of the distributors’ division; Ivan Allen, Jr., ivan 
Allen Co., Atlanta, Ga., new president of NSOEA; O. C. Halver- 
son, Midwest-Beach Co., Sioux Falls, $. D., newly elected vice- 
President, distributors’ division. 
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10. 
1. 
12. 


13. 
14. 


. Mrs. & Mr. George 


. Mrs. Harry 


y~ 





. Mrs. & Mr. B. J. Powell, A. W. Faber-Castell Pencil Co. 
- Gloria Pihera, Mary Ann Fencl and Ruth Dewson, all Minnesota 


Mining & Mfg. Co. The three who wrapped all the gifts for the 
ladies entertainment. 


. Lewis Foster, Mrs. & Mr. Tom J. Seword, Speed Products Co. 
. H. M. Donisthorpe, Ace Fastener Corp., Chicago, Ill.; George Huber, 


Boorum & Pease Co., Chicago, Il. 


. Julian Benjamin and Deborah Benjamin, both Utility Supply Ce., 


Chicago. 


. Mr. & Mrs. Howard S$. Sanders, Stationers & Publishers Board of 


Trade; Ward Taylor, The Walcott-Taylor Co., Inc., Washington, D. C. 
Lehmann, Yowmon ond [Erbe Mfg. Co., 
Rochester, N. Y. 

Tehan, Jr., Mutual Stationers Supply Corp., holds set 
of Trifari Carousel jewelry given away with orders for Cente- 
matic Punches. 


. Mr. & Mrs. Elmer Pearce, Rocky Mt. Bank Note Co., Pueblo, 


Colo. 

Mrs. & Mr. Arthur DuPre & Daughter, Chattoncogo, Tenn. 
William Hansen and Joseph Eckstein, both Stor Steel Equip. 
Grace Dykema and Ray Dykema, both Dykema Office Supply, 
Kalamazeco, Mich. 

Rose Kory and Bert E. Meer, both American Stencil Mfg. 

Howard Welshofer, Ray C. Oram, both Watson Mfg. Co. 
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NSOEA Board of Control Convenes for Sunday Breakfast Session .. . 


Inside horse shoe table starting front left: Walter Miller, Ofte Ul- 
brich Co., Inc. Buffalo, past president; Fred Downs, Downs Randolph 
Co., Tulsa, past president; R. D. Latsch, Lotsch Bros., inc., Lincoin, 
Nebraska, past president; Carl Judkoff, Cantigny Ptg. & Stat. Corp., 
New York, governor district 13; Donald Stanfield, Wyoming Type- 
writer & Equip. Co., Cheyenne, governor district 10; Folger Fellowes, 
Bankers Box Co., vice-chairman field division; O. C. Halverson, Mid- 
west Beach Co., Sioux Falls, $. D. vice-chairman distributors division; 
Lovis Brown, Eberhard Faber Pencil Co., vice chairman manufacturers 
division; William C. Clegg, The Clegg Co., San Antonio, Tex., past 
president; 8. J. Bristol, Koch Bros., Des Moines, lowa, past pres- 
ident; W Neill Stewart, Stewart Office Supply Co., Dallas, 
past president; Hugh Reeves, Jacquin & Co., Peoria, Ill., governor dis- 
trict 6; Jack Overholt, Murphy Stationery Co., Vancouver, 8B. C. 
governor district 11; Stanley Hall, Parron-Hall Corp., San Diego, 
governor district 14; Charles E. Ruffmer, H. S$. Crocker Co., Inc., Son 
Francisco, governor district 14. 

Outside sarting at left: Donald McAllister, Geyer's Dealer Topics; 
Ivan Allen. Ivan Allen Co., Atlanta, Ga., past president; C. A. Stoft, 
Charles G. Stott & Co., Inc., Washington, D. C., past president; 


actual case histories and then calling on dealers to verify his 
findings he demonstrated how through the services of NSOEA 
a dealer organization can secure better salesmen. 

“Advertising Pays” was the subject of an address by Homer 
Smith, merchandising manager of NSOEA. He detailed the 
association helps which are available and those which are 
planned 

President Wilcox, Executive Vice-President Burbank and 
Go 4 Cliff’ Halverson then conducted a dealers’ forum, 


On the Opposite Page... 


1. Vern Reck and Charles Reck, both Typewriter Sales & Service, 
Denville, tll.; Mrs. & Mr. Eric H. Behmer, Marshall Jackson Co., 
Chicago 

2. Sandy Parkki, Lillian ©. Grice, Frances H. Mosher and A. E. 
Mosher, all Northtown Ofice Supply, Chicago. 

3. Leonerd Hochman, Acro-Adroit, inc., Chicago; Wm. B. Gregory, !!, 
W. 8. Gregory & Son, Inc., Detroit, Mich.; Joseph Warzynski, 
Ches. E. Siegel, and George Dressler, all Acro-Adroit, inc., Chicago. 

4. Samve!l S$. Rosendorf, Jr., Southern Stamp & Staty! Co., Richmond, 
Va.; Mrs. & Mr. R. C. Strafford, ill, Jim W. Cooper, Jr. Co., 
Fort Worth, Tex.; Nell Lee Litvak, Speed Products Co.; Walter 
Dentsch, Postal Prtg. Co., Newark, Ohio. 

5. Mrs. John Fellowes, Bankers Box Co.; Mrs. Charles W. Gilbert, 
OFFICE APPLIANCES; Mrs. Folger Fellowes, Bankers Box Co. 

6. Alan Lockett and Jack Lockett, both All-Types Office Equip., 
Chicago 

7. Mr. & Mrs. R. H. Stainton and Mrs. Ed. Evis, all Stainton 4 Evis, 
Ltd., Toronte, Caneda. 

8. Irving ©. Lasner, Goldsmith Bros., New York, N. Y.; Kurt M. 
Vogel, Neva-Clog Products, Inc.; J. P. Glaser, Goldsmith 6ros., 
New York, N. Y. 

9. Bill Fletcher, The Carter's Ink Co.; Art Finger, $. J. Olsen Co., 
Milwavkee, Wis. 

10. John A. Busch, The Baltimore Staty. Co., Baltimore, Md.; Maxton 
S. Lee, Eagle Pencil Co.; Richard J. Widmyer, Koch Office Supply 
Co., Baltimore, Md. 

11. Evgene Campbell, Columbus Office Supply Co., Columbus, Ind.; 
Fred Brouwer, mfrs. rep.; Gordon Hrach, 8. L. Marble Chair Co. 

12. Mr. & Mrs. Art Driggs and Mr. & Mrs. Stanley M. Yates, all Yates 
Office Supply, Detroit, Mich.; Mr. & Mrs. Larry Phelps, Nestor's 
Office Supply, Detroit, Mich. 

13. Mrs. & Mr. Henry L. Chesick, The Century Press, New Castle, Ind.; 
Mrs. & Mr. George P. Davis, Bank & Office Staty. Co., Indian- 
apolis, ind 

14. Mrs. Qmer Sturm, Jasper Table Co.; Mrs. J. L. Eckert, Jasper Seat- 
ing Co.; Mrs. Ralph Becher, Jasper Table Co.; Mrs. R. E. Sturm, 
Jesper Office Furn. Co.; James Davidson, mfrs. rep. 

15. Mr. & Mrs. Jimmy Wilson, mfrs. rep.; T. O. Nash, A. R. Taylor 
Co., Memphis, Tenn. 

16. Edwerd Sheftel and Roger Sheftel, both Roger Sales Co., Denver, 


Colo. 
17. Edward Golden, Alan Golden, and James M. Golden, all Mohawk 
Tablet Co 


18. Charles W. Gilbert and George ©. Wheeler, both OFFICE AP- 
PLIANCES; John E. Fellowes, Bankers Box Co 

19. Ernest F. Ammon and Jack Hammett, both ‘Chas. Ritter Co., Mans- 
field Ohio 

20. H. G. Strube and Clarence Kuchta, both Lincoln Office Supply Co., 
Lincoln, Nebr.; A. C. Shafer, Bennett's, Dallas, Tex. 
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Maurice Boone, Standard Printing Supply Co., Lovisville, Ky., governor 
district 5; Ted Vaughn, Stoddard's, inc., Nashville, Tenn., governor 
district 4; Paul Steever, Office Equipment Co., Horrisburg, Pea., 
governor district 3; Erwin Howerd, E. $. Howard Co., Oswego, N. Y., 
governor district 2; John Murray, John W. Murray Ce., Boston, Mass., 
governor district 1; Dorothy Lehman, secretery to Mr. Burbank; Paul 
—. Burbank, executive vice president NSOEA; Arthur Pfister, Smead 
Mfg. Co., vice-president field division; iven Alien, Jr., tven Allen Co., 
vice-president distributors division; Leonard Wilcox, Roberts m.. 
& Stet. Co., Hutchinson, Konses, president NSOEA; J. tL. 

The Sturgis Posture Chair Co., vice-president manufacturers snviclons 
Charles Sinisgailli, Andrews Office eo * A po ey —— 
D. C., treasurer; Rose Cushman, sreilener) Re A 

Maish, Dennison Mfg. Co., budget eae vay" - 

Blank Book Co., member of planning committee; Gd. Setehew Scichens, tmbtun 

Office Supply inc., Hibbing, Minn., governor district 7; 

Kline, Security Stationery Co., Kansas City, Me., governor district 
8; W. Neill Stewart, Jr. Stewart Office Supply Ce., governor district 
9; mg ley, general manager NSOEA; John Gilbert, OFFICE AP- 
PLIANCES. 


answering questions from the audience relating to current 
problems. As usual it was a fast-moving informative discussion 
which touched all bases. 

Nominations for new officers were brought in by the com- 
mittee consisting of Walter Miller, chairman, John Brain, 
Jr., William C. Clegg, Grant Howard and W. Neill Stewart, 
Jr. O. C. “Cliff’ Halverson, Midwest-Beach Company, Sioux 
Falls, S.D., was elevated to the vice-presidency of the division 
and William R. Diehl, Jr., Diehl Office Equipment Company, 
Columbus, Ohio, to the vice-chairmanship. 


Field Division in Session 

Shortly after 9:30 on Tuesday morning, Art Pfister, Smead 
Manufacturing Company, vice-president of NSOEA and chair- 
man of the Field Division, called the annual session to order 
in the lower tower ballroom. About 80 members were present. 

Following self-introductions, Clarence Clemen, G. J. Aigner 
Company, suggested that attendance might be greater if a 
formal program were planned for the meeting. Another sug- 
gestion was to ask that no competing meetings be held during 
the time of the Field Division’s annual assembly. 

Paul Burbank spoke briefly before hurrying to the dealer 
session in the Eighth Street theater. 

In response to a call for reports or comments from travelers 
clubs throughout the country, 13 of a possible 14 clubs were 
represented at the meeting. 

Acceptance of the nominating committee’s report resulted 
in the election of Folger Fellowes, Bankers Box Company, as 
vice-president of the Field Division, John Dwyer, manufac- 
turers’ representative, as vice-chairman, and H. C. Lyles, 
manufacturers’ representative, as secretary. 


Manufacturers Convene 


“What's New in Washington” was the basis of a talk by 
Reuben S. Haslam, attorney for NSOEA, opening the manu- 
facturers’ session. Briefly, he asserted that President Eisen- 
hower will not run again and that the democrats expect to 
take over control of Congress next year. If this comes, he 
asserted there wouldn’t be a large measure of change in 
congress inasmuch as “congress has been liberal with our 
money in: 1. Raising the minimum wage to $1; 2. Public 
Housing. 3. Growth of bureaucracy by habit.” 

Manager Homer Lay was heard on the topic, “We Build 

Store.” He first discussed the impetus given self-service dis- 
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play by last year’s NSOEA convention model store and then 
told of the idea behind the model office furniture department 


erected in the Normandie Lounge for the 1955 convention. 

“The whole idea of the display was designed to play up 
and to dramatize the merchandise that is for sale,” said Mr. 
Lay, “not the walls or the floors of the display. We siacerely 
hope, however, that the dealer will notice both if he is to 
improve the display in his own store. 

“We want to stimulate thought and action along the lines 
of improvement.” 

Nathaniel Leverone, founder and chairman of the board 


of the Automatic Canteen Company of America, discussed 
“This Freedom of Ours”, asserting that to be a loyal Ameri- 
can means that we are willing to subordinate our own desires 
for the good of others.” 


Enterprise Is Freedom 
The things which made America great he asserted are: 1. 
Our people are willing to work for a just reward, 2. Our type 
of government fosters the right of unlimited individual op- 
portunity 
A number of dealer requests to the manufacturers were 
discussed, after which nominations were heard from a com- 
mittee composed of Earl Opie, chairman, L. R. Addington, 
Harry Fellowes, Howard Gunlocke and E. R. Manning. 
L. M. Brown, Eberhard Faber Pencil Company, was ad- 
vanced to the vice-presidency of the division and Elmer G. 
Rahe, The Globe-Wernicke Co., was named vice-chairman. 


Rules For Conduct 
“Competition as a Form of Co-operation” was the subject 
of an address delivered by T. V. Smith of Syracuse Univer- 


sity at the Tuesday noon convention luncheon. He asserted 
that there are three different rules by which “we can go out 
in the world as resolute idealists to carry on an enterprise of 
business and government that is beautifully competitive and 
we can save our health against the ravages of mental diseases 
by not letting others load on us a burden that nobody can 
carry and that we ought not undertake to carry.” 
These rules he defined as: 


The Golden Rule for golden hearted people, and may 
they prosper and increase. 


On the Opposite Page... 

1. Jack Martin, H. J. Keller and Leona Kennedy, all Martin Office 
Equip., Jackson, Mich.; C. L. Rifenberg, Thrasher & Co., Ann 
Arbor, Mich.; Floyd E. Marshall, Marshali Office Supply Co., Tulsa, 
Okla. 

2. Rese Weiner, Jack Weiner and Mrs. C. Howe, all Belmont Type- 
writer Co., Chicago; A. J. Vander Wall and Robert R. Ruffalo, both 
Brosk Office Supply Co., Kenosha, Wis. 

3. Harry E. Hoffman, Jos. Dixon Crucible Co.; Henry C. Freeling, 

Waveland Church, Chicago; Irene Hansen, Whitney Z. Hansen and 

Ann Hansen, all Albert Hancock Co., Chicago. 

. Mrs. & Mr. M. D. McCall, Schooley Co., Kansas City, Mo. 

- Dolores Kickels and Gordon Kickels, both Smead Mfg. Co.; Ken 
Reister and Kathy Reister, both Minnesota Mining & Mfg. Co. 
6. Chuck Leekley, Leekley & Booz, Los Angeles, Calif.; Bill Hage- 
dorn, Westwood Office Supply, Los Angeles, Calif.; Dwight Gregson, 

Gregson Mfg. Co. 

7. J. Thomas Stuart, Augusta Office Supply, Augusta, Ga.; Geo. lL. 
Stuart, George Stvart, inc., Orlando, Fla. 

8. Harvey L. Hess, Harvey H. Hess and L. E. Tyner, all Hess Du- 
plicator Co., Indianapolis, Ind. 

9. Norm Hymus and R. D. Creighton, both Donald Mcleod, Ltd., 
Toronto, Ont Jas. C. Irvine, Willson Staty. Co., Litd., Winnipeg, 
Canada. 

10. Mrs. & Mr. H. R. Wheeler, Buxton & Skinner, St. Louis, Mo. 

11. Mr. & Mrs. Jack Prisant and M, Denny Gains, all Anderson-Hickey 


ua 


Co. 
12. Rose M. Mitchell, Ed Luff, and Mrs. Norbert Burgess, all Sanford 
Ink Co 


13. Mr. & Mrs. L. W. Hamm, The Pierce Co., Fargo, N. D. 

14. W. S. Read, St. Paul Book & Staty., St. Paul, Minn.; Nat Klein and 
Richard Karasik, both Jaclin Staty. Corp., New York, N. Y. 

15. Mrs. & Mr. George Jares, Morton Book Shop, Cicero, fil. 

16. Fred R. Smart, Stationers Guild of Canada, Inc.; A. G. Lancaster, 
Dennison Mfg. Co.; Mrs. & Mr. Ed. Evis, Stainfon & Evis, Ltd., 
Toronto, Canada; Hugh Kennedy, L. E. Waterman Pen Co. 

17. E. H. Mosler, Jr., Mosler Safe Co.; Gilbert Sternberg, Ace Desk 
Co., Cleveland, Ohio. 

18. Mr. & Mrs. Reg. Coudriet, Tri-County Typewriter Co., Kittanning, 
Pa.; Mr. & Mrs. Wm. Fletcher, Clarion Office Equip., Clarion, Pa. 

19. A. L. (Bill) Scheffler, Mfrs. rep.; Wm. H. Dick, Integrity Office 
Supply, Milwaukee, Wis. 

20. Mr. & Mrs. Bill Aylward, The Globe-Wernicke Co.; John Homer, 
John Homer Co., Jackson, Mich. 

21. — Griebel, Mrs. & Mr. L. Neil Friend, all Yawman and Erbe Mfg. 
o. 

22. —. R. Curtiss, Neva-Clog Products; Jerry J. Savage, Carter's 
n ° 

23. Geo. Bassing, Consolidated Office Supply Co., Chicago; Ken Hen- 
_—— Corter's Ink Co.; Harry Hoffman, Joseph Dixon Crucible 
°. 
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FIELD DIVISION OFFICERS ... 


1. Art Pfister, Smead Mfg. Co., retiring vice-president, offering 
best wishes to his successor, Folger Fellowes, Bankers Box 
Co. 

2. Folger Fellowes, Bankers Box Co., vice-president; John 
Dwyer, mfrs. rep., vice-chairman; H. C. Lyles, mfrs. rep., 
secretary. 


“ 


The Silver Rule for silver hearted people. 

“The Steel Rule for the steely man—don’t let others do 
to you what you wouldn’t do to them.” 

Dr. Smith pointed out that one doesn’t go after the finer 
things of life directly but rather indirectly and this way re- 
ceives more by the indirect route. It is the high privilege of 
competitive civilization to solve all of our problems. Yesterday 
man didn’t think it was his duty or privilege to resolve his 
problems but rather he was resigned to whatever fate handed 
him, without disturbing the statis quo. Standpatters in busi- 
ness, he added, were of this kind of mind. 

But, he continued, American business does not have this 
characteristic today because competition has loosened up the 
joints. The businessman doesn’t want to destroy his competitor, 
he wants to defeat him and keep him alive to defeat him again. 
Competition, the life blood of sport, is likewise the life blood 
of American business, and no one can afford to stand pat, 
afraid to face the problems, or try to leave well enough alone. 


Clinic New Experience 
A new convention experience on Tuesday afternoon was 
the clinic on preventive health measures as applied to the 
executive. J. L. Mann, The Sturgis Posture Chair Company 
president and retiring vice-president of the manufacturers’ 
division, introduced Fred Smith (convention church service 
song leader) as moderator for the round table session led by 
three medical authorities from the Mayo Clinic of Rochester, 
Minn. Participating were Dr. Robert L. Parker, Dr. Howard 
P. Rome and Dr. James C. Cain. The three discussed the 
preservation of the businessman’s health. 
Then followed a dynamic furniture presentation by Ken 
White in which he challenged his listeners: 
“You customers will be torn between luxury and necessity 
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1. Jack Linsky, Speed Products. 

2. Lewis $. Sharpless, Sharpless Stationery Service, Jenkintown, Pa.; 
Vincent Schaible, Marx Stot. & Ptg. Co., Phila., Pa.; Nicholas 
Picchione, Dome Publ. Co. 

3. Marvin Gordon, Liberty, Chicago; Thelma Bertelson and O, J. 
Bertelson, both Bertelson Bros., Minneapolis, Minn. 

4. Allan YT. Hirsh, Jr., Ottenheimer Publishers, Baltimore, Md. 

5. Robert A. Stoll and Charles J. Sprietsma, both Stow & Davis Furn. 
Co.; A. T. Vogel, Vogel's Office Furniture, Ft. Wayne, Ind. 

6. O. F. Walzel, Walze!l Office Equip. Co., El Campo, Texas; Mrs. & Mr. 
W. £. Tabb, Jr. and two little Tabbs, Atlas Stencil Files Corp., 
Cleveland, Ohio. 

7. Mr. & Mrs. Hugh Wharton, Millington Lockwood, Inc., Buffalo, N. 
Y.; Martin J. Murrett, Ryan & William, Buffalo, N. Y.; John A. 
Gilbert, OFFICE APPLIANCES. 

8. Robert Sprott, Globe-Wernicke Co.; Mark Gill, J. K. Gill Co., Port- 
land, Ore.; Kes Downing; Herman Hammer; Elmer Rahe, all The 
Globe-Wernicke Co. 
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On the Opposite Page... 
1. H. B. Van Dorn, Joseph Dixon Crucible Co.; George C. Wheeler, 
OFFICE APPLIANCES. 

2. Mrs. & Mr. Irving Wasserman and Mrs. & Mr. Morry Wasserman, 
all Home Office Supply Co., Inc., Detroit, Mich.; Sylvia Green- 
berg and Hugh U. Greenberg, both Detroit Office Equip. Mart, Inc., 
Detroit, Mich. 

Mr. & Mrs. Allan Goldstein and Hy Goldstein, all Rochester Siaty. 
Co., Rochester, N. Y. 

Mr. & Mrs. John H. Klein, John H. Klein & Assoc., Dallas, Tex.; 
Cc. E. Barrett, Dixie Metal Products, Okiahoma Ciry, Okla. 
David A. Hirsh and Lee Jackoway, both S. S. Stafford, inc. 

Low Kriloff, Kriloffice Products, iInc., Chicago; Marshall Silver, 

Office industries of America, Chicago. 

Mr. & Mrs. W. Puls, North St. Louis Typewriter, Pine Lawn, Mo. 
. B. Wirtshafters, Wirtshafter’s, Inc., Cleveland, Ohio; Jack Landis, 
Young Chair Co.; Phil Walsh, Maryland Office Supply, Baltimore, 

Md 
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. Maurice J. Cohn and Fred Goodman, both Arrow Office Supply 
Co., Memphis, Tenn. 

10. Akabe Gulbankian and G. K. Gulbankian, Racine, Wis. 

11. Jack Meclennon, Mclennon Pen Co., Chicago, & Family; Pat, Mary 
Beth, Mr. McLennon, Jack, and Dolores. 

12. Willard Dickerson and Marion Musgrave, both General Office 
Supply, Sioux Falls, $. D.; Herb Walsh, Ace Fastener Corp.; Roy A. 
Baidwin, Gallup Map & Staty. Co., Kansas City, Mo. 

13. Mr. & Mrs. Hal J. Wise, Huntington Office Supply & Staty. Co., 
Huntington, Ind. 

14. H. A. Elsdon, $. Tackaberry, and Earl J. Belleperche, all Windsor 
Office Supply, Windsor, Ont.; Sam Jason, IDL Mfg. & Sales, Mon- 
treal. 

15. Jo Ann Nelson, Mr. & Mrs. Lloyd G. Nelson, all Nelson Office 
Supply, Greeley, Colo. 

16. Ted Bowman and A. Brehmer, both Business Systems, Inc., South 
Bend, Ind. 

17. Hal G. Johnsen, C. C. Penske, Jesse Siskinid, Jack Solon, all 
Meilink Steel Safe Co. 

18. Thelma Urbick, John Walraven, Dorothy Triezenberg, Chris Zich- 
torman, F. June Anderson and Henry J. Todd, all Dykema Office 
Supply, Kalamazoo, Mich. 

19. Mr. & Mrs. Harold ‘“Spike’’ Speicher, Leonard's Office Supply, 
Detroit, Mich. 

20. Lou Baehman, Mrs. Harry Wahlgren, Mrs. Low Baehman, H. H. 
Russell, Kathryn Frohrib, H. W. Wahigren and Mrs. H. H. Russell, 
all Race Office Equip. Co., Oshkosh, Wis. 

21. Odell Miller, Jr., Alva Vaughan, J. E. tler and J, T. Smith, all 
Harper Bros., Inc., Greenville, $. C. 

22. Mr. & Mrs. George J. Schmieg, Syracuse Office Equip. Corp., 
Syracuse, N. Y.; George C, MacGreevey, George C. MacGreevey Co., 
Eimira, N. Y. 

23. Woody Moffitt, Wesland Staty. Co., Silver Spring, Md.; John C. 
— Jr. and James F. Bryan, both E. M. Bryan Co., Washington, 

. © 

24. Wm. H. Fairbank, Ellingsworth Mfg.; . B. Brass, W. C. Brass & 
Assoc., Indianapolis, ind.; John E. Sullivan, Wilson Jones Co. 

25. Mrs. H. M. Donisthorpe, Ace Fastener Corp.; Del Deming, Farn- 
ham Staty. & School Supply, Minneapolis, Minn.; Mrs. M. E. Zook, 
Ace Fastener Corp.; Mrs. Floyd Kongsvik, Curtis 1000, Inc, 

26. Stanley Geismar, Joshua Meier Co., Inc.; Chauncey P. Warfield, 
ge Office Supply, Washington, D. C.; Stan Woodruff, Weis 

g. Co. 

27. Dick Graff, Esterbrook Pen Co.; Sam Rosendorf, Southern Stamp 
& Staty. Co., Richmond, Va.; Bill Corbett, mfrs. rep, 

28. Mr. & Mrs. Russell E. Ragan, American Pad & Paper Co.; Geo. 
H. Schumacher, Siekert & Baum, Milwavkee, Wis. 

29. George F. Kolesar and Vince Samuel, both City Office & Art Co., 

Inc., Youngstown, Ohio; W. J. Dixie Carroll, Eberhard Faber 

Pencil Co.; George J. Kolesar, City Office & Art Co., Ince., 

Youngstown, Ohio. 


i) 


buying from the decorator and the buying of necessities from 
you. 

“It is your job to promote both!” 

The designer of the striking model furniture department 
visited by thousands at the convention, declared: “Of all the 
departments throughout your stores none really offers so 
much opportunity for so much glamour—so much _ show- 
manship—so much prestige—as the office furniture and ac- 
cessories department.” 

Color and motion were cited as vital to powerful presenta- 
tion of office furniture and he exhorted the dealers, “Don’t 
be color timid—be the talk of your town by staging a store- 
wide color theme.” 

Tuesday night’s convention party was featured by the musi- 
cal entertainment presented by the world-famous Varsity Glee 
Club of Purdue University, under the direction of Albert P. 
Stewart with John W. Farley accompanist. The huge audience 
thrilled to the singing of favorite songs by the golden-voiced 
collegians. Following the concert, Roger Wolff and his orches- 
tra furnished music for dancing. 





WEDNESDAY, OCTOBER 5 
A musical program by the music master from Atlanta, Ga., 
Graham Jackson, preceded the Wednesday morning session. 
Then, as at other times during the convention, this talented 
musician captivated the audience with his wide repertoire of 
music and his galloping rhythm, demonstrating, too, that he 
is a showman of music. 
“Are We Kidding Ourselves?” was the topic of address by 
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Dr. Ralph DeArmond Cies, NSOEA research consultant. 

opening Wednesday forenoon formal program. 

‘We | kidded ourselves into believing that each opera- 
tion in justry is only an average operation!”, said Dr. 
Cies We have done so because it is so convenient to talk 
in terms erages We have failed to see those dealers 
who are operating at a loss, who are going broke, and who 
will probably fold regardless of what happens. Most impor- 
tant, how we have failed to see the high profit dealers 
those W outstanding picture. Many are here today.” 

Manual Points Way 

After analyzing the profit picture of the large, the small and 
the average dealers, Dr. Cies discussed the Inventory Manual 
of NSOEA and told how it could be helpful to “show how to 
practice is right rather than what is wrong.” 

Just prior to his election as the new president of NSOEA, 
Ivan Allen, Jr. had a vital part in the closing convention ses- 
sion by telling the progress made by the NSOEA Planning 
Committe He advised the dealers to strengthen their own 
operations and to increase their earnings by taking full ad 
On the Opposite Page... 

1. William T. Milligan, William T. Milligan Co., Cambridge, Mass.; 
Harry Austin and Bill Russell, both Dunton Corp., Boston, Mass. 

2. H. F. Held, Blackwell Wielandy, St. Lowis, Mo.; W. R. Naylor, 
W. R. Naylor & Co., Inc., Little Rock, Ark.; Chris Kyle, Kyle Office 
Supply, Tuscaloosa, Ala. 

3. Henry M. Bluestone, Gardall Safe Corp., Syracuse, N. Y.; Frank 
A. DiPenna, General Office Equip., Utica, N. Y.; Victor A. Di- 
Penna, Rome Office Equip. Co., Rome, N. Y.; Marvin Hillsberg, J. 
Hillsberg Safe Co., Inc., Syracuse, N. Y. 

4. John Link, Jr., Jack Latham and Alan E. Behrend, all Lucas Bros., 
Inc., Baltimore, Md. 

5. Bob Scharnhorst, Tee Jay Sales Assoc., Kansas City, Mo.; Homer 8. 
lay, NSOEA; Ted J. Scharnhorst, Tee Jay Sales Assoc., Kana 
City, Mo 

6. Mr. & Mrs. George D. Hanby and Mrs. & Mr. J. C. Logan, all 
Geo. D. Hanby Co., Wilmington, Del. 

7. John Henn, Joseph Dixon Crucible Co.; A. C. Lampkin and Henry 
L. Guth, both mfrs. rep. 

8. D. S$. Harris, Hectogaphia Corp.; Sterling Reine and W. C. Windham, 
Jr., both Reine Staty. Co., Inc., Baton Rouge, La. 

9. H. J. Miller, Miller Office Equip. Co., Piqua, Ohio; Henry lL. 
Palmer, Joe M. Davis Co., Culver City, Calif.; William H. Perry, 
Perry's Stamp Pad Sevice, Syracuse, N. Y. 

10. Mr. & Mrs. John @. Adams, Adams Office Mach. Co., Evansville, 
Ind.; Mr. & Mrs. W. F. Ryan, Pounsford Staty. Co., Cincinnati, 
Ohio. 

1). Mr. & Mrs. Duane W. Heck, Mrs. & Mr. Kirk Miles, and Mr. & 
Mrs. Erwin F. Van Dyke, all Sylvester & Nielsen, Inc., Appleton, 
Wis 

12. Bil Runyon and Scott Dayton, both Runyan's Pittsburg, Kan.; 
D. E. McCulloch, Poskin Prtg. & Staty., Little Rock, Ark. 

13. Mr. & Mrs. Robert Fargo, Frank H, Fargo Co., Bridgeport, Conn.; 
Bob Sanders, Burroughs Corp. 

14. Antonio Castilla and Humberto Castilla Salas, both Castilla, 
S. A., Saltillo, Coah., Mex.; David Rott, Shelvy Office Supply Cc., 
Detroit, Mich 

15. Don Abel, Bill Barker and J. E. Porter, all The Abel Stationers, 
Austin, Tex 

16. Audrey Wachs, Stationers Loose Leaf Co.; Jay Parrott, Waterloo 
Office Supply, Waterloo, lowa; Mrs. John J. Kerns and Dorothy 
Bansemer, both Stationers Loose Leaf Co. 

17. Joseph Eckstein, Ruth Schwartz an“ Daniel M. Schwartz, all Star 
Steel Equip. Co., Inc. 

18. Mr. & Mrs. R. A. James, Cole, "'arding & James, Inc., Richmond, 
Va.; Stan Woodruff, Weis Mfg. Co. 

19. Arch Wottowa, M. T. Weingaertner, and Albert Geo. Young, all 
Egyptian Staty. Co., Belleville, ili. 

20. Jos. S$. DeSimone and Ralph DeSimone, both New Kensington 
Typewriter Co., New Kensington, Pa.; Fred Searles, Jr., F. A. 
Searles Est., Elmira, N. Y. 

21. Eimer H. Hupp, Wells Chair Corp., Grand Rapids, Mich.; Frank 
Mudd and Anthony Donofrio, both Doro Mfg. Co. 

22. Marvin Berman, National Stationers, Philadelphia, Pa.; Jerry Troy, 
Pacific Coast Stationers, Los Angeles, Calif.; C. J. Schubert, Jr., 
Western Wholesale Stationers, Los Angeles, Calif. 

23. Gardner N. Soule, Rochester Ribbon & Carbon Co.; Deleslie Allen, 
lLabelon Tape Co., Inc.; Gene Chaddock, Rockwell-Barnes Co. 

24. Den Cavan, Lansing Typewriter Co., East Lansing, Mich.; Burdette 
Shattuck and Maurice Shattuck, both Central Business Supply, 
Owosso, Mich.; M. A. McCann, Muncie, Ind. 

25. Mrs. & Mr. R. F. Dalton, Carney Office Supply, Sidney, Ohio. 

26. Dorothy Butts and Karen Langbehn, both Jacobsen's, Inc., Gary, 
Ind. 

27. Arthur C. Dembner, Royal Metal Mfg. Co.; Nell Lee Litvak, Speed 
Products, Inc.; Note Tanzman, Ace Rubber Stamp & Office Supply 
oe. Cleveland, Ohio; Mrs. & Mr. Fred Pittman, Speed Products 
° 

28. Mrs. & Mr. T. Taylor Cannon, Cannon's, Ogden, Utah. 

29. Jennie R. Zachs, The C-Thru Ruler Co.; Rae $. Goldberg, A. |. 
Goldberg Inc., New York, N. Y. 

30. Scott Summerville, Summervilles’' Office Equip. Co., Akron, Ohio; 
Pat Patterson, Patterson Sales Co., Cleveland, Ohio; Norma 8. 
Summerville and John Barr, both Summervilles' Office Equip. Co., 
Akron, Ohio; K. L. Boyer, Newell B. Newton Co., Toledo, Ohio. 

31. M. Sheldon and Herbert M. Gellers, both Goldsmith Bros., New 
York, N. Y¥ 

32. Jim Barrett, Minnesota Mining & Mfg. Co.; Marcus A. Jacquemain, 
Gregory Mayer & Thom Co., Detroit, Mich.; Herman J. Marabell, 
Central Office Supply, Detroit, Mich.; John D. Hegarty, Boorym 
& Pease Co 
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13. 
14. 


. A. Boyd Campbell, President of U. 5S. Chamb 
. Marcus A. Jacquemain and Walter C. W. Ludwig, both Gregory 





. Earl Hanson, mfrs. rep.; Harry M. Getty, Poler Mig. Co.; Nat 


M. Plaine, Columbia Stee! Equip. Co. 





of c se. 


Mayer & Thom Co., Detroit, Mich. 


. Bill Vogel and Arthur G. Schaefer, both Sengbusch Self-Closing 


Inkstand Co. 

. Walter Ruedy and $. S$. Adams, both $. G. Adams Staty. Co., Sf. 
Louis, Mo. 
Jerry Kremsdorf and Harry Lefkowitz, both Guide System & 
Supply Co. 


. John T. Carlson and Rocky Jones, both R. C. Allen Business Ma- 


chines, Inc. 


. George Wheeler, OFFICE APPLIANCES and W. R. Browne, Dealers 


Sales Div. Remington Rand Inc. 


. C. Guy Lowe and W. G. Kimbrell, both The Office Supply Ce., 


Jackson, Miss. 


. Ned Rosin, Amberg File & Index Co.; Richard P. Steding, Wallace 


Pencil Co. 


. Mrs. Bertha N. Bowen, Eastern Office Equip. Co., Ahoskie, N. C.; 


Alvin R. Bowen, Kinston Office Supply, Kinston, N. C. 


. Tracy H. VanBuren, Jr., Charleston Molded Fiber Glass, Charles- 


ton, S$. €.; George $. Long, George $. Long & Son, Cincinnati, 
Ohio. 


Rachel Cesaro, Mary Airdo, Ann Miglow, all Horder's, Chicago. 


Harold Heyward, Speed Products Co.; Jerry Meclennon, Meclennon 
Pen Co. 
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vantage of those association services most applicable and 
helpful to their businesses. 

On a big board behind him as he spoke was outlined in 
graphic detail the help the association renders to dealer mem- 
bers. The groups were divided into “Sales, Services and $ol- 
lars”"—or in the nomenclature of the restaurant trade—Soup, 
Salad and Sandwiches. 

Spelled out for the audience were the completed projects, 
the projects now being worked on, the projects tagged for 


ry 


1. Charles Reynell, Oxford Filing Supply Co.; William Leonard, Service 
Office Supply, Detroit; Ira Schlesinger, Mutual Papers, Inc., Detroit; 
N. Balaban, Service Office Supply, Detroit. 

2. G. J. Algner, G. J. Aigner Co., greets retired veteran stationer 
Billy Schmiederer, DesPlaines, II!., while M. T. Weingaertner, Egyptian 
Staty. Co., Belleville, Il., looks on. 

3. Elva Strom and Martin Strom, Maple Leaf Press, Toronto, Ont.; 
Stan Gilbert, Accountants Supply House, Toronto, Ont.; Maurice 
Berg, and H. Jonas, Maple Leaf Press; Mr. and Mrs. H. Jarman, 
la Papetrie, Montreal, Inc. 

4. William G. Hintz, Wm. G. Hintz, Inc., Reading, Pa.; Sid Butterfield, 
Smith & Butterfield, Evansville, Ind.; Paul F. Steever, Office Equip. 
Co., Harrisburg, Pa. 

5. Group in C. L. Downey host room. Oscar Taylor, Burgess, Anderson 
& Tote, Zion, Ill.; Mrs. Craig L. Jackson, C. L. Downey Co.; Burgess 
Anderson, Burgess, Anderson & Tate, Zion, Hl.; Helen Kohler, C. L. 
Downey Co.; Stewart Herzog, Burgess, Anderson & Tate; Mrs. J. R. 
Church, C. L. Downey Co.; Alex G. Marsten, Marsten, Inc., Pitts- 
field, Mass. 

6. Mrs. Christian Schubert, Jr., Los Angeles, Calif.; Hal Tough, Security 
Steel Equip. Co.; Christian Schubert, Jr.; Mrs. Ho! Tough. 
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development in the future and the proposed projects under 
consideration. The vastness of the association planning was 
a tribute to the committee of which Adrian Pembroke served 
as chairman, aided by Walter Miller, Paul Burbank, Leonard 
Wilcox, J. L. Mann, Paul Buckwalter and the speaker. 


Association Finances Sound 


A business session closed the meeting. Officers were elected 
and the new president, Ivan Allen, Jr., accepted his position 
with words of humbleness and clarity. 

Reports showing the healthy association financial condi- 
tions were heard from Treasurer Charles Sinisgalli and budget 
chairman Andy Maish. Walter Lennartson, editor of OFFICE 
APPLIANCES, presented the necrology report and Robert 
Sanford the credentials accounting stating that more than 
10,000 were in attendance at the convention. 


Drawings Close Sessions 


In the closing moments, just as at the finale of other busi- 
ness sessions, beautiful prizes were drawn for, these made 
possible by the contribution of manufacturer members of the 


association. 
With the annual banquet in the evening, NSOEA closed the 


convention which launched a new half century of its existence. 


Ladies Entertained 


@ ONCE AGAIN, the ladies attending the convention were 
royally entertained and also were “partners” in the program. 
They visited the exhibits and attended business programs, 
becoming an integral part of the October 1-5 activities at the 
Conrad Hilton Hotel. 

Shepherding the ladies’ entertainment features were Art 
Replogle, Replogle Globes, chairman, and Charles Gilbert, 
OFFICE APPLIANCES, co-chairman. 

Highlighted on the program were attendance at the Sunday 


On the Opposite Page... 

1. Ralph Storey and Charles E. Storey, both Storey-Kenworthy, Des- 
Moines, lowa. 

2. Charles L. Stuart, George Stuart, Inc., Orlando, Fia.; J. Thomas 
Stuart, Augusta Office Supply, Augusta, Ga. 

3. Wallace Margulis, Brady-Margulis Co., St. Paul, Minn. 

4. Jack Werfel, Colonial Office Furniture Co., Newark, N. J.; Walter 
F. Phillips, Phillips Equip. Co., Harrisburg, Pa. 

5. W. F. Martin, Bruhn Office Equip. Co., Burlington, V?t.; Lowis H. 
Brown, Ottenheimer Publishers, Baltimore, Md. 

6. Fred M. Coots, Linton Pencil Co. 

7. Frank R, Dellitt and Loran A. Parker, both Underwood Corp. 

8. Steve Jacobs and Len C. Jacobs, both Len C. Jacobs Co., Los 
Angeles, Calif. 

9. J. N. Christianson, Quality Park Envelope Co.; Herb. Johnston, Ace 
Fastener Corp. 

10. Jean Baxter, Moore-McCormick, Atlanta, Ga.; Max Witz, Guide 
System & Supply Co. 

11. Walter H. Miller, Otto Ulbrich Co., Inc., Buffalo, N. Y. 

12. Walter Krusich and M. K. Raker, both Campro Co. 

13. Mrs. & Mr. Robert C. Strafford, Jr., mfrs. rep. 

14. Ivan Allen, Sr., Ivan Allen Staty. Co., Atlanta, Ga. 

15. Al. Marschall, mfrs. rep.; A. E. Semons, Dio. Purchasing Commis- 
sion, Pittsburgh, Pa. 

16. Mrs. & Mr. Chester H. Racine, Racine's Office Supply, Green Bay, 
Wis. 

17. Mrs. & Mr. Jack Evans, Evans & Kert, Lid., Ottawa, Canada. 

18. F. W. Bartle, Permacel Tape Corp.; J. W. Nides, Nides Crane Ad- 
vertising, Los Angeles, Calif. 

19. A. Pekeiny, Duplicators, Inc., New York, N. Y. 

20. R. H. Stainton and Ed. Evis, both Stainton & Evis, Lid., Toronto, 
Canada. 

21. Mrs. & Mr. Carl C. Judkoff, Cantigny Prtg. & Staty. Corp., New 
York, N. Y. 

22. C. S$. Holt, Pacific Desk Co., Albuquerque, N. M. 

23. Mr. & Mrs, Robert S$. Crowley, Crowley-Reuter Staty. Co., Kansas 
City, Mo. 

24. Jack Schreck and Norman O. Cook, both Shrex of Fort Wayne, 
Fort Wayne, Ind. 

25. Mrs. & Mr. John Oltmans, Oltmans Office Furnishings, Oakland, 
Calif. 

26. Sam Jason, mfrs. rep.; H. A. Harding, Dye & Durham, Toronto, 
Canada, 

27. Joseph Eckstein, Star Steel Equip. Co. 

28. Jim Bradiey, Higgins Ink Co.; J. W. Montgomery, mfrs. rep. 

29. Bob Bumbarger and P. W. Bumbarger, Jr., both Bumbargers, Inc., 
Hickory, N. C. 

30. W. E. Rossow, The H. H. West Co., Milwaukee, Wis. 

31. S. M. Babson and Ned Williams, Bates Mfg. Co. 

32. Mrs. & Mr. T. ©. Pennington, O'Neil Printers & Office Supply, 
Kalispell, Mont. 

33. Mrs. & Mr. Raphael Blessinger and Mrs. John Traylor, all Jasper 
Desk Co. 

34. Sally Gamrod and Mary Morgaret Talcott, both Acro-Adrolt, Int. 
Chicago. 

35. Bert Minor, Acme Office Equip. Co., Ft. Lauderdale, Fla.; Doris O. 
Callen and William ©. Callen, both Wheatley’s, Inc., Elkhart, Ind. 
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morning service in the Grand Ballroom; the reception and 
tea at which Graham Jackson furnished entertaining music 
and a beautiful buffet was served preceding the presentation 


of gorgeous prizes; the Tuesday brunch at the Gold Room of 
the Congress Hotel; Louis de Rochemont’s Cinerama Holiday 


in Eitel’s Palace Theater; the Purdue University Glee Club 
concert the annual convention party on Tuesday night and 
the “Sabrina Fair” matinee on Wednesday afternoon at the 
Goodman Theater of the Chicago Art Institute. 


Ladies Attend Banquet 


As usual, the women were guests at the Monday noon 
luncheon and had the opportunity to hear Gen. Carlos P. 
Romulo 

Participation in the annual banquet on Wednesday night 
concluded a delightful convention experience. 

Many fabulous articles were distributed as prizes. Mrs. 
Leonard Wilcox and Mrs. Paul Burbank were in charge of 
ladies hospitality aided by the wives of governors, national 
officers, executive committee members, chairman and co 
chairman of general convention committee and chairman and 
co-chairman of ladies entertainment committee. 


On the Opposite Page... 

1. J. Lb. Kohli, Veteran's Administration, Chicago; Ed Conlon, Ed 
Conlon & Co., Chicago; L. O'Brien, Veteran's Administration, Chi- 
cago 

2. Jock Harlacker, Waterman Pen Co.; Gayle M. Denny, Transylvania 
Prtg. Co., Lexington, Ky.; George C. Holt, Waterman Pen Co.; 
Dick Allen, Transylvania Prtg. Co., Lexington, Ky. 

3. C. Guy Lowe, The Office Supply Co., Jackson, Miss.; Nat P. Blish, 
Reyburn Mfg. Co., Inc.; Gus H. Ford, Office Supply Co., Jackson, 
Miss 

4. Joe Rebholz, Northern States Envelope Co.; Ray Sammons, Just- 
rite Envelope Mfg. Co.; A. A, ‘‘Bud’’ Caruso, Northern States 
Envelope Co 

5. Al Harris, Reliance Pencil Corp.; Earl K. Duke, Duke, Inc., Wichita, 
Kan.; George 8. Tapner, mfrs, rep. 

6. Harry Schubert, General Services Administration, Chicago; Mark 
J. Kenna, American Pencil Co.; Harley L. Whitney, General Serv- 
ices Administration, Chicago. 

7. W. W. Good, Theodore R. Combs and Dick Runyan, all Harter 
Corp. 

8. Harold Graves, Ed. Whittemore and Mike Ohanian, all Wilson 
Jones Co.; Arnold Anthonsen and Harry R. Anthonsen, both 
Browne-Morse Co. 

9. R. T. Gaffaney, J. E. Gaffaney and Paul Gaffaney, ali Gaffaney's, 
Inc., Fargo, N. D. 

10. Howard Gorton, Dennison Mfg. Co.; John G. Burgess, Burgess, An- 
derson & Tate, Inc., Zion, Ill.; Howard C. Weeks, Dennison Mfg. Co. 

Il. Pawl S. Foster and Sam Little, both Standard Prtg. & Pub. Co., 
Huntington, W. Va.; “Chet’’ Williams, Yawman and Erbe Mfg. Co. 

12. Donald W. Lambie and Winston R. Hansen, both Metalcraft, Inc.; 
Jim Lombardi, Patrick & Co., San Francisco, Calif. 

13. Lee G. Stack, Stack Office Supply Co., Decorah, lowa; William A. 
Wilson, Cumberland Office Supply, Cumberland, Md. 

14. Hugh Reeves, governor 6th Dist., Jacquin & Co., Peoria, Ill.; Ray 
J. Eichenlaub, treasurer 6th Dist., Service Steel Products Corp. 

15. E. D. Hirsh, Orna Metal. 

16. Roy T. Holcomb, Glenn Williamson, both State Office Supply, 
Roanoke, Va. 

17. Mr. & Mrs. Joe Gibas, Utility Office Supply Co., Denver, Colo. 

18. Mrs. & Mr. Maynard F. Westring, Mid-City Stationers, Rockford, 
mi, 

19. Helen Angell, Blanche G. Peach, both Office Supply House, Jack- 
son, Mich 

20. W. H. Oehmier, All Steel Equipment, Inc. 

21. J. H. Asthalter, W. A. Sheaffer Il, both W. A. Sheaffer Pen Co. 

22. Mr. & Mrs. James Robertson, Globe Office Equip. Co., Cincinnati, 
Ohio 

23. Mrs. & Mr. Robert Sanford, Sanford-Hall Co., Jacksonville, Fla. 

24. W. Kes. Downing, Edgar J. Howard, both Globe-Wernicke Co. 

25. William W. Burt, mfrs. rep. 

26. Carl D. Rossini and George Rebholz, both Northern States En- 
velope Co 

27. Gladys 8. Smith, Kendrick Furniture, Chicago; Harry Hofherr, 
Kendrick Furniture, Chicago. 

28. Lovise H. Jones and Mrs. Bertha N. Bowen, both Eastern Office 
Equip. Co., Ahoskie, N. C.; Katherine Taylor, Williamston Office 
Supply Co., Williamston, N. C. 

29. Robert Frier, Pacific Stationer; Mr. & Mrs. Charles Ruffner and 
John F. Sullivan, all H. $. Crocker Co., San Francisco, Calif.; Pete 
Masterson, Acco Products. 

30. Mr. & Mrs. Tom Oliver, Kelley Office Equip. Co., Bowling Green, 
Ky.; H. S. Jacquin, Jacquin & Co., Peoria, Ill. 

31. Hanly Morgan and Doris Dalton, both Morgan's, Inc., Huntington, 
W. Va.; Maurie Dacy, Heyer Corp. 

32. Mr. & Mrs. C. J. Puhle; Mrs. $. J. Olsen; Mr. & Mrs. A. C. Finger, 
olf S. J. Olsen Co., Milwaukee, Wis. 

33. Anthony Donofrio, Hazel Marsch, Clarence Peterson, all Doro 
Mfg., Chicago. 

34. Mrs. & Mr. M. B. Snyder and Carolyn Snyder, all Snyder's Office 
Supply, Bellevue, Ohio. 

35. A. Len Hagey and Bruce Wright, both Ontario Office Outfitters, 
itd., Kitchener, Ont., Canada. 

36. — & Mr. C. K. Koffman, Kingsport Office Supply, Kingsport, 
enn 

37. Mr. & Mrs. I. V. Church, American Stencil Co., Denver, Colo. 
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Next year's convention of the National 
Stationery & Office Equipment Association 
will be held at the Conrad Hilton Hotel in 
Chicago September 29-October 3. 
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. A Smead group: C. V. DelMercado, Gordon Kickels, Carroll Brown, 


Richard Fuller, Mrs. H. J. Hoffman, Milt Shuster, Al Nordstrom, 
Orvin Moen, all Smead Mfg. Co. 


. Elgin J. Burke, McMillan Book Co.; John J. Hughes and Ofte tL. 


Hermann, Buxton & Skinner Prig. & Staty. Co., Sf. Louis. Standing: 
John Steele, McMillan Book Co.; C. 8. Morr, Associated Stationers 
Supply Co.; Herman Hirdler, Industrial Staty. & Prtg. Co., Huntington 
Park, Calif.; Ed Klinger, Holden-Kahler Co., Cedar Rapids, lowa; Don 
Grant I! and Don Grant, McMillan Book Co. 


. Herbert Walsh, Ace Fastener Corp.; Mrs. & Mr. George Holt; Bernard 


Atkins, both Waterman Pen Co. 


. George Rocker, All Steel Equip.; Deve C. Newhaus, mfrs. rep; Mrs. 


Austin Waterbury, Chicago; Heinie Sengbusch, mfr. rep. 


-. McCluer Brewster, Hubert Marcia, and Jack Tolleson, all Ennis Tag 


& Selesbook Co. 


. Mrs. & Mr, Herman Hammer, Mrs. & Mr. FE. G. Rohe, Mrs. & Mr. 


Bill Aylward, all The Globe-Wernicke Co. 
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Head Table at Great Lakes Travelers Club Pre-Convention Luncheon... 


FROM LEFT: Leonard Wilcox, president of NSOEA; Paul Burbank, 
executive vice-president NSOEA; Robert Reynell, president of 
Great Lakes Travelers Club; Harry Hoffman, chairman of lunch- 
eon committee; Walter Lennartson, edifor of OFFICE APPLI- 


GLTC Stages “‘Kick-Off’’ 


@ THE GREAT LAKES Travelers Club was host again to 
the convention “kick-off” in the form of a Friday noon lunch- 
eon in the Boulevard Room of the Conrad Hilton Hotel. 

There, in friendly atmosphere and with a fast-moving pro- 
gram consisting mainly of introductions, the early arrivals 
at the convention and busy men engaged in setting up dis- 
plays took time out to dine together. 


Hoffman Is Chairman 

Betty Young and her Charmers provided captivating music 
for entertainment. 

Harry Hoffman, Joseph Dixon Crucible Company, served 
as general chairman for the affair, assisted by Ken Henderson, 
The Carter’s Ink Company, co-chairman, and committee mem- 
bers Ray J. Eichenlaub, Service Steel Products Company; 
Gordon Kickels, Smead Manufacturing Company; Tim Gil- 
lice, Rockwell-Barnes Company; Benny Allen, American Pen- 
cil Company; and Ken Reister, Minnesota Mining & Manu- 
facturing Company. 


Reynell Welcomes Guests 
President Robert Reynell of Great Lakes Travelers Club 
welcomed the audience and introduced the club officers, 
luncheon committee, regional governors, presidents of travel- 
ers clubs, NSOEA officers and members of the Washington 
Staff. 
President Leonard Wilcox and Executive Vice-president 
Paul Burbank made brief messages in which they set the 
keynote for the convention to come. 
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Looking over photos of the model office furniture department 
are R. S. (Dick) Pechman, Denver Staty. Co., Denver, Colo.; 
Don A. Tatro, Fisher's, Boise, Ida., and Dick Hunt, Hunt's Office 
Supply, Tacoma, Wash. 
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ANCES; Douglas Allen and Al Cote, vice-presidents of GLTC; 
Clarence Clemen, secretary of GLTC; Joseph Falbo, treasurer of 
GLTC; Ken Henderson, co-chairman of luncheon; Ray J, Eichen- 
laub, comptroller of GLTC. 


On the Opposite Page... 

1. Ed. J. Williamson, E. Krumwiede & Assoc., Chicago; Wes Sandvig, 
Midwest-Beach Co., Sioux Falls, S$. D.; Walter S. Lennartson, Or- 
FICE APPLIANCES. 

2. R. E. Rich, G. Holloway, James W. Miller, ali H. H. Popham & 
Co., Ottawa, Canada; John B. Dwyer, mfrs. rep. 

3. Len Hehner, American Pencil Co., Mr. & Mrs. H. A. Winter, Winter's 
Office Equip., Seattle, Wash. 

4. Q. P. Graves, Eversharp, Inc.; Mark J. Kenna, American Pencil 
Co.; Stan Woodruff, Weis Mfg. Co. 

5. J. F. Emhardt and Frank B. Puckett, both Columbia Steel Equip. 
Co.; Wm. L. Sagendorph, mfrs. rep. 

6. Maxwell Brown, Clipper Products, Chicago; Bert Mclean, Wilson 

Jones, Chicago; Bernard E. Featherman, V. P., Bernard-Franklin 

Co. 

. Mrs. & Mr. Ken Reister, Mrs. & Mr. Bill Miller, all Minnesota 

Mining Mfg. Co. 

8. Richard L. Duniap, Rockford Prig. & Supply Co., Rockford, Iil.; 
Ralph Blackburn, The Globe-Wernicke Co.; Lawrence C, Thimmig, 
Rockford Prig. & Supply Co., Rockford, ill.; J. Frank Dunleavy, 
The Dunleavy Co., Waltham, Mass. 

9. J. R. (Dick) Coffman, Clarke & Courts, Dallas, Texas; James G. 
Baker, Lennis Baker, both Baker Co., Lubbock, Texas. 

10. Mrs. Wm, Ritter, Cooks Office Equip., Chicago Heights, Iil.; Mr. 
& Mrs. M. C. Fogle, Tile Tex Co., Chicago Heights, Iii. 

11. Chas. $. Meyers, Chas. Meyers, Inc., Miami, Fla.; Malcolm G. Bed- 
ford, Onondaga Litho. Supply Co., Inc., Syracuse, N. Y.; W. G. 
Stafford, W. E. Finzer & Co., Portland, Ore.; Charles Davenport, 
Paul & Williams, Inc., Newark, N. J. 

12. Raymond Dan, June Struhart, Marshall Rosenthal, all All Types 
Office Equip., Chicago. 

13. Max S$. Levin, The American Stencil Mfg. Co.; Geo. D. Spur- 
ling, Spurling Prtg. & Office Supply Co., Chattanooga, Tenn.; Moe 
J. Aaron, The American Stencil Mfg. Co. 

14. Mr. & Mrs. John D. Hanson, Hanson-Flotte Co., New Orleans, La.; 
Dick Corlett, Haines & Essick Co., Decatur, Ill. 

15. Sam Hanna, The DePauw Book Store and Books Plus, Greencastle, 
Ind.; Shirley Daugherty, OFFICE APPLIANCES; Ray Vanderholf, 
lowa Supply., lowa City, lowa. 

16. Joe Caporelli, E. W. Boehm Co., Chicago; Tom Mahon, Rite-Line 
Corp. Washington, D. C. 

17. Harry R. Sheppard, Pittsburgh Stationery Co., Pittsburgh, Pa. 

18. Charlie Lipman, George B. Graff Co.; Dorothy E. Douglas, Doug's 
Office & Staty., Port Arthur, Ont., Canada; Mrs. & Mr. A. &. 
Patrick, Hutchings & Patrick, Ltd., Ottawa, Canada. 

19. Bill McCaig, Cramer Posture Chair Co. 

20. Art Carrow, Chas. McDaniel, both Swingline Corp. 

21. Mrs. & Mr. Bert Meer, American eae Mfg. Co. 

22. Mr. & Mrs. Jack C. Kern, Mfrs. Rep. 

23. E. A. Rybak, Alex Schiller, Bernard C, Garvey, all Schiller & 
Schmidt, Chicago. 

24. Mr. & Mrs. W. Eichholz, West Allis Office Supply, West Allis, Wis. 

25. Mr. & Mrs. Clarence Clemen, G. J. Aigner Co. 

26. C. Stuart Goll, Mfrs. Rep., Marvin Hillsberg, J. Hillsberg Safe Co., 
Inc., Syracuse, N. Y. 

27. Kurt M. Vogel, Frank R. Curtiss, both Neva-Clog Products. 

28. Harry Yager, David Kahn Inc.; H. Siegel, D. Kahn, Toronto, Ont.; 
Joe D. Hale, Roy Wilson, both Joe D. Hale Co., Los Angeles, Calif. 

29. Oscar E. Weissenborn and Wm. A. Miller, both General Pencil 


™“ 


Co. 

30. Elsie Robinson, and T. Sidley, both Conrad Hilton Hotel, Chicago. 

31. Mrs. Daisy Dean Smith Russen and Douglas H. Russen, both Zac 
Smith Staty. Co., Birmingham, Alc. 

32. Irene Temples, Joseph L. Temples, Helen Hoernig, all F. $. Webster 
Co. 

33. James ©. Johnson, Burgess-Anderson-Tate, Inc., Zion, Ill. 

34. Frank Jones, George W. Hennings, both Fox-Jones Co., Washington, 


DB: ¢. 

35. Ralph E. Faitoute, Chas. G. Stotf & Co., Inc., Washington, D. C.; 
Henry W. Jackson, The Office Supply, Charlottesville, Va. 

36. B. B. Webb, Jr., Texas Office Furniture Co., Dallas, Tex.; Don 
Larson, Art Metal Construction Co. 

37. H. Wolm, Alan Rosenblat, N. Wortman, all Betfer Office, Chicago. 

38. Low Delson, Ez Tang Cover Co. 

39. L. W. Evans and H. L. Daniels, both Evans Specialty Co., Int., 
Richmond, Va. 

40. Geo. H. Thom, Jr. and Carl Mithoff, both Ideas, Inc., Detroit, 
Mich. 
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1. Kenneth Reister, general convention chairman, receives award 
of me:it. 

. Art Pfister, vice-president field division, receives wrist watch 
in appreciation of his services to the association. 

. A similar award goes to Low Mann, vice-president manufacturers’ 
division. 

- Governors Carl Duker (left) and Jack Perdue, tied in new mem- 
bers’ contest for governors, receive trophies. 

- Travelers’ Club trophy goes to Fifth District, received by Arthur 
Frey, mfrs. rep., president of Fifth District Travelers Club. 

- For the third time, William Whiting of Journal-Chronicle Co., 
Owatonna, Minn., receives Clegg Trophy for best advertising. 
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Presentation of Awards by Pau! Burbank Highlights Annual Banquet .. . 


7. J. E. iler of Harper Bros., Inc., Greenville, $. C., receives the 
Illinois Booksellers & Stationers Assn. fund $100 award for store 
modernization. 

8. Byron Johnson, stationer of Kankakee, Ili., is happy winner of 
Charles Garvin $100 award for industry improvement idea. 

9. Walter Miller presents ‘Friendship Book" to retiring president 
Leonard Wilcox. 

10. Leonard and Alberta Wilcox try on Mexican hats for size, prelude 
to their trip South of the Border, a gift from the association. 

11. President Ivan Allen at microphone for acceptance talk, Mrs. Ivan 
Allen is at his right while to the speaker's left is Executive Vice- 
President Paul Burbank. 


Awards Presented at Annual Banquet 


@ A HALF HOUR before the scheduled starting time of the 
annual banquet on Wednesday evening registrants began 
trooping into the Grand Ballroom. Shortly after 7:30 the head 
table folk marched in while the rest of the banqueters stood 
and applauded. 

As customary, the formal program following dinner was 
initiated by the crowd standing to sing “The Star Spangled 
Banner.” Executive Vice-president Paul Burbank “emceed” 
the rest of the program with precision. 

The ceremony of giving the annual awards was simple and 
impressive. The first one was a certificate of merit to Ken 
Reister, Minnesota Mining & Manufacturing Company, 1955 
convention chairman. The next two were wrist watches given 
as mementos of their terms of service on the executive board 
of NSOEA to Art Pfister, vice-president of the Field Division, 
and Lou Mann, vice-president of the Manufacturers’ Division. 


Districts Split Award 


In the governors’ membership contest the competition be- 
tween the two top districts (9 and 10) was so close that two 
cups were awarded. Jack Perdue, The Perdue Company, Pine 
Bluff, Ark., Dist. No. 9, and Carl Duker, Santa Fe Bank & 
Stationery Company, Santa Fe, N. Mex., Dist. No. 10, were 
the recipients. 

As president of the Fifth District Travelers Club, Arthur 
Frey, manufacturers’ representative, received the travelers club 
membership contest cup. 

The Clegg silver pitcher, awarded for outstanding dealer ad- 
vertising, went to William Whiting of the Journal-Chronicle 
Company, Owatonna, Minn 


30 


The IBSA store modernization contest was won by J. E. 
Iler, Harper Brothers, Inc., Greenville, S. C. The Charles P. 
Garvin industry improvement award went to Byron Johnson, 
Kankakee, III. 

Honorary Members Named 

Honorary memberships were conferred on the following: 
B. J. Bristoll, Koch Brothers, Des Moines, Iowa; John A. 
Gilbert, OFFICE APPLIANCES, Chicago, Ill.; Guy Hamlin, 
McMillan Book Company, Syracuse, N. Y., (in absentia); E. B. 
Healy, Santa Fe, N. Mex., (in absentia); E. R. Kochheiser, 
The Charles Ritter Company, Mansfield, Ohio; George H. 
Wolcott, Wilson-Jones Company, Chicago, III. 

In simple, moving terms Retiring President Leonard Wilcox 
released the reins of office, expressing his deep gratitude to 
all who had supported him during his term as chief executive 
of the association. 

Past-president Walter Miller presented an album of “friend- 
ship letters” to Mr. Wilcox as enduring evidence of the high 
esteem in which he is held in the industry. 

Assisted by some members of the orchestra attired in Mexi- 
can costumes, Mr. and Mrs. Wilcox were informed that they 
were to receive from the association a vacation trip to Mexico 
whenever it suited their convenience. 

A short, challenging statement of acceptance by President- 
elect Ivan Allen, Jr., Ivan Allen Company, Atlanta, Ga., con- 
cluded the formal program of the evening except for a closing 
song, “God Be With You Till We Meet Again,” sung as a 
duet by two vocalists with Norman Krone’s Orchestra. 

Ballroom dancing followed as the final event of the 1955 
convention, 
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IN APPRECIATION: 


At the recent convention of the National Stationery & 
Office Equipment Association in Chicago it was my happy 
lot to be awarded an honorary membership in that 
organization. For this honor and the many expressions 
of friendship which followed, | am grateful to the officers 
and the entire association as a whole and individually. | 
accept the award in the kindly spirit in which it was 
given and in the name of OFFICE APPLIANCES whose 
former editor had much to do with bringing NSOEA into 
existence. Mr. Burbank was good enough to comment 
on my wide acquaintance in the industry and stated that 
| had probably attended more meetings than any other 
person. OFFICE APPLIANCES covers practically all im- 
portant trade gatherings to visit with the good people 
there and to provide full news service. Its staff will con- 
tinue to offer constructive co-operation wherever suitable 
opportunity is presented. | anticipate a bigger and bet- 
ter future for activities of NSOEA and the industry it 


represents 
—JOHN GILBERT 








NSOEA ELECTS HONORARY 
MEMBERS; CERTIFICATES 
ARE PRESENTED TO: 


1. B. J. Bristol, Koch Brothers, Des Moines, lowa. 

2. John Gilbert, editor and publisher of OFFICE APPLIANCES. 

3. Don Grant receives plaque for Guy Hamlin, president of McMillan 
Book Co. 

4. Earl Kochheiser, The Charles Ritter Co., Mansfield, Ohio. 

. George Wolcott, Wilson Jones Co. 

6. Happy veterans of the industry with honorery award plaques 
surround Rose Cushman, editor of the National Stationer. From left: 
Earl Kochheiser, Miss Cushman, B. J. Bristoll, George Wolcott, Don 
Grant, and Joha Gilbert. (E. B. Healy, Santa Fe, N. M., will be 
presented his award in absentia). 
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NSOEA’s Merchandise Fair Area Expands 


1955 Exhibit Includes the Displays 

of 382 Suppliers — Records Established 
in Number of Products Shown, Amount of 
Display Space and Total Attendance 


MEETING THE DEMANDS for more exhibit space, 
NSOEA executives arranged for additional area on the sixth 


and third floors of the Conrad Hilton Hotel for the 1955 Mer- 
chandise Fair. The number of individual displays went up 
from 365 in 1954 to 382. Attendance went well over the 


10.000 mark to pass last year’s high record. 
Despite telecasts of the baseball world series at exhibit 
opening time at noon on Saturday, visitors crowded into the 


On the Opposite Page . 

1. Mrs. Leonard Wilcox, Roberts Prig. & Staty. Co., Hutchinson, 
Kans.; Mrs. ®. E. Burbank, NSOEA; Mrs. L. W. Miller, Genera 
Fireproofing Co. 

2. Harold +. Bass, mfrs. rep.; Charlie Reynell, Oxford Filing Supply 
Co.; Lonnie Creasey, Sta:ioners Corp., Los Angeles, Calif. 

3. Mrs. & Mr. 8. Garvey, and Mrs. & mr. M, D. Kybak, all Schiller & 
Schmidt, Chicago. 

4. R. Lewisohn, American Pencil Co.; Jack Silver, Advanco Products 
Co.; Alex Gelfand, Royal Office Supply Corp., New York, N. y. 

5. Ruby Green, Arrow Fastener Co.; Joseph Ff. D 
Staty. Co., Inc., South Miami, Fia.; David Brower, ly ian 
Miami, Fia.; Ted Green, T. Green, inc., New York, Y. 

6. W. W. Fisher and Adelaide Wheeler, both OFFICE APPLIANCES; 
Mr. & Mrs. Allan Murray, Victor Safe & Equip., Remington Rand 
Inc, 

7. Arthur G. Schaefer, Sengbusch Self-Closing Inkstand Co. 

8. Joseph Leroux, Franklin Prig. & Engraving, Toledo, Ohio. 

9. Mrs. & Mr. Irving Peres, Star Office Accessories Co., Bronx 57, 

0 





New York 

10. H. P. Venet, Reyburn Mfg. Co.; Roy Hansen, The Globe-Wernicke 
Co. 

11. M. C. Kleinschmidt and Larry tlk, both Scharpf's, Inc., Oshkosh, 
Wis. 


12. Robert J. Wright, John Amos, Jr., both Infra Electronic Corp., 
Roseland, N. J. 

13. M. Boyd, Boyd Office Supply, Phillipsburg, Kan. 

14. Charlie Lipman, Geo. B. Graff Co. 

15. Sam N. Young, Nashville Staty. Co., Nashville, Tenn.; Jennie R. 
Zachs, C-Thru Ruler Co.; J. M. Dortch, Nashville Staty. Co., Nash- 
ville, Tenn 

16. Wm. E. Nevis, Charles B. Cole, John Morgan and B. A. Gibbons, 
all The Ideal System Co. 

17. Harry Tehan, mfrs. rep.; T. H. Ramsey and W. T. Graham, both 
W. T. Rogers Co. 

18. Mr. & Mrs. L. E. Scott, Scott's Office Supply, Bartlesville, Okla.; 
Austin B, Thompson, Jr., mfrs. rep. 

19. Mr. & Mrs. J. W. Harbin, Harbins, Inc., Columbia, $. C.; Mr. & 
Mrs. Harry C. Michelson, C. W. Lewis Office Equip. & Supplies, 
Albany, N. Y. 

20. Francisco Trevino, Jr., Francisco Trevino, $. A., Monterrey, Mex.; 
Earle F. Opie, Weber Costello Co.; Francisco Trevino, Sr., Francisco 
Trevino, S$. A., Monterrey, Mex. 

21. Jesse A. Peck, Springfield Staty. Co., Springfield, Ill.; Van W. 
Haverton, Van's Typewriter Co., Peoria, Iil.; Roscoe Benge, Codo 
Mfg. Corp.; Roy Levenson, Indianapolis Store Fixture Co., Indian- 
apolis, ind. 

22. Ira Schlesinger, Mutual Paper Co., Inc., Detroit, Mich.; William 
Leonard, Service Office Supply Co., Detroit, Mich.; Dalton J. 
Dailey, Dailey's United Supply Co., Little Rock, Ark. 

23. Harold L. Trev, Jr., Treu Office Supplies, Elmira, N. Y.; Richard 
Trev, S$. J. Olsen Co., Milwaukee, Wis.; C. M, Jaffer, mfrs. rep.; 
Duncan C. Taylor, Eberhard Faber Pencil Co. 

24. John R. Gray, and Bernard H. Nemlich, both National Office 
Furniture Assn. 

25. Eugene H. Koeh!l and Pat Patterson, both Stark Calendars, Inc. 

26. Harold Panter and John Sobesky, both Office Products, Inc. 

27. Floyd HH. Thayer, Typewriter Exchange, Flint, Mich.; Carroll 
O'Kelley, O'Kelley'’s Office Supply, Abilene, Tex. 

28. Mrs. & Mr. Heinie Sengbusch, mfrs. rep. 

29. A. Sussman, Flushlok Div. Hemisphere Steel Prod.; Seymour Geller, 
Artistic Desk Pad & Novelty Co. 

30. Mr. & Mrs. Allen P. Green, Leewood Co., St. Louis, Mo. 

31. Fred Downs, Downs-Randolph Co., Tulsa, Okla.; Mrs. & Mr. R. E. 
Wilkerson, R. E. Wilkerson & Co., Jacksonville, Fia.; Mrs. Fred 
Downs, Tulsa, Okla. 

32. Mr. & Mrs. Arthur $. Replogle, Replogle Globes, Ine, 

33. Sve Clarke; Bob Cleary, mfrs. rep. 

34. R. E. Hammen and Bob Perry, both Wesbanco, Oklahoma City, 
Okla. 

35. C. Russell Spets and Joseph F. Kobek, both mfrs, rep. 

36. James A. Honekamp and Charles H. Hucke, both mfrs. rep. 

37. Mrs. & Mr. Jack R. Ramsay, J. R. Ramsay Prtg, Co., Tipton, Ind. 

38. Wallace W. Whitman and Wendell Whitman, both State Sta- 
tioners, Inc., Indianapolis, Ind. 

39. John B. Pursley and G. W. Rogers, Jr., both Mystik Adhesive 
Products 

40. William R. Kane, Robert L. Reynell, both Oxford Filing Supply 
Co., Garden City, N. Y. 

41. Mary J. Weber, editor; Russell Reynolds, gen. mgr., both Nat. 
Assoc. of College Stores. 

42. Mr. & Mrs. Neilan Short, mfrs. rep. 

43. Ed. Leventhal, Biddle Purchasing Co., New York, N. Y.; A. A. 
Goldenberg, Majestic Staple Co. 

44. Mrs. & Mr. A. Cantor, Budlew Mfg. Co. 
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See following seven pages 


for pictures of exhibits | 


big display areas in the basement and on the third, fifth and 
sixth floors. Until nine o’clock Saturday evening and from 
one to nine on Sunday attendance was very heavy. After the 
week end visitors had left, the pressure was reduced somewhat 
but the fully registered conventionites continued their tours 
of inspection on Monday from 2:00 to 9:00 P.M., on Tuesday 
from 5:00 to 9:00 and on Wednesday from noon to 5:00. 

Souvenirs in great variety and many contests conducted by 
exhibitors aroused wide interest and added to the effectiveness 
of the merchandise displays. Manufacturers and dealers alike 
expressed satisfaction with the great annual show of industry 
products. 

Keeping the merchandise fair running smoothly was the job 
of Paula Smith of NSOEA headquarters and members of the 
exhibits committee. Composed of 42 members of the industry, 
this committee was headed by Ken Henderson, The Carter's 
Ink Company, chairman, and Harry Hoffman, Joseph Dixon 
Crucible Company, co-chairman. Each committeeman gave 
several hours of his time to be “on duty” in various loca- 
tions so that industry men were available in exhibit areas to 
stop difficulties on misunderstandings from becoming prob- 
lems. 

Following is an alphabetical list of this year’s exhibitors: 


A codon aay ~ag 
Bentson Mfg. 
ABCO Plastic & Supply Co. Mfg. Division Republic 
Division Bro-Dart Industries Steel Corp. 


Bernard Franklin Co., Inc 
Bernay Products Co. 

Berry, Henry Associates 
Best, Richard, Pencil Co. 
Binney & Smith, Inc. 
Blackbourn Systems, Inc. 
Blair Aluminum Furniture Co. 
Blaisdell Pencil Co. 

Bohn Duplicator Corp. 


Acco Products, Inc. 
Ace Fastener Corp. 
Acme Visible Records, Inc. 


Aigner, G. J., Co. 
Airguide Sheol - b 
All Purpose Steel Products 
Alliance Rubber C aes & Pease Co. 
Allied Carbon & Ribbon Mfg. _~ oa — Co. 
All-Rite Pen, Inc. " 

All Steel Equipment, Inc. Sestrom mis. Co. 
Alma Desk Co. 

Aluminum Cooking Utensil Co. 
Aluminum Seating Corp. 


berg Bruning, Paul 
pron dy Lhe whe Budiew Products Co. 
California ? Suimen, £.0., Mfg. Co., Inc. 
wrroughs Corp. 
American Crayon Con Nw % Business EMicloncy Aids 
American Dictating Machine Co. c 


American Latex Products Corp. 


American Pencil Co. C Thru Ruler Co. 


Campro Sales Co. 

Cardinell Corp. 

Carter's Ink Co. 

Cel-U-Dex Corp. 

Central Can Co., Inc. 

Challenger Steel Products Corp. 
Changepoint, Inc. 

Chicago Desk Pad Co., Inc. 
Chicago Lock Co. 

Clark, Keith, Inc. 

Clauss Cutlery Co. 

Code Mfg. Corp. 

Cole Steel Equipment Co., Inc. 
Columbia Ribbon & Carbon Mfg. 
Columbia Steel Equipment Co. 
Columbian Art Works, Inc. 
Compass instrument & Optical 
8 Co., Inc. 

Consolidated Business Systems 
Convoy, Inc. 

Cooke & Cobb Co. Division of 
. Wilson Jones Co. 

Bankers & Merchants Inc. Cooks’, Inc. 

Corry-Jamestown Mfg. Co. 
Coxhead, Ralph Co., Corp. 
Croftint M Co. 


American Stencil Mfg. Co. 
Anderson-Hickey Co., Inc. 
Angler's Products Co. 

APSCO Products, Inc. 
Arnot-Jamestown 

Arrow Fastener Co., Inc. 

Art Metal Construction Co. 

Art Specialty Co. 

Art Steel Sales Corp 

Artistic Desk Pad E43 Novelty Co. 
Atlas Stencil Files Corp 

Autopoint Co.-A Division of Cory 


Corp. 
Avery Adhesive Label Corp. 


Bainbridge, Kimpton & Haupt, 
Inc 


Bates Mfg. Co. Cram, The F., Co., Inc. 
we yg Fred Cramer Posture Chair Co., Inc. 
Bausch & Lomb Optical Co. Cush &pD Mfg. Co. 





(Turn to page 40, please) 
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NSOEA PRODUCT EXHIBITS 


ABCO Plastic & Supply Co. 

Ace Fastener Corp. 

Acme Visible Records, Inc. 
Acorn Products Co. 

All-Rite Pen, Inc. 

Aluminum Cooking Utensil Co., Inc. 
American Dictating Machine Co. 
American Map Co., Inc. 
American Pad & Paper Co. 
American Pencil Co. 

American Stencil Mfg. Co. 

Art Metal Construction Co. 

Art Steel Sales Corp. 

Art Steel Sales Corp. 

Atlas Stencil Files Corp. 
Autopoint Co. 

Avery Adhesive Label Corp. 
Bankers Box Co. 


Bates Manufacturing Co. 
(All photos by Oscar & Assoc.) 
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NSOEA PRODUCT EXHIBITS 


Bernay Products Co. 

Berry, Henry, Associates 

Binney & Smith, Inc. 

Blair Aluminum Furniture Co. 

Bohn Duplicator Corp. 

Bostitch, Inc. 

Burroughs Corp. 

Carter’s Ink Co. 

Cel-U-Dex Corp. 

Codo Manufacturing Corp. 

Cole Steel Equipment Co., Inc. 

Cooks’, Inc. 

Corry-Jamestown Mfg. Co. 

Craftint Mfg. Co. 

Cramer Posture Chair Co., Inc. 

Cushman & Denison Mfg. Co. 

Dennison Manufacturing Co. 

Diebold, Inc. 

Dome Publishing Co., Inc. 
photos by Oscor & Assoc.) 
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NSOEA PRODUCT EXHIBITS 
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Downey, C. L., Co. 

Domore Chair Co., Inc. 

Eaton Paper Corp. 

Esterbrook Pen Co. 

Eureka Specialty Printing Co. 
Ever Ready Calendar Mfg. Co. 
Executive Furniture Co. 

Faber, A. W., Castell Pencil Co. 
Faber, Eberhard, Pencil Co. 
Faultiess Caster Corp. 

Ferber Corp. 

Frankel Carbon & Ribbon Co. 
Franklin, Bernard, Co., Inc. 
Frontier Mfg. Co. 

Gingher Mfg. 

The Globe-Wernicke Co. 

The Globe-Wernicke Co. 
Goodfrend Metal Products Co. 


Graff, George B., Co. 
(All photos by Oscar & Assoc. ex- 
cept Globe-Wernicke views by Pics. 
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NSOEA PRODUCT EXHIBITS 


Gunlocke, W. H., Chair Co. 
Hall's Safe Co., Inc. 

Hamilton Manufacturing Corp. 
Hano, Philip Co., Inc. 
Herring-Hall-Marvin Safe Co. 
Heyer Corp., The 

ideal System Co. 

infra Electronic Corp. 

Justrite Envelope Mfg. Co., Inc. 
Kores Carbon Paper & Ribbon Mfg. —_— ; ’ * 
Corp | u€* SELL POWE: a il 


Krayer Mfg. Co., inc. 


LaSalle Products Co. ’ La 
Lathem Time Recorder Co., Inc. = A = = -~ 
Mayfair Company , - 

Melind, Lovis, Co. Ns se x , . — 


Merriam, G. & Cus Co. nail al a , ee Peo 
Miam . { ee iy ° 








Systems Corp. 


Minnesota Mining & Mfg. Co. 
Mittag & Volger, Inc. 
{All photes by Oscar & Assoc.) 
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NSOEA PRODUCT EXHIBITS 


Mohawk Tablet Co. 

Moore Business Forms, Inc. 
Morris, Bert M., Co. 

Mosler Safe Co. 

Mutual Stationers Supply Corp. 
National Fiberstok Envelope Co. 
National Vulcanized Fibre Co. 
Nobema Products Corp. 
Noesting Pin Ticket Co., Inc. 
Nu-Craft Products Co., Inc. 
Office Accessories Corp. 

Old Town Corp. 

Orna Metal Products Co. 
Oxford Filing Supply Co., Inc. 
Permacel Tape Corp. 

Polar Manufacturing Co. 
Protectall Safe Company 

Rand McNally & Co. 

Remington Rand Dealer Sales Div. 


of Sperry Rand Corp. 
(All photos by Oscar & Assoc.) 
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NSOEA PRODUCT EXHIBITS 


Rex-O-Graph, Inc. 

Rex-Rotary Distributing Corp. 
Reyburn Mfg. Co., Inc. 
Rite-Line Corp. 

Rust Craft Publishers 

Scripto, Inc. 

Security Steel Equipment Corp. 
Smith, Charles C., Inc. 

Smith Metal Arts Co., Inc. 
Smo-King Products, Inc. : ; < a 
Southworth Co. : 7 santana 

Speed Products Co. / e *\CTOR SAFE RERDIPMERT PRODUCTS i 
Standard Furniture Co. ao § 

Star Stee! Equipment Co., Inc. 
Taylor Chair Company 
Tiffany Stand Co., Inc. 
Underwood Corp. 

Vail Manufacturing Co. 


Victor Safe & Equipment Products 
{All photos by Oscar & Assoc.) 
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NSOEA PRODUCT EXHIBITS 


1. Ward, John J., Inc. 
2. Waterman Pen Co., Inc. 


3. Webster, F. S., Co. 
(All photos by Oscar & Assoc.) 
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List of Exhibitors 





(Continued from page 33) 


Defiance Calendar Co. Division 
of Wilson Jones Co. 

DeJur Stenorette Dictating 
Machine Division 

Dennison Mfg. Co. 

Dependable Mfg. Co. 

Dick, A. B., Co. 

Diebold, Inc. 

Ditto, Inc. 

Dixon, Joseph, Crucible Co. 

Dome Publishing Co., Inc. 

Domore Chair Co., Inc. 

Doppelt, Charles & Co., Inc. 

Doringer Co. 

Doro Mfg. Co. 

Dorson Corp. 

Downey, C. L., Co. 

Dresner, S., & Son, Inc. 

Duplicopy Co. 

Durable Metal Products Co. 

Duro Decal Co., Inc. 


Eagle Pencil Co. 

Eaton Paper Corp. 
Ellingsworth Mfg. Co. 

Emeco Corp. 

Ennis Tag & Salesbook Co. 
Esterbrook Pen Co. 

Eureka Specialty Printing Co. 
Evans Specialty Co., Inc. 
Ever Ready Calendar Mfg. Co. 
Eversharp, Inc. 

Executive Furniture Co. 
Ezyindex Products Co. 


Faber, A.W.,-Castell Pencil Co., 
Inc. 

Faber, Eberhard, Pencil Co. 

Farber, Louis H., Co. 

Fastener Corp. 

Faultiess Caster Corp. 

Feldman-Selje Corp. 

Felt-Point Pen Division Marsh 
Stencil Machine Co. 

Ferber Corp. 


— 





mont, W. Va. 
Leo Stein, William Puntii, 


SLeEN SHA wH~ 


Hartford, Conn. 


Fidelity Steel Equipment Co., Inc. 

Filex Steel Products, Inc. 

Fisher Pen Co. 

Flushiok Division of Hemisphere 
Steel Products Corp. 

Force, Wm. A., & Co., Inc. 

Frankel Carbon & Ribbon Co. 

Franklin Metal Products Co. 

Fritz-Cross Co., The 

Frontier Mfg. Co. 


G 


GR Products, Inc. 

General Lamps Mfg. Corp. 
General Pencil Co. 

Geographia Map Co., Inc. 
Gestetner Duplicator Corp. 
Geyer, Andrew,-McAllister, Inc. 
Gibson Art Co., The 

Gift Craft Leather Co. 

Gingher Mfg. 

Globe-Wernicke Co., The 
Goodfrend Mfg. Corp. 
Goodfrend Metal Products Co. 
Goodrich, B. F., Co. 

G. aff, George B., Co. 

Gregson Mtg. Co. 
Guardsman-Valentine, inc. 
Guide System & Supply Co., Inc. 
Gualocke, W. H., Chair Co. 


H 


Heeger Desk Co. 

Hall’s Safe Co., Inc. 
Hamilton Mfg. Co. 

Hano, Philip, Co., Inc. 
Harrison Steel Cabinet Co. 
Harter Corp. 

Haskell, Inc. 
Herring-Hall-Marvin Safe Co. 
Heyer Corp., The 

Higgins Ink Co. 

High Point Bending & Chair Co. 
Hillside Metal Products, Inc. 
Hodgman Rubber Co. 

H-O-N Co., The 

Hoosier Desk Co. 

Hunt, C. Howard, Pen Co. 


- Mrs. & Mr. Lew Couver, Couver's Office Supplies, Palatka, Fla. 
Sam Brunner, Anglers Products, 
Lloyd Handley, F. L. Springer, 


Flushing, N. Y. 
both Springer Office Equip., Fair- 


both Stein Bros. Mfg. Co., Chicago. 

. Jack Levi, Budiew Products Co., Chicago. 

Geo. H. Burt, Corry-Jamestown, Ellwood City, Pa.; Fred C. Myers, 
The State Stationers, Inc., indianapolis, ind. 

. Mrs. & Mr, Robert Kane, mfrs. rep. 

W. R. Naylor, Naylor & Co., Little Rock, Ark. 

. Mr. & Mrs. Ed. Hirsch, Orna Metal Products. 

- Mrs. & Mr. Everett R. Scanlon, Hartford Office Supply Co., Inc., 


11. George G. Carter, A. Whitley, Ltd., Windsor, Ont., Canada. 


12. Joe W. Pritchard, Wells Chair 


Co., Newark, N. J. 


Co.; Joe Brenner, Brenner Desk 


13. I. J. Fettig, Stationers Loose Leaf Co.; Bill Vogel, Sengbusch Self- 


Closing Inkstand Co. 


14, Myron Fields, Smo-King Products, Inc. 


15. Mr. & Mrs. E. A. Napp, 
Manitowoc, Wis. 


16. Norman Hanna, Dave Hinkley, 


Napp Office & School Supply Co., 


both Philip Hano Co. 


17. Don Braley and Howard Welshofer, both Watson Mfg. Co. 
18. Bob Eldridge, Yawman and Erbe Mfg. Co.; Bob Siate, Bob Slate 


Stationer, Cambridge, Mass. 


19. rae C. S$. Demaree and Wm. 5S. Kiech, both Demaree Staty. Co., 


ansas City, Mo. 
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List of Exhibitors 


(Continued from page 40) 





ideal System Co. 

imperial Desk Co. 

indiana Chair Co 

indiana Desk Co. 

infra Electronic Corp. 
invincible Metal Furniture Co. 


J 


Jasper Chair Co. 

Jasper Desk Co. 

Jasper Office Furniture Co. 
Jasper Seating Co. 

Jasper Table Co., Inc. 

Jayem Sales Corp. 

Johnson Chair Co. 

Justrite Envelope Mfg. Co., Inc. 


” 


Kahn, David, Inc. 

Kamket Corp. 

Kay-Dee Co. 

Kee Lox Mfg. Co 

Ketcham & McDougall Inc. 

Kingsley Stamping Machine Co. 

Koh-I-Noor Pencil Co., Inc. 

Keres Carbon Paper & Ribbon 
Mfg. Corp. 

Krayer Mfg. Co., Inc. 


L 


Labelon Tape Co. 

LaSalle Products Co. 

Lathem Time Recorder Ce., Inc. 
Lawson, F. H., Co. 

Linton Pencil Co. 

Little, A. P., Inc. 


mM 


Majestic Stationery Co. 
Maple Leaf Mfg. Co., Inc. 
Marble, The 8. L., Chair Co. 
Markwell Mfg. Co., Inc. 
Marnay Soles & Mfg. Co. 
Maso Steel Products, Inc. 
Master Addresser Co. 
Master Products Mfg. Co. 
May, J. L., Co., Inc. 
Mayer Mfg. Corp. 
Mayfair Co. 
McDonald Products Corp. 
Meier, Joshua, Inc. 
Meilink Steel Safe Co. 
Melind, Lovis, Co. 
Merriam, G. & C., Co. 
Metal Specialities Mfg. Co. 
Metalstand Co. 
Metropolitan Cutlery Co. 
Miami Systems Corp. 
Midwest Mfg. Division 
Industries 
Milwaukee Chair Co., The 
Milwaukee Metal Furniture Co. 
Minnesota Mining & Mfg. Co. 
Mittag & Volger, Inc. 
Mohawk Tablet Co. 
Moore Business Forms, Inc. 
Moore Business Forms, Inc. 
Rediform Division 
Moore Push-Pin Co. 
Morris, Bert M., Co. 
Mosler Safe Co. 
Murphy-Miller, Inc 
Mutual Stationers Supply Corp. 
Myrtle Desk Co 
Mystik Adhesive Products 


Artyle 


N 


National Blank Book Co. 
Nationa! Brief Case Co. 
National Carbon Coated Paper 
National Cash Register Co. 
National Fiberstok Envelope Co. 
Neiman Steel Equipment Co. 
National Vulcanized Fibre Co. 
New Diamond Point Pen Co. 
Nobema Products Corp. 
Noesting Pin Ticket Co., Inc. 
Norfield Methods & Procedures 
Norma Pencil Corp. 

Northern States Envelepe Inc. 
Nucraft Furniture Co. 

Nu-Croft Products Co., Inc. 


oO 
Oakville Company Division 


Scoville Mfg. Co. 
c@ Accessories Corp. 
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Office Appliances 

Office Equipment Mfg. Co. 
Office industries of America 
Ohie Chair Co., Inc. 

Old Town Corp. 

Olivetti Corporation of America 
Orne Metal Products Co. 
Ottenheimer, |. & M. 

Oxford Filing Supply Co., Inc. 


Paper-Mate Eastern Inc. 
Park Sherman Co. 
Parker Pen Co. 

Parker Steel Products, Inc. 
Pelouze Mfg. Co. 
Perfect R Seat Cushion Co. 
Permacel Tape Corp. 
Permanent Pigments, Inc. 
Polar Mfg. Co. 

Posting Equipment Corp. 
Precision Mfg. Co. 
Print-O-Matic Co., Inc. 
Protectal Safe Company 


Qa 
Quality Park Envelope Co. 
R 


Rand McNally & Co. 

Random House, Inc. 

Redi-Record Products Co. 

Regency Thermographers 

Reliance Pencil Corp. 

Remington Rand Dealer Sales 
Division of Sperry Rand Corp. 

Replogle Globes, Inc. 

Rest-A-Phone Co. 

Rexbilt Leather Goods, Inc. 

Rex-O-Graph, Inc. 

Rex-Rotary Distributing Corp. 

Reyburn Mfg. Co., Inc. 

Riteform Chair Co., Inc. 

Rite-Line Corp. 

Robinson Reminders, Inc. 

Rockaway Metal Products Corp. 

Rockwell-Barnes Co. 

Rogers, W. T., Co. 

Rowles, E. W. A., Co. 

Royal Metal Mfg. Co. 

Royal Register Co., Inc. 

Rust Craft Publishers 


Sainberg & Co., Inc. 

Sanford Ink Co. 

Schwab Safe Co., The 

Scripto, Inc. 

Security Steel Eavipment Corp. 

Sengbusch Self-Closing Inkstand 

Sheaffer, W. A., Pen Co. 

Sight Light—M. G. Wheeler Co. 

Sikes Company, Inc. 

Site-Filing Co. 

Smith, Charles C., Co. 

Smith Metal Arts Co., Inc. 

Smokador Mfg. Co. 

Smo-King Products, Inc. 

Southworth Co. 

Speed Products Co. 

Speed-O-Print Corp. 

Speedry Products, Inc. 

Spencer Rubber Products Co. 

Stacor Equipment Co. 

Stafford, S. $., Inc. 

Standard Diary Co. Division 
Wilson Jones Co. 

Standard Furniture Co. 

Star Office Accessories Co. 

Star Steel Equinment Co., Inc. 

Stationers Guild of America 

Steel Service Mfg. Co. 

Steel-Parts Mfg. Corp. 

Stein Bros. Mfg. Co. 

Sturgis Posture Chair Co. 


T 


Tape, Inc. 

Taubman, Samvel, & Co. 
Taylor Chair Company 
Thomas Furniture Co. 
Tiffany Stand Co., Inc. 
Tolen, William, & Son, Inc. 
“Tops” Business Forms 
Tower Suites, Inc. 

Triner Scale & Mfg. Co. 


U 
Underwood Corp. 


United Cutlery & Hardware 
Products Co. 


_ 





- Mrs. & Mr. Carl W. Didde, Didde Office Supply & Equip. Co., Emporia, 


Kans. 

2. Mrs. & Mr. Ted Vaughn, Stoddards inc., Nashville, Tenn., Gov. Dist. 
4 NSOEA. 

3. Mrs. & Mr. Grant Howard, PBSW Supply & Equip. Co. Past Pres- 
ident NSOEA. 

4. Charles Leonard, Charles Leonard, inc., and Wallace Fisher, OF- 
FICE APPLIANCES. 

5. Jack Melennon, MclLennon's Pen Co., Chicago; Jack Schaefer, 
Mfrs. Rep.; Mrs. Jack Mc Lennon. 

6. Lou Brown, vice-pres. Mfrs. Div. NSOEA, Eberhard Faber Pencil 
Co. and John Horn. 

7. Mr. & Mrs. Robert Bentson, Western Mfg. Co., and Jim Whitrock, 
same firm, 

8. Mr. & Mrs. J. W. Harbin, Harbin's, Inc. Columbia, $. C.; Mr. & 
Mrs. Irving M. Levy, Cole Steel Equipment Co. 

v Weber Costello Co. 
Weber, F., Co. 
Vail Mfg. Co. Webster, F. $., Ce. 
Valco, Inc. Webster-Chicage Corp. 


Vernon, S. E. & M., Inc. 


Weis Mfg. Co. 


Victor Adding Machine Co. ' Wetham Metal Products Inc. 


Victor Safe & Equi 


Corp. 
Visi-Shelf File Inc. 





Wells Chair Corp. 
Western Mfg. Co. 
Wilson Jones Co. 
Wolber Duplicator & Supply Co. 
Wood Office Furniture Institute 


Sales Division of Remington 
Rand Division Sperry Rand 


Vogel-Peterson Co. 


Wabash Filing Supplies inc. 


Y 


Yawman and Erbe Mfg. Co. 
York Safe & Lock Co. 


w 


Wallace Pencil Co. 
Ward, John J., Inc. z 
Weterman Pen Co., Inc. 


Watson Mfg. Co. 


Zephyr American Corp. 
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office furniture depart- 
ment set up in Norman- 
die Lounge of Conrad 
Hilton Hotel, a dynamic 
presentation of “new 
look” in display and de- 
sign. 


OFFICE FURNITURE 
DYNAMIC 


—- 


Not a bird in gilded cage, 
but furniture instead .. . 
color and beauty for the 
office on parade. 


General view of model 1) 





a 
2 

i 
i; 
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One of the many inviting 
displays in the office fur- | 
niture department de- I 
signed by Ken White and =| 
viewed by thousands dur- , 

ing the convention. 
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The Convention Notebook... 
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First Bank 
h 1 the A ) 
3 year, stating t 
, epea £ 4} 
2 mechanical pr At Fountain Pen & Mech. Pencil Mfrs. Luncheon... 
re ous ' ation w mpile From Left: Paul E. Farrier, vice-president, First National Bank of Chicago; Frank D. 
tatist tor the men Waterman, Waterman Pen Co.; Clarke Mays, Mays Mfg. Co.; Frank King, Exec. Vice- 
president of association. 
that the Ed a 
heen the auidine taxes as sé isly infringing upon the right rate income, to be achieved in each case 
Hanawrit Ff tree men ft scquire ana wn property Dy annual reaguction ver five years. The 
J rt fs 1 their wr reauct ndividueé tax would apply 
As a remedy, at least in part, he ex uniformly to the proaressive element, which 
plained the National A ation of Manu that part of the rate in each taxable 
~ ee. a that sctur ? 3 pia r in me tax re me bracket in excess of the basic rate, 
Be ete ’ duction which assigns first priority in use w 20 The corporate tax would be re 
yarare t we f increased revenue resulting trom ec duced uniformly in each of four years, after 
that the burger non yrowth to reducing the tax rate the initial reduction of 5 percentage points 
ation of the na r which impede growth. The qoal is a top Ww heduled by law 
Siscriminatory income rate of 35 n both individual and corp * * 





BUSINESS EFFICIENCY AIDS MEETING ... 1. Seated: Walter Christenson, Business Equipment & 
Records Co., Newark, N.J.; Cal Elliott; E. A. Dahl; E. A. Dahli, Jr., Business Efficiency Aids; N. 8B. 
Seldon, Office Specialty Mfg. Co., Newmarket, Ontario; Standing: W. J. Weihe, $. G. Adams Co., 
St. Lovis; Norm Schmotzer and Don Barr, Don Barr Associates, Mansfield, Ohio; John Cooke, 
Cooke Business Forms, Danville, Ill.; Harold D. Duffy, $. G. Adams Co.; Martin T. Holst, Holst 
Printing Co., Cedar Falls, lowa. 2. Seated: J. L. Wenzel, Wenzel Equipment Co., Kansas City, 
Mo.; D. W. Heck, Sylvester and Nielsen Co., Appleton, Wis.; Ellis Travb, Ellis Travb Business 
Machines, Worcester, Mass.; Wayne Journigan, Wayne Journigan and Associates, Mfrs. Rep.; 
David C. Elliott, Business Efficiency Aids. Standing: Jos. L. Alvarez, Chesnut Office Equipment Co., 
Gainesville, Fia.; Philo Leonard, Business Efficiency Aids; W. T. Shoemaker, W. T. Shoemaker Co., 
Cleveland, Ohio; Ed Stahle, Magnadex; Bob Davis, Busi Equi * & Records, Newerk, N.J.; 





Zane E. Gray, Midcity Stationers, Rockford, Hl.; Reuben Strond, Austin Office Supply Co., Austin, 
Minn.; Wm. W. Whethem, Magnedex of Chicago; Shirl 8. Taylor, Z C M I, Salt Lake City. 
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Business Efficiency Aids capitalized n 
e NSOEA nvention by holding a sales 
meeting on Sept. 30, the day preceding 


the openina of the merchandising exhibit 
The meetina pened in the morning and 
ran. throuat } evening with intermission 
unch. A dinner sed the event which 
wv held all day at the Blackstone hotel 
Particular empha was given ft sales 


possibilities and methods of selling Magna 
Dex & major product f the « mpany 
which in use tans ut cards by electric 
repu n enabling the user to see top lines 
f 12 to 15 cards at one time. E. A. Dahl, 


president, reported a substantial increase 
* & & 


Conventior visitors ft OFFICE AP 
PLIANCES headquarters included Art 
Carrow and Charlie McDaniel of Speed 
Product Corporation. Art s known tar 


snd wide as a4 rrespondent for this jour 
na Charlie ha been ecretary < f the 
Texas Travelers Club for many years and 

ntribute jreatiy ft the sme th opera 
tion of Ninth District regionals. 


Cal Long, manufacturers’ representative, 
and his associate, Jerry Devitt, also paid a 
visit to OA. Cal and Jerry are proud 
winners of a handsome check for their 
efforts in a recent sales contest sponsored 
by Cramer Posture Chair Company. 

Other quests included Art and Heron 
Frey, also manufacturers’ representatives in 
the Fifth District. They reported a very 
active year in their territory. 

We were happy to greet Sam Jason 
Canada's self-appointed ambassador of 
good will whe is known from the Arctic 
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Circle to the shores of Newfoundland. Sam 
arranges for hotel rooms of the Canadian: 
and dispenses untold good deeds. 

Among the visiting editors were the 
ways welcome Bob Frier, edit 


Pacific Stationer, and Henry Spearing, ed 
tor of the Canadian Stationer. 
both well known to the industry and friend 


to all in the trade press. 

James H. Davison, of Palo Alt 
dropped in at OA headquarter tobe 
6, the day after the NSOEA 
which he attended. Mr. Day 
traveled the West as a manuf 
representative for 15 years. Bef 
turning from Chicago he planned 
at Jasper, Ind., to visit with t 
companies he represents — Jaspe 
Furniture Company and Jasper Table 
Company. Mr. Davison entered the 
equipment industry long age 
ber of the Yawman and Erbe 
In 1906 he was employed by 
Ralph B. Wilson, president and 
owner of Chicago Shipping & Re 
Book Company, which later became W 
Jones Company, remaining witt 
ganization a third of a century. Alt! 


4 


his activities were in various part 
country, most of his career has been linked 
with the West. He still is chipper 

and appearance. 


Following its usua! custom, The G 
Wernicke Co. had its breakfast 
for G-W dealers at the Blackst 
on Oct. 4. Each succeeding break 
to attract more and more peopl 
group this year heard brief remark 
Elmer. Rahe, vice-president, and H 
Hammer, president. 

William D. Hahn, president, and 
Wheeler, executive vice-president 
Auto Stamping Company, T 
were introduced to the gue 
nounced in the September 
journal, the Globe-Wernicke C 
subsidiary of City Auto Stamping 

When introductions were me 
Robert Sprott, general sales manage: 
over the program. With the aid of two at 
tractive models, he demonstrated new ¢ 
ucts for the dealers and displayed 
forms of promotional materia 
services to assist them in their 


ities. 


The Venus breakfast once again offered 
an opportunity for Conrad Hilton Hote 
room convention guests to eat in the 
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G-W Dealer Breakfast Personalities ... 


1. W. J. Hillis, Mrs. Wallace and Fredrick Wallace, Southern California Stationers, Los Angeles; 
Hermann Hammer, president The Globe-Wernicke Co. 

2. George Ruggles, Ruggles, Inc., Seattle, Wash.; Scotty Robertson, Globe Office Equipment 
& Supplies inc., Cincinnati, Ohio; Myron George, Seitz & George Office Equipment Co., 
Dayton, Ohio; Mark Gill, J. K. Gill Co., Portland, Ore. 

3. Elmer Rahe, The Globe-Wernicke Co.; Charles Ruffner, Mrs, Ruffner and John Sullivan, 
H. S. Crocker Co., San Francisco. 

4. Tom Ketchings, Tom L. Ketchings Co., Natchez, Miss.; Jim Cullum, Comfort Pig. & Stat. Co., 
St. Lovis, Mo.; George Thom, Ideas, Inc., Detroit, Mich. 

5. Floyd Kongsvik, Curtiss 1000, St. Paul, Minn.; Don Muller, Northwestern Furniture Co., 
Milwaukee; model Jean Addelle; E. Dewey, Northwestern Furniture Co.; model Pat Price; 
Bil Aylward, The Globe-Wernicke Co.; Al Goller, Northwestern Furniture Co.; W. K. 
Downing, The Globe-Wernicke Co.; John Lynn, Baker Office Equipment Co., Pittsburgh, Pa. 

6. R. W. Sprott, The Globe-Wernicke Co., with models Jean Addelle and Pat Price. 


rt of their room n Sunday morn juice, scrambled eggs, ham, 1 am, but 

ng witn the American Pencil Company ter and cottee. A just-ott-the-pr y 

host. On the menu were fresh orange of the Saturday Evening P ed at 
tention t | W venus Te) ent, 

- & & 


HERB SHRINER famed television star, 
autographs a picture in the W. A. Sheaffer 
Pen Co. booth for Trudy Auld (right) of 
Rockwell Barnes Co., Afianta, Ga. Aft left is J. 
H. Asthalter of W. A. Sheaffer Pen Co. 
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General Fireproofing Night in Hawaii Dinner . . . 
lal > > 
. . 1. E. A. Purnell, president of The General Fireproofing Co. 
. Supr y Compa 2. Walter Bender, chairman of the G-F board. 
Saturday at 229 Sout 3. Mrs. & Mr. Larry Miller (He was master of ceremonies); Mrs. & Mr. Leonard Wilcox. 
: . 4. Hawalian music and dancing entertain the guests. 
ang nor 5. Bill Sutton, Yakima, Wash. supports the manniquin (left) given him for first prize in the 
f 5 + he hula contest while Mrs. Fred James of Youngstown, Ohio, displays the unique fish bow! 
presented her for the best hula dancing by the women contestants. 
be r 7 Tact Y 
bsen was present ¢ A contest heased ‘ mpletion jas pencil attracted interest at the Eagle Pen 
A f Co. booth. Cash prizes of $100, $50 and 


$25 were Tferead x * x 


Seen aft Associated 
Stationers Open 


House .. 1. Mildred 
Harding and Nick 
Invergo, Associated 


Stationers Supply Co.; 
H. JI. Tate, Business 
Equipment & Supply 
Co., Columbus, Miss.; 
Cort Horr, Associated 
Stationers Supply Co.; 
Willis Wolf, Horder's, 
Inc.; WiHis Lowe, E. 
l. White & Co., Fort 
Worth, Tex Peggy 
Higgins, credit man- 
eger, Associated Sta- 
tioners Supply Co. 2. 
J. R. Moore, Gordon 
Rogers Co Kansas 
City, Mo.; Owen Doss 
and William Lein- 
weber, Associated 
Stationers Supply Co.; 
Herbert LaGoe and 
John Miller, Capitol 
Office Supply C o., 
lansing, Mich Jim 
Dickas and Bud Snow, 
Associated Stationers 
Supply Co.; Earl 
Greiner, P an tagraph 
Pig. & Staty Co., 
Bloomington, II! 





HER THIRD CONVENTION .. . Douglas 
H. Russen of Zac Smith Staty. Co., 
Birmingham, Ala., with little Ann Rus- 
sen and puppet Jocko. Ann is a great 
niece of the late Zac Smith and was 
attending her third NSOEA conven- 
tion. 
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Corry-Jamestown Mfg. Corp. Hold Luncheon for Dealers... 


From left: Frank Anthony, A. £. Okerberg, Milton Hicks, W. Larson, Henry R. Clark, Charles H. Bead, Ernest Thacker and 
Bruce Ellsworth, D. Armour Hillstrom, Roy A. Edgren, Ralph E. Robert E. Galbreath. 


On October |, Corry-Jamestown M 
facturing Company was host t ts d 
attending the convention a 
the Gold Room of the C 
This spot was the scene of 
association banquet 38 year 

Officials and representatives of +! n 
pany occupied the head table, and 
guests heard introductions by R 
vice-president. Armour Hillstr 
Jamestown president, in a brief addre 
reported that the third unit 
plant was well advanced and that it would 
be enclosed in one mont} 

He referred to better de 
new facilities and indicated 
provement shortly. The new plant sid 





was the last word in quality pr 


~ 


Old Timers’ Party Personalities Seen by OA Camera... 


1. Hugh Kennedy, Waterman Pen Co., Montreal; Mrs. Kennedy, Robert D. Howse, Geo. Holt 
and Mrs. Holt, Waterman Pen Co., Inc.; Geo. Wolcott, Wilson-Jones Co., Hy Goldstein, 
Rochester Stationery Co., Rochester, N. Y. 

2. E. A. Napp, Napp Office & School Supply Co., Manitowoc, Wis.; Mrs. Napp; ivan Allen, 
Ivan Allen Co., Atlanta, Ga.; Fred Downs, Downs-Randolph Co., Tulsa, Okla.; Mrs. Downs; 
Ivan Allen, Jr., ivan Allen Co. 

3. R. A. Maish, Dennison Mfg. Co.; C. W. Roth, Roth Office Equipment Co., Dayton, Ohio; Geo. 
Wolcott, Wilson-Jones Co.; Ivan Allen, The Ivan Allen Co., Atlanta, Ga. 

4, Frank Waterman, Waterman Pen Co.; Chas. Lipman, Geo. B. Graff Co.; R. D. Latsch, Latsch 
Bros., Inc., Lincoln, Nebr.; Daniel Hansen; A. G. Carlson, Carlson Bros., Inc., Moline, Ill. 

5. Neill Stewart, Stewart Office Supply Co., Dallas, Tex.; Mrs. Stewart; Sid Gleuck, General 
Office Supply Co., Cleveland, Ohio; Mrs. Fred Smart; Fred Smart, Secy., Stationers’ Guild 
of Canada. 

6. Chas. Sinisgalli, Andrews Office Supply & Equipment Co., Washington, D. C.; Mrs. Horace 
Van Dorn; Bob Siate, Cambridge, Mass.; Mrs. J. $. Luckett; Horace Van Dorn, Jos. Dixon 
Crucible Co.; J. S$, Luckett, The Luckett Loose Leaf Co., Ltd., Toronto. 








uM, residents t NSOEA present 
3 T t B ause T nvention 
to being by George Holt, vice-president sside. Mr. H | | { nvert 
TRADE MARK .. . Eve Reczek, pic- Fe ee i, Be ee Ns ia Pyete 
tured at left with Jack Mori of the Pus aia eee ‘ a 
Burroughs Manufacturing Co., Kala- ee pines * * * 
mazoo, Mich., brought to life the oe : rernoon, and many guests 1 : ee 7 
company’s hallmark introduced sev- ie Sree areres ORO \ORSES Creneec adhe os a a ee ae 
eral years ago. The Scotch lassie has A oeuvres and other appetiz k Gr Mick 
become familiar to the trade, and it hments wer r } nd n n yiven 
was consequently a bright touch to ests spent as mu f r five 3s @ special prize by the Schwab Saf 
have her present to greet visitors at vistina with each of} A number of pact Company du . 


the company’s convention space. 


A large group attended 
luncheon for members 
Guild of America held at 
Hilton during the NSOEA 

General manager J. W. M 
called attention to new product lir 
cently made available under the ex 
Guild brand name, and he 
more and more sugaested 
would be prepared as a help to membs 

Each person attending rece 
venir profit calculator whi 
selling price of a product 
sired gross profit. 


Fifth District convention 


nounced for April 30-May aS 
Netherlands Plaza Hotel in Cincinnat 4 
Ohio. STATIONERS’ GUILD LUNCHEON .. . at the Conrad Hilton during the convention. 
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SOLID SILVER .. 
of Chesnut Office Equip Co., Gaines- 
ville, Fla., stands behind the solid sil- 
ver tea service which he won at the 


. Joseph L. Alvarez 


Rediform Division, Moore Business 
Forms, Inc., booth. With him is Ernie 
Helf of Rediform Division. 
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Two years a 
Stations Roy 
pair of earring 
airs at the NS 
he was the r 
matched rf 
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Byrne Imperial ac 
Keller-Crescent Com 


auditor 


ness Ett Cc ency A 2] 
rmation booth for 
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Ed Klebba 


Klebba 


received 4 


Mich., 
ladies’ af 


SOEA convention. This year 


f a necklace whict 
design of the ear 


the c n idence s 


CRAMER SALES MEETING ... 


On Seturdey morning, prior 

to the convention opening, 

oll the sales representatives 

of the Cromer Posture Choir 

Co. gathered in a private 

dining room for breakfast 

and a sales meeting. A high- 
light was the awarding of 
checks earned in the Cramer 
sales plan. A report of the 

plan appears on page 148. 

1. Stending: Jim Morrison, 
Jack Prisant, Henry B6Bur- 
meister, Bob leby. 
Seated: Walter eller, 
Leddie Koehn, Ray Awl, 
Bill MecCaig. 

2. Standing: Jim Ellertson, 
Joe Shanks, Elmer Duke, 
Jerry Devitt, George G. 
Desmond. Seated: Cal 
long, FEverett 8runage, 
Ralph Segee, fF. ° 
Charles. 

3. Henry Burmeister, the 
first to receive his check 
from Sales Manager Bill 
McCaig. 





LARGEST HIDE . 


. « The Taylor Chair 
Co., through the courtesy of the Lack- 


awanna Leather Co., exhibited the 
largest hide in the world in its con- 
vention space. This cover once be- 
longed to a member of the Bavarian 
oxen family and covers an area of 
100 square feet. Most of these ani- 
mals average two and one half times 
larger than hide stock in the U.S. 
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Following the practice established last 
year, Art Metal Construction Company held 
its open house for Art Metal dealers at 
Jacques’ French restaurant on North Mic! 
igan Avenue. A buffet supper was enjoyed 
by more than 500 persons, setting a new 
record for this pleasant and popula 


tion. 
Despite somewhat cooler weather 
usual, the quests ate in the open air patt 


7 


a beautiful setting. Mr. and Mr 
Addington and Don Larson were 
reception line as the quests arrived. Mu 
was supplied by Graham Jackson who ha 
played for Art Metal Construction on pr 
vious occasions as well as for the NSOEA 
sessions. 








GRAND PRIZE... Mrs. Marlin Drake, 
Jr., Shreveport, La., who won the 
ladies’ grand prize, a sterling silver 
coffee set. 


Avoiding the Darkness 


(Address by Leonard B. Wilcox, presi- 
dent of the National Stationery & Office 
Equipment Association, delivered on 
October 3 at the first convention session). 


@ FRIENDS, RECENTLY I read a 
very interesting story. It concerned a 
creature on this earth which never ex- 
periences darkness. 

Throughout its entire life it enjoys 
the bright rays of sunshine. 

This creature is a bird — called the 
Arctic Tern. It migrates from the Arctic 
Circle to the Antarctic. It follows the 
sun as the period of daylight begins to 
ebb at either pole. 

During its flight of 11,000 miles, it has 
never been observed stopping to rest or 
to feed. I think you all will agree it is 
a bird of terrific physical strength which 
performs this remarkable feat. 


Darkness Ahead 


The Tern never knows what darkness 
means, but for all of us less hardy 
creatures, some darkness comes into 
each of our lives. 

We do not have the power to fly 
away from darkness, but we do have 
the power, through a higher intelligence, 
to prepare for its discouraging experi- 
ences. 

At one of the eastern regionals this 
year, I had a visit with a man who told 
me of a very disheartening set of cir- 
cumstances. 

It was this man’s unpleasant duty 
to be liquidating — for the courts — 
what had been a fine, progressive sta- 
tionery and office equipment business, 
a business whose physical assets were 
worth at least $100,000.00 at the time 
of its owner’s death. 


One-Man Firm 
Like so many of our businesses, this 
one had been built around the strength 
and personality of one man. 
Some of this man’s employees had 
been with him during his entire business 
lifetime of 30 years. 
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In appreciation for the intense loyalty 
of his co-workers, he had always in- 
tended, that upon his retirement, those 
who had served with him would be given 
the opportunity to carry on the business, 
in positions they had so justly earned. 

As so often happens, all of this man’s 
good intentions were lost. 

Through this owner’s well-meant, but 
poorly-executed plans for the future, all 
of his employees are having to start 
afresh. Some have been absorbed by 
previous competitors, others not so for- 
tunate are having to enter new fields 
entirely unfamiliar to them. Our in- 
dustry has lost a pool of well trained 
people, and the people in this case have 
lost their advantage gained by years of 
training in this industry. 

Another pitiful result, is that by the 
time the estate is fully settled, his widow 
will receive only about $60,000.00. 

This seems a terrific price to pay for 
putting off a matter so vital, to so many 
people. 

If any of you are at the place where 
you are beginning to give thought to 
the perputation of your business after 
retirement, I would seriously recom- 
mend that you do not delay your plans. 

The volume of our industry has 








CONGRATULATIONS .. . to his son 
Ivan Allen, Jr. (left) are extended 
by the Atlantan’s father, Ivan Allien, 
Sr. For the first time in NSOEA his- 
tory a son occupies the presidency in 
which his father once served. 


Mittag & Volge: Inc., wa host in 


ts hospitality suite in Room 1600 3 
W. H. Gunlocke Chair Company areeted 
visitors at 561A and invited them to partic 
ipate in a drawing for a beautiful new 
hair. Many visited the Joseoh Dixon 
Crucible Company Suite 2325 f refresh 
ments, 
+ &= 
Two NSOEA nvention exhibit visitors 
were awarded television sets as attendarce 
prizes on the third and sixth floor. Thomc 


W. Dixon, Beverly Book Company, Staunton 
Va. was the winner the third f] r prize 
and Mrs. G. T. Buchanan, Buchanan Sta 
tionery Company, Wichita Fa Tex., won 
the sixth floor pr 


reached a new all time high and the end 
is not in sight. 

While attending the regional meetings 
this year. I had many opportunities to 
visit with stationers and office outfitters 
who had a myriad of ideas how this 
could be accomplished. 

I ask that you please accept a personal 
evaluation of these many suggestions. 

First, I would suggest that the policy 
of extending credit in large amounts to 
questionable risks be avoided. 

Every stationery business must sell 
some questionable risks — we all know 
it is impossible to operate today and not 
do so. However, sales in this category 
should be in moderate amounts, spread 
over a large number of accounts. 


Uncollectables Cost 

In all the failures or voluntary liquida- 
tions I heard about this year, one of 
the major contributing causes, was heavy 
losses in uncollectable accounts receiv- 
ables. 

The “slow pay” customers should re- 
ceive the constant attention, and be the 
particular project of someone in each 
organization, to keep this type of business 
under constant control. 

For 20 years we operated with a hot 
house economy and almost constant in- 
flation. Bad debt losses were at a mini- 
mum. Today we find ourselves in a 
period of normal, everyday keen com- 
petition that will separate the men from 
the boys. 

Those who neglect to keep their col- 
lections in perfect order are only hasten- 
ing on to unnecessary troubles. 


Watch Inventory 


Second, I found that some dealers have 
not yet made the proper adjustment in 
their inventories to meet current condi- 
tions. For those in this category a dan- 
gerous situation has arisen. 

Carrying inventories that are out of 
proportion to net working capital, as 
well as out of proportion to net sales, 
can only be disastrous. Some dealers are 
finding this only too true. 

The dealer who wishes to keep his 
business in the land of the living, must 
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manage his inventory today — better 
than ever before 

The third point I would like to dis- 
cuss with you is that of carrying an ex- 
cessive investment in fixed assets; in real 
estate, buildings, machinery, equipment, 
furniture and fixtures. 

A company that allows itself to get 
top-heavy with so-called fixed assets can 
be headed for serious trouble, especially 


if those assets delete its normal working 
capital 

One dealer I talked to had crawled 
way out on a limb to buy the building 


Previously he had ac- 
cumulated a nice nest egg to be used 
if times got a little rough. However, he 
took this buffer and used it as a down 
payment on the building, and in his 
enthusiasm, over-obligated himself on 
future payments 


he occupied 


Trouble Ahead 


Even though he is doing his normal 
amount of business — he is in trouble. 
His only answer is to refinance. This he 


has discovered, will prove costly. 
Whether we overburden ourselves with 
fixed assets or accumulate a top-heavy 
debt structure by other means, such ac- 
tion creates an unhealthy condition. 
Adequate working capital is absolutely 


essential for the sound operation of any 
stationery and office equipment business. 
We should all be very diligent in seeing 


that it is sufficient at all times. 

4 very good rule to apply in this case, 
is never let our debt structure of current 
liabilities exceed the amount of our net 
working capital 

When we violate this simple rule, we 


pay dearly from the loss of cash dis- 
counts 

Another common complaint I heard at 
several regional meetings this year can 


be summed up as follows: “I'm doing 
more business than I ever did, but 


salaries and expenses are eating up all 
of my profits we are just not getting 
ahead”. “That assertion sounds familiar 


doesn’t it 


Salaries Can Hurt 

Actually, in the two cases I was able 

to study carefully, the fault did not lie 

in Overpayment to employees, but rather 

in the payment of excessive salaries and 
dividends to management. 


Both of these companies apparently 
were doing a nice business, but were 
finding themselves in difficulty trying 


tO maintain their executive salaries and 
dividend schedules that had been set-up 
during the inflationary period which 
ended a year or so ago. 

To me, such thinking typically dem- 
onstrates the old adage of “killing the 
goose that laid the golden eggs”. 

No one wants to take a cut in salary 
or earnings but we can’t take money 
that is not available. 

It can only be concluded that these 
businesses I speak of are being operated, 
and management decisions made, on 
what will give the greatest immediate 
profit 

It is a well established fact that our 
most successful stationery and office 
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equipment businesses operating today are 
those seeking, not the maximum of im- 
mediate profit but the greatest maximum 
of profit over the years. 

If by chance, any stationer sitting in 
this room has been pursuing the policy 
of taking from his business, that which 
is not there, in the way of excess salary 
or dividends, | urge you to re-examine 
this policy. 

Friends, there is another important 
phase of our business I want to discuss 
with you. During one of the regional 
meetings in the central part of our coun- 
try, I had occasion to visit and discuss 
mutual problems with a man I have 
always considered to be a very success- 
ful stationer and office outfitter. 

The question uppermost in this deal- 
er’s mind was the securing and training 
of those who might take part of his 
management load from him. The prob- 
lem is very acute to this stationer for 
it is evident he is trying to spread his 
own thinking and energies too thin, over 
too much territory. 

He knows important matters are being 
neglected and despite the healthy over- 
all growth of his business over the years, 
many opportunities for expansion and 
profit are now being lost. This man has 
been just too busy to do any intelligent 
planning. 


Must Face Facts 

It is very evident this man will have 
to face-up to some hard facts if he is 
to take advantage of the developing op- 
portunities in his city. 

The one ray of hope for this fellow is 
that he recognizes his problem, that 
he has come to realize no single indi- 
vidual is equal to the multiplicity of 
challenges that exist in his business to- 
day. 

Perhaps some of you are facing this 
same dilemma. If you are, for the sake 
of your own continued success and physi- 
cal health, I would urge that you take 
steps to distribute some of your lesser 
managerial duties as quickly as possible. 

I know of a dealer who was forced 
to take this step because of his health. 
In a letter to me, this man confessed 
that when the chips were down, his or- 
ganization functioned just as well, if not 
better, than when he was on the job. 

Actually, his forced absence provided 
others in his organization with an op- 
portunity to demonstrate what they could 
really accomplish if not tied down and 
held back by a man with too much to 
do, too little time to do it in, and no 
desire to do anything about getting rid 
of his overloaded managerial schedule. 


Almost Too Late 

It is truly ironical that this man had 
to almost close his eyes permanently — 
to get them opened — to his managerial 
shortcomings. 

This fellow had been running too 
rapidly, just to stay in one place. He 
paid for it with several months of serious 
illness. 

At this point I would like to make a 
personal reference. 

Three years ago when I was given 





COMFORT AHEAD . . . Leonard Wilcox 
(left), retiring president of NSOEA, 
draws the name of winner of leather 
lounging chair at the W. H. Guniocke 
Co. booth. Holding the box filled with 


booth visitors’ names is Kenneth 
Davis of the chair manufacturing firm. 
The winner was Alan Cotgreave, 
Desks Inc., New York City. 


the great opportunity to serve our in- 
dustry by becoming your vice-chairman 
of the distributors’ division, my fore- 
most problem was to make plans so that 
our business would, in two more years, 
operate without its normal management. 

I realized the entire plan of our or- 
ganization had to be altered. There was 
no alternative. 

The two years alloted for this “over- 
haul” job proved to be the most fascinat- 
ing period of my business experience. 

The first problem was to create a dif- 
ferent atmosphere in our organization, 
one that would progressively allow some- 
one else to make the decisions I had 
normally been making, while I was still 
in evidence. 

Having chosen the proper man to 
head our group under these circum- 
stances, I found it necessary to change 
my own thinking about a number of 
things. It was necessary to make ad- 
justments which permitted the acceptance 
of some ideas even though they were 
contrary to my own preconceptions. 


A New Set-up 

It certainly was not my intention in 
this new set-up, to trap our new manage- 
ment head into a situation wkere he 
would be saddled and overburdened 
with details as I had been. In all of our 
planning we kept that thought in the 
forefront. 

First, we analyzed our situation care- 
fully and determined that some of our 
most comfortable habits would have to 
be broken, new things learned, harder 
work assigned, money spent and risks 
taken. 

Secondly, we decided to set a “goal” 
to extend not over the two years, but 
for a five-year period. 

Our new design called for the reloca- 
tion and enlargement of our store and 
printing plant. It called for the complete 
modernization and streamlining of all 
facilities. 

A different and improved inventory 
control system was designed, a changed 
and bettered accounting system was in- 
stalled, one that would, as nearly as 
possible, tell us where we were financially 
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at all times, and where our greatest 
sources of profits were. We also planned 
a “new look” for our advertising. 

All services we had normally been 
rendering were given careful scrutiny 
We found some ridiculous and costly 
services were being offered while we were 
slighting others to our disadvantage 

Where we really encountered difficul 
ties was when we started to streamline 
our organizational set-up. The prope! 
job definitions had to be made, and the 
people best fitted to handle those jobs, 
had to be chosen. 


Old Order Changeth 

We almost had to rewrite the book 
covering our past ideas on this phase 
of our business. 

Three of the newly created positions 
called for a moderate amount of super 
visory authority not normally alloted 

In a few cases it was necessary to 
train some of our people to look at 
situations as problems to be solved, not 
places to find fault or establish blame. 
To eliminate pettiness where possible 
was necessary. We also worked toward 
the idea that a good supervisor leads 
and does not drive. 

We tried, and in most cases, suc 
ceeded in selling each one in our 
“changed” organization the idea that 
they had an important contribution to 
make toward the success of our plan. 
To do this, we took them into our con 
fidence and asked their assistance. 

In order that we not stifle the initia 
tive of those in new jobs, with new 
authority, we encouraged a free exchange 
of ideas. These were carefully sifted 
and in some cases fitted admirably into 
our operation. 


Jobs are Outgrown 

In this short space of time we have 
found that a good man or woman need 
not stop growing. He or she will out- 
grow a job as they outgrew their clothes 
as children. 

We also discovered that a man o1 
woman may need a change for develop 
ment reasons, at a time when he or she 
is not ready for a higher job. 

In a type of business like ours, you 








DEALER AWARD ... Walfer Miller, 
Otto Ulbrich Co., Inc., Buffalo, N.Y., 
past president NSOEA, receives ouf- 
standing dealer award from Amos 
Caryl, Great Lakes regional dealer 
sales manager, Burroughs Corp. 


can’t always promote everyone, but you 
can, if you try, provide changes and in- 
teresting situations. We discovered all 
routine and no change, makes Jack a 
very dull boy. 

We have determined from our ex 
periences these last three years, that 
obsolescence in methods of personnel 
management can be just as costly, and 
just as retarding, as worn out, obsolete 
machinery. 

A speaker at one of the regional 
meetings this year very aptly said, “if 
something has been done the same way 
for the last 15 or 20 years, that is a 
sure sign it needs changing”. We found 
this to be true in our case. 

I hope we never again let ourselves 
be content to ride along in a com 
fortable rut, worn by our careless past 
experiences. We have adopted the policy 
of looking for fresh slants to old prob 
lems. 

We have decided that the best way to 
solve our difficulties is to assume a new 
posture in our thinking, to stand up 
straight and challenge each stumbling 
block as it appears. 


Need a Team 

By spreading the managerial load, by 
making our business a team effort in- 
stead of having a star and several sup- 
porting players, a better job is being 
done. 

The team is now looking for the storm 
clouds instead of just one person. Inac- 
curate though the weatherman may be 
at times, storms seldom arrive without 
warning and a company rarely comes 
face to face with troubles except at the 
end of a long road, well marked by 
signals of distress. 

We have rediscovered that part of the 
thrill, the excitement of being a station- 
er, is the permanent state of change that 
is constantly occurring in our industry. 

In the process of getting our house 
in order, we learned that working hard 
for long hours was not enough. We had 
to have progressive thinking behind our 
efforts. 

We found that good housekeeping is 
not just a matter of dusting our shelves, 
but it must extend to every phase of our 
operation. 

Several years ago I made a leisurely 
trip through Yellowstone Park, and was 
enthralled by Old Faithful, as most visi- 
tors usually are. Spouting every 65 
minutes, it is considered to be the un 
disputed King of Geyserland. 


Story of a Pool 

At first I got the impression that all 
geysers were alike, differing only in size 
and intensity of eruption. Then I dis- 
covered the Emerald Group, about a mile 
to the west of Old Faithful. 

In the Emerald Group nestles the 
Handkerchief Pool, perhaps the least 
attractive of all the springs in the area. 

It is surrounded by a concrete curb, 
and you can jump across it from side to 
side. It is but a few feet deep. The water 
bubbles up rather lazily and the sides 
and bottom are drab, almost muddy. 
It does not have the richness of color 





Jim Pryor, Jr., Office 
Equipment Mfg. Co., with giant bar- 
becue given by his firm to John Hoel- 
scher, Hoelscher's, 210 Franklin St., 
Buffalo, N.Y. 


BARBECUE. . 


that radiates from hundreds of hot pools 
around it. 

A short distance away is Emerald 
Pool; deep, wide and with a rich, warm 
green coloring. 

In another direction is Rainbow Pool. 
Its depths reveal all of the glorious 
colors and hues of the Rainbow. Nearby 
are Other pools that bubble and charm. 

In spite of the beauty of the other 
pools and springs, you are irresistibly 
drawn back to the Handkerchief Pool. 

Why? Because you can’t resist trying 
what other visitors tell you is possible. It 
has about it one feature that is found 
nowhere else in the world. 

You take from your pocket a hand- 
kerchief, and drop it on the surface. You 
can see it descend to the bottom, then 
a current draws it out of sight. You will 
not have lost your handkerchief how- 
ever, for in a few minutes it will reap- 
pear, completely laundered. 

Yes, it is perfectly clean and fresh 
as you remove it from the pool, the test 
stain you put upon it is gone. 

Just a bit of original action is what 
has given this pool its fame. 

I believe there is a lesson in all of 
this for us. 


Lesson of History 

History will record that in this gen- 
eration, business has experienced every 
kind of situation. First, there was a 
period of inflation and remarkable pros- 
erity, brought on by World War One. 
Then there was a long and difficult de- 
pression followed by another war which 
brought on many peculiar business prob- 
lems. 

All in all, the character of the sta- 
tionery and office equipment business, 
and the situations surrounding it, have 
made remarkable changes within the 
period of a single generation. 

Yet, our industry has strongly en- 
dured throughout them all, and managed 
to adjust itself, and adapt to new situa- 
tions as they arose. 

Not like the beautiful Emerald Pool, 
or the gorgeous Rainbow Spring, but 
by constantly working to clean out bad 
situations as they arise, as does the 
Handkerchief Pool, have we arrived at 
the point we find ourselves today. 
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by Irving Settel, authority on retail advertising 


Hand Bills Can Do a Good Job 


@ THERE ARE SOME small retailers who either 
do not have an advertising budget of any kind or 
have one so small that it does not permit the use 
of the major advertising media. For these retailers, 
hand bills can do an effective yet inexpensive promo- 
tional job 
Large stores use the hand bill as a supplementary 
advertising medium in addition to newspaper, radio 
and direct mail advertising. Stores with adequate budg- 
ets frequently employ hand bills as an extra method 
of getting customers into the store. The smaller re- 
tailer may use this type of advertising alone and if 
carefully planned, find it a very good way of increasing 
store traffic 
Some Plus Factors 
Hand bills are particularly attractive to the small 
office appliances retailer because they have some im- 
portant advantages. Here are some of the factors 
which make hand bills particularly effective for the 


smaller advertiser: 

1. Hand bills are inexpensive. Hand bills can be 
printed inexpensively on low cost paper. The price 
usually runs from $12 to $20 per 1,000, depending 


upon the content of the layout. Delivery costs vary 
depending upon who is hired for the job. There are 
organizations in existence which specialize in hand 
bill distribution. While these are more expensive they 
do the most thorough job. School boys on the other 
hand, while inexpensive to hire, must be carefully 
watched to assure proper delivery. 

2. Hand bills are quick and easy to produce. In 
most towns local printers are available to the retailer. 
The average printer has the experience and the knowl 
edge which will help the retailer to get up a hand biil 
which is effective. Actually, hand bills in quantities 
of a few hundred to a few thousand can be made up 
in a matter of days, sometimes hours. The simplest 
method for the retailer to use is to type out the copy 
he wants and submit it to the printer for typesetting 
and printing. If the retailer desires a more elaborate 
) the printer will be most rewarding. 

Most printers possess excellent files of illustrations, 
borders and type. A brief meeting with the printer and 
an analysis of available material will help the office 
appliances retailer to produce a good looking and 
effective hand bill. 


0b. a VISIT Tt 


Distribution is Problem 


[here are some disadvantages, however, insofar as 
hand bills are concerned. One of the principal difficul- 
ties is getting good distribution. Hand bills are not 
considered direct mail advertising and, therefore, do 
not use the mails. Distribution by an outside company 
or by neighborhood school boys never equals the com- 
plete coverage of the U. S. Post Office. 

In addition, post office regulations do not permit 
the placing of hand bills in mail boxes. Therefore, they 
must be put outside the door where the wind may 
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blow them away or the rain may make them soggy 
and unreadable. Too often hand bills which should 
have been delivered from door to door are found 
scattered over the streets or dumped into empty lots 
by hired school boys. 

There is another problem which comes under con- 
sideration in the distribution of hand bills. Many people 
dislike receiving them because they clutter up the 
streets and neighborhoods. Also when numerous hand 
bills are received by potential customers the effective- 
ness of these promotional pieces is lost. 

Nevertheless, hand bills can be and have been effec- 
tive promotion. If the small retailer cannot afford other 
advertising media, hand bills can be inexpensive and 
yet do the job of getting new customers into his store. 
If some care is given to the copy and the layout of 
the hand bill and to the distribution, great rewards 
can be obtained. This type of promotion has done a 
very adequate job for tens of thousands of office ap- 
pliances retailers all over the country. It can do an 
effective job for you! 


Year-around Bargain Table 
Proves Traffic Builder in Denver 

Offering useful items at bargain prices with a permanent, 
year-around display is a policy which has consistently pulled 
traffic into Kendrick-Bellamy Company, office supply dealers 
in Denver, Colo. 

Two tables set together make up the display surface with 
space for as many as 50 items. Surmounting the display is the 
sign “Useful Items at Bargain Prices” in black on a white 
background. 

The Kendrick-Bellamy store utilizes the table primarily 
to close out odds and ends in the inventory which are falling 





USEFUL ITEMS . . . at bargain prices offered in this manner at 
Kendrick-Bellamy Co., Denver. 


into the shelf warmer classification as well as for regular after- 
inventory mark down. 

Prices quoted are held by Jack Kendrick, head of the firm, 
to a figure which represents an actual bargain in every in- 
stance, and in this way the table exercises a continuous attrac- 
tion which insures repeat business. 

Experience has shown that the bargain table as a collective 
point for all mark-down merchandise moves shelf-warmers 
almost twice as rapidly as marking them down in their regular 
display position.—RAI 
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by Eugene Barnes 
Merchandising Advisory Service 
Washington, D.C. 
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BABBITTRY ... Stop Hiding Behind 


Your Geographical Locations 


@ QUOTING MR. WEBSTER’S 
definition of BABBITTRY, derived 
from the title of Mr. Sinclair Lewis’ 
novel of 1922 we find, “a business 
or professional man who strictly ad- 
heres to the social and ethical stand- 
ards of his group; used derogatori- 
ly.” 
Are we BABBITTS? 

With relish, almost conceit, most 
of our dealers in the smaller and 
not-so-small towns and cities seem 
pleased to have their backgrounds 
in the hinterlands as a whipping 
post for their admitted lack of ag- 
gressiveness. It is flashed as a de- 
fense, the moment the subject of 
modern business methods is intro- 
duced. 

Walking down Main Street, U.S. 
A., I cannot contain myself without 
first letting off the steam of irrita- 
tion. 

The utter lack of imagination, the 
complete abandon of merchandising 
fundamentals in our storekeeping 
throughout the land is so over- 
whelming it is appalling. Shame 
should rest on all of us! 

To an outsider looking objective- 
ly at us, it appears we are resting on 
laurels and ignoring present day re- 
sponsibilities to our communities 
and to our nation. We all seem to 
be hiding behind our geographical 
locations and peering out only oc- 
casionally to see how the “big city 
boys” are carrying the torch of 
progress for us. People have been 
known to select their coffins and to 
make their funeral arrangements. 
This attitude of ours is parallel. We 
seem to be complacently sitting by, 
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waiting for the end, rather than “liv- 
ing it up” with the rest of the world. 


Relinquish Role 


Quickly — come out of the hin- 
terlands! But if you will stay, at 
least relinquish the role of BAB- 
BITT and take the necessary strides 
ahead that will make you an inte- 
gral part of your community. Play 
the lead in putting those good green 
dollars in your billfold. 

There are many ways to bring 
about a modern mode of operation 
for our stores, but at the moment it 
would seem the most far reaching 
would be in the establishing of ef- 
fective stock control systems 
coupled with the introduction of 
new methods of display and pro- 
motion. 

Just before Christmas of last year 
I had reason to go to the capital of 
Virginia for consultations. Rich- 
mond is reputedly a rich city. Its 
people are progressive. Art is 
housed in museums. Culture is in 
the air — yet on this city’s “Sta- 
tionery Row’, there were three 
CREPE PAPER FIREPLACES 
representing our industry’s imagi- 
nation at Christmas time. 

They weren’t even pretty crepe 
paper fireplaces. One had a type- 
writer chair in it, another a desk 
jutting up to the opening so poor 
old Santa couldn’t even get out, and 
the third a lot of “things” sitting on 
a bare floor in front of it. None of 
them had any story to tell, except 
possibly to the very observant that 
the owners were very tired! 

What is wrong with our thinking? 





Why is our approach to business so 
undramatic? Are we all making so 
much money we should be content? 
I can’t answer any of the questions, 
but a suggestion that we leave the 
scene and travel to a big city and 
observe the maneuvers of the “big 
city boys” in our industry as well as 
the operations of large household 
furniture stores might not be bad, 
if we definitely resolve to bring back 
the sparkle and zest that makes us 
all look admiringly at the “big city 
stores’’. 


Use Imagination 


Imagination, being of such a neb- 
ulous nature, is very difficult to sell 
to the average business man. How- 
ever, its worth to business can best 
be seen by citing a few of the enor- 
mous enterprises, such as the cos- 
metic and metal companies, that 
have let imagination practically run 
their businesses. 

Imagination is fantasy and fan- 
tasy can come from any everyday 
occurrence. Imagination and fantasy 
applied to our selling affords the 
eye-catcher that stops the traffic 
long enough for us to get foot in the 
door. It should not be over-ruled. 

By contrast to Richmond’s ap- 
proach to the Christmas spirit an- 
other store in a much smaller town 
had a typewriter window. On a 
pretty white christmas tree the keys 
of the typewriter were enlarged for 
decorations and typewriters were 
hung from the ceiling in all direc- 
tions with invisible wire. You could 
not help but get “the typewriter 
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Our present day world is so 
well advanced culturally. In the 55 
years since the turn of the century, 
the advance has been unbelievable. 


Story 


Today every man knows a Van 
Gogh, a Matisse, a Corot. Empha- 
sis on taste, style and efficiency is 
part of our everyday life. Milk went 
from bottles to containers — then 
better and better containers. Busi- 
ness is never satisfied with a “good 
enough” operation. It must always 
be better! 

The movies, radio, television 
have made the most somnolent of 
our peoples cognizant of how the 
rest of the world lives. You cannot 
afford, even in the hinterlands, to 
try and tell yourself that this 
“dressed up selling” is for the big 
city fellows who have time for the 
frills 

To realize that the best is not 
good enough for our average citizen 
is a genuine step ahead. After it has 
been taken, you can pretty much 
stop worrying about “where did 


everybody go 


Major Hindrance 


Another major hindrance to our 
progress is our lack of interest in 
the new merchandising methods. It 
appears that we are happy in our 
ignorance because one seldom finds 
any of our group delving into their 
rules or functions with an idea of 
their adaptability to our use. We 
treat books on merchandising with 


the same regard we would a person 
stricken with the plague. 

Unit control is actually the back- 
bone of the most advanced, intelli- 


gent merchandising today. Yet, to 
date, on each consultation that | 


have had with a store owner or 
manager, the idea of the installation 
of a new and modern unit control 

been rebuked because 


system has 

‘a systen already in effect. 
[his system is invaribly the same. 

[he old method of taking physical 


inventory quarterly and then order- 
ing additional stock after checking 
‘sold” against “stock” is the system 
presented to me as the reason they 


do not need a new modern system. 
sample is 
nd it is shown that the 
tem offers a daily perpetual 
inventor\ objections to its in- 
stallation quickly cast aside. 
Modern methods in use today, 
rd showing the date of 
merchandise, quan- 
lity received, date of each sale, bal- 


H : lean ‘ 
roweve ir ter a 
vorked out 


new svs 


present 


receipt Ol 


ance on hand after each sale and 
the quantity on order at all times. 
It also sh the color or finish 
the article sold in and gives all 
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pertinent facts necessary for the in- 
telligent analysis of stocks and sales 
with reference to recorders or ad- 
ditional buying, in categories, for 
stock. Together with this form goes 
a daily and monthly sales report, in 
essence a compilation of sales and 
statistics, which when kept on file 
for a year affords the dealer “back- 
ground figures” to work up his buy- 
ing plan for the following year. 


Know What Sells 


With this system in effect, the 
dealer’s barometer for buying and 
selling is set up. His “open-to-buy” 
figures are ascertainable in a few 
moments. He can tell exactly what 
items he sold, the finish that sold 
best, the popular styles, and what 
month certain items sold best. Once 
this system is in effect, and the 
“horse trading” is outlawed, he will 
be amazed at the clean stock he is 
able to keep, and the business he 
can do on much less inventory than 
ever before. 

At a store in the south recently, 
the manager of a furniture depart- 
ment told me that he kept a $100,- 
000 inventory at all times. This 
fascinated me, the idea of arriving 
at a figure like that, particularly 
when I could not see it represented 
on his display floor. So, I asked how 
he kept it at that figure. He said 
that when his inventory got down 
$10,000 or so he ordered more 
merchandise. Just imagine the sales 
he must have been missing on cer- 
tain “hot numbers” during this in- 
terim of waiting for his “open-to- 
buy” to become ready for more 
merchandise. This I fear, and al- 
most know, is the case in most of 
our stores. 

This subject of UNIT CON- 
TROL is always suggested when a 
discussion of display and promotion 
is in order. Display and promotion 
are the “paprika” for our merchan- 
dise. Any article can be garnished, 
so to speak, and glamorized, but it 
is the smart merchant who puts the 
parsley on his best seller and for- 
gets about the slow moving mer- 
chandise that only a “dollar day” 
special will unload. 


Reduce Efforts 


Unit control in our stores, prop- 
erly installed and “watched like a 
hawk”, can unload the worries of 
our owners and reduce the efforts of 
our managers, buyers, and salesmen 
by one half. It stands to reason that 
if you have what people want, you 
don’t have to work as hard selling 
the idea of buying it now. 

For an example of this thought, 


let us say that if we have 24 chairs 
in stock, 12 each of 2 styles and the 
styles are divided into six red and 
six green of each. Our unit control 
shows that one style is outselling the 
other and that the red is outselling 
the green in the fast moving num- 
ber. Nine out of 10 of us would 
immediately put the green ones in 
the window, with the idea of push- 
ing them. That would be wrong, 
according to modern proven pro- 
cedures! You push the item en- 
dorsed by “customer acceptance”, 
by garnishing it and making it easi- 
ly accessible to the traffic. It stands 
to reason that applying this system, 
we can’t help but increase our vol- 
ume. 

Our industry, it seems, has utter 
disregard for maintaining any kind 
of intelligable figures from which we 
can form a buying barometer or 
gauge for future expected business. 
At the end of the day, our money 
is counted, posted and forgotten, 
unless it was an especially big day. 
At any one of our stores we are 
usually stumped if asked how much 
we did in stationery — how much 
in furniture. 

If, by chance, we can come up 
with these figures, the odds are 
against our being able to put our 
finger on figures broken down into 
categories such as chairs, desks, 
typewriters, adding machines, ad- 
dress finders, staplers, lamps, ash 
trays, or rugs. Best sellers and busi- 
ness getters are lost in the gross 
figures. 

If these figures were available we 
could come up with an analysis that 
might show that in November and 
December of last year stocks were 
too low on portable typewriters, 
lamps and ash trays and too heavy 
on desks and adding machines. Yes, 
unit control can afford us the in- 
formation that makes stock and 
store come alive, up-to-date, and 
abreast of the times. 


Keep Record 


Properly set-up, each type of 
item is given a code number or de- 
partment number. This is done sim- 
ply by starting from one and as- 
signing the next number to each 
item as you come to it. A record of 
the numbers assigned must be kept. 
If the perforated ticket is used in 
your merchandising plan, at the 
close of day your department man- 
ager can check off the items sold 
from the unit control sheet, then 
sort the half tickets by department 
number and make up the daily sales 
report. 

Proof of the value of this system 
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can be seen in the large chain or- 
ganizations, especially those deal- 
ing in ladies ready-to-wear. If you 
watch the show windows of these 
chains, you can see one style dress 
in the window for months on end, 
but checking it each week, you will 
see the position of this dress moved 
from one location to another, as 
the popularity of the number in- 
creases or declines. 

This moving about is not di- 
rected by the window trimmer, but 


rather by the unit control system 
in the store or at the store’s cen- 
tral buying office in a far away city. 
It is fascinating to watch, but it is 
even more fun to “do it yourself” 
and have the feeling at all times 
that in your very hand you have 
the pulse of the market. Observing 
trends and style changes and know- 
ing that it is within your means to 
assist in fostering or squelching 
them as they come about can do 
something for the ego too. The 


knowledge that we have control of 
a situation and can guide it intelli- 
gently is mighty satisfactory. 


Displaying merchandise that is 
proven to be wanted by the records 
of unit control is the act of a non- 
conformist to our staid and stuffy 
“old shoe” mode of operation. Let’s 
not strictly adhere to the standards 
of our group! Let’s burn the stiff 
collars, green visors, and arm gar- 
ters — BABBITT too, in effigy! 





Problem of Selling Costs 


Faces Many Store Owners 


by Ed McHale 
Manager, Peter Paul Service 

Cincinnati, Ohio 

e THERE IS A PROBLEM which, at 
one time or another, has troubled many 
dealers. 

That is, should a dealer-owner stay 
inside and run the business, or hire 
someone to do his chores on the inside 
— and be out most of the time can- 
vassing? To keep a good producer on 
the inside seems a waste of talent. 
Where is his time the most valuable? 

Personal contacts, as a basis of selling 
office equipment, are the tops. No kind 
of advertising can beat them as pro- 
ducers. Most dealer businesses couldn’t have been started with- 
out them. 

However, as a business grows, there are some cost angles, 
incident to canvassing by the owner, which are worth con- 
sidering. 

Our company recently introduced a new item, which seemed 
to require cold canvassing by myself. After a fair number of 
calls were made, I rechecked and found some very interesting 
figures on the time element. 

Of the total hours spent canvassing, 92% were spent travel- 
ing (walking, driving, looking for parking spots, waiting in 
reception rooms) and only 8% on actual sales contact with 
those who might buy. Because the prospects selected were 
not bunched as to location, the travel time may be high, but 
in most cities, many companies are now moving to the sub- 
urbs. 

On a single unit sales basis (say for an adding machine) 
this is an appalling time element cost for any kind of sales- 
man. For the dealer-owner of a business, who is making good 
earnings, the cost seems downright exhorbitant. 

Of course, the time element in any canvassing can be re- 
duced by starting at the top of an office building and working 
down, as we have all done in the past, but that is office equip- 
ment selling in its toughest phase. 





ED McHALE 


Time Costs 
Considering that some manufacturers and dealers are now 
charging $4 per hour for a serviceman’s time, it may be pre- 
sumed that a dealer-owner’s time is worth $6 per hour. The 
serviceman’s travel time can be charged to the customer, but 
the owner, in his canvass calls, has to pick up the equivalent 
of a $42 profit sale in about 48 minutes of a day’s actual 
contacting time. 
We realize that with office equipment manufacturers, cold 
canvassing by their salesmen has to be done — someone has 
to call personally. However, that is their problem. We are 
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speaking now only of a dealer-owner’s time where buying, 
inventory, advertising, floor sales, reconditioning, delinquent 
accounts, delivery, competitors antics, time-payment paper 
work, and all kinds of taxes are all part of the daily chores. 

Following the figures further, let us take a hypothetical 
case, and presume a dealer-owner does decide that his time 
is more valuable outside than in. Assuming that he is fairly 
well occupied now on the inside, the first thing is to shift 
the regular personnel around, so that someone to handle the 
detail can be hired for say a minimum of $200 per month. 

That done, he starts canvassing. Let us say that he is enough 
of a go-getter to really start bringing in the business on add- 
ing machines. Assuming that his shop was not top-heavy be- 
fore with employees, it means an additional serviceman at 
$300 per month (if he can find a good one) checking and 
servicing new machines, reconditioning trade-ins, and handling 
the extra repair calls. 

There are also some added auto expenses for the extra use 
of his car for canvassing; considerable added delivery expense 
if he is producing, plus increased employee taxes: Social Se- 
curity, Workmen’s Compensation, Unemployment Compensa- 
tion. Conservatively, another $200 per month. Total expenses 
now up to $700 per month. 

Such increased expense would mean the minimum sale of 
12 adding machines (average price $175) just to break even. 
Naturally, there should be some profit expected for all the 
headaches the dealer-owner is taking on, which should mean 
sales of 20 machines per month to have a fair return for 
his efforts. 


Goodbye, Golf 

That is practically a machine-a-day, excluding Saturdays. 
Our dealer-owner is going to have some mighty busy days, 
with not much chance for ballgames, golf or vacations. Could 
be a likely candidate for ulcers. 

Of course, instead of adding machines or typewriters, the 
dealer-owner might consider swinging over to furniture, cal- 
culators, or some other items where the orders were fewer 
and the unit profits higher, but the time element and added 
expenses are there in either case. 

I know a couple of answers might be to hire a salesman 
for the job, or do more advertising, but I am dealing now 
only with the decision of a dealer-owner about personal can- 
vassing. 

Very likely, every dealer has to work out what is best for 
his company, but we thought a resume of our own recent cold 
canvassing experience, and some figures arrived at pertaining 
thereto, might be enlightening to others who have puzzled 
about the same problem. 
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COMPETITION ... 
the Test of Merchantile Competence 


Management—Not ‘Hard Luck'—Found as Real Fault 
When Office Equipment and Supply Dealers Fail 


by V. N. VETROMILE 


@ IN THE DOMAIN of retailing, 
it has always seemed human to 
blame mediocre success or actual 
failure upon “hard luck” or some 


other indefinite cause beyond per- 
sonal control 
Probably. however, a consider- 


able number of retailers who fail, 
or who manage to carry on with 
very little profit, would name com- 
petition or some other less-tangible 
cause which, they say, is beyond 
their power to circumvent, as the 
explanation of their disappointment 
in business 


The fact remains, however, that 


years ago—and in more than one 
instance—the Federal Trade Com- 
mission, in its exhaustive surveys 
with regard to the financial back- 
ground of defunct retail business 
enterprises, concluded that the 
causes for the majority of mercan- 
tile failures could properly be laid 
at the feet of management. This 
conclusion excepted, of course, 
those epidemic failures that oc- 
curred during a universal paralysis 
of commerce when so many of the 
smaller mercantile prospectors— 
especially, those not long established 
at the time of the business collapse 
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their products. 


merchandising methods. 





Personal Ability Determines 
Dealer's Success—or Failure 


A retailer who is personally competent in his 
field can compete on any level if not handicapped 
by a dying location or insufficient capital. 

Exhaustive surveys have proven that the causes 
for the majority of retail mercantile failures could 
properly be laid at the feet of management. 

Holding customers in the face of competition is 
the personal task of the dealer. He must better 
serve his customers by providing an amply-stocked 
store in a conducive location. 

He must have aptitude and a preliminary ex- 
perience in the industry to present himself well. 
He must be an executive personality, respected by 
is employees, his business associates and com- 
petitors, and by his community. 

He must be willing to offer service in exchange 
for business without risking his fair profit. He must 
seek and use the guidance offered by manufac- 
turers who know more about the merchandising of 


To succeed, the dealer must have an intensive 
knowledge of his business and his products. He 
must keep abreast of changing times as well as 


He must watch small expenses as well as large 
costs and spend his money wisely to secure an 
adequate return. He must, in short, have the un- 
derstanding to maintain the volume necessary to 
keep his store of sufficient caliber to compete. 
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fell by the wayside. 

Other recognized authorities, too, 
have confirmed the Government 
findings on this subject, the con- 
sensus being that, on a nation-wide 
scale, 30% of the failures among 
retailers result from insufficiency of 
actual unencumbered capital; 32% 
from incompetence as merchants 
and storekeepers; and 34% from a 
variety of other causes (mostly sub- 
ject to managerial correction), 
leaving only a littlke more than 
3% that could be - reasonably 
charged to competition. 

In fact the surprising truth is that 
the U. S. Chamber of Commerce 
estimated excessive competition as 
the determinable cause of only 4% 
of retail business failures. Since, 
however, this finding was made 
more than a few years ago, I can 
not vouch for the current accuracy 
of this low percentage. 

That retailers generally lose about 
10% of their customers every year, 
on an average, was an interesting 
finding reported by the Illinois 
Federation of Retail Associations 
several years ago. The most impor- 
tant points brought to light by the 
Federation’s investigations, how- 
ever, were that, out of every 100 
customers lost, 68 had quit because 
of indifference and 14 quit because 
of refusal to adjust claims or griev- 
ances. These two groups, totalling 
82 out of 100, naturally had a di- 
rect relation to the incompetence 
cause cited hereinbefore. 

While mercantile competence can 
not, of and by itself, directly offset 
the handicap of a “dying” location 
or insufficiency of working capital, 
it is indisputable that personal com- 
petence as a merchandiser can con- 
serve that large group of customers 
who might otherwise be forfeited to 
competitors. 





Hold Customers 


The profit from the orders of 
these customers, together with that 
added patronage which seems to 








gravitate toward a well-situated, at- 
tractively maintained, and capably 
managed appliance store, might 
easily produce the added revenue 
with which to conduct a_ better 
establishment, IF the investor has a 
reasonable opportunity to become 
fairly well established in the trade 
area before new competition threat- 
ens his position. 

Especially in a business such as 
office supplies, office machines, and 
office furniture, competence, apti- 
tude, and a reasonable amount of 
preliminary experience in the in- 
dustry, are indispensable prerequi- 
sites for success, amount of capital 
regardless. Nevertheless, | reaffirm 
my previous assertion that personal 
managerial competence alone can 
not maintain balance of power when 
it is pitted against overwhelmingly 
superior capital assets. 

In other words, even though a 
dealer in any line has learned all 
the ins and out of his business so 
thoroughly that he can compete with 
anyone on the competence level, 
his investment might still be im- 
periled by the sudden and unpre- 
dictable incursion into his trade 
area of some much larger rival 
business which he could not match 
on the financial level of competitive 
investment enterprise. 


Incomplete Stock 


Still another important cause for 
a store going downgrade is incom- 
pleteness of stock, the cause of 
which may be either the proprietor’s 
failure to keep abreast of new mer- 
chandise or negligent inventory- 
taking and stock-analysis. 

One of the speakers before a 
wholesale trade association a few 
years ago made the statement that 
his merchandising research organi- 
zation had found that when buyers 
are told that the retailer does not 
have the article for which they in- 
quire, 22% will say “I will take 
some other brand”; 46% will an- 
swer “I'll get it somewhere else”, 
and 32% will say, “Never mind, I 
don’t want anything.” 

As to how many sales could be 
conserved by offering to obtain for 
the customer some unusual or spe- 
cial product or sundry that is not 
immediately available is anybody’s 


guess, but doubtless the number 


would be considerable, especially in 

small towns in which the retail out- 
lets are fewer and smaller. 

Analyze Service 

The better the dealer serves these 


buyers, the more his business will 
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grow. But service doesn’t mean 
merely “free” delivery, “liberal” 
terms (which often mean stupidity 
in credit granting), nor putting an 
extra wrapper around the buyer’s 
bundle in wet weather. Much more 
than that, it means having what 
buyers want when they want it, 
selling the goods at the lionest stand- 
ard prices, and keeping an attrac- 
tive and complete stock displayed 
in a clean, bright, well-illuminated 
and adequately ventilated sales- 
room. 


Personality Factor 


The personality factor also enters 
the success-picture—especially with 
regard to godwill-cultivation by the 
proprietor of an individually owned 
store in a comparatively small city. 
In such communities, the general 
rule is that the dealer sees a large 
percentage of his customers regu- 
larly, even though he, personally, 
can serve only a limited number 
of them each day. 

What, then, are some of the 
things that tend to make an office 
appliances dealer and stationer well 
liked in his community—a leader 
in mercantile affairs—a successful 
business man, looked up to by his 
employes and respected by his 
competitors? 

Prof. Donald A. Laird, at a time 
when he directed the Colgate 
psychological laboratory, once enu- 
merated these success-stimulating 
personality traits as follows: First, 
the ability to depute authority and 
responsibility with good judgment 
and the ability to “size up” ac- 
curately the capabilities of other 
persons. 

Next, he listed the ability to “sell” 
employees on the importance of 
their jobs, and the personal power 
required to keep a group working 
enthusiastically toward a common 
goal. 








Right Personality 


Other specifications in his formu- 
la for the personality that excels in 
executive leadership and capacity 
for getting things done were these: 
A voice that suggests confidence; a 
liking for making decisions—that 
is, never backing away from the 
responsibility of determining the 
best course in some emergency or 
of accepting or rejecting some inno- 
vation, and the ability to give clear- 
cut assignments to personnel which 
includes the ability to so plan the 
work-routine of an organization that 
there will be no duplication of ef- 
fort. 

A habit of seeking new and bet- 


ter ways of doing things—especial- 
ly, with an eye to saving worker- 
fatigue and production expense; the 
habit of reading avidly and con- 
stantly about one’s work; a way of 
expressing opinions without apolo- 
gizing for them in circumstances 
where it is a foregone conclusion 
that they will be challenged; a mind 
that is kept free from prejudices; 
cheerful acceptance of honest criti- 
cism from competent sources, and 
the courage to keep smiling when 
things turn out wrong. 

Willingness to encourage and re- 
spect suggestions from subordinates 
—even from the truck-driver or the 
office boy; the knack of inspiring 
friendly competition among the 
workers of office or factory; the 
faculty of “mixing” easily in social 
as well as in commercial circles; 
good judgment of prices and mer- 
chandise values; and finally, the 
knack for speaking constructive 
praise for good work without flatter- 
ing. 


Seek Guidance 


It is my conviction that, in all 
lines of retail business, one can find 
merchants who would be doing a 
much better job from a profit-pro- 
ducing standpoint if they could find 
or would seek the right kind of 
guidance, and that they could make 
considerable progress toward better 
profit even within the limitations of 
comparatively small capitalization. 

It is a sign of the times in the 
merchandising world that so many 
manufacturers recognize the fact 
that there are many dealers who 
need help along trade-promotion 
lines. Some of these manufacturers 
are willing to extend business-build- 
ing assistance in ways that, to my 
mind, are far more fundamental 
and important than merely supply- 
ing the dealers with cut-outs or 
other visual selling aids for display 
on counters or in windows, impor- 
tant and valuable as those aids, too, 
can be when rightly used. 

One of the largest nationally ad- 
vertising manufacturers of a staple 
line of merchandise was preparing 
a questionnaire to be sent to re- 
tailers for the purpose of obtaining 
trade data that would be of practi- 
cal value in formulating advertising 
plans and trade relations programs 
through the company’s traveling 
representatives 


Dealers Questioned 


When this questionnaire had been 
drawn up to the point where it 
seemed complete for the manufac- 
turer’s original purpose, the adver- 
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of the manufacturing 


tising Manager 
business suggested that it be ampli- 
fied to include some questions about 


the dealers’ own methods of manag- 
ing and promoting their business 
with a view to offering the dealers 
helpful information that would 
guide them in solving their prob- 
lems 

[here are several manufacturers 
in our industry who are doing this 
same thing today, even though they 
may not operate a full-scale Dealers 
Service Bureau, in the manner of 
The National Cash Register Com- 
pany, who pioneered along this line 
for the betterment of profits in re- 
tailing. Such manufacturers will al- 
ways give direct personal answers 
to inquiries whether about selling 
their specific products or about 
profitable selling in general to the 
type of dealer whose quest for such 
information warrants the assump- 
tion that he has brains enough to 
benefit from such co-operation. 


Test Judgement 


The questionnaire hereinbefore 
mentioned follows. It shows some 
of the points according to which 
this large manufacturer reasoned he 
could test a dealer’s business knowl- 
edge and judgment. 

Are you satisfied that you are 
engaged in the right line of re- 
tailing from the standpoint of liking 
your work 

Are you open to suggestions if 
you believe that we can help you 
to a better-looking store or a better 
profit or better service to your cus- 
tomers? 

Is your total percentage of ex- 
pense less than 25% of total sales? 

How do you compute your mark- 
up and profit? Will you send us a 
sample calculation illustrating your 


method? 

Do you minimize sales resistance 
and reduce selling time by selling 
advertisized brands, and do you 
watch national advertising so as to 
synchronize your counter and win- 
dow displays with the articles being 
currently advertised by the manu- 
facturers? 

Do you conduct your business 
on a one-price policy? 

Do most of your open-account 
customers pay in full and on time? 
Do you read regularly some good 
business-efficiency literature and en- 
courage your co-workers to do like- 
wise? 

Are your salesmen kept instruct- 
ed as to what are the most-profit- 
able items and brands for them to 
promote? Have you taught your co- 
workers to boost the store in out- 
side contacts—not merely on the 
salesfloor? 


Volume Grows 


Whereas 30 years ago, it would 
seem a fantastic statement to say 
that the augury for permanent suc- 
cess in a retail business depended 
upon the ability of management to 
maintain an annual sales volume of 
at least $40,000 to $50,000, now 
we have come to the day when mer- 
cantile economists set that figure as 
the minimum annual volume re- 
quired for success. 

Even in so-called “good times” 
expense control is as important as 
sales stimulation. The most-effective 
way to reduce that fixed cost is by 
increasing sales per salesperson— 
not by hiring “cheap” help or cut- 
ting wages. It can also be reduced, 
in effect, by a policy of paying 
salespersons for what they sell 
rather than merely a uniform wage 
for time spent in the store without 


discrimination as to comparative 
ability for profit-production. 

Watch the little expenses; plug 
the small leaks, but give special at- 
tention to holding down the major 
costs of business, such as rent, pay 
roll, and advertising. 


Study Delivery 


Study the delivery set-up with a 
view to arranging a more-economi- 
cal schedule that will take care of 
customers’ requirements with fewer 
trips. Deliveries in excess of the 
planned and duly advertised regular 
schedule should be designated spe- 
cial accommodation, which in truth, 
they properly are, and the dealer 
should have the courage to impose 
a small charge for such extra de- 
liveries, if the buyer declines the 
suggested alternative of sending his 
own car or truck for the order. 

Study your advertising expendi- 
tures likewise. Sometimes a dealer 
is using three mediums of advertis- 
ing, but nine-tenths of the results 
are being produced by one. 

The way to make the test of 
comparative profitability when sev- 
eral mediums of advertising are 
being used concurrently is to use 
each medium separately for a 
reasonable testing period so as to 
ascertain which medium has really 
been exerting the strongest pulling 
power. 

When the store itself is of the 
size and caliber to attract favorable 
attention and interest, and the office 
appliance merchandiser has selected 
the right spot for his investment, 
careful attention to all the afore- 
mentioned points will usually be 
enough to keep such a_ business 
from ever being listed in the mer- 
cantile obituary columns. 


Aggressive “Sampling” Promotes Typewriter Paper Sales 
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Alton Bo 1 of Boyd Office Supplies Company in Pana- 
ma Cit I 

Operatir yn the premise that often the business office is 
ising ti g sort of paper for its needs, Boyd keeps a box 
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shown. | the varieties are parchment types, onion 
skin, bett ility onion skins, easily-erasing clay papers, 
parchm raight bond and manifold. 
Stand y is to display one box of each type at eye 
evel in t ving behind the counter where the labels can 
be read d in an open box on the counter top show erasing is always 
severa each, identified with the typewritten de 
SCriptio per left hand corner 
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[HAT even the most experienced office man- 
completely unfamiliar with the huge range of 
typing paper hich are available was an excellent merchan- 

rt for the office supply retailer, according to 


ntinuously available on a counter case directly 
cases in which boxed typewriter bond is 


Whenever a customer comes in for typing paper, whatever 
salesperson is on duty makes a point of calling attention to 
the wide number of variations shown, and encouraging the 
customer to pick up and “finger” each type with ease even if 
the purchaser has no intention of picking up any other variety 


than that already standard in the office. 


“Actually touching the paper leads to questions, and ques- 
tions lead to extra sales”, it was pointed out, “for example, 
the businessman who is dismayed with finding that important 
typewritten records, filed away for years, have become badly 
discolored, the paper brittle or softened, is usually reminded 
of the fact when he picks up a sheet of heavy parchment 
paper and tests its strength. By the same token the typist or 
secretary who wastes a large part of her working hours in 
fascinated by the possibilities of easily- 
erasing specialty paper and she is certain to think of it every 


time that she has difficulty in the future.”-—RAI 
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Some columns of selling ideas based on the experience of smart 
salesmen both in and out of the office appliance field. 


@ THEY SAY THERE are two 
kinds of people in the world — 
good and bad. And the good decide 
which is which. 


“ are x cL, AY 
oy “ 


“Not many sounds in life exceed 
in interest — a knock at the door.” 
— Charles Lamb. 

If this is true — and we're sure 
it is a saiesman has at least one 
important advantage over a pros- 
pect. The salesman knows why he’s 
there (at least we hope he does) 
but often the prospect doesn’t. 

Smart salesmen will capitalize on 
this advantage — in fact, will in- 
crease it with the right use of sus- 
pense in their opening words. For 
example. “Here’s a new file cabi- 
net that has features no other cabi- 
net has.” 
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The Republic Drug Store in Den- 
ver offered a free ice-cream cone to 
any kid who would eat it in the 
window. There was a near riot as 
the kids stopped traffic in front of 
the window. I talked to one old 
dowager who sat at the curb in her 
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Packard Limousine and said that 
her little boy had $2,000 in the 
bank but had been waiting in line 
all morning to get to eat the free 
cone in the window. 
* * * * * 
In case you missed it, there was 
a wonderful cartoon by Dick Caval- 
li in Look Magazine recently show- 
ing an ample-bosomed young babe 
standing at the threshold of Mrs 
Throttlebottom’s house carrying a 
briefcase marked, “Zephyr Sales 
Corp.” 
“Mrs. Throttlebottom,” she says, 
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“[ have something I think your 
husband will be interested in.” 
Undoubtedly 
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Courses In Selling 

If the “back to school” urge 
comes over you, there are two good 
courses in selling currently being 
offered in most leading cities. 

One is the Elmer Wheeler course 
developed by the “old sizzler” him- 
self. The other is the Dale Carnegie 
course. We can recommend either 
of these courses as being both help- 
ful and interesting. 

The trouble with most courses in 
selling is that they are pretty dull 

not so with these. Write us if 
you want the actual addresses of 

the meetings closest to you. 
% & & & x 

We think there may be some sort 
of a world’s record in a situation 
that prevails with the sales force of 
the Red Wing Shoe Company in 
Red Wing, Minn. — one of our 
clients by the way. 

Their 28-man sales force in- 
cludes three father and son teams. 
Isn’t this a nice tribute to manage- 
ment? 

On Planning Ahead 

A few years back two Hartford 
business men decided to take the 
afternoon off to go to the circus. 
As they entered the tent, they no- 
ticed that both exits in their sec- 
tion were completely blocked by 
animal runways. One of them called 
the matter to his friend’s attention 


and said, “if you had to get out of 


here in a hurry, what would you 
do?” His friend pointed to a pole 
at the back of the tent and said, 
“I would go to the top of the 
bleachers and slide down that 
pole.” 

Only 10 minutes later the tent 
was in flame but the two men 
calmly carried out their plan and 


By Zenn Kaufman 


escaped with their lives. 

Some wit once remarked that 
three of the most over-worked 
phrases in modern times were home 
cooking, home loving, and post-war 
planning. Post-war planning is gone 
and forgotten but it seems that even 
post-peace planning is honored in 
the breach as much as its wartime 
predecessor. 

Do you know where next year’s 
customers are coming from? Have 
you studied the needs of your pres- 
ent customers in terms of next 
year’s needs? Maybe this is a good 
time to mark off a few hours for 
some real serious looks ahead. As 
one of our friends puts it, “plan 
ahead or go behind.” 

* * * & 
Symbol! of Interest 

Salesmen for A. J. Whitehead of 
Jackson, Miss., Ford dealer, would 
carry a bright orange stock as a 
symbol of their desire to do a little 
“hoss trading”. It seems that in the 
old days the horse handlers used to 
carry a cane to perk up their horses 
when a prospect came in view. They 
would wiggle the cane to stimulate 
the animal’s interest, which if not 
forthcoming was further stimulated 
by a whack on the flank. 

Whitehead used the idea in some 
newspaper advertising reading 
“Every Ford Salesman carries an 
orange stick. Stop him on the street 
anywhere and ask about a trade. 
That orange trading stick is your 
invitation to get the best out of a 
good deal.” In Little Rock, Ark., 
they made a game out of it by fining 
a salesman a dollar if caught with- 
out his orange stick — $17 went 
into the kitty to be used for a din- 
ner at the end of the campaign. 

* * * & 

Did you ever hear of the Reno 
Brothers? 

The Reno Brothers committed 
the first four train robberies in 
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American history (near Seymour, 
Ind., 1866-68). One robbery alone 
netted over $100,000. In fact, they 
took more in two years than Jesse 
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tising pays — even if crime usually 
doesn't. 
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Call Back? 

When Real Silk Hosiery sales- 
men came to one of their sales 
meetings, they were startled by the 
spector of their salesmanager sit- 
ting behind the bars of a facsimile 
lunatic asylum. The bars were made 
of curled wrapping paper. Mr. 
Salesmanager sat there quietly 
reading the Daily Racing Form. 
The second actor in the show enters 
from the left and commiserates with 
him on his plight, then offers to get 


of “call backs” that put him into 
the crazy house in the first place. 

All of which was the salesman- 
ager’s way of getting over to his 
men the fallacy of “call back” sell- 
ing. 

This, of course, is a moot ques- 
tion and we all know that every 
sale cannot be made on one call. 
In fact, in these very pages I have 
often campaigned for persistence in 
selling. However, we are too often 
ruled by a prospect’s request to 
“see me later” — interpreting this 
to mean that the prospect has not 
made up his mind. Actually, he 
darn sure has made up his mind 


to not buy today and we make a 
great mistake if we do not face this 
fact squarely. 

To draw any other conclusion 
leads to evasion of the fact that we 
have not made a sale and that’s 
a form of self-delusion. 


him out of the “crazy house.” The 
visitor starts to leave, his parting 
words being, “Ill call you back.” 
On hearing the words “call back” 
the salesmanager jumps into the air 
and goes crazy all over again, ex- 
plaining that it was these promises 


James took in his entire lifetime. 
But today when we think of 
robberies, we think of the James 
Boys because James got the adver- 
tising. The Renos were unadver- 
tised a “forgotten brand” in the 
history of Evidently adver- 





crime 


An advertising salesman called on a retailer with the idea of selling him some 
space in a local page. ‘‘No soap,"’ said the owner. ‘'I've never advertised and look 
what I've built up here in twenty years.” 

The salesman pointed up the street at a church. 

‘‘About a hundred years,’’ replied the dealer. 

‘““Well,”’ said the salesman, ‘‘they still ring the bell, don't they?” 


“How long has that been here?"’ 
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A “LOST-SALE” QUIZ 
Lazy Lambert He loses sales because. . 


“THE DAWDLING DODO”’ a) ... the telephone inquiries he expects 
postpones his first call ‘til ten-thirty and never come in. 


ren H j t f ‘ . 
prematurely ends his day at four b) ... he spends more time in his office 


than in the prospect’s office. 


c) ... he spends too much of the selling 
ol day in conversation with person- 
nel in his own office. 


eee eee eee eee 


Evidently Lambert hasn't learned one of the 
fundamentals of selling. His job (b) was to be 
with the prospect and not in his own office 
either expecting telephone inquiries or en- 
grossed in friendly conversation. 


It is face-to-face selling time with prospects that 
rings up sales for you. The more calls ... the 
a more product demonstrations. The more product 
\ demonstrations ... the more sales. It's as simple 
as that. Also remember the old sales adage “a 
sale before ten always insures a successful day”’. 
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Prize-Winning Display 
Windows Are Result 
of Expert Pre-Planning 
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Kendrick-Bellamy Methods Reveal 


Thorough Merchandising ‘Know-How’ 


@ THE ONLY practicable formu- 
la for maximum results from win- 
dow display in office supply retail- 
ing is to first, create a separate 
display department, and _ second, 
place it under the supervision of a 
creatively-minded display manager, 
according to Jack Kendrick, the 
Kendrick-Bellamy Company of 
Denver, Colo. 

Long one of the Rocky Mountain 
west’s top office supply organiza- 
tions, Kendrick-Bellamy realized 
more than 40 years ago that office 
supply window promotion poses a 
number of unique problems. Ex- 
cept for hardware and variety 
stores, probably no other type of 
retail store has as many items which 
can benefit specifically from win- 
dow display, it was pointed out, and 
the mere multiplicity of merchan- 
dise items demands an entirely dif- 
ferent window technique. 

“Window display is particularly 
important in view of the fact that 
there are constantly new innova- 
tions, improvements, and _ better 
methods which must be first intro- 
duced to the public through the 
medium of the display window”, 
Mr. Kendrick, head of the firm, 
indicated, “It is almost impossible 
to use newspaper advertising or 
similar expensive media to launch 
a new item into the market. With 
a downtown location, however, and 
plenty of explanatory signs, a new 


stapler, a time saving method of 


filing cards, or even a newly de- 
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veloped color in ink, can be put 
across in short order.” 

Having set up the criteria near 
the turn of the century for an ef- 
fective display program, Kendrick- 
Bellamy placed its trust in the 
hands of Herbert E. Woodend, an 
active student of window display 
methods who had already demon- 
strated his ability to develop at- 
tention-arresting window displays 
built around a wide variety of dis- 
similar items. That was 36 years 
ago—and today, Mr. Woodend is 
still on the job as one of the western 
stationery retailing industry’s best 
known display managers. 


Consistent Winner 


Always busy with the top job of 
creating ten new window displays 
every week of the year, “Woody” 
Woodend has won at least one 
major national competition for win- 
dow display per year over the entire 
36 years and his ideas have 
achieved such acceptance that they 
are constantly being adopted by co- 
operating manufacturers and even 
retailers in other fields. His display 
technique has become so _individ- 
ualized and well known that almost 
any Woodend window is readily 
identifiable at a glance. 

Long experience has taught Mr. 
Woodend the wisdom of “preplan- 
ning” his entire year in window 
display. Shortly after New Year’s 
day, he begins the monumental 
project of planning around 600 dis- 


plays which will appear during the 
ensuing year, or from 10 to 12 
windows per week, depending upon 
the number of special promotions, 
civic events or holidays which are 
involved. 

For convenience, the Kendrick- 
Bellamy display department has 
broken down its 10 windows into 
two blocks of five with complete 
window changes every Friday and 
Tuesday. Staggering the job in this 
way permits a “breather” between 
window changes as well as an op- 
portunity to insert special short- 
period windows from Tuesday to 
Friday, where required. 


Sets Schedule 


In laying out the schedules, on a 
huge calendar which he developed 
for the purpose, Mr. Woodend be- 
gins by entering all holidays and 
all special seasons which are likely 
to flood the store with customers. 
Holidays such as St. Valentine’s 
Day, Easter, Mother’s Day, 
Father’s Day, Thanksgiving, and 
the Christmas season, are laid out 
on the appropriate date followed by 
insertion of events which involve 
the office supply store directly, 
such as business machine week, 
national secretary week, early-Jan- 
uary transfer time, national letter 
writing week, and others of that ilk. 
In an average year there will be 
some 34 “special events” which 
must be considered. 

Going farther, Mr. Woodend 
likewise “homogenizes” into the 
master plan the store’s traditional 
sales events such as clearances, end- 
of-month sales, novelty-expected 
mark down events on staple office 
supplies, and special office furniture 
promotion. 

Market Changes 


“Naturally, with the market 
changing rapidly from season to 
season, new business interests, and 
trends in merchandising coming 
along, it isn’t possible to plan selling 
windows for more than two weeks 
to a month in advance”, Mr. Wood- 
end pointed out, “therefore, the 
bulk of the merchandising windows 
will be developed through a con- 
ference with the buyer, in the de- 
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partme! ncerned as well as with 


top management. 

Around 40% of the big Denver 
office supply store’s windows are 
preplanne months in advance 
and the remainder, as mentioned 
above. in dually created, accord- 
ing to the erchandising purpose 
involved 

Nerve Center 

The e center of Kendrick- 
Bellam indow display program 
is a second-floor display depart- 
ment, sé ted from the rest of the 
store, \ is completely equipped 
with art terials, power tools, neat 
storage kers for re-usable props, 
drawins d, and Mr. Woodend’s 
desk. A thoroughly-trained expert 
in spec pen lettering, Mr. 
Woodend personally makes every 
sign whic ppears in the Kendrick- 
Bellamy ‘ pany’s windows, es- 
chewing altogether the standardized 
posters and window cards which are 
provide anufacturers. 

The entire window display is 
packaged” in an individual carton, 
marked with the date for installation 
and st 1} 

\ bout vy is an excellent time 
to mentiot routine policy which 
has been of incalculable value to 
Mr. Woodend over his three dec- 
ades of experience. Almost since 
the beginning, the Kendrick-Bel- 
lamy display director has personally 
photographed every display which 
he felt worth a visual record, using 
a simple box camera, which results 
ina 3% by 4% negative and shot 
by the reliable slow time-exposure 


method 
Use Picture File 


Likewise, when stumped for new 





display ideas, the picture file is a 
handy method of resurrecting a dis- 
play of yesteryear, and stimulated 
by it, to turn out an attractive 
display 

Now comfortably astride one of 
the busiest window display pro- 
grams in t vestern office supply 
industry, Mr. Woodend has only 
one bit of sage advice to pass along. 
Neve t your memory more 
than a fe ynths”, he smiled, “‘in- 
stead, tal picture—and you'll 


neve t of ideas!”.—RAL 


WINDOWS VARY... Over 600 
individual displays are used each 
year, each telling a _ different 
story. 
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an Interior 
for Profit 


Snyder’s Challenge 


in Modernizing a 


Community Bank 





@ COMPLETE MODERNIZA- 
TION and remodeling of a com- 
munity bank is a time-consuming 
job, but it can prove to be more 
than gratifying to the office equip- 
ment dealer who tackles it. 

M. B. Snyder’s Office Supply, 
Bellvue, Ohio, saw the opportunity 
in his own community when he ap- 
proached the Union Bank and Sav- 
ings Company nearly three years 
ago. 

The bank was first contacted by 
a representative of Snyder’s and 
Steelcase, Inc., of Grand Rapids, 
Mich. It was pointed out that the 
patron public was primarily inter- 
ested in three things: what’s new, 
what’s up-to-date, and what’s differ- 
ent. 

With the help of glossy prints, 
colored photographs and the suc- 
cessful history of other installations, 
Snyder’s began to convince the 
bank executives that it would be 
strictly to their advantage to bring 
their institution up to the standards 
the public was willing and ready to 


* 


accept. It was pointed out and 
agreed that the venture, if undertak- 
en, was pointed directly at increased 
business and greater profits. 

“Our sole objective”, Mr. Snyder 
pointed out, “was to create an inte- 
rior that would indirectly create 
new business. In other words—‘In- 
teriors for Profit!’ The plans called 
for an interior about five years 
ahead of its time, fresh as tomor- 
row, yet retaining the mandatory 
bank element, dignity.” 

Several calls were made during 
the ensuing year including the con- 
tact of a number of board members. 
As interest became evident, rough 
estimates and requirements on 


Main Lossy ... The main lobby 
of the Union Bank in Bellvue, 
Ohio, features formica picwood 
tellers’ bar and check desk ac- 
cented with black recesses. Wall 
section above the vault is coral 
balanced by chamois on other 
sections. Floor is_ tiled’ in 
“warm” marble. 
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furniture and equipment were 
made 
At this point, Mr. Snyder said, 
he called in various suppliers, in- 
cluding the Watson Manufacturing 
Company of Jamestown, N.Y., and 
Woodfair Interiors, commercial in- 
terior specialists of Cincinnati, 
Ohio 
Get 'Go Ahead’ 
Preliminary estimates met with 
approval, and the bank gave them 
the “go ahead” to show some de- 
sign in an artist’s concept of isomet- 
ric views. Synder’s secured and 
presented full-color views of the 
proposed job which were accept- 


able, and when the final color 
scheme was adopted and the design 
of equipment okayed, a new ap- 
praisal of cost was submitted and 
approved with the customer pur- 
chasing the entire installation as a 
packaged unit 

This, in itself, was a reward to 
the patient efforts of the dealer who 
had worked long and hard to see 
it accomplished 
~ Expert consultants and manufac- 
turers were now called in to col- 
laborate in the complete planning. 
Color experts and furniture design- 
ers joined to customize the decor of 
such things as chair upholstery and 
wood finishes supplied by the JG 
Furniture Company of New York. 

Watson Manufacturing Company 
furnished custom designed steel un- 


Custom Burtt... Most of the 
teller’s bar equipment was cus- 
tom-designed to fit existing and 
newly installed machine equip- 
ment. Machine recesses, rocking 
drawers, and disappearing stools 
are part of the installation. 
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dercounter equipment which had to 
fit precisely with the wood teller’s 
counter supplied by Woodfair In- 
teriors. These firms had to work to- 
gether because the teller’s bar was 
built on a gradual curve and many 
machines and special functional 
units had to be recessed into the 
steel equipment which, in turn, had 
to fit the counter. 

Snyder’s co-ordinated, expedited 
and controlled the flow of process- 
ing of the various manufacturers as 
well as supplying the equipment 
needed for the teller’s bar, book- 
keeping areas, storage rooms, rest 
rooms and floor treatment. 

Local painters, electricians and 
all necessary components were ar- 
ranged for. 

Influence Customer 

It was a big job, but sights had 
been set on a completed atmosphere 
that would have a magnetic subcon- 
scious influence on the newcomer, 





Executive Furnirure . . . Cus- 
tom made natural walnut desks 
highlight the executive and clos- 
ing rooms. Tops are cigarette- 
proof formica. Chairs are walnut 
with ginger-brown naugahyde 
and side chairs are upholstered 
in olive. 


the employee with his first check, 
the customer shopping for a loan. 
The atmosphere was to provide that 
rare ingredient that would attract 
anyone entering it in a manner that 
would make him _ subconsciously 
and automatically want to return. 

“It was evident,” Mr. Snyder 
continued, “that our goal was 
achieved when several thousand 
people turned up at the ‘open 
house’ and even the expected com- 
plaints of the minority were not 
forthcoming.” 

It was even more evident for 
Snyder’s a short time after the bank 
opened, for his company immedi- 
ately received requests for estimates 
from many other firms that has been 
keeping it busy ever since. 


This Is It! 

Here is a “customer’s eye-view” 
of the Union Bank as it operates 
today: 

A large, modern clock covers the 
entire area over the main entrance 
to the lobby as one approaches the 
bank. Its color, hands and numerals 
are of the latest design, resembling 
current models of fine wrist 
watches. 

There is a spacious entrance lob- 
by of warm tile complemented by 
marble walls in a brown tone. A 
check desk and mail chute are pro- 
vided in this lobby. Envelopes and 
forms are provided so that normal 
banking transactions may be han- 
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dled after hours. 

Through a second glass door, the 
customer enters the main lobby. 
The back wall, encompassing the 
bank vault, is finished in a soft 
coral color. The wall to the right is 
cocoa brown, and the wall to the 
left is light buff or chamois. 

The teller’s bar is African pic- 
wood as are the check desks which 
include table-top waste receptacles. 
Infinity diffusion draperies on one 
side take the place of the familiar 
blinds, and complementing drapes 
on the other blend into the total 
decor. 

Custom Colors 


All existing steel equipment was 
painted to match the custom colors 
of the new steel equipment installed. 
The ceiling is off white and floor is 
“warm” marble. 

The lobby and officer’s area is 
designed and colored to obtain the 
utmost in contemporary dignity. 
The wood chairs are natural birch 
and complement the picwood for- 
mica top custom desks. The drawer 
sections and legs of the desks are 
natural picwood. Each desk pedes- 
tal incorporates one deep file draw- 





er, a semi-concealed waste recepti- 
cale, two shallow drawers, and the 
top of the pedestal acts as a shelf. 

The swivel chairs are upholstered 
in coral strawtex plastic on fabric, 
while the side chairs are upholstered 
in natural strawtex, a color similar 
to straw. 

The receptionist’s desk is special- 
ly designed to finish off the teller’s 
bar and furnishes typewriter facili- 
ties, correspondence drawers and 
other reception requisites. The “bar- 
rier” is the carpet line, which has 
proven successful. 

The defusion infinity draperies 
have done an excellent job in sup- 
plementing venetian blinds, control- 
ling brilliant sun, yet giving the 
feeling of out doors. They are a 
man-made woven fibre and are fire- 
proof, waterproof, dustproof, oil 
proof and fadeproof. Rinsing in 
cold water and rehanging is all that 
is required for maintenance. 

The tellers’ functional area has 
tile rubber flooring, blonde tan 
steel desks and all modern steel 
bar equipment. Designs include ma- 
chine recesses, pigeon holes, rock- 
ing-type drawers, an electric knee 





INVITING ... Officer’s reception 
area in the Union Bank is de- 
signed and colored to obtain the 
utmost in contemporary color. 
A cocoa brown wall and sand 
colored diffusion drapes set off 
natural birch chairs and picwood 
custom desks. 


alarm button and _ disappearing 
stools. 

A public lounge or conversation 
room is carpeted and furnished with 
upholstered sofas and chairs that 
match the general decor. 

Dignified Theme 

Contemporary dignity is also the 
theme of the director’s room and 
the executive offices. Two natural 
walnut-panneled walls set the 
theme. The executive desks and the 
director’s table are natural walnut 
with formica tops. The directors’ 
chairs are natural walnut with nat- 
ural cane backs and seats uphol- 
stered in green. A functional wood 
storage unit is also natural walnut. 

This, Mr. Snyder added with 
pride, is the result of long hours of 
work and planning, but accelerated 
growth of the institution has already 
been signified, which speaks well 
for the effort. 


How much “impulse buying’’ is done in your store? Is it as strong as it might 
be? One after another retailer has said that, when he put certain kinds of merchandise 
where it can be freely handled by customers, sales increased materially, not only in 
number but in size of the individual purchase. Yet, most stores continue to have a 
counter between customer and goods. This can be counteracted, to some extent, by 
use of point-of-purchase displays furnished by the manufacturers. When such displays 
include items that can be picked up without waiting for a clerk's intervention, they 
work. Your floor space is valuable. Make it pay. 


—Photographic Trade News 
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UN OFFICE UN Secretary Dag 
Hammarskjold's new office has cus- 
tom-made furniture by Einar Dahli, 
Swedish architect, which was made 
by Atvidabergs Industrier in Sweden. 
Erik A. Ohlsson, president of Facit, 
Inc., American sales subsidiary for 
Atvidabergs, handled the transaction. 
The office furniture is of light Swe- 
dish elm with dark Indian jacaranda 
table tops. Chair upholstery and wall- 
to-wall carpeting is dark blue. Cur- 
tains, upholstery and patterned rug 
were hand-woven by Edna Martin, 
Swedish textile artist. 





NAUGAHYDE COVERED DESK ... Af a special showing of 
foam-cushioned furniture in Los Angeles, U.S. Rubber Co, an- 
nounced expansion of its foam rubber plant in Santa Ana, 
Calif. The desk and chairs above were especially designed for 
the occasion by H. W. Grieve, American Institute of Designers, 
Southern California chapter. Desk is covered completely in 
olive green elastic Naugahyde and embellished with antique 
Spanish iron hardware. Tall back chairs are cushioned in Koy- 
lon foam and covered in fawn quadrille pattern Breathable 
Naugahyde. Walls are grass cloth in contrast to curtains of 
Breathable Naugahyde. 
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DO/MORE CHAIRS ... Desk and side 
chairs installed in the office of Manu- 
facturers Trust, New York City, lend 
to the general air of efficiency and 
accuracy. Chairs used in the installa- 
tion include Do/More Chair Co.'s jun- 
jor executive and clerical models as 
well as Model 917 side chairs. 








MEN BEHIND THE MONEY .. . Shown placing approved ques- 
tions for the $64,000 television show in a Diebold chest for 
safe keeping are two of the men behind the scenes. Af the 
left is executive producer, Steven R. Carlin, vice-president of 
Lovis G. Cowan, Inc. With him is Dr. Bergen Evans, who is in 
charge of the questions. 
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CAREFUL SELECTION .. . of desk ac- 
cessories assures clear fops on Art 
Metal Construction Co. Pace-Sefter 
desks in Los Angeles branch office of 
American Hardware Mutual Insurance 
Co. of Minnesota. Letter-sized cross 
trays, double and single compartment 
letter trays, card trays and sloping 
partitions were all utilized in ‘‘or- 
ganizing’’ separate work stations. 
Clerical workers use 55-inch Pace- 
Setter desks with insertable type- 
writer platform. Equipment is fin- 
ished in gray with brown upholstery 
on Art Metal aluminum posture 
chairs. Installation was made through 
Farnham Stationery & School Supply 
Co., Minneapolis, Minn. 


OTIS PANEL-ETTE ... portable free 
standing partitions are pictured in 
the new central offices of the Yale & 
Towne Co., White Plains, N.Y. Irwin 
Casper, Inc. of New York City, a firm 
specializing in office partitions, shelv- 
ing and flooring, carried out Yale & 
Towne desires for the private type of 
offices while at the same time seek- 
ing maximum air and light. 


Tustallatious 


JENS RISOM. . . furnished the chairs 
desks, settees and occasional tables 
for this striking installation at the 
Toledo, Ohio, Municipal Airport. The 
furniture is in keeping with the mod- 
ernistic setting of the airport facili- 
ties at this glass center of the world. 
Lewis Business Furniture Co. was the 
dealer for the installation designed 
by Barber-Evans Architects. 


SALESMEN ENJOY. . . pleasant exec- 
utive-type surroundings at the Fisher 
Governor Co. of Marshalltown, iowa. 
Marshall Office Supply & Equipment 
Co. of that city has installed hand- 
some desks from The Leopold Co. and 
leather-upholstered chairs from the 
W. H. Gunlocke Chair Co. Ceiling 
lighting is unusual, eliminating glare, 
and the pattern in the rug is striking 
enough to be a conversation piece. 





A LEOPOLD DESK .. . completes the 
aura of distinguished comfort im- 
parted by the unusual setting of 
flowers and draperies in the First & 
Citizens National Bank of Alexandria, 
Va. This Leopold installation was 
made by Chas. G. Stott & Co., Inc., 
Washington, D.C. 


MILWAUKEE CHAIRS ... were in- 
stalled by Guif States Equipment Co., 
Dallas, Tex., to meet the comfort, 
utility and appearance needs of the 
Dallas Public Library. Pictured is the 
business reference area in the mex- 
zanine. The total installation of 365 
chairs included 107 side chairs, 108 
upholstered back side chairs, 128 up- 
holstered arm chairs and 22 stools. 


BOTH PRESTIGE ... and efficiency 
were sought by the National Building 
Ass'n., of Washington, D.C., when it 
had its offices completely remodeled 
and redecorated. The installation was 
the work of Office Furniture, Inc., 
where the association has its head- 
quarters. Focal point in the main of- 
fice shown here is the mural depict- 
ing scenes from the capital. Walls 
are a soft green, the rubber tile floor 
is beige; color accents in the dra- 
peries are maroon and black on 
beige background. All furniture is by 
Stow & Davis. As a member of the 
Executive Furniture Guild, Office Fur- 
niture, Inc., supplied many elements 
which are Guild exclusive, 





EXECUTIVE OFFICES ... of the Cen- 
tral Life Assurance Co. of Des Moines 
were recently furnished with Stow & 
Davis executive furniture, this mas- 
sive group in medium wainut match- 
ing walnut room paneling. The office 
of the chairman of the board has 
further accent placed on the furni- 
ture by use of a lightly-figured car- 
pet and saddle colored leathers, A 
double cabinet service unit is utilized 
behind the desk, serving as record 
book and file storage. The conference 
style desk allows maximum space for 
group discussions. 
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Candy Cane 
Gifts Attract 


Holiday 


Customers 


@ “EVERYBODY LIKES candy,” 


says Bruce R. Clements, proprietor 


of the South Bay Office Supply 
Company, Hermosa Beach, Calif., 
“so we have become known and 
very popular with all the citizens by 
our custom of giving a small stick 
of cellophane-wrapped peppermint 
candy, with every purchase during 
the six weeks before Christmas. 

“We are firm believers in giving 
the store and windows a holiday 
appearance. Stationery and office 
supplies would be purchased far 
more frequently as Chirstmas gifts 
if they were shown in a_ holiday 
setting.” 

Scattered all through the store 
are Christmas trees made of white 








| 
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| "With this Merchandising Kit 

(OA's) you have given the office 

supply and equipment dealer the 
necessary tools to assist him... 

| Unless the dealer promotes the 
business gift idea he cannot ex- 

| pect to get his share."—Hugh 

| Reeves, Jacquin & Co., Peoria, III. 

| 

! 
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Promotion Ideas 


FOR THE CHRISTMAS TRADE 





SANTA Ripes AGAIN ... In display window of South Bay Office Sup- 
ply, Hermosa Beach, Calif. 


crepe paper, and a number of small 
figures of Santa in red and white. 
Special attention is given to the win- 
dows, which attract the attention of 
all passing. 

Use Candy Canes 

The window featuring office sup- 
plies used their candy cane custom 
as a motif. Against a blue back- 
ground, studded with huge snow 
crystals, was a four-foot simulated 
candy cane tied with red ribbons. 
At each end were tall Christmas 
trees of red, white and gold, made 
of paper. On white floor were desk 
lamps, pen sets, various desk acces- 
sories, several typewriters, adding 
machine, portfolio and a variety of 
leather goods. 

A stunt that attracted wide atten- 
tion was a five-foot stick of actual 
peppermint candy, wrapped in clear 
cellophane, which stood on a ped- 
estal in the center of the store. 
All who came in — except small 


children — were invited to estimate 
the weight of the big candy stick, 
and on Chirstmas eve it was award- 
ed to the one coming nearest to 
the exact weight. 

A second window had _ large 
colored snow crystals suspended 
from the ceiling. Santa, in red 
satin, was seen seated in a white 
sleigh, surrounded by many parcels 
wrapped in green or red cellophane, 
with a trailer filled with more pack- 
ages. A big red candy cane pro- 
jected from the rear of the sleigh. 
On a long green stepped-up fixture 
were desk lamps and big pompoms 
of red cellophane. The floor was 
covered with snow in which were a 
score of pens in cases. At the other 
cards and Christmas booklets. 


Keep Lights On 


“A mistake that many office out- 
fitting firms make, especially during 
the pre-holiday season,” said Mr. 
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is that of not lighting 


Clements, 
their windows at night, or in turn- 
ing off the lights too early. At this 
season crowds of people throng the 


and all are thinking of 
fts and looking for sug- 


streets, 
Christmas 


gestions. Our windows are kept 
brightly lighted all night. In the 


early evening they attract the family 
crowd, and later, the home-going 
theater people. Still later they are 
seen by motorists from the night 


Hive-Fold Gift Promotion 


Organized Sales 
Program Scores 
Holiday Bonanza 


for Henri Petitin’s 


@ NOT ONLY CAN CHRIST- 
MAS become a gift-selling oppor- 
tunity as big for office supply stores 
as it is for department stores, but it 
can also lead to introducing the 
store to new customers and a conse- 


guent build-up in sales volume 
throughout all the year, states 
Thomas L. Kreiter. 

Mr. Kreiter is vice-president of 
Henri Petitin, Inc., 123 Carondelet 
St., New Orleans, La. “Our Christ- 


ae - ae 
2 - at. 


clubs, and the night workers, and 
as they present a gay and holiday 
appearance in the midst of a long 
row of dark windows, our store and 
lines become firmly fixed in the 
minds of all.”.——-WBS 


Wins New Customers 





em 


For Business Men . . . Sales emphasis was strong on gifts for dad 
and husband, appealing to wives who purchase desk presents. 


mas, 1954 Christmas promotional 
package was highly successful in 
bringing up the biggest gift volume 
in store history,” he says, “and that 
didn’t end it. We angled for NEW 
business—to introduce our store to 











GLosBeE Is Girt 


OA—11/55 


. Globes and school supplies brought mothers 
in to buy gifts for their youngsters, for nieces, nephews and friends’ 
children—gifts that would ordinarily be purchased at outlets other 
than an office supply store. 


customer groups hitherto untouched 
—and we benefited throughout 
months ahead from the resulting 
new business.” 

In Christmas merchandising as in 
anything, Petitin and Kreiter believe 


sot $s 
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"The kit (OA Merchandising) is 
extremely valuable . . . for put- 
ting in one package all of the 
ammunition which a smaller deal- 
er, particularly, needs but may 
not have at hand to do the job 
effectively."—Henry L. Chesick, 
The Century Press, New Castle, | 
Ind. 
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that it pays to lay out a clear course 
toward specified objectives. “We 
wanted to achieve five particular 
ends,” Kreiter reports. 

“First we wanted to increase 
sales of desk-type gifts which could 
be given to executives. Especially 
those who are fathers—gifts for 
Dad can be a pretty sizeable thing. 

“Our second objective was to sell 
the idea—maybe ‘educate’ would be 
a better word for me to use here 
than ‘sell’—that an office supply 
store (specifically Petitin’s of 
course) was a good place to find 
lots of gift ideas for women. Partic- 
ularly we set out to sell recipe 
books, stationery, card files for the 
kitchen, and so forth. 








Teen Gifts 


“Next, we offered a number of 
gift lines ideal for teen-age children 
and those a bit younger. Examples 
were globes, and so forth. People 
had always bought this sort of 
thing, but not too often with an eye 
to giving them at Christmas and 
when they did they often thought 
of other types of outlets than office 
equipment stores. Our problem was 
to sell the gift itself, then sell our 
store as the logical source. 

“Fourth, we wished to introduce 
a new line of art supplies that Peti- 
tin’s had recently taken on. What 
better time than Christmas to do it? 
We had paint sets for beginners as 
well as more advanced supplies. A 
good part of our sales emphasis 
was slanted to art students in the 
several local universities. 

“Finally, there were Christmas 
cards. We promoted these with an 
eye to more than the very worth- 
while profits they could rack up in 
their own right. We wanted Christ- 
mas greeting card shoppers to see 
and be attracted by other store dis- 
plays; the card racks were located 
with an eye to having this occur. 
The result of this display-together 





“Enclosed find our order for 
Christmas advertising (OA Mer- 
chandising Kit). We believe this 
is the best promotion we have 
ever come across for Christmas 
. .. the answer to industrial busi- 
ness that is now going elsewhere. 
—Charles E. West, West's, Dav- 
enport, lowa. 


ss -- 





Art Goons ... Emphasis on art goods paid off, not only in Christ- 





mas sales, but in building an entirely new following for Henri Peti- 
tin, Inc., among art students from the local universities. 


Mil 








Girt IpEAs . . . A strong push was put behind receipe books and 


kitchen card files for the housewife, while fountain pens proved an 
effective “‘leader” in pulling traffic a half-block from the main shop- 


ping district to Petitin’s door. 


plan was an increase in greeting 
card sales as well. Shoppers who 
came for other things saw and 
bought cards as well.” 

How well were these five objec- 
tives attained? 

“Completely”, answers Kreiter. 
“Advertising was the most impor- 
tant tool in achieving the sales re- 
sults,” he adds. 


Need Advertising 


Use of advertising is basic, but it 
was more necessary—and called for 
more intensive use—in the case of 
Henri Petitin, Inc. than would be 
with some other stores. New Or- 
leans’ principal shopping street is 
Canal St. Petitin’s location is a half- 
block this main shopping drag. 
Farther up are no stores to pull 
traffic, but rather banks. the Cotton 
Exchange and other financial insti- 
tutions. “We had to get them off 
Canal St., and headed in our direc- 
tion,” Kreiter says. “To do this, we 
used intensive advertising via news- 
papers, TV, radio and direct mail. 





Advertising appropriations were 
stepped up for Christmas. Together 
with our agency—Robert Kottwitz, 
Jr. Advertising Agency—we de- 
cided upon specific merchandise 
Offerings rather than _institutional- 
type insertions or general type ad- 
vertisements.” 

Excellent results were achieved 
by a last-few-days’ promotion. This 
one listed particular suggestions for 
various members of the family. It’s 
a technique used widely by depart- 
ment stores, Mr. Kreiter points out, 
and one that he found pulled equal- 
ly well for an office equipment out- 
let. 

“The most encouraging and im- 
portant angle to this Christmas mer- 
chandising package of ours, how- 
ever, has been its long-term re- 
sults,” he states. “It went so well 
that art supplies—added as a 
Christmas line—have become 4a 
permanent department in our store. 
The new customers attracted at 
Christmas continue to buy from 
Petitin’s.”—DM 
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Decorated Windows Move Merchandise 


*« tr 


ANIMATION Has APPEAL .. . Pic- 
tured at right is a holiday window of 
the Free Press Co. which stopped 
traffic in Mankato, Minn. The ani- 
mated Santa Claus saluted the pass- 
ing public every 10 seconds while the 
figure in front of Old Nick appeared 
to be showing him a pen and pencil 
set. It was a well-arranged glittering 
window featuring Yule cards and 
stationery utilities—BW 


Frosty MorNINGS SAY ‘HERE COMES 
WINTER’. .... . The Clegg Staty. 
Co. of San Antonio, Tex., opened its 
holiday campaign in a striking man- 
ner. When the first chilly morning 
arrived in December the firm adver- 
tised: “Frosty Morning Say ‘Here 
Comes Winter! and we are fully pre- 
pared—stationery, calendars, memo 
pads, filing baskets, pen and ink sets 
—everything for the desk of the 
busy executive.” The pair of win- 
dows had sky blue background upon 
which the words “Merry Christmas” 
were traced in white.—WBS 














4 Desk Neeps ACCESSORIES ... 
Latsch Brothers, Lincoln, Neb., as 
pictured below, devoted an entire 
window to the appeal of deluxe desk 
accessories as ideal Christmas gifts 
for the businessman. On display in 
groupings around a handsome wal- 
nut executive desk were such items 
as a posture chairs, double dip pen 
set, desk pad in rich leather, desk- 
fop thermos pitcher, envelope open- 
ers and paper knives, ash trays and 
humidors.—RAL 
| 
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"We have on hand your kit "Busi- 
ness Gifts for Businessmen" and 
find the idea very interesting with 
great possibilities for a good vol- 
ume of business.—Gerard Goulet, 
Boiven & Levasseur, Inc., Quebec, 


P.©., Canada. 
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ELECTRIC CALCULATOR 
EXECUTIVE SUITE Marchant Calculators, Inc. —_e 

















Jasper Desk Co. 1475 Powell St. 
Jasper, Ind. Oakland 8, Calif. 
A itomat D + nir } + 3 de 
a age aia n T 
advantade e| c 
seer ° 3 999 
j utomat 4 @ 2 i A 
Rpt = gruel 2 i 
K c ara rearance *] au ~ § s ~ 
ecTiv n ] c 8S pea 
“ atur au WSS 
n a Na und 
* e a a ula f Ou 
} Tier ana qrana Tora 3 umu!a 
New Loring Group desk and (For more information write manufac- 
credenza by the comp any ha turer, or circle No. 5 on inquiry card). 
been lauded by the Wood Off SERVICE CART 
Furniture Institute as ''an exame Angle Steel, Inc 
f inatio of é P ° 
Sling God tredifions! richne ADDRESSING MACHINE Pnigdesaeg sel 
and sturdiness.’ Desk is se Master Addresser Co. company offer ew material 
feet long and three feet Jeer 6500 W. Lake St. handlina serv srt ¢ ight 
functioning as conference unit. Minneapolis, Minn. ae: ae See Sn oe 
The credenza, nine feet long . — site nipping and 
basically the work area. Suit Company ha sadded Mode receiving roon A teel in 
African mahogany in deep ambs cote + tae Pantaghiatbi +25 9 xethage + 7" gp Aace:. 5 
finish with diamond-matched ess addressing machines. New elves with three-inch turnup. 
neering. Base and drawer pu so ae om tages Steers mes in two lengtns, 30 and 
are brushed brass with enan ne Seng Se ree 36 inches, and stands 32 
overcoat. (For more information ee et Page — . oe eee 
write manufacturer, or circle No. the Model 90 Card-lype ad wide. Olive areer r gray 
P A dresser nd ncludes toot baked ename tinist F 
9 on inquiry card). . . , “tg (For 
pedal operation. (For more in- more information write manu- 
formation write manufacturer, facturer, or circle No. 4 on in- 
or circle No. 16 on inquiry quiry card). 
card). 
CHAIR 
Modernize, Inc. 
666 Lake Shore Drive 
Chicago 11, Ill. 
Compa ak th 
DICTATING MACHINE h : ts Sca 
Magnetic Recording Industries dinavia Featuring 
11 E. 16th St. a rut shion, the 
New York 3, N.Y. ) inches higi 
The new Voice-Master Challer re ere wide. A sota MOISTENER 
10-lb. portable magnetic disc ana ve seat teaturing Th Sengbusch Self-Closing 
tating-transcribing machine «Seg Ma ng pggicet Me inkstand Co. 
tures complete automat a nciuGed in me grouping. 2225 W. Clybourn St. 
through pushbutton microp! (For more information write Milwaukee 3, Wis. 
control. A fauertio . contr manufacturer, or circle No. 3 a ee oe _ new 
lows dictator to review instant on inquiry card). heavy duty i‘. nct an Ideal 
a word or phrase by remote Ss 3 “Ma The 
trol. Also features full hour's d product designed to handle 
tation, on-the disc indexing mr T ize 
automatic error-correction. H hipping labe 4 en- 
foot control. (For more informa- aK d fora 
tion write manufacturer, or circle ac 
an Vea 


No. 18 on inquiry card). 


rde » single sam- 
ple display unit. (For more in- 
formation write manufacturer, 
or circle No. 8 on _ inquiry 
card). 





Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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MERIDIAN EVR-FLAT CARBONS 


PANAMA-BEA VER 
WOUE Ah 


Coast to Coast Distribution 





MAnIFOoLp Supputes Co. 
19 Rector St. New York 6, N. Y. 
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He's not nervous but he is excited. It's not often 
you'll see a Panama-Beaver man like this BUT. . . In 
this case .. . he is honestly proposing that Panama- 
Beaver Carbon Paper will lighten your typing effort 
by producing much sharper, much more readable 
copies. While he catches his breath may we remind 
you that Panama-Beaver Carbon Paper ends carbon 
smudge and streaking and allows the neatest, 
cleanest erasures you've ever seen. 

You may be starry-eyed over our proposal so just 

pyt out your hand. . . the one with the pencil... 
quickly fill in the coupon below. Our Panama-Beaver 
man will see that you receive FREE PANAMA-BEAVER'S 
outstanding eraser, that helps you “erase 
without a frace’’, while he tells the TRUTH 
. about carbon paper. 























° 
ane Mail Coupon NOW! ~~ = 7 
j MANIFOLD suPPLIES Co. mee ' 
19 Rector Street, New York 6, N. Y. 
i / 1 want to learn the TRUTH about Carbon i 
| Aras om | 
Name 
Cc y eee. 
| Street lee etd a 
City 
I State ___.Phoene__ i 





EYE-SAVER UNIMASTERS - LUSTRA COLORFUL INKED RIBBONS 
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W hitest-white typewriter paper made! 





Don’t underestimate the demand for 


EATON’S DIAMOND WHITE BOND 


Since we introduced Diamond White, just a year 
ago, this whitest-white bond has secured an impor- 
tant place for itself as a basic seller in the Berkshire 
Typewriter Paper line. Customers are quick to 
appreciate the new brilliance Diamond White Bond 
gives to typing, its appealing crispness, the quality 









feature of the slight cockle achieved by air drying. 
In addition to its Wwhitest-white selling feature, 
Eaton’s Diamond White Bond represents outstand- 
ingly fine quality for its modest price. Give it special 
promotion this year and rewarding sales are sure to 
result in your store, too. 


Eaton’s Diamond White Bond 


Available in letter and legal sizes; 
in 9, 13, 16, 20 and 24-lb. weights. 
In 100-sheet packets and 500-sheet 
reams. Moderately priced. 


There’s a Berkshire Typewriter Paper for Every Business Requirement 


Eaton’s Berkshire Parchment Bond—for the best letter- 
heads and all permanent documents. 

Eaton’s Berkshire Linen Bond—where permanency is wanted 
but the highest grade is not essential. 

Eaton’s Berkshire Bond—quality with economy. Very pop- 
ular, especially for legal work. 

Eaton’s Corrasable Bond—the unique Berkshire Typewriter 
Paper that erases without a trace—with a flick of a pencil eraser. 


Also Manifold Papers + Duplicate Copy Papers + 


Eaton’s Souvenir Bond—for all work where great perma- 
nency and toughness is not needed. 

Eaton’s Eminence Bond—the leader among the low-priced 
typewriter papers where quality appearance is desired. 
Eaton’s Cascade Bond (Wove)—Eaton’s Gloria Linen 
(Laid)—very satisfactory for work where low price is essential. 
Eaton’s Stalwart Bond—suitable for many uses requiring 
large volume, at a minimum cost. 


Manuscript Covers + Air Mail Specialties + Envelopes 


EATON'S 
BERKSHIRE TYPEWRITER PAPERS 


EATON 
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Smith-Corona Silent-Super portable 
has more sales appeal than ever 
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Put an Alpine Blue one in the window. See how it attracts attention! 
Put a Seafoam Green one on the counter. See how it invites a 
demonstration! Make a display out of a Desert Sand one! See how fast 
it sells! Now that Smith-Corona Silent Supers come in eye-catching 
colors, they've got the beauty to sell... sell. . . sell... and the 


mechanical excellence to stay sold! 


SMITH RONA INC SYRACUSE | NY FACTORIES ALSO IN TORONTO, BRUSSELS AND JOHANNESBURG 
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THE HANGING FOLDER WITH 
ADJUSTABLE METAL TAB 


Pat. Pending 














Guide-O-folders will reduce your customers’ filing and 
finding costs up to 30%. That means a Guide-O-folder 


GUIDE-O-TRAY ' ; jae ; ; 
installation could pay for itself in a few months. And 


DESK DRAWER UNIT 


the best part of the whole deal is that — 1. no addi- 
Fits into the lower deep drawer of all ; : : : . : 
standard desks. Keeps important data tional housing is required — 2. no change in system or 
ot er tips always in an upright ioe — hy Ky ; 
ng i omits of mated’ wey method is required. Guide-O-folders with their adjust- 
and 25 Guide-O-folders adjustable tabs - , : — - 2 
and inserts. able metal tabs fit right into every filing and finding 


situation. And file clerks are enthusiastic because with 
Guide-O-folders filing and finding is simple, fast and 


positiv e: 











If you are not now selling Guide-O-folders, you owe it 
to yourself to investigate the profit possibilities. Now is 
a good time to get full information. Write or wire to- 


day. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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335 CANAL STREET NEW YORK 13. N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 












No other filing and finding Line at 
any price gives more value... 


Stacked by the hundreds or as single units, TRANSFILE 
Files are the low cost w ay to keep semi-active and in- 

tive records at finger tips. Each TRANSFILE is a com- 
state filing unit in itself. Because all of the weight of 
the drawer and its contents is supported on steel, 
TRANSFILES can be stacked as high and wide as de- 
sired. With the patented Interlock they make staunch, 
igid batteries. The bottom drawers work as easily as 

top ones. Shipped flat. Fold together easily and 


ickly. No screws. nuts or bolts. GUSSCO 


THE COMPLETE LINE 
OF FILING SUPPLIES 





Trademark 


Transfile 


STEEL FRONT FIBRE BOARD FILES 





















3 STYLES 
13 SIZES 
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TYPEWRITER 


Metropolitan Typewriter Co., 
Inc. 

18097 Sorrento 

Detroit 35, Mich. 





inquiry card). 


ARM-SWIVEL CHAIR 

B. L. Marble Chair Co. 
Bedford, Ohio 

The Pace Setter custom 
swivel chair is among the 
offerings of the company 
signed for functiona 

use, for both executive x 
ture and =  stenographic 

ture, can be covered in 
binations of fabric and 

er, leather or Nauaahyds 
(For more information write 
manufacturer, or circle No. 
2 on inquiry card). 


UPHOLSTERY 
U.S. Rubber Co. 
Coated Fabrics Dept. 
Mishawaka, Ind. 





Company has added two new 
patterns and a new finist 
elastic Naugahyde, including 
six colors in "Pebble" 

at top of picture; 20 

and two weights in glaze 


STEEL FILES 
Diebold, Inc. — 
Systems Division 


Canton 2, Ohio 


antique finish, center pict Rin now ehece-te Sal 

and 10 colors in new P L, Flas souipped 

nesian pattern shown at bot EE ee IS ae 

tom of picture. A new pattern 1 wear in drawer opera 
called “Plyon” has als beer mpany states bearing 
introduced in Breathable RE Te ge Oe 
Naugahyde. Company also ar perating cycles for lett 
nounced new colors in thre é tc ot 

of its fabrics already on th Technical bulletin n 

market, (For more information jucing qualities of ered 
write manufacturer, or circle nylor available, (For more 


No. 7 on inquiry card). 


quiry card). 


d 
¥ 
; R 
keyset tabulation, end-of-pa 
Jauge rasure table, 44 keys a 
88 sracters. Available Yr 
ind gq t price is $120 ¢ 


F.E.T. (For more information write 
distributor, or circle No. 6 on 








818 Mulberry Rd., S.E. 


information write manufac- 
turer, or circle No. 14 on in- 


—_———-NEW PRODUCTS continued 


POSTURE CHAIR 
Ajusto Equipment Co. 
2144 Madison Ave. 
Toledo, Ohio 





6aq ush 

t the 

back rest rod ne on 

APPOINTMENT rece lg ge 
CALENDAR eat hes. been “announcill 
Wilson Memindex Co. by the mpany. As a re- 
149 Carter St. lt the firn aims that 
Rochester 21, N.Y. nce the back rest is as- 
Company has redesigned iis embled, the addition of 
1956 Daydex memo-appoint the push nuts make it @ 
| agar T provide an permanent issembDly. ( For 

emk 1 streamlined base in more information write 


ene. The bass 
snd includes a cover 


manufacturer, or circle No, 
19 on inquiry card). 


n matching gray, and caier 

Jar page thographed ir 

dark way on bond. Reta 

‘ e $3.75, including ca | 
snaar padqges for 1956 and j 

rtable | k marks with 
yea slend irs ana telephon 
ndex. (For more information 


write manufacturer, or circle 
No. 17 on inquiry card). 





ADDING MACHINE 
Fremaco International 
188 W. Randolph St. 
Chicago 1, Ill. 


LINE SPACER 
Force Western, Ine, 
216 W. Jackson 
Bivd. 


S adding machir Chicago 6, Ill. 
fered by sompany 
all-ny years as we 


earing and d 
ubtraction. Machine tota 
$99,999.99. Weight is 
ancl tands 43/, x 5 
nches, Retail price is $45.! 
(For more information write 
manufacturer, or circle No. | 
on inquiry card). 


s 4!/, 
6! 


4 





price is 50 
é (For more in- 
formation write 
manufacturer, of 
circle No. 20 on in 
quiry card), 





Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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Functional-Color Controls. Green control | i 
to multiply, red to divide. Only one of the 
ed exclusives that Monroe’s sweeping new 


ple brings to figure work. 


a 
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A New Calculator 
Brings AUTOMATION Out 
of Blue Sky, Onto the Desk 


The future is now. The Automation desk figuring 
machine is here. To clip hours from each day's 
figure work. To slash dollars from each week's 
overhead. 

We refer to the new Monro-Matic calculator. 
Totally automatic, this compact single-keyboard 
machine actually controls itself, once you touch 
a key. Automation gives split-second answers to 
simple or complex computing problems. 

Today's operators who know prefer Monroe. 
Vigilant executives regard Monro-Matic as a 
preferred investment, assurance against 
obsolescence for years to come. Monroe 
Calculating Machine Company, Inc. Home office: 
Orange, New Jersey. Branches across the nation. 






MONROE 


for Calculating - Adding - Accounting Machines 
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How's Your Stock ? 





Gsterbrook 


Send us your Christmas 
THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY BAI 
order for Esterbrook Pens, 
The Esterbrook Pen Company of Canada, Ltd. 


Pencils, Desk Sets now. 92 Fleet Street, East; Toronto, Ontario 


80 OA-11/55 OA- 














NEW 


AUTOMATIC FEED 


GRAVITY FLUID SYSTEM 
ROLLER MOISTENING 


PERFECT REGISTRATION 


AUTOMATIC MASTER CLAMP 


PRESSURE CONTROL 


BALL BEARINGS THROUGHOUT 


GUARANTEED I YEAR 


OA—11/55 


41342" 


SPIRIT DUPLICATOR 





COUNTER $10.00 EXTRA 


Look at today’s best buy in spirit dupli- 
cators! The new BDC brings you every 
important feature —including an auto- 
matic feed—for less than you would 
expect to pay for hand fed equipment. 


Cam operated, the BDC Spirit Duplica- 
tor will give years of service-free per- 
formance. Compare the superb design 
by Burton Tysinger, check the outstand- 
ing technical features, and write for 
dealer information today. Bohn Dupli- 
cator Corp., 444 4th Avenue, New York 
16, New York. 











ELECTRONIC 
BOOKKEEPING MACHINE 
National Cash Register Co. 
Dayton 9, Ohio 

An electronic bookkeeping ma 
chine for banks has been de 
veloped by NCR which, the firr 
states, will make possible the 
automatic pickup of old account 
balances on conventional bank 
forms. Called the Postronic, the 
machine electronically verifies th 
proper depositor account sele 
tion, picks up and verifies the old 
account balance, decides if there 
is an overdraft, aligns 
counting form to the next posit 
and stores the data necessary { 
the next deposit or withdrawe 


the a 


(For more information write man- 
ufacturer, or circle No. 33 on in- 
quiry card). 


Pittsfield, 
Company ha 

ot IE 
+ de 5) 
im. Ducks a 
; Box 
12 





inquiry card). 


ADDING MACHINE-CASH 
REGISTER 


= 





Victor Adding Machine Co. 
3900 N. Rockwell St. 
Chicago 18, Ill. 
A combination 
and cash register 
offered by the company for 
and medium retail stores 
The “Duomatic" 
sales with added and printed 
dividual amounts as well as tota 
on tape along with designat 
of clerk or department. It add 
charge purchases and other m 
cellaneous adding work withc 
disturbing the cash total 
can be receipted at the end 
the day by a turn of a key. Price 
for the electric unit is $375. (Fo 
more information write manufac- 
turer, or circle No. 25 on inquiry 
card), 


adding mac 


now beir 


Lamizad 


features 


wh 


Use INQUIRY CARD (inside 
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WRITING PAPER 
Eaton Paper Corp. 

75 S$. Church St. 
Mass. 


velope + $l 
more information write 
facturer or circle No. 





NEW 
READING EASEL 


Rt. 3, Box 455 
Antioch, Ill. 


Prices 
(For more 


ranae tror 


Endolane Enterprises 


constructed 


mperea presd- 


adjustments. 
transparent 
and is 


type meta 


Reading 

Mas 
wood, and features 
eaadin 
Eact 3 2 
plastic page holders 


$3.50 to $8 


information write 





PRODUCTS continued 


+ 


three 


vered. 


manufacturer, or circle No. 29 


on Inquiry Card). 


CLEANER 


Clipper Products Co. 


Chicago 13, Ill. 


3223 N. Sheffield Ave. New cleaning compound is of- 
tered b the mpany for 
ind eatheret and plas- 
tics A eather nt pink 

arketed e-half 

n ana aims it 
act ss preservative as well as 
Said not to harm deli- 
ca rrace f rast Cc lor 
coatings. Retails at $1.49. (For 


manu- 


27 on 


TAPE DISPENSER 


Permacel Tape Corp. 
New Brunswick, N.J. 


pany na 


ynt cuttina. A nits have 
ruboetr pad r C TTor 
(For more information write 
manufacturer, or circle No. 26 
on inquiry card). 





ADJUSTABLE LAMP 
Faries Lamp Division 
Elwood, Ind. 


New adjustable fluorescent 
amps offered by mpany Teature gnr 
1 sna wi per pwara 
3 cut adown 2strain 
tc at 3d 0W ta dratting 
board ame tend fear s minimum 12 
nches to a maximum 37 inches. Each 
hade has x in the tor (For 


more information write manufacturer, or 
circle No. 13 on inquiry card). 





"| more information write manu- 
facturer, or circle No. 30 on 
. inquiry card). 


SORTING AID 





Lee Products Co. 
2736 Lyndale Ave., South 
Minneapolis, Minn. 


Sortkwi kK s new produ 1 TO 
aid persons handling ad rting papers 
yr currency. A hyar f preparation 
resembling gelatin in appearance 
applied Dy adrawing tTnumbd and 
tinger acr me marerial, Frirn aims 
one app aT nandie rae juantity 
f paper and can be quickly refre hed 
as needed. C ntaine 310 ast 


lie netthe (For 
more information write manufacturer, or 
circle No. 12 on inquiry card). 


tour mont? ir ~ 





Back Cover) or Write Direct to Manufacturers 
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idjustable 


Gentifically-de 
§ve and imp 
aber cushion 
seat have 
ball-bearing 
DuPont's far 
ck or peel, |, 
y and wine. 


NE 


















DOLE’S Seer fer. 


vROP LEAF TABLE® 42 


You'll use it 

a dozen different 
ways for 
home or office 








for STUDENTS 













chair, No. 2815 


$9995 


“Steno” Drop Leaf table, No. 759 


$1995 





This table for $120 
with every “Steno” chair ordered! 








idjustable Posture Chair Sturdy, Steel Drop-Leaf Table 

Bentifically-designed to eliminate office fa- Use it as a salesman’s desk where space is scarce. Ideal 
gve and improve efficiency. Buoyant foam for the student in the family. Makes homework more attrac- 
ibber cushion seat 16 x 13%". Both chair tive. Use it as a typewriter table. Also handy in the kitchen. 
Bc seat have adjustable controls. Smooth roll- Drawer for supplies and shelf for books, Rolls smoothly on 
B Sall-bearing casters. Beautifully upholstered four casters. Roomier than most tables, opens up to 39” x 
DuPont's famous Fabrilite. Will not stain, 17’. Typewriter desk height. Because of the heavy gauge 
Pck or peel. In your choice of brown, green, steel and strong piano hinges it will last a lifetime. Green 
Hy and wine No. 2815 $29.95 or gray baked enamel finish No. 759 $10.95 


for the KITCHEN 






FOR OUR LATEST CATALOG 





COLE street Equipment CO., INC. 


NEW YORK 285 MADISON AVENUE » CANADA 






Top quality “RECORD-CARD” files 
at rock bottom prices... 






WAL 


and other records. Full suspension letter size drawers glide smoothly on ball beat. 


These units are convenient for those desiring a combination file for both index 





signed 
rollers. Made of heavy gauge steel. Olive green or Cole gray baked enamel fing iden f 


doubly p 
< DESK HEIGHT fion). Mo 
Contains one letter size drawer, two drawers for 3x5 OF full suspe 


cards (7200 cap.) also for cancelled checks, plus a sliding ge 
1434” wide, desk high, 24” deep. Olive gre 


No. 321 43% 


Available with plunger type lock that automatically locks all dra 
No. 321PL y 
+e ontoins t 


Safety vai 


COD 






COUNTER HEIGHT > 






































Contains three letter size drawers plus two Contains two letter size drawers plus two 
drawers for 3x5 or 4x6 cards (8000 capac- drawers for 3x5 or 4x6 cards (8000 capac- 
ity). 1434” wide, 52%"’ high, 2658’ deep. ity). 14%” wide, 40” high, 26%” deep. 
$6950 $549 
No. 323 7. wt. 135 Ik No. 322 g. wt 
With plunger type lock that automatically locks With plunger type lock that automatically locks 
all drawers No. 323PL $72.50 all drawers No. 322PL $63.95 
Cs 
RECORD-CARD File = 
9 double drawers will house 3x5 3 
or 4x6 cards (36,000 capacity). - ‘ 
14%” wide, 52%” high, 2656” Pos” ’ 
deep. Green or gray CHECK-DRAFT File 
No. 1234 $77.25 Lait ? 9 drawers will house records up 
=. to 102” wide x 414” high. Cabi- 
COUNTER-HEIGHT = net size: 1234” wide, 524” high, 
Same as above but with 6 double a, 265%" deep. Green or gray. 
drawers for 3 x 5 or 4x 6 cards No. 1209 $73.95 
24,000 cap.). 145%” w., 40” h., = 
2658" d No. 1244 $69.50 —- With plunger type lock that auto- 
= matically locks all drawers. 
Above files with plunger-type lock : A No. 1209PL.. $83.95 
that automatically locks all Ris 6X: 
drawers $10.00 add'l. 





METAL TABBED 





GUIDES 
Celluloid windows, 
AtoZ removable inserts. 
INDEX GUIDES 4 tab or V2 tab. 
102" x 4%". 
Price per set 
Size Pressboard Celluloid Tip 5 per set 
3x5 index guides $ .40 $1.20 225 AtoZ 25 division $ 3.85 
4x6 index guides 55 1.60 240 AtoZ 40 division 6.50 
5x8 index guides 1.15 2.40 280 AtoZ 80 division 11.50 
6x9 index guides 1.50 2.95 410BL Blank Tabbed Guides per 100— 12.50 


COLE steer EQUIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE « CANADA {50502550 Sister toronto. 





afeguatd you 


VALUAB LES and VITAL PAPERS eeeeeee ff 


‘Designed to safeguard your important papers and other valuables. 
Midden from view and away from prying eyes is a secret vault, 
doubly protected by a 4” dial lock (only you know the combina- 
fion). More secure than the ordinary lock and key. Equipped with 
‘full suspension ball bearing letter size drawers. Heavy gauge steel. 


Dlive green or Cole gray baked enamel finish. 


: COUNTER HEIGHT> 


53 : 

Contains two letter size drawers plus 
safety vault 14% wide, 40” high, 
265s" deep 


No. 2003D $950 7. wt. 98 Ib 


ith additional plunger type lock that locks 
il drawers No. 2003DL $68.50 


DESK HEIGHT 


ontains one letter size drawer plus 
pfety vault. Desk high, 1434” wide, 
4” deep. 


No. 2002D 49° 


ith additional lock for bottom drawer, . 


jo. 2002DL $54.25 Contains three full size letter file drawers plus the 


safety vault. 14%" wide, 524%" high, 26%” deep. 


$64°° 
No. 2004D Shpg. wt. 124 Ibs. 


With additional plunger type lock that locks all drawers. 
No. 2004DL $74.50 


ut Mohogany or Knotty Pine finish ot $12.50 add'l 


! 

€$ “DESK-SIDE”’’ CABINET 
Features a safety compartment with lock and key for 
storing important documents, books, confidential rec- 
ords, etc. Lower half contains a letter size “Air-Flo”’ 
file drawer equipped with a double suspension cradle 
for smooth, quiet operation. Will accommodate hang- 
ing or regular folders. Heavy steel, green or gray. 
Desk high, 1434 wide, 2856” deep. 

A to Z FILE GUIDES 

Regulation letter and legal size, will fit letter $499 

ize drawers in above cabinets and all other No. 5002 

er or legal size drawers. Shipping weight 82 Ibs 


Price per set 
letter legal 
size size Also available in 
Pressboard $1.95 $2.75 Grained Walnut, Mahogany or Knotty Pine finish 
012C Celluloid Tipped 2.75 3.25 at $9.00 additional. 
1012MT With Metal Tabs 3.95 4.95 


SEND FOR OUR LATEST CATALOG 


COLE sree equipment Co., INC. | 


NEW YORK 285 madison Avenue » CANADA 











wrong way right way transfer to Pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 










SANITARY BASES 
for all size files $360 









..- for less active files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 
They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will H 


LETTER SIZE $370 last a lifetime. 


ey ronto 
CHECK size 9250 
Prices slightly b 5 ‘ = To RAG gE ae | i E g 


Colorado, Wes! 


FOLLOW 
BLOCKS 
90¢ ADDITIONAL 

Made for any size file 
















+ ape 














and outside of 


PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 


CANADA: ¢ i ST., TORONT 








J 





easy 
money 


this Xmas with Royal’s complete portable line 








Royal Portable is the most wanted portable on the market. 


And now, right in time for the Christmas season, your 
customers can have a Royal Portable to satisfy every need. 


Royal’s complete line is being promoted by the greatest 
magazine campaign in portable history . . . LIFE, SATURDAY 
EVENING POST, THIS WEEK and Scholastic Roto. 


If you do not have the point of sale material and other 
dealer aids for this great Christmas promotion, get in touch 
with your Royal Portable Representative right away. 


Let easy money come your way this Christmas. Tie in 
with the greatest promotion in Royal Portable history. 


RUYAL portable electric + standard + Roytype" business supplies 


Royal Typewriter Company, Division of Royal McBee Corporation. 
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THE 





HOLUEOURUAOROOO OOOO GUARNCHOOOODORNOORONOENED 





VODEOEDOOADUROROOONOODODODEOOEOROALEONOOND 





DOUNUEONOOCURAEOREOANOEDOOROEEEE 


no. $-425-A 








Revolving, Tilting, Swivel ARM CHAIR 


PA sonenenceunnguans CODECDREARAGOOGEEAAODADDAEOEOE ONG REEeac tien tieeieiene COUUHOEOONOODRO RODE EENE 


CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 

Genuine foam rubber cushioning throughout. 

Gracefully styled. 

Upholstering is available in a wide variety of materials and 
colors. 





Beauty 


: @ Materials can be furnished in any desired combination. 
: © A beautiful product by expert craftsmen. 
5 SPECIFICATIONS 
Fi Comfort 5438 
tneheat for : SS aaah anaad See ead Os ed ae eee 331" to 3612" 
'Z : SS sic. clawed wed a worse aes dee aa Wa ae ewe 17” to 20” 
conomy 5 NIE cu Sonn a Bal sldinid win eiaca dein etlnie Riv aus wkwwee 19” 
: re eM oe tee 18” 
D bili : IE oR heel 212 35 is is bddanssecees seueel 17” 
urabl ity : ES OO LIO OES OTT EE NP OEE TEE IES 131.” 
: CEE Vcd 6s cs ocedns one scabies see senen 19” 
: i i we owen dt wien nee ogee se eeeandabs be daeee 26” 
: NS ss cna iaWeaebeniimel 38 Ibs. 
: I ee oillvsn es chenedebacsedetsadeak 47 Ibs. 





SEUUEEOOUDEOOEEGEGQCUULEGOLERGGEEEOUCEELENEOOGHODLESOOTOOUTEREEEEOOUUDEREROOUEROEEEROEEEOUREOCEERECEEOCOCEESOCEOOUERGOEROAUERUEEGOOEEOGUELODEOGOREGOOEROOEDSROROCEE DEER DEROEIOMM 


America’s Standard of Business Seating 


DISTRIBUTORS 


METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
AETNA SAFE CO., 46 W. 29th St., N. Y. 


ALUMINUM SEATING £ ‘con sare a rquiPumer CASEEN oy DISTRIBUTOR ne ve 


17 S. CHERRY STREET * AKRON 8,QHIO WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna &t., San Francisco, Calif. 


WAREHOUSES: Los Angeles, San Francisco, Seattle 
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Os 


INVINCIBLE 2&s«s 


ser the pace for Mare Sales... Brgger Potts 

















Wore Sates with Business-Engineered features 


You can count on Invincible’s advanced design and construction features 
to help you clinch more desk sales. Features like adjustable, non-rust 
glides that level the desk on uneven floors and permit height adjustments 
... progressive ball-bearing, cradle-type suspension for the letter drawers 
that open and close at a finger’s touch, nylon glides on all storage and lap 
drawers . . . super-rigid reinforcing for exceptionally strong, long-lived 
construction ... new attractive hardware .. . and many, many more. Yes, 
every Invincible desk is packed with plenty of “buy appeal!” 





CALCULATING MACHINE DESK. Machine 


Siager Profite from “only -through-dealer’’ sales cut out may be placed either right 


- or left side of top. May be used as 

Under this sales policy, we sell only to you — there are no a typewriter desk. 
company-owned branches or retail outlets to take custom- 
ers away from you. What’s more, Invincible desks are pre- 
sold in a dramatic nation-wide advertising program . 
with all inquiries directed to you. 

So — display, stock and sell Invincible metal desks. See 
how this “business-engineered” line means more sales, 
more profits for you. Write today for details. 


INVINCIBLE 


Office equipment for better business living 
INVINCIBLE METAL FURNITURE COMPANY © Manitowoc, Wisconsin 


Lif In Coneda: A. R. DAVEY COMPANY LIMITED, Factory Representative 
175 Bedford Road, Toronte 5, Canada 






NEWEST OF THE NEW! Invincible’s ex- 
clusive concealed safe unit is now 
available in Modernaire Desks. 
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TYPEWRITER 


Underwood Corp. 
One Park Avenue 
New York 16, N.Y. 


NEW PRODUCTS continued 


TV TELLER UNIT 
Mosler Safe Co. 
320 Fifth Ave. 
New York 1, N. Y. 





A ed lit telev + cur- 

arn 

| the 

é 1 the 

M V th de 

{ bank } 

Two new portable typewriter beer records and st sive a teller direct con 

introduced by the firm. Tt wW tact witt ynature nt ind the 

here is the Deluxe Quiet Tat 1 tI ‘ kkeepina department. The ssh box 

other is the Universal. Suntar j f se ut stically when the teller 

per two-tone color styling and extend teps away, and a ranae of alarn ffers 

paper support are teature t [ protection against holdut The unit has 

luxe model. Both offer keyset tabula » 17-in RCA receiver ir (For 

tion; single, double and trit ng more information write Brat carr, or 
see-set margins, automat bk circle No. 32 on inquiry card). 


verse, push-in vertente ne sf BUSINESS FURNITURE 
anced gorse sei — ee Hamilton Mfg. Corp., 
lease key that cont: nargit TYPEWRITER RIBBON Columbus, Ind. 

(For more information write manufac: Leedall Products Mfg. Co. 
turer, or circle No. I! on inquiry card). 23 N. Main St. 


Milltown, N.J. 


mn 


DRAFTING TABLE eg te ne eg ae 


Stacor Equipment Co. races - aS ~ 
768-778 E. New York Ave. , ' ee tS 
Brooklyn 3, N.Y. ae Oe eRe is “ 


(Fer more leiaiation write manu- 
facturer, or circle No. 28 on inquiry card). 


SALES RECORDER 


Remington Rand 

Division of Sperry Rand Corp. 
315 Fourth Ave. 

New York 10, N.Y. 


h 





yew electror r T T 1/e ] € siled 
S w + 
New feature incorporated St é be marketed Dy mpany. Device 10 fT istratea are Tne sota N 
of drafting table: » three-r pt provide R $ mal hair N 
electrical outlet. The three-wa tlet reta sles tra tions, « tina hand >| -R botton the new fine 
designed to a mmodaate written ule f ana f ing printed rt é Turnitu Twelve ba 
and pencil sharpener Ss a ecord of transaction as we 1s @ punched n 
over a single outlet. (For more informa tape f } nd ts , ai « seh j n flexible 
tion write manufacturer, or circle No. purpose (For t more (o seatoe ate ane manu- L j f tempered steel perma 
34 on inquiry card). facturer, or circle No. 21 on inquiry card). ked into frame. Feature 


ADDING MACHINE | bity J Bags . prote ae 


j } } } ana 4 

Johnson Adding Machine NUMBERING MACHINE rtment of smart uph 
Co. Wm. A. Force & Co., Inc. t tabi t snd th 
P.O. Box 3976 216 Nichols Ave. (For more information write man- 
North Hollywood, Calif. Brooklyn 8, N.Y. ufacturer or circle No. 23 on in- 
Company is offering - quiry card). 
machine which will add J Force 
tract and multiply wit! af ; 
column listing capac d Te) 
| l-column total. Feat dexir 
are electrified for speed ver 
company claims i { * 

A 1 4 


operator can work. 
keys move forward, th: 





under the paper Jigit 
that _ ng is performed in. t$&wlwll—————————C'(<;*é“‘é‘S indexing: srr’ 8 Serie’ 

an actic similar t a: t 

press. A teature yy K 2-34-36. ¢ r t the ar 
space rag T eliminat t na T three 

diget of eny giv 1 system. 
(For more information write (For more information write 
manufacturer, or circle No. manufacturer, or circle No. 10 
24 on inquiry card). on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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BORROUGHS ‘“‘42” cabinets 


Borroughs “42”s are most practical and most attractive. 
All units are 42” high—38'" wide ovtside—and avail- 
able in 12” and 18” depths. Each unit has sliding shelves 
adjustable without bolting. They are excellent valves. 










with steel sliding doors 


without doors 





4 


| 
BORROUGHS 


| “Desk-Hi’’ Cabinets 





without doors 





Borroughs ‘‘Desk-Hi’s are the 
handiest cabinets you've ever 
seen. 29” high—38'4" wide out- 
side—available in 12” and 18” 


depths—and the sliding shelf is 





Borroughs Wrap Racks are quality 
built through and through. 3 stand- 
ard sizes to hold 6, 12 or 24 coats 
and hats. 


adjustable without bolting. 





send for catalog 


nan- 


in 














— = ————— ‘ 2 aes 


Bookcases and Storage Units _ Sliding Door Storage Cabinets Library Shelving 


tae 
BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK alll KALAMAZOO, MICHIGAN 
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NOW! REMINGTON 


NATIONAL MAGAZINES ror 





FOR THE FIRST TIME IN PORTABLE TYPEWRITER HISTORY, THIS POWERFUL 


AWARD WINNING we PE 
1H 





: F 











eS 


; ‘ 1B 
1) tie a oe 
‘ 2 ies "| 





‘ 
¥. 
$ 
3 
: 
4 a 
a 
4 
¢ 

















IS CARRYING THE REMINGTON PORTABLE STORY | 


ito 29 MILLION AMERICAN HOMES 


DURING YOUR CHRISTMAS SELLING SEASON! 
WATCH FOR THESE BIG DATES: tires scca'cwo of our programs—Seprember 1! and 18 


e already seen two of our programs—September 11 and 18.) 


OA—11/55 
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Ads 
pre 
peal 
Ti 
adve 
Ever 


° 





IS USING NETWORK TV pws 


PORTABLE TYPEWRITERS 


UL COMBINATION IS USED TO BRING MORE PEOPLE INTO YOUR STORE! 







POST ===~_ ey ae . 
=a SCVCMCER: arade 


* 


Coronet 





byt SRS, 
© Tee NATIONAL 
»| GEOGRAPHIC 4 
“| MAGAZINE. 


y 10 GREAT NATIONAL MAGAZINES 


WILL REACH MORE THAN 110 MILLION READERS AT THE PEAK OF THE CHRISTMAS SELLING SEASON! 


4 Ads in these widely read national publications will help | during the month of November! Get ready NOW for 
' pre-sell Remington Portables in your own locality at the the big sales opportunities ahead! 
peak of the gift-buying season! Cash-in on this tremendous advertising campaign, 
To give you a running start in the Christmas market, tie-in now with these great magazines. 


advertisements in the Reader’s Digest and the Saturday Hemington. PRand DEALER SALES 


rt Evening Post will reach more than 48 million readers DIVISION OF SPERRY RAND CORPORATION 
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EXECUTIVE 


65 executive posture chair. Luxurious propor 
tions. Deep foam rubber cushions. Designed for 
the top man. 







CHECK THIS 
GUIDE TO 


CHAIR STYLES 


SPRING-BACK CHAIRS 


_—— 





57-S is typical of the Harter ‘‘Comfit’’ line 
that also includes saddle seat styles and models 
with tubular steel bases. 





C-1500 is a conventional style executive chair 
with a top selling record that puts it in a class 
by itself. More executives have found comfort 
in the C-1500 than in any other office chair 


94 











a. «| SALES CHAMP 


POSTURE 


66 executive posture chair. Superb Harter pos- 
ture design. Fully adjustable. Molded foam rubber 
cushions. For the alert executive. 













This is just a sampler! 
There’s a Harter Model for 
every chair need! 


Matching side chairs are avail- 
able to go with all Harter 
executive swivel arm chairs. 















RIGID BACK POSTURE CHAIRS 





E-15R, the standard by which secretarial posture 
chairs are measured, has heavy steel seat and back. 


Molded foam rubber cushions. 











22-L, Harter's newest design. Line has many mod- 
els; there’s one for every budget. Harter’s modern 
production methods make them all standout values. 


CHAIRS 





re] we 
67 executive posture chair. Fine Harter qual- 
ity. Foam rubber cushions. Actractively priced. 


CONVENTIONAL CHAIR STYLES 





wo 





700 President swivel armchair. Deep, molded 
foam rubber cushions. Choice of rich uphol- 
steries. A big chair for a big man! 


ETI 








1800B executive swivel armchair. Full Harter 
quality at surprisingly low cost! 


Hace ( 


STEEL CHAIRS . 





For information write 
HARTER CORPORATION 
1125 Prairie Street, Sturgis, Michigan 
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What has an assembly line 
to do with dealer profits? 


Plenty. Because profits, like filing cabinets, 
are manufactured. 


Your profit results from offering your market 
quality metal office furniture, at a fair price. Both 
factors are important to bring-about profits. But 
you have to start with quality. 


And where better to start quality control 
than in parts production and on the assembly 
line. Here, men experienced-over-the-years make 
sure that only parts and construction that pass 
the rigid tests of Peerless quality become a part 
of the product you sell. 


Peerless has manufactured both quality and 
dealer profits for a quarter century. This is an 
important part of the Peerless Franchise... a 
franchise you should investigate when you think 
of profits. Why not act today. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
New York « Chicago « Dallas « Los Angeles 


a 
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OFFICE DIVAN 

Grand Rapids Leather Furniture Co. 
Grand Rapids, Mich. 

New Hollywood divan introduced by 


company stands on brass legs and has 
double-thickness plastic fibrecane arm 
with plywood between thicknesse 

back bolsters are tapered and ipported 
by wrought iron back supp A : 
ers are equipped with zipper (For 


more information write manufacturer, 
or circle No. 36 on inquiry card). 








RUBBER BANDS 
Alliance Rubber Co. 

Hot Springs, Ark. 
Company has_ introduc 
quarter-pound "new 
package of rubber band 
the convenience iser 
has perforated dispen 
opening on top rather than 
the bottom as on older 
tainers, (For more information 
write manufacturer, or circle 
No. 38 on inquiry card). 


ee 


SMOKER 
Whirl-O-Matic, Inc. 
350 Fifth Ave. 
New York 1, N. Y. 
New member ha 
been added 
company 

smokers which cor 
bines wood an 
meta 4 fs ih 
both a traditiona 
Or modern i 
decor. Available 
walnut with white 
blonde birch wit 
itt. ead Atdjran 
oak with white, a 
with brass trim. (For 
more information 
write manufacturer, 
or circle No. 3! on 
inquiry card). 





PENCIL 


Waterman Pen Co., Inc. 
Seymour, Conn. 


ne Convertible a new 
artriage-tilied per tThnaT 
Tluid lead and goes as 


} mpanion ft the Water 
nen C/E pen. Hes i on 
eraser. (For more information 
write manufacturer, or circle 
No. 39 on inquiry card.) 


CLIPBOARD 





Speed Sales Corp. 
1422 Washington St. 
Manitowoc, Wis. 


r T r n ry 
ara ha r u 

an and 4a c ast 
+ wing c aTTracneda 
€ note Tak 

5 techn 
tudent nd cx 
ra B ang 


re Tracnabdle Tor use 3 

plain clipboard. Company 

ay tT can remain strapped ft 
while per r walking 


ttir rn) + of r 


ve 


(For more information write 
manufacturer, or circle No. 


22 on inquiry card). 


MACHINE STAND 
Tiffany Stand Co. 
7350 Forsyth St. 


Tiffan recently announced 
dition new 8000 serie 
machine stands + + St 
feature f tT peda operat 
aster retrac device w 
Ne T ed, Quaére 
that cea = y 
quare ft ; stee egs 
inded rners, and heavy 


ngs covering casters. (For more 
information write manufacturer or 
circle No. 35 on inquiry card). 





——— NEW PRODUCTS continued 








TYPEWRITER TABLE 
Stempel Mfg. Co. 
2830 Roberta St. 
Dallas 16, Tex. 


Two series of typewriter tables, which the 
company states are constructed to resist 
the vibration f electric typewriters and to 
withstand the unusually hard usage f 
students in school or at home, are offered 


this fall. Available wit id hardwood 
drawer and work shelf. (For more informa- 
tion write manufacturer, or circle No. 15 on 
inquiry card), 


ISLAND UNIT 
Reflector-Hardware Corp. 
2235 S$. Western Ave. 
Chicago &, Ill, 


New island unit offered by company 
provide es presentation of 
merchandise in self service operation. 
Heavy metal shelves are designed to 
hold heavy office machines, and they 
are moveable at one-inch intervals, up 


or down, tor versatility. Unit comes com- 
plete with departmental sign and all 
parts at $117.50, net. (For more informa- 
tion write manufacturer, or circle No. 
37 on inquiry card). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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This 
| chair introduced at the 
| NSOEA show last month. 
| It is No. 1885-G with the 

fiber glass base and No. 
| 1885 with the stream- 
lined steel base. 


is the new 


— 


i 


For the working executive here is a chair 
that is scientifically correct. And it’s 
wonderfully comfortable too, as a really 
fine chair should be. The back, a full 

5% “ thick, is honestly cushioned with a 
cored foam rubber pad over springs. The 
roomy seat too is real luxury: foam 


rubber over deep coil springs. 


Equipped with STURGI-TILT CONTROL 
the back of the seat lowers with the 
backward motion of the back; wonderfully 
relaxing, yet your feet stay on the floor 


maintaining good posture. 


a A man is half sold the minute he sits POSTURE CHAIRS 


No. in this chair. Let him try it for a day or two 
, Manufactured in Sturgis, Michigan and Charleston, Sovth Carolina 
and he will be ready to buy. Check your THE STURGIS POSTURE CHAIR COMPANY + STURGIS, MICHIGAN 


price list and order samples today. General Sales Offices + 154 East Erie Street + Chicago 11, Minos 
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SMEAD'S 
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BANDLESS 
ENVELOPE 





































































Ad 





VERTICAL 
FILE POCKET 








POSTING MACHINE 
GUIDES 


























Seed le 


SY)SJON) index 





A CONTAINER TO ACCOMMODATE 
EVERY BANK RECORD 


\ OY  WoWvipg 
\ ——— N Vay 
ae \ ¢ =arscELLANEOUS AME FOLDEe 
‘ FOLDER | 





INDEXES FOR FILING AND 


CLASSIFYING ALL BANK RECORDS 





























THE SMEAD 
CASEBINDER 








DEALERS—bring these items to the attention of your bank customers. 


THE Smead MANUFACTURING CO.,INC.-HASTINGS, MINNESOTA 























— 
VERTICAL 
FILE FOLDER 








ALPHABETICAL 
AND MONTHLY FOLDER 





CHECK 
FILE GUIDES 
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; Famous Digo 


TICONDEROGA 


The finest 
family 

d in all 

|| pencil-dom , 


h é 























Dixon TICONDEROGA — For genera- colors mixes perfectly with water, pro- 
tions, the favorite of executive, secretary, ducing a smooth, professional finish. 
- a CVOrYORS WHO COMERS ae ES Oe a lees ae 
bold, broad strokes. A favorite among 
Dixon THINEX — Slim and strong, in a architects, engineers and artists. 
wide choice of colors. Particularly good : . 
iy for bookkeeping and fine color work. Dixon ENDURO — Movable mouthpiece 
takes any size pencil and sharpens it 
" Dixon ANADEL—Each of its assorted quickly, smoothly, easily. 





Thinex, Anadel, and ‘‘Best'’ are packed in a 


variety of assortment boxes. 


Every Dixon pencil is made of the very best woods, 
clays, waxes and graphites — and exclusive 
LEADFAST® construction insures perfect points 


every time. 


Stock the full family of TICONDEROGA and company. 
You'll find them nice to be with. . . your customers 

will find them too nice to be without. 

Order them today. 


Pencil Sales Division 98-J-11 


A THE JOSEPH DIXON CRUCIBLE COMPANY 
_ Jersey City 3, N. J. 
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NEW for you from Underwood Corporation— 


EXCLUSIVE 
SELF-SERVICE 
RIBBON 

DISPENSER! 





“\\heel 


a 


— 


TUTTI TTT |. . 





rr t rc Udder 


Ne ore ae ae 


\ Ss 





The modern trend in retail merchandising ts Underwood Corporation’s new self-service rib- 


SELF-SERVICE. Now Underwood Corporation bon dispenser stocks and displays a full gross of 


offers vou the verv latest in a self-service method assorted ribbons. It is finished in bright red and 


of selling typewriter and adding machine ribbons! yellow and shining chrome. Attracts customers 
It’s Underwood’s exclusive new self-service from all over your store! 
Call vour Underwood Office, or write Underwood 


ribbon dispenser! It puts your products 
S-1, One Park Avenue, 


front, an ever present “silent salesman” that offers Corporation, Dept. 


New York 16, N. Y. 


your complete line of ribbons “over the counter.’ 


SUPPLY DIVISION 
UNDERWOOD CORPORATION 
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* rice y€ ne a ae rated for Art Meta by W. H Prentice, inc., Buffalo, New York 


Designed for function... styled for color 


With Art Metal equipment- styled for color—your 
office will be handsome indeed . .. but above all, 
functioning to eliminate waste motion and reduce 


fatigue. Desks, credenza units and tables, smartly 


styled and engineered to bring top efficiency to 
every “office work station.” Aluminum ofhce chairs 
combining durable construction, attractive cover- 


ings, and correct posture seating. Filing equipment 
for every type of office record. El-Unit modular 


rtised to bring you 
proiitable SALES 


©1955 A. M. C. CO. 
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offices, the outstanding new Art Metal develop- 
ment that gives more room per worker, yet puts 
more workers in the same floor area. 

When you plan to move, expand or re-arrange 
your offices, plan first to take advantage of Art 
Metal's comprehensive planning service. Consult 
the “Yellow Pages” for your local representative 
or write Art Metal Construction Company, James- 
town 8, New York. 


Since 1888 
the halimark 
of the finest 
in office 
equipment 
and systems 


mh 


/ 
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FREDERICK POST CO., 3650 
N. Avondale Ave., Gileage 18 


Wh—A 


ter (Inquiry Card 
No, 124) 





MILWAUKEE CHAIR CO. 3022 W. 
Center St., Milwaukee 45, Wisc.— 
pany has released trated t 
No. 63, for use by dealer 
Furniture is displayed in ttir 
individually. (Inquiry Card No. 106) 





WATERMAN PEN COo., Seymour, Conn. 


omen A\ pie window a 
n sabdie fT deadlier 
ze uT-awa 
G pa 
ew + ir nstru 


r counter display. (In- 


quiry Card No. 113) 





WASSELL ORGANIZATION, INC., 103 
Silvane Road, Nes agg 9, Conn—Cor m- 


pany ha ’ ustrat 
anda de ric } T new ‘ é rie. Bo. K- 
et ws | eaquioment ur mo ates 
nv | Called 
Book res and 


artoon (Inquiry Card No. 105) : 


PRIOR STATIONERY CORP. 374 Broad- 


~~. a York, N. Y. S be available 
2772 -nace +a } ntain 
J 
a na 
8 c K >| T A 
dick, Kalamazoo, Mich.—N, VW 3L-f aT St. eee | ‘19. MA aVaIaDl€ mporta 
log published by firm on its Unitized Fles . | wid aan Theas wal dak lean ae 
Steel Shelving line. De ash name on t (Inquiry Card No. 109) 
struction and _ installation 1 epg a 
units illustrated. Inform sot vege $5.0 Th, 
layouts included. Shemivg Card No. 104) dl elias ha see 


(Inquiry Card No. 122). 


JOHN D. BRUSH & CO., INC., 545 
West Ave., Rochester |!, N.Y.—Ney 
trated broadside lists variet 
available without charge t¢ 
ing the line. Shown are f 
newspaper mats, window 
ing pieces. Hint n 
offered. (Inquiry Card No. 101) 


PELOUZE MFG. CO., 1218 


Chicago Ave., Evanston, Ill.— 


es 





quiry Card No “1at) 


ROBERTS NUMBERING MACHINE CO., 
700 Jamaica Ave., Brooklyn 8, N.Y.—Cash 


ponus rry 
numbering nes. Bonus of 5% will be 
paid d 

dealer { the taq 7 the manufac 
turer ¢ De filled it with model and 
erial numt Jed. (Inquiry Card No. 
110) 


BUDLEW PRODUCTS CO. 3535 W. Cort- 


tend, Penge wit 47, Wl—t and de 

T Tar ve 
now e 
ever 2] n ~ 
k a apie 
an nv which 
emind eason 
hb Pr 


; (Inquiry Card No. 112) 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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whatever the job... 


ELF-STICKING 


PERMACEL 








omplete line, there's a self-sticking tape for every job write Permacel Tape 
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Tare 


Corporation, New Brunswick, N. J 


a Gohmron«fohmon company 





available! 
the distinctive styling of 


Al A) RTE RR 


with the amazing durability of 


lel 


Nvlo-Saran 


THE ONLY 100% NYLON-AND-SARAN FABRIC 





Vin eee, +) ro \e” 












A Harter Chair keeps the best 
company. And the best company a 
chair can keep today is BOLTA- 
FLEX NYLO-SARAN .. . one of 
the most exciting upholstery fab- 
rics ever designed for office 
furniture. 


Harter covers its distinctive furni- 
ture with BOLTAFLEX NYLO-SARAN 
because this remarkable new fab- 
ric delivers that rare combination 
of luxurious beauty and rugged 
durability. NYLO-SARAN blends the 
finest qualities of two of the most 
outstanding fibres ever to come 
out of a test tube: the strength, 
wear-resistance and sure-fire sales 


Harter’s No. 
66 Executive 
Posture Chair 





covered with the appeal of NYLON .. . the abra- 4 
rich Tiffany pattern of sion-resistance, the washability rc 
Boltaflex Nylo-Saran. and remarkable stain resistance of © 
Features foam rubber BOLTAFLEX-SARAN. That's why - 
cushioned seat, BOLTAFLEX NYLO-SARAN_ means Lo 
arms and back; more volume sales for you! r 
exclusive one- c 
piece formed s. 
sheet steel ba 
base and ae 
baked enamel L 
finish. By ; N 
Harter Corp., i. A e 
aa. SALES OFFICES: Chicago, 747 American Furniture — 
ichigan Mart; Cleveland, Ohio, 7306 Wade Park Ave; — 
Miami, Fla., 113 N. East 9th St., Philadelphia, 405 — 
Vine St.; Los Angeles, 1601 So. Compton Ave.; PRODUCT — 
San Francisco, 498 Alabama Ave.; Portland, Ore- — 
gon, 11945 S. W. Douglas St. (Beaverton); Salt VIRGINIA = 
Lake City, Utah, 525 W. First South; Phoenix, -@ 
Arizona, 1249 W. Pepper Place (Mesa); New York, FIBRE CORP. = 
45 West 34th St.; Buffalo, N. Y., 1200 Niagara St.; 
Jamestown, N. Y., 929 Monroe St.; Denver, Colo- GENERAL OFFICES : y} 
rado, 3076 Ames St. Represented throughout 625 Ward St., High Point, N. C. = 
Canada by A. B. Caya, lLtd., Kitchener, Ont FACTORY: Petersburg, Va. "File 
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' Number 
MA of files 
avontity i. RIPTION | 
== cy ———4— 
3 Compts 2 
Compt 3 
Drowers 3 
+ ~ 
4 
+ - 
2 Drawers 3 
i } 
3 
I a os 
a 
~ ——————- 
| 3 
7 ~ 
T ~ 
3 Rows 3 
a — 
wa 8 b i 
es billed ecognized deolers. Minimum or¢ 
j 
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DEALERS: 


Fill in this convenient Order form... 


for a letter file! 


orton 


| 
eiviel|e)|alw|@ 
~ 
w 
@ 


}—| al @lo 


Ft 





DIMENSIONS 


T 
nside Drawer | ' 
Height T Lenoth | Width 


a es 
| 23% 


+ + 


| 
| 
| 


o 
oe) 
o 


23% 


for less then 12 files odd 10% 


YORK SAFE & LOCK 


2000 Mulberry Rd., S.E. © Canton 2, Ohio 


For Price . . 






when it comes 
to Dollars and 


SENSE... 
YOU CAN’T BEAT 


York TRANSFER FILES 


For Quality ... York files are unsurpassed for sturdiness, dura- 
bility and ease of operation. They can be stacked ceiling high, 
because files lock automatically against “tipping.” 


Astonishingly new low prices attract over-the- 


counter as well as volume buyers. York steel files often cost 
less than cardboard and save up to 50% in space! 


For Sales Appeal ... You can’t offer customers better facilities 
for orderly as well as economical filing than these provided 
by York steel transfer files. 


For Profit ... Margin is tops. Turnover is rapid. We back you 
with immediate deliveries from warehouse stock. Place your 
sample order today. 


and MAIL TODAY to: 


TT 
| 
4 
4 


Length | 
nate 


+ 


24 
24 


® 
24 


*Sug 


gested | 


Reta! 
Prices 


$6.55 


+ 
5.10 


- 


aoe 
t 


+ 


i 


6.35 


4 


| 
; 


4.50 | 


4 


6.80 | 


) Ene 
4.90 
——} 


— +0 


4.70 | 
5.00 


6.10 


5.35 


6.95 


Bie . 
i 7.50 


j 


York Safe & Lock 
2000 Mulberry Rd., 5. E 
Canton 2, Ohio 


[] Please ship sample order via 





[] Please send descriptive literature 











Individual Title 
Firm 

Street 

City Zone — State 
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leading desk manufacturers 
sell desks equipped with 


Oxford PENI)AFLEX" 


A typical Pendaflex ® 
installation in 

the distinguished 
contemporary 
Document Suite 

by 

The Leopold Company, 
Burlington, Iowa 





It’s getting so you can’t open a deep desk 
drawer and not find Pendaflex. And 


rightfully so! Pendaflex adds value to a desk. 
Oxfo (1, Pendaflex is work-conserving—20% faster 


filing by actual test. Pendaflex reduces 





7 filing motions to 3. Pendaflex adds to 


® 
PEN) AFLEX the desk owner’s sense of pride in having the 


best in appearance and service. 


best. by field test! No wonder more and more desk 


manufacturers have found it wise to 





equip their lines with Pendaflex— 
installed at the factory. 








OXFORD FILING SUPPLY COMPANY, INC. 


Clinton Road, Garden City, N. Y. 214 Tyler Street, St. Louis 6, Mo. 
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e Key men in companies throughout the country 
) have given Lyon five times more first choice votes 
than any other steel equipment manufacturer! And 
more than the next thirteen combined! 
Those are the findings of a nationally known 
research organization that asked executives in 5,000 
companies this question: 
“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?” 
Your nearest Lyon Dealer offers the world’s most 
diversified and most preferred line of quality steel 
equipment. (A few are shown below.) Equally im- 
portant, he can show you how to get the most out 
of steel equipment in time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 1128 Monroe Ave., Avrora, Ill. 
Factories in Aurora, Ill. and York, Pa. 





























® 

STEEL EQUIPMENT 
| : 
: 

3 vat ho ~ 
: - . 
ee + | , , 
= 
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ALL-RITE PEN, INC., 241 Hudson St., 
Heckonsact, N. J.—Company has produced 


tratt Topps agispiay unif which > 
36 pen juid per 1 can be set ir 
(og + gata aden pine? itll abit —— SALES STIMULATORS continued 
national advertising smpaign., Inquir 
Card No. 123) , * 
BATES MFG. CO., Orange, N. te ae 
J.—Point-ot-sale display unit 
red by company which gives 
ustomer a choice of stapling ma 
hines at a glance. Colors are 
ed, white and blue. Package kit 


udes 2 poxes of ref I] clips as 
well as the machines. (Inquiry 
Card No. 127) 








a 


GENERAL BINDING CORP., 812 W. Bel- 
mont Ave., Chicago 14, IIl_—New graphic. 
points out design 


POLAR MFG. CO., — 27 North {3th 


St., Philadelphia 7, Pa 

leased featuring all office d by ally illustrated catalog 

company. Offered to deale features of GBC machines along with op 

be used by salesmen in selling tome erational speed and work capacity and 
dimensions. A describes features of Cer. 


lox plastic bindings and uses as well as 
covering meta se leat bindinas. Price 
lists included on stock, covers and elements, 


(Inquiry Card No. I11!) 


the back cover is designed for 
print. Fully illustrated and f 
notebook use. (Inquiry Card No. 107) 


1d 








i 

NATIONAL VULCANIZED FIBRE CO., HANSON SCALE CO., 1777 

1055 Beech Street, hy a aa 99, | Del.— Shermer Rd., Northbrook, ill.— CHICAGO LOCK CO., 2024 N. Racine | 
Illustrated data sheet has be é Counter display now available Ave., Chicago, Ill—Catalog No. 105 now 
company describing new V Co t jur which show Weighmaste available from company. Fully _ loca 
waste baskets and list pri f variou colo n a palette for custom eit metual. ole drawings ‘he og oil 
types available. (Inquiry Card No. 103) electior Ww ales displayed shows specitications f ting Lock key 
to save space. Eight scale a t shapes and k part preier Card No. 

t (Inquiry Card 108) 





No. 125) 


GEORGE F. CRAM CO., INC. 730 E| 














TOWER SUITES, INC., 1209 N. State 
Parkway, Chicago 10, IIl—New booklet Washington St., Indianapolis 7, Ind.—Com- | 
catalog available which would be useful { pany has just issued new catalog No, 65 
dealer in explaining custom-ta ed of containing 46 ustration n their globe 
designed by company. Pric« t o in and map line, many in r. (Inquiry Card | 
cluded in separate booklet. (Inquiry Card No. 102) 
No. 115). 
' 
k 
| = 
UNDERWOOD CORP., One Park Ave., : 
New York 16, N.Y.—Offers a 
bbon dispense : 
‘ Dispense finished in bright red and 
w with cr me. mM os one g tT @ 
ribbons. (Inquiry Card No. 126) 
Use INQUIRY CARD [inside Back Cover) or Write Direct to Manufacturers = 
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CELL LIBERTY S 
fact-finding Syetem 


Point-up advantages of systematic record 
storage ... it’s so easy with Liberty Storage 
Boxes. Labels are factory applied; gummed title 
strips are provided. Put the contents information, 
box serial number and “destroy” date in spaces 
provided on the label. Set up an office record 
showing everything on the label, plus storage 
room shelf number and position by section. 

System is complete ... ready 
for fast-finding of any 
record. This simple 
feature quickly sells 
prospects on Liberty. 


and get SYSTEMATIC 
GALES VOLUME! 











Sell Liberty 








... AND PROFIT —by selling a quality product thet promotes AF SS 4A 

the good will of satisfied users and builds repeat orders. DELIVERED FLAT, convenient for SPILL-PROOF PROTECTION. 
... AND PROFIT —because Liberty Storage Boxes, once sold carta, one Ginen Commtvention, tat core ne oa 
are immediately deliverable, require no servicing, are com- up in seconds. spilling ad Georgunielen. 





pletely trouble-free. 


... AND PROFIT —because your customer is sold exactly what 
he wants from the 25 stock sizes available. Boxes are packed 
fiat in carton for low shipping costs. 


... AND PROFIT — because Liberty Storage Boxes are a quick- 
selling, volume-producing line. 


DISPLAY LIBERTY BOXES PROMINENTLY . . . THEY’RE SALES- 
LEADERS, TRAFFIC-BUILDERS, REPEAT ORDER-GETTERS. cant ar UP te 4 

Send for our New Catolog ices and discounts. anyone QUALITY CONSTRUCTION of 
seine seconds. One piece scored con- highest grade, moisture-resistant, 
struction | with no loose parts serruaeted Gibve-beend. fale 
makes Liberty Boxes quick and forced at all points of strain... 
easy to put into use. with quality fittings throughout. 


°o 























; <7 (a 3 BOX COMPANY 
rs 4 " SERVING STATIONERS SINCE 1918 — 
FE "720 South Dearborn $t. 

ee Chicage 5, Illinois 
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Exclusive features 
olUTi te Mel om-r-i(-1— 














Metropolitan Savings & Loan © Installation by Clarke & Courts, Dallas, Texas 


| voy colo} io Mes ma lol- mall galhall a — 


EASY HEIGHT ADJUSTMENT * SNAGPROOF DENSIWOOD LEGS 
SMOOTH FLOWING DRAWERS 


These “Exclusives,” plus distinctive styling in selected natural 
grain wood, more than meet modern business standards. 
Leopold Extras Help Build Up Volume 


Leopold provides the tools to help you give your customers a 
complete office planning service. Ad promotion helps make 
selling easier, faster, more profitable. Write us for details. 


11 ke qp0ll warn 


BURLINGTON, IOWA 
OA-11/55 OA 








“Why not shoot for the top? Maybe you can 
get the Mosler line!” 





, eee 
o eh 
dj rr a 


% A limited number of Mosler dealerships are still available . . 
want to handle the world’s leading line of record safes and money chests. Find out, 
today, if there’s one open in your town! 


You’ll have good reason to congratulate 
yourself if you land a Mosler dealership. 
Mosler is the Jeader. The largest-selling 
safe line in the world. And that makes a 
world of difference to a dealer. It means 
Mosler safes and chests are easier to sell 
... more profitable, too! It means you’ve 
got the full weight of Mosler’s unparalleled 
national advertising behind you. Millions 
of dollars have been spent in the last five 
years making new customers for you every 
day. It means thorough Mosler training, 





Mosler "400" Series 
Record Safe. World's 
finest and most 


. for merchants who 


both in the factory and the field, for your 
salesmen . . . plenty of promotional back- 
up ... personal sales help from Mosler 
representatives. It means, in short, that 
the Jeader is behind you all the way! 


These are just a few of the reasons a 
Mosler dealership is worth shooting for. 
Why not check on it right away? Wire, 
phone, or mail the coupon below, right 
now, for further details! You’ll get an im- 
mediate reply! 


If IT'S MOSLER . . . IT'S SAFE 


modern protection — 
—"T *% Mosler Safe <<: 
oO Since 1848 


World’s largest builders of safes and bank vaults . . . Mosler built the U.S. Gold Storage Vaults 
at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 


The Mosler Safe Company, Dept. OA-11 
Hamilton, Ohio 


Mail Coupon, Today, 


for information on 


NAME OF STORE..... 





Mosler Dealership GUO GF GUGER: .. . «osc aoscocesestcachsededeecs see ee see 
pI Openings! MIB aa oso cccovececccccseccedbauekessblbepuuslinteneesiass csbon te chests denen 
GE GR WEUNE..........sscsbsscbicodielshbanseateusss GMB: +. 0rte dai eests 
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No. 1900-WGR Bel Air 
| WALL GARMENT RACK 





No. 18-GR Silent Butler 
GARMENT RACK 











No. 75-S Modurn 
SAND URN 









No. 56-S Regal 
SAND URN 


No. 333 
Honor Guard 
STANDARDS 


| tena 983 








specially designed for 





° OFFICES e HOTELS .—— 2 
e INDUSTRIALS ° TAVERNS . a ae 
° BARBER & BEAUTY SHOPS nee 





e RESTAURANTS e SCHOOLS 


° PUBLIC BUILDINGS QS) aa, | 
¢ FUNERAL HOMES "i 









































. . . ai at 
For big profits, display the entire 1955 line of ‘- 
| smart, new VALCO accessories. Each piece is the ll 4 
No. 408 result of years of research and development, and ~ ag, 
Statesman is made of the highest quality aluminum .. . Pando sel 
COSTUMER will not rust! The unbeatable VALCO combina- cCockTAiL SMOKER 
No. 17-C _—, tion of gleaming beauty, modern styling and i 
enasdh ef ; economical upkeep means extra sales for you No. 60-S “i ‘ \ 
COSTUMER to an almost unlimited market. Contemporary a2 g a D> 
No. 1500 SMOKING STAND i ‘ . , 
°. o. 26 
ey WRITE FOR PRICE LISTS & COMPLETE DETAILS New Yorker =” | 
COSTUMER SMOKING STAND 
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set a new standard in office chair beauty, comfort and durability 
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ww 
Aristocrat “Comptroller” No. 244 
TILTING SEAT AND BACK Aristocrat “Guest’’ No. 222 


Illustrated in Newport G Deep Buff Illustrated in Naugabyde 


$62.40 iis: i zone 1 $48.90 iis: is. cone 1 


in Elastic Naugahyde 





.. . and don’t forget, WELLS 


a still pays the freight on 
ss out? . 
\D WE Nts ae “et shipments of 100 pounds or more! 
aie gcd’ 
~~ D $ rece aoe \ yon a \t $°° ; >i ? iii “ss 
, yn wells eo", aes, nol “ > 5-2. nn 
4 ne - ” oct? ny 4° y° 2° oat —<— 
qwuste ee Elst noite 2 
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WELLS CHAIR CORPORATION, sichican ciy, tndione 
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Office Supply Firms Aid Comeback 
of Flood Victims in New England 


Industry Helps Save 
Machines Covered 


with Silt, Rust 


@ A DRAMATIC STORY of self reliance and unselfish help 
has been told for OFFICE APPLIANCES by stationery and 
office equipment firms in the New England area battered by 
recent floods in the wake of a hurricane. 

It is a story of men working day and night, without thought 
of personal hardships, to give aid to firms who needed office 
machines repaired in a hurry. 

And it is a story of assistance freely given by manufacturers. 

From Waterbury, Conn., one of the areas which felt the 
backlash of hurricane Diane in all its furry, comes a cryptic 
account by Charles D. Stocker, president of the Stocker Type- 
writer Service, Inc. His account summarizes well what hap- 
pened in many other sections of New England. Says Mr. 
Stocker: 

“The day following the flood, August 20, our entire per- 
sonnel invaded the disaster area and wherever possible dug 
out typewriters, adding machines, and so forth, with one idea 
in mind—to salvage so far as possible the property of our 
customers. 


Sad, Sad Story 


“It was a sad, sad story—many machines practically new, 
some of them beyond restoration; and in many cases, the 
value of the machine would not justify the labor necessary to 
put it in working condition. We did the best we could. Our 
entire force worked night and day—salesmen and service men 
working side by side in dungarees, trying to save what we 
could. 

“And we kept one thought foremost in our minds—not to 
make money on someone else’s misfortune, but to do every- 
thing in our power to help our customers get back to normal 
as fast as possible. 

“It is remarkable what has been done toward cleaning out 
the debris and filth that accumulated; but it will be a long, 
long time before it can be said that Waterbury has ‘recovered.’ 

“But—looking into the future, there is no doubt that our 
city will eventually not only recover; it will be a more beauti- 
ful and better-planned city because of the disaster. And we 
hear that plans are already being made by engineers to protect 
us from another flood such as this.” 


Rush to Aid 


E. J. Bedard Co., 107 S. Main St., Torrington, Conn., 
where silt and debris brought destruction, reported no damage 
to the firm. However, the concern rush to give assistance and 
Mr. Bedard reports, “Immediately after the flood, I began 
picking up from my customers Royal typewriters which were 
under flood water. I called on as many of my users as it was 
possible to get to. 

“As a Royal distributor for Litchfield County, I felt a re- 
sponsibility in saving as many machines, as I possibly could. 
So I went to work and out of 35 machines that I picked up, 
it was possible to deliver 32 in good running condition. 

In Allentown, Pa., the firm of Frank J. Haberle, Inc., was 
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I'll start all over 
again with BOSTON 
Pencil Sharpeners 


>» PX. oy S —«* 


, YE OLD 
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HUNT PEN OFFERS HELP . .. A long standing 
Hunt Pen Co. policy of ‘‘no charge" replace- 





ment has benefitted many a flooded-out sta- 
tioner and office outfitter during the past 20 
years. Extensive replacements were made in 
the Ohio River floods years ago and more re- 
cently in the hurricane disasters along the 
Eastern Seaboard. Replacements are made by 
the Hunt Pen Co. representatives who inspect 
the flood-damaged stock, This Hunt Pen Co. 
policy also applies to their Speedball pens and 
other products. 


not harmed because it is located on high ground. However, Mr. 
Haberle says, “Many of our customers were affected by the 
flood. Most of these people in the lower section of Allentown 
are familiar with floods and a good many of them moved 
their mechanical equipment from their offices, or to higher 
ground. 

“Most of them also put their desks on blocks, took out the 
lower drawers and put them on top of the desk. There were 
a few of our customers who had wooden desks and where 
they had deeper water they lost that equipment. Most of them | 
were in such financial condition that they can absorb the loss.” | 


Salvage Program 


W. Kelsey & Sons, Hartford, Conn., another “high ground” 
firm, says, “A number of our industrial accounts were very 
badly damaged by the flood and we have a salvage program 
set up to serve them on reconditioning any of their steel furni- 
ture. Also, most of our suppliers of both desks and chairs in 
wood and steel have gone all out to rush new equipment to us | 
for fast delivery to any flooded-out concern.” ' 

Plimpton’s, Inc., Hartford, Conn., is giving a special discount 
on furniture and supplies to customers being rehabilitated after | 
the flood. ' 

Rose & Morton, Inc., Waterbury, Conn., loaned the Red | 
Cross five typewriters without charge and is selling that or- 
ganization typewriters at almost cost price for the flood vic- | 
tims being rehabilitated. 

The water came to within a block of this firm and then 
stopped. Reports Rose & Morton: “Many of customers were 
not so lucky—we sent men around to pick up their office 
machines so we would be able to salvage the majority, and 
called the Smith-Corona Company asking them to help us 
out with loaners. They came to the fore and sent us many 
brand new 88E Smiths to use as we needed, at no charge t0 
us or to our customers. 

“No one who needed a machine (whether our customer Of 
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ADDING MACHINES 
CASH REGISTERS 


Check These 





This new trade-mark identifies a Burroughs 
dealer. Wherever it is displayed, customers 
are sure to find the finest in adding machines 
and cash registers. 


Advantages of Being a Burroughs Dealer— 


@ New colors of Burroughs Ten Key—You can 


now offer customers adding machines in these 
four attractive colors . . . Sea Mist Green, 
Alpine Blue, Capri Coral and Amber Gray. 


New broad national advertising — Powerful ad- 
vertising in The Saturday Evening Post, Life, 
and trade magazines . . . reaching millions of 
your potential customers. 


New point-of-purchase eye-catchers for window 
and store display draw new customers 
into your store. 


New aw ard-winning direct mail program, your 
selling job is easier with Burroughs direct mail 
pieces ... recently acclaimed ‘‘best-of-industry.’’ 
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PLUS 


Here’s why you sell more... profit more... by selling the Burroughs line 


New medium-priced electric Ten Key in colors 
provides dealers with a top quality machine in 
an attractive price range. 


New expanded staff of dealer representatives to 
work with dealers—providing sales promotion 
assistance, sales training, and to personally 
assist dealers with any other selling problems. 


—all the advantages of selling the famous line 
of Burroughs adding machines and cash registers 
. . + advantages of quality workmanship, out- 
standing service, industry leadership. If you 
would like details on how you can be a 
Burroughs dealer, write or call Burroughs 
Corporation, Detroit 32, Michigan. 

“Burroughs’’— Reg. T. M. 





now... 
erase errors 
magnetically 


as you DICTATE 


with the new 
Comptometer” magnetic 
dictation machine 


Here is the greatest improvement 
in dictation’s 68 year history! Dic- 
tate as easy as talking. Make an 
error—re-word a phrase? It’s no 
problem. Simply backspace and re- 
dictate the new or correct thought. 
It is recorded as the old erases it- 
self, magnetically. You'll hand 
your secretary perfect dictation 
she will transcribe faster and better. 
Only magnetic dictation gives you 


this new freedom and simplicity. 































RE-USABLE BELTS 
NEVER WEAR OUT 


iy 


Comptometer’s Erase-O- 
Matic belts, made from ; 
miracle Mylar*, can be re- ' 

used thousands of times—a 

tremendous economy fea- 

ture. They are renewed ' Ne 
magnetically, in just three 

seconds, without removing 

from machine. 


HI-Fi VOICE 
REPRODUCTION 


Comptometer’s magnetic 
dictation means high fidel- 
ity —true, authentic repro- 
duction of your voice, 
making it easier to under- 
stand for faster, more per- 
fect transcription. 


PON TRADEMARK 


YOU ARE INVITED TO TRY THIS YEARS-AHEAD COMPTOMETER 
IN A FREE OFFICE TRIAL OR DEMONSTRATION 











TODAY 


The amazing 
Comptometer 


DICTATION'S GREATEST TRIUMPH! 
Erase-O-Matic 


belt. Never wears 


1887 1939 1948 out, can be used 


indefinitely, er- 











The first dictation The first record First flexible ; 
machine with type dictation tetie ite ih rors can be erased 
fragile wax cylin- Disadvantage definite advance, magnetically. 

ders that had to costly, breakable but still costly, is 

be re-surfaced only one use one use i 





















Combination 
Dictation-Transcription 
Comptometer Dictation Division Machine 
Felt & Tarrant Mfg. Co. 


MAIL 1700 Marshfield St., Chicago 22, Illinois 
C 0 U e 0 N Gentlemen: Without any cost or obligation 


T 0 D AY please arrange: 


[_] FREE DEMONSTRATION 
[-] FREE 10 DAY TRIAL 


[] Send complete information 


The new Comptometer 
Dictation-Transcription Machine, 
the world famous Comptometer 
Adding-Caliculating Machine, and 

the new Comptograph 10-key 

Calculating-Adding Machine 

are products of Felt & Tarrant 
Mfg. Co., Chicago 22, Ill. 





NAME TITLE 

COMPANY 

ADDRESS 

CITY . COUNTY STATE 
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QUALITY STEEL FILES 


“Better Built for Better Business’’ 


;UILDERS 


It’s easy to maintain your file sales at a constant high level when you sell the ASE 





line. Better looking . . . more efficient . . . built for years of service... they open 
new doors for your sales force. Ten-bearing drawer suspension. Strong, rigid 
frame. Maximum drawer capacity. Completely enclosed case. A size and type for 
every need. Now’s the time to clear the decks and concentrate on this one superior 
line that has so many selling advantages. 


Your profit possibilities with ASE are tremendous. Investigate. 

















° 

. mera 

e This fast-selling ASE line will make profits on your floor 

. emetic —— 

os 1 

. 

. 

Write for complete information. Franchise may be open in your community. 
° 
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someone else’s) was turned away. We are still cleaning ma- 
chines (September 25) and still have many more to do, but 
so far we have returned (like new) all but two of the flood- 
damaged machines. 

“Our work is done on an hourly basis, and no one is being 
overcharged. In fact, our service men have been working 
overtime, at time and a half, but this has been absorbed by us. 

“The work of cleaning up the debris, restoring buildings, 
roads and bridges, is coming along at a fine rate and the 
way the Valley met this disaster is commendable.” 


Refinished Furniture 


F. L. Vanderlip Company, Hartford, Conn., rendered a fine 
service for a large account which has offices in various cities 
and towns throughout Connecticut. The firm took back sub- 
stantial quantities of steel desks, chairs, files, tables and chairs 
and had the furniture steam-cleaned, sprayed and reuphol- 
stered, thus saving these victims many hundreds of dollars. 

National Typewriter Company, Inc., also of Hartford, took 
care of customers that were ir the flood, cleaning up their 
machines and furnishing them with supplies, besides loaning 
machines while the damaged ones were being repaired. “Of 
course,” says the firm, “the machines were full of silt and 


many had started to rust already, but we got them all 
straightened out.” 
Long-term credit is being extended by Barney’s Office 


Equipment Company, another Hartford firm, to customers who 
were hit by the flood. 

Among firms reporting no flood damage personally and no 
outstanding loss to customers were J. B. Van Sciver Company 
of Camden, N. J., Office Equipment Company of Williams- 
port, Pa., and The Office Appliance Company, Providence, 
Rhode Island. 





A Message of Gratification 


Boyd Campbell 
President of the Chamber of Commerce of 
The United States 


Thank you very much for writing me about the 
action taken by the Chamber of Commerce of the 
United States to assist in alleviating the damage 
caused by the recent floods in the Northeastern 
United States. 

The generous response of Americans in all walks 
of life to appeals for assistance in this catastrophe 
has been most heartening. It is additionally gratify- 
ing to know that American businesses and indus- 
tries, acting individually and through local and state 
chambers of commerce, and trade associations, 
plan still further assistance to their associates in the 
flooded areas so that their return to normal activity 
may be hastened, and their tremendous losses may 
be quickly overcome. 

Such a demonstration of good will and co-opera- 
tion will not only provide evidence of the fine spirit 
underlying our economic system but will also add 
to the very strength of that system. 

| wish you all possible success in carrying out 
this program. 

Dwight D. Eisenhower 


Horder’s Inc., Opens New Visual Selling Store 





A HORDER MILESTONE... In top picture is shown part of the 
Horder self-service store grand opening activity. Note circular 
indirect lighting fixtures in ceiling. BELOW: Harry H. Shaffer, 
83, first manager of the Conway Building store for Horder's, 
Inc., and still employed with the organization; Homer C. Schu- 
lenburg, sales manager of office furniture and business sys- 
tems division; 34 years with Horder’s, Inc., and 10 years at 
the Conway store; Willis R. Wolf, stores’ supervisor who di- 
rected the self-service conversion activity; Roger Stearman, 
present manager of the Conway sfore. 
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“Come in today and see how convenient it is to make 
your selection from our newly-installed visual display units, 
You'll be as delighted as we are.” 

This was the invitation issued by Horder’s, Inc., in advance 
of the grand opening of the new visual selling office supply 
store at Clark and Washington Sts., Chicago, where the Con- 
way Building store was converted into the new set-up. 


And the public responded well to the invitation recently to 
the extent of 11,500 visitors during the three days. 


Those who came were expressive in their comments con- 
cerning the lighting and the ease of selection from the fixtures 
designed especially for Horder’s in a program carried out by 
Willis R. Wolf, store’s supervisor. It was a new venture for 
the firm which has had more than a half century of experience 
in selling Chicagoland. 

In the welcoming delegation were Harold Jacobsen, presi- 
dent of Horder’s Inc., store manager Roger Stearman and 
the 66-year veteran of Horder employment, 83-year-old Harry 
H. Shaffer, who was the first manager in the Conway Building. 

Many manufacturers’ representatives assisted in greeting the 
crowds for the grand opening. All in all it was a proud moment 
for Horder’s, Inc. 

The new fixtures designed by Horder’s and on which 
patents are pending combine the best features of open display 








—— 


units with a generous amount of inconspicuous drawer stor- 
age space from which to replenish the stock. They are 80 | 


engineered as to be easily moved from place to place or fitted 
with one, two or more sides so that they are adaptable to any 
store layout. 


Horder’s has been planning the modernization move for | 


the past two years. Shortly after assuming the presidency, 
Mr. Jacobsen said: “With the enthusiastic backing of our board 
of directors, we are going to revitalize all our eight stores 
in Chicago by installing the most modern fixtures and mer- 
chandising methods.” Action on the other seven stores is eX 
pected to follow in the very near future. 
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National’s New Catalog Program 


is bigger than ever — and you'll profit! 


FOR YOUR CUSTOMERS — 

this enlarged Consumer Cata- 
log Shows Full Line of Money-Saving, 
==> Time-Saving, Record-Keeping Forms 
; and Housings. 





New CONSUMER CATALOG 


4-color, 160 pages, shows over 500 forms. Previous 
edition was a ‘‘ best seller’’ —- two reprints required 

over 60,000 in use! This new, expanded catalog con- 
tains new numbering system that helps you greatly 
in servicing orders. Every department of a business 
from advertising and account- 
ing to warehousing. Includes many new items 

translucent forms, payroll board, post binders and 
analysis pads. We’re telling your customers about it 
iN BUSINESS WEEK, U. S. NEWS, NATION’S BUSINESS, 
DUN’S REVIEW and other publications. Catalogs 
available on a cooperative basis to NATIONAL 
dealers. Note your name, address and phone number 


can use this catalog 


displayed prominently on cover. 
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FOR YOU — this new Dealer 

Catalog duplicates your Cus- 
_ tomer's Catalog — Also Provides 
~~ Helpful Ordering Facts. 





New DEALER CATALOG 


Here’s the complete line of National Products. First 
160 pages are the same as the Consumer Catalog — 
making it easy to transact business over the phone 
with customers. Remaining 56 pages consist of spe- 
cial dealer information — comparative list, special 
scales for designing special binders, help in ordering 
special material, miscellaneous items and complete 
cross reference of old and new numbers. 


Watch for announcement and order forms 
on their way to you in the mail. 
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NATIONAL BLANK BOOK 
COMPANY 


HOLYOKE, MASS. + NEW YORK + CHICAGO «+ SAN FRANCISCO 
ATLANTA’ + DALLAS + BOSTON + LOS ANGELES 













get set 
it’s opens 
for big} 





season... 


volume... 


and here’s another ad in 


Lax y 


NATIONAL ADVERTISING CAMPAIGN 


to help you get it! 


Perfect gem of an ad—and sure to get attention 
—fast action—from prospects—buyers—right in 
your sales area. Did you see Royal’s TRAIN AD 
in Newsweek and Business Week? Did you show 
it to prospects—put it to work for you? 


Now here’s more big-game ammunition when a 
duplicate of this striking four-color “Diamond” 
ad appears in Business WEEK October 22 and 
in Newsweek November 14. 

Watch for it. Display it with sales-stimulating 


floor and window displays of Royal Professional 


Office Furniture. 


*K 


*K 


REMEMBER ... You'll get reprints, easel dis- 


play cards, catalog sheet reprints. 


REMEMBER ... Folders, mailing pieces, hand- 
some catalogs will be reaching your prospects to 


back you up. 


REMEMBER ... The advertisement appearing 
on the opposite page will appear in dozens and 
dozens of trade, business, professional and in- 
dustry publications—will be seen and read by 


the very people you contact. 


* Remember... The Royal National Advertising Campaign 
Belongs to You...is Created to Help YOU Sell! 


PROMOTE IT...MAKE IT WORK FOR YOU! 
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are your employees diamonds in the rough? 





You have every right to be proud of your 





staff—so why not show clients and customers 
by placing employees in surroundings that say: 
“These are valuable people.” 
And there’s no better starting point 


than Royal professional furniture. 








Look at the executive and 


\ secretarial chairs shown on this page 


OES 
Yr 


... they’re made for V.I.P.s, your V.1.P.s. 




























professional 


furniture 


Royat MeTaL MANUFACTURING COMPANY 


175 North Michigan Avenue « Chicago 1, Illinois 
Offices and plants from coast to coast 


No. 1210 Executive Chair 


The seat of good judgment...designed for a 
man of impeccable good taste. Large seat and 
back are firmly molded with 6” of foam 
rubber—upholstered in rich Royal-Point 
fabric. Seat is flexible...raises, lowers and 
swivels at any height. Back is also adjustable. 
Plastelle enamel finished frame is ruggedly 
constructed. Internal mechanism crafted with 
watch-like precision. 


No. 1250N Executive Chair 


Here’s a chair that heralds the position of 
every V.I.P. Built for man-size comfort, the 
wide, richly padded seat and adjustable free- 
floating back is tailored to perfection. Coil 
spring seat raises from 17” to 23”. All 
welded square tube frame is as strong as 
steel...features convenient island type base. 
Neatly upholstered armrests. 





Royal Metal Furniture Company, Dept. 511 
175 No. Michigan Ave., Chicago 1, Illinois 


Please rush me the new illustrated folder on your 


distinctive line of executive chairs. 


Address 


No. 1230N Executive Chair 

With dignity and masculine simplicity, Royal 
has crafted this streamlined executive chair. 
24 unit hourglass coil spring seat is lavishly 
padded and mounted on all-welded steel 
frame. Tilt and swivel mechanism is adjust- 
able for personalized contour comfort. Sturdy 
island base complete with rubber kick-plates. 
Upholstered arm rests are poised on Plastelle 
finished frame. 


professional furniture 


 B 
1276N Posture Chair 


Royal’s deluxe posture chair was designed to 
promote top efficiency through healthful con- 
tour comfort. Shaped backrest is mounted on 
sturdy steel upright for back support and is 
adjustable 4 ways. 244” thick foam rubber 
seat can be raised from 17 to 23 inches... 
swivels at all heights. All welded steel base 
finished in Plastelle enamel. 


U 


No. 1265N Secretarial Chair 
Smart styling with comfort where it counts, 
in foam rubber seat and 4-way adjustabk 
backrest. Generous seat capacity gives f 
firm support to stout or petite worker. Ba 
rest is mounted to compression action th 
follows every body movement. Steel frag 
finished in attractive Plastelle enamel. Sturd 
base features molded rubber scuff guar 
and ball bearing casters. 


designed to facilitate modern bus’ 
in form... function ...and eco 


900ON Arm Chair 


A matching companion piece to No. 1 

this model was designed to complement 
distinctive decor. All welded steel frame 

centuates the neat upholstery of Super Tufté 
...a guaranteed vinyl plastic fabric. Se 
featuring coil spring, is fully padded ale 
with backrest. Complete with upholstered 4 
rests. Overall dimensions: 21” x 2314”. 


No. 913-N Side Chair 

A matching side chair of fine quality. 
metal, all welded square tubular steel fran 
with leg braces for extra strength. U 
holstered, replaceable flex-spring seat. 
flared legs, which protect back from marti 
wall. Seat, 1644” x 16”; back, 14” x I 
overall, 1614” x 1934”. Plastelle enamel fini 


METAL FURNITURE SINCE ‘98 


ROYAL METAL MANUFACTURING COMPANY - 175 No. Michigan Ave., Chicago 1, 


Factories: Los Angeles « Michigan City, Ind. « Plainfield, Conn. « Warren, Pa. « Walden, N.Y- 
Southfields, N.Y. « Galt, Ontario 
Showrooms: Chicago « Los Angeles « San Francisco « New York City 


Authorized dealers everywhere 
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for America’s Independent Dealers. ‘ 


R.C.Allen 


Electrite 


electric keyboard 
carbon ribbon 


only $279°° 


COMPLETE 


The uniform impression possible 


only with an electric keyboard. 


@ The trouble free operation 
of manual back-spacing, 


line-spacing, tabulation and shift. 


@ Electrified where 95% of 


typing actions are performed. 


@ Manual where 95% of electric ‘ 


typewriter service complaints occur. 


@ Fingertip impression control 
adjusts machine for different 


duplicating methods. 


@ The clean, sharp brilliance of 
Carbon Ribbon reproduction. 


R.C.Allen Business Machines, Inc. 


666 Front Avenve, N.W. 
Grand Rapids, Michigan — 


ee, 


Another in the Long Line of Business Machines 





a new machine 


to meet a growing demand 





IF YOU HAVE CUSTOMERS WITH 
MIMEOGRAPH, MULTIGRAPH, OZALID 
or similar duplicating equipment — 
you know how many complaints they have 
about the quality of typewritten copy for 
reproduction. The new R. C. ALLEN Electrite, 
with exclusive Microflex Impression 
Control is engineered specifically to make 
perfect master copies. ..consistently sharp, 

: 
uniformly clear . . . better than any manual or 
electric typewriter made for correspondence 
work can produce. Your customers in every 
office will need one. Write today for full , 


details on this remarkable new machine. 











Stowell Is Chairman 
of School Committee 


Leon C. Sto- 
well, chairman of 
the board of Un- 
derwood Corpo 

been 
chair- 


ration, has 
appointed 
man of the Of- 
fice Equipment 
Group for the 
New York State 
Citizens commit 
tee for the public schools. The com- 
mittee is a non-profit organization 
formed in 1951 to help the more than 
1,000 communities throughout the 
state struggling with critical 
problems. 

The seriousness of the educational 
handicap in New York public schools 


due to shortage of teachers, 





L. C. STOWELL 


S¢ hool 


school 


housing, growing population and 
many other elements has placed 


2,800,000 children of school age in 
jeopardy, the committee points out. 

The situation has aroused the in- 
terest of industry leaders throughout 
New York State who have agreed to 
serve as chairmen of their respective 
industries to combat the critical prob- 
lem. Each industry leader is cooperat- 
ing in a combined effort to bette: 
New York State public schools. since 
schools will largely determine the 
kind of adults who will be our fellow 
citizens, customers and likely 
our employees tomorrow. 

Mr. Stowell has been 
with Underwood Corporation for 19 
years. He was elected president of 
the company in 1945 and chairman 
of the Board in 1955. Mr. Stowell is a 
director and past president of Dicta- 
phone Corporation and a director of 
Pitney-Bowes, Incorporated. He is 
active in a number of 
including the American 


most 


associated 


associations 
Society of 


Sales Executives, American Manage- 
ment Association, National Offi 
Management Association, Marketing 


Executives Society and Office Equip- 
ment Manufacturers Institute. 


Woodbridge Leads 
Travelers Aid Drive 


C. K. Woodbridge, 
the Dictaphone Corporation, has a 
cepted the chairmanship of the office 
equipment division in the $400,000 
Golden Jubilee fund-raising 
paign for the Travelers Aid Society 


of New York. 


president of 


cam- 
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Mr. Woodbridge’s appointment was 
announced by Francis Bowman, gen- 
eral chairman of the drive, who said 
the money is needed to help Travelers 
Aid keep up its assistance to dis- 
tressed travelers who come into the 
city by plane, ship, train and bus. 
The organization has helped 16 mil- 
inception 50 


lion since its 


years ago. 


persons 


Lipton President 
Bags Alaskan Bear 


Samuel Ortner, president of the 
Lipton Tape Machine Company, New 
York, recently spent three weeks in 
the Alaskan wilds big game hunting. 

Mr. Ortner flew a Piper Cub plane 
equipped with floats through the 





Samuel Ortner, 


KILLS BROWN BEAR... 
president of Lipton Tape Machine Co., is 
shown here in Alaska with an impressive 
specimen of Kodiak brown bear which 
he shot on a recent hunting trip. 


Cook Inland Bay area accompanied 


by a local bush pilot. He reported 
they sighted ls bear and King 
salmon in the district. 

The Kodiak brown bear in the 


Ortner with 
with scope. 


picture was shot by Mr. 
Winchester 95. 


Junior Achievement 


Honors Mosler 
Edwin H. Mosler Jr.. 


Mosler Safe Company, has 
named a national director of 
Achievement, Inc. 

Mr. Mosler has participated in the 
Junior Achievement program since 
it was activated in Hamilton, Ohio, 
location of the company’s plant, and 
each year his firm sponsors a junior 
company which produces and markets 


president 
been 
Junior 


a product of its own choosing 

Mr. Mosler is also a member of the 
Junior Achievement Committee of 
the Young Presidents’ Organization. 


AND THE 


ool sh: 


Warkentin to Head 
Arthritis Fund Drive 


Ted R. War. 
kentin, of Okla. 
homa City and 
Lawton, Okla.., 


well known in 
state and national 
stationers circles, 
is becoming 
equally well 
known through. 
out Oklahoma for 
his many activities in civic and medi- 
as well as 
connec: 





T. R. WARKENTIN 


cal research enterprises, 
for his numerous business 
tions in a variety of fields. 

A past president of regional and 
state stationers’ associations, Mr. 
Warkentin served as first president 
of the Oklahoma Medical Research 
Foundation, in Oklahoma City, from 
its inception in 1951 through 1954; 
recently he was named 
Region No. 2 in Okla- 


and only 


chairman of 


homa’s forthcoming campaign for the | 
Arthritis and Rheumatism | 
Foundation. Mr. Warkentin’s appoint: | 


Oklahoma 


ment to the post was made jointly by 
Governor Raymond H. Gary, who is 
general chairman of the Oklahoma | 
Arthritis and Rheumatism Founda: | 
tion, and George H.C. Green, 
campaign chairman. 
post, Mr. | 
most im- 


In accepting his new 
Warkentin stated: “It is 
portant for us to do everything possi: | 
ble to maintain the research, medical | 
care, education, and clinics for arthri- 
rheumatism in the state of 
that the sufferers of the 


may us as 


tis and 
Oklahoma, 
dread disease return to 
good and useful citizens.” 
Mr. Warkentin is president of the 
Stationery and Bank 
operating stores Lawton, 
Ponca City, Oklahoma City, 
Oklahoma, and in Amarillo, Texas 
He travelled the southwestern terri 
Carpenter Paper Company, 
out of Oklahoma City, until about f 
1932, when he put in printing equip 
ment and office supplies, at 413 “G 
Street, Lawton, operating originally} 
as Southwestern Printing & Stationery} 


Southwestern 
Supply, 
and 


tory for 


Company. 


Around 1938, Mr. Warkentin wa 
joined by R.P. (Bob) Scott. ( who 
had been travelling the southwed 


territory for Western Bank and Ofhet 
Supply Company, of Oklahoma City’ 
name was changed ®§ 


and the firm 
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Yes, Amfile "One Source" plan makes it easy for you to buy all your merchandise 





C- from one good source at special savings, big savings — money in the bank! 
The “One Source" plan saves you time, keeps your inventory down .. . (not 







up) ... and saves you much in transportation costs and handling. But the big 
saving, the big “money-in-the-bank" comes by using the 






’ NEW REVOLUTIONARY AMFILE 
. COMBINED ORDER DISCOUNT 


nt 









Merely by grouping your Amfile orders in 10, 20, or 30 full-carton lots, you 
earn an extra discount of 5%, 7-'/2% or 10%, and the order may combine all 
items in the Amfile line. Think what this extra discount means to your net profit 
picture. And you get prompt service. All standard items are in abundant supply 
at all times, ready for immediate shipment from huge factory stock. Be smart, 


be thrifty. Buy from Amfile and earn that extra discount. Order today. 




































the 

k 
_ Of Superb quality, Amfile file folders have 
On, 

ty, File folders, Folder aN been designed and the line assembled with 
- labels, Brief cov- the retailer's needs in mind. There are 187 
rm = pathy pi el folder items in the complete Amfile line 
ny and supplies, Box . each for a specific filing need . . . and 
oul yr ptecwetyy 3 all of them carried in the huge quarter- 
Lip Portfolios, Albums. million dollar factory inventory. Consult 
‘CU your Amfile catalog for sizes, types and 
ally prices. 

er 

was 

whi 

8 AMBERG FILE and INDEX COMPANY 

hee 


KANKAKEE, ILLINOIS 
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I 
This Superb Line Wins not only initial approval —through the years, , 
this top quality equipment with its engineered efficiency and unmatched , 
appearance so satisfies the user that each Crestline installation brings 
you priceless word-of-mouth promotion— user approval which continuously oO 
sells you, and your line, and more fine installations. Put the a 
Sales Power of CRESTLINE to work for you. 
vi 
al 
fit 
ch 
ne 
kr 
in; 
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SECURITY STEEL EQUIPMENT CORPORATION 0 


AVENEL, NEW JERSEY 


BETT, 
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/ Du Pont Fabrilite’ vinyl upholstery 
breathes for new comfort 


... completely coated for full soil 
and wear resistance 


yow 





Du Pont has developed a revolutionary new kind of 
“Fabrilite” vinyl plastic upholstery! This “Fabrilite”— 
in a stunning new pattern called Castleton—contains 
thousands of invisible pores that permit it to actually 





breathe for greater sitting comfort. Completely vinyl- Blow smoke right through it! Here's visual proof to show this new 
Cron ., b 7 -— *  S i a. Du Pont “‘Fabrilite’’ upholstery really breathes. This explains why 
coated, ¢ astleton offers the full advantages of a clean Castleton has the comfort of a woven fabric . . . plus the full soil 
able plast ic. and wear resistance of a complete vinyl coating. 


Because the pores do not break up its continuous 
vinyl surface, Castleton is exceptionally tough and wash- 
able. It offers genuine long wear, and its dry, high-slip 
finish means less dirt collection—spilled things wipe 


clean in seconds. 


Chemically engineered to stay pliable, this striking 
new Castleton pattern takes full advantage of its sturdy 
knitted backing . . . puts an end to stiffening and crack- 
ing problems . . . keeps its showroom beauty for years. 





Every thread protected from soiling and wear! Here you actually can 
see how the vinyl coating of Castleton completely covers the knitted 
fabric support. This locked-for-life surface means outstanding dura- 
bility pls a stay-clean, easy-to-clean finish. 


NEW / An entirely different concept 


in design® by Lao doight” A 


World-famous designer Russel Wright cre- 
ated Castleton as a “living” abstract pattern 
. .. the design changes as the light changes! 
Here is a complete departure in vinyl styling 
. a pattern unlike any leather or woven 
fabric to have an appeal of its own! 
All the s-o-f-t comfort of foam-rubber construction now can be realized with Saesien PATENT APeLiEe ben 
vinyl plastic upholstery—if you specify the new ‘Fabrilite” Castleton pat- 
tern that breathes! And Castleton also means that now cushions can be made 
reversible without the use of vents! 





aw 1 


f————— SEND FOR FREE SAMPLE SWATCHES ~~~ —— 
E. I. du Pont de Nemours & Co. (Inc.) 
Room 7033, Fabrics Div., Dept. OA-511, Wilmington 98, Del. 
Gentlemen: Please send me, without obligation, the free 
sample swatches of the new breathable Castleton pattern. 
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elastic-supported vinyl upholstery Adiven 
BE City & State 
TTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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“Southwestern Stationery & Bank 
Supply.” 

In 1939, the firm was joined by 
John Smith, who formerly travelled 
the Northwest Territory for Western 
Bank & Office Supply, and a store 
was established at Ponca City, with 
Mr. Smith as manager. 

In 1947, Mr. Warkentin purchased 
the Trave-Taylor Printing Company, 
408 N.W. 6th, Oklahoma City. where 
the Southwestern Stationery and 
Bank Supply, Inc., now operates. 

In addition to heading the station- 
ery firm, Mr. Warkentin is a directo: 
of the Oklahoma Blue Cross; a mem- 
ber of the board of directors of 
Consolidated Gas Utilities Corp.: 
vice-president of the Decem Drilling 
Co., the Big X Drilling Co., and the 
Decem Petroleum Co., in Oklahoma 
City; and only recently, with Nor- 
man Gordon and R.H. Dwery, he 
purchased Raskin’s Jewelry store, 1 
North Robinson, Oklahoma City. 

Mr. Warkentin has wide radio and 
television interests. He is associated 
with KSWO and KSWO.-TY in Law- 
ton; KRHD in Duncan, Okla.; and 
KMID in Midland and Odessa, 
Texas.—EVH 


Mr. & Mrs. L. E. Spiece 
Observe Anniversary 


A family dinner and an open house 
on September 7 marked the golden 
wedding anniversary of Mr. & Mrs. 
Loren E. Spiece of Bucyrus, Ohio. 

The couple have lived in Bucyrus 
for about 48 years and have resided 





GOLDEN EVENT ... for Mr. & Mrs. 
Loren E. Spiece of Bucyrus, Ohio. 


at 212 W. Oakwood Ave. for the 
past 31 years. Mr. Spiece retired last 
Fall, selling his business, the Loren 
E. Spiece Typewriter Company, to 
Willard Rush, after operating it for 
41 years. He founded the company 
in 1913. 

For many years Mr. Spiece was a 
regular attendant at the conventions 
of the National Office Machine Deal- 


ers Association. 
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In addition to occasionally helping 
Mr. Rush at the store, Mr. Spiece 
takes an active interest in the old 
home farm. His hobby is target 
shooting and he is serving as secre- 
tary and treasurer of the Bucyrus 
Gun Club. Mrs. Spiece reports that 
her hobby is shell jewelry. She also 
takes an active interest in farming 
and owns a small farm south of town 
which is operated by her brother. 


Fred Pitt Paintings 
on Exhibition 


A one-man art 
exhibit of 20 wa- 
ter colors by 
Fred D. Pitt, 
manufacturer’s 
representative, of 
Independence, 
Mo., was fea- 
tured recently in 
the TWA em- 
ployees club in 
Kansas City. 

Mr. Pitt’s paintings reflect his pre- 
occupation with the far West, and 
several in the exhibit were of the 
country around the Pitt log cabin in 
the Big Horn mountains near Sheri- 
dan, Wyo. Mr. and Mrs. Pitt spend 
part of each summer in the area, 
hiking and riding the nearly inac- 
cessible trails, and he paints the 
Rocky Mountains in all their splen- 
dor. 

In his earlier days, Mr. Pitt 
worked as a cowboy and later de- 
veloped his own mine while living 
as a prospector, so his pictures have 
authentic western flavor. His hope, 
when he retires, is to follow historic 
trails of the Old West, painting the 
shrines and landmarks he finds along 
the way. 


F. D. PITT 


Hair’s A New Use 
for Carbon Paper 


Mittag and Volger, Inc., recently 


received an inquiry for a black car- 
bon paper which could satisfactorily 
be brushed on gray hair to restore 


it to its natural black color. 


The request seemed a bit unusual, 
but upon further checking, the com- 








pany learned that one of its foreign 
representatives has been selling car- 
bon paper in equatorial Africa for 
many years—for this express pur- 
pose. This could inspire a whole 
new theme in advertising! 





GOLDEN DAY ... Mr. & Mrs. T. A. 
Heyer cut cake on occasion of 50th 
wedding anniversary. 


T. A. Heyers Observe 
Golden Wedding Date 


Mr. & Mrs. Theodore A. Heyer, 
longtime residents of Chicago and 
Oak Park, celebrated their 50th wed- 
ding anniversary on Saturday eve- 
ning, September 17, at the Medinah 
Country Club. A large group of rela- 
tives and old friends joined Ted and 
Frances Heyer for dinner featuring 
the cutting of a replica of their wed- 
ding cake of a half century ago. 

Mr. Heyer is the founder and presi- 
dent of The Heyer Corporation, 1850 
S. Kostner Ave., Chicago manufac- 
turers of duplicators and supplies. He 
is still active in the firm bearing his 
name, which celebrated its golden 
anniversary in business in the fall of 
1953. The Heyers divide their living 
between the Oak Park Arms and their 
home in Miami, Fla. They credit their 
long and happy married life to their 
mutual interest and continuing activ- 
ity in the business and to their devo- 
tion to children and family. 

The Heyers have two sons living in 
Oak Park who are officers of the 
company, T. Reeves Heyer of 539 
East Ave. and Arthur J. Heyer of 
129 Wesley Ave. They have seven 
grandchildren and three great-grand- 
children. 


Will Rogers, the practical philosopher, was once asked by a | 


discouraged friend, ‘If you had but forty-eight hours to live, how | 
would you spend them?’ The indomitable cow-puncher replied, ‘One | 


at a time.” 


Not until activity leads to a goal will speed get us anywhere. The 
squirrel in his cage makes great speed, but he never arrives. 





—Anon 
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in this and other smart decorator colors 


46 smartly-styled models, efficiently designed and sturdily built for a business lifetime of wear 


Your office should be as attractive and 
comfortable as a home living room. And 
why not when you can get General- 


aire, America’s most modern office desk 
that is turning dull-looking clerical 


areas into pleasant places to work. 


To harmonize with wall, fixture and 
drapery surroundings, GF’s General- 
aire comes finished in many interesting 
color tones Suede Brown, Pine Frost 
Green, Autumn Haze, Manila Tan and 
Glen Green. And all have harmoniz- 
ing Velvoleum or Textolite writing 
tops for eye-resting qualities as well 
as smooth functional beauty. 


As for the GF Generalaire desk itself, 
it incorporates too many new exclusive 
features to name here. But of this you 
may be sure: It has everything you'd 
expect in a much costlier desk . . . plus 
some efficient features you won't find 
even in far more expensive desks. This 
metal desk can’t split or warp, its 
drawers will never stick, its solidly- 
welded joints can’t come loose. Year 
after year, from the day you buy a GF 
Generalaire, it will be as handsome as 
it is today. That's real economy! 


The best way to choose from GF 
Generalaire’s 46 models is to see them 


>F metal business furniture is @ ood investment 
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at your nearest GF Dealer’s showroom 
(see your classified telephone direc- 
tory). For a full-color illustrated folder, 
write The General Fireproofing Co., 


Dept. X-48, Youngstown 1, Ohio. 
©GF Co. 1955 
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GENERAL 
FIREPROOFING 


MODE-MAKER DESKS « GOODFORM 
ALUMINUM CHAIRS « SUPER-FILER 
MECHANIZED FILING EQUIPMENT « 
GF ADJUSTAB TEEL SHELVING 
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SEVEN REASONS WHY 

Acme Dealers are making a profit 
through the sales of 

Acme equipment and supplies 


ACME OFFERS 





MOST COMPLETE LINE 


Equipment and supplies for every record need. 


NEW, MODERN DESIGN AND COLORS 


DEALER HELPS 


Counter and window displays, catalogs and mailing pieces. 


ILLUSTRATED PORTFOLIOS 


All-inclusive descriptions of specific records. 


SYSTEMS BULLETINS 


Illustrated descriptions of definite record applications. 


ADVERTISING 


In leading consumer, business and trade magazines. 


SALES ASSISTANCE 


Experienced Acme representatives, ready to cooperate with 
you at all times. 


Let us show you how Acme Visible 


can increase your profits! 


DEALER SALES DEPARTMENT 








RSS visisce RECORDS. INC. 





CROZET. VIRGINIA 
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2 HOT PROFIT 
TIPS FROM 


LOICT 


in Gifts, the Trend 
is to Office Chairs! 


America’s business-gift market is booming! For- 
tune Magazine tabs the °55 volume at $1.8 billion, 
up 700% since °49 .. . with 85% coming in the 
final quarter. And office chairs are in the thick of the 
battle for these extra profits . . . now ranked fifth* 





among best sellers by office equipment dealers! 


* OFF APPLIANCES Business Gifts Promotion Survey 


In Office Chairs, the 
Trend is to COSCO! 


Year ‘round, Cosco offers your biggest sales oppor- 


tunity in office chairs. Cosco Office Chairs are smartly 
styled, sturdily constructed, value priced . . . and 
prominently advertised in the pages of Fortune, News- 
week, U.S. News & World Report, and Business W eek. 
So, in all your promotion plans, think of Cosco first. 


Your customers will! 


For double profit opportunity — write - 
us for list of 3,337,917 prospects for Comice 
COSCO’s new fashion in Business Furniture ( Fa rs 


..-@rinounced in October issue. 


HAMILTON MANUFACTURING CORPORATION e COLUMBUS, INDIANA 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, October 1 

There is no lack of business by the average retailer these 
days, and although conditions may be a little more competitive 
than they were, there is still no serious curtailment in activity. 

Up and down the country, the story is the same: plenty of 
business if you go out for it. That, perhaps, is the difference. 
From the halcyon post-war days of shortage, when customers 
were willing to take whatever they could get, today the 
position is changing to one where the retailer has to sell. 

It may be for that reason there is increasing interest in 
educational courses being run by the Stationer’s Association. 
Whatever the reason, I understand there is a good applica- 
tion for this autumn and winter’s session. But it has to be 
admitted that the average dealer in Britain is faced with a big 
problem in recruitment of staff and training of personnel. In 
a country where there are jobs chasing men, small wonder 
that better-paid situations attract available labor. The retail 
stationer and distributor of office equipment has his best chance 
in engaging staff at school-leaving and then training them 
the way he would like them to go. 

By a close personal relationship, the distributor can hope 
to make his staff interested in selling stationery and equipment, 
and interested in shop life. 

Despite the efforts which are being made, however, the 
present turnover in assistants is still great and some distrib- 
utors complain there is a tendency for the trade to receive 
the poorer class of worker; the not-so-bright and those with 
less initiative. This of course is a matter for conjecture. It is 
a common thing these days for one section of the retail 
trade to bemoan the quality of its personnel, and it would 
not be wise to take this matter too seriously. 

All this has been pin-pointed particularly at the present time 
because the Trade Union in Britain which is connected with 
shop workers has announced its intention of proceeding with 
a five-day week for shop assistants 

* &£ &£ & & 

Some executives, especially large departmental store direc- 
tors, have suggested that the only way of reattracting young 
girls and young men back into shop life generally is to estab- 
lish the five-day week. The Union, therefore, is far from a 
voice crying in the wilderness on this question. 

But where the store executives and the union officials do 
differ is in the application of the five-day week for British 
shop workers. It should be emphasised, too, that not all trade 
organizations are agreed upon the necessity of the five-day 
week as a measure for recruitment of shop workers. 

If one accepts the principle, however, and considers the 
practical application, the union avers that the day other 
than Sunday should be either a Saturday or Monday. But it is 
claimed that to give an extra half-day during the week would 
not meet the case. 

It seems to be conceded that Saturday closing is out of the 
question, and so Monday is suggested as an alternative. Yet 
for stationers and office equipment distributors, Saturday is a 
better day than a Monday, in Britain! But the employer side 
have repeated of late that: 


132 


(1) A general closing for the extra half day is not advisable, 
(at the present time, of course, assistants in Britain have Sun- 
days and an extra half-day during the week: in some towns 
Tuesdays, others Wednesdays, and a few, Thursdays. A few 
isolated shops have Saturday afternoons.). The employers, 
therefore, feel that two half-days would be better than one 
whole day before or after Sunday. 

(2) Employers also feel that there should be no compulsion 
about when this extra half-day should be. It is felt that in- 
stead of a hard and fast rule for a city, town or district, a 
local shop should make its own arrangements. Thus, if one 
shop had a Tuesday afternoon as well as the Wednesday after- 
noon and Sunday, a shop in a different part of the town 
could arrange a Monday afternoon if they so desired. 

(3) There is a view that shops should not close beyond 
present hours, but that additional personnel be employed in 
order to cover an extra half-day which would be taken by 
assistants on a rotated system, thus, Monday afternoon, 
Tuesday afternoon and so on, to Saturday afternoon, with the 
exception of the now recognized half-day holiday. In that 
instance, the half-day would be taken in the morning by the 
individual concerned. This rota system would mean that once 
every seven weeks an assistant would have a full day off in 
the week as well as Sundays, and for six other weeks would 
have a Sunday and two half days (i.e. afternoons.) 

%* &£ &€ & & 


The Shop Assistants’ Union (known as the National Union 
of Shop, Distributive and Allied Workers) has a member- 
ship of some quarter of a million. The membership may not 
be great among assistants in the stationery and office distribu- 
tive trades, but on the other hand when further benefits are 
accorded to union members, non-union members usually 
expect to benefit. 

The latest move by the union is a wage increase application 
of 15s. per week and retail traders find themselves increasingly 
embarrassed by the continual wage applications which are 
being made. At the opening of this article, reference was 
made to the fact that there was business for those traders 
who went for it; in other words, salesmanship is coming into 
its own again. The union may claim that results of the retail 
trades to-date indicate there is ground for an increase; but 
the main plank, of course, of any application, is the alleged 
increase in the cost of living. 

But distributors, likewise, must surely be able to claim that 
if they are to pay increases in wages, then they have a right 
to expect the assistants to be capable and worthy of such 
pay increases and not regard them as an “automatic due” 
which the union obtains for them. 

With capital industry in Britain, there is now agreement 
that wage increases can only be met by a corresponding in- 
crease in productivity. Retailers, too, are tending to claim 
that if shop assistants wish for wage increases, then they must 
be capable of taking additional responsibility and justifying 
the wage increases by extra sales over and above current sales. 

Despite the opposition which was shown to self-service at 
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Success depends on the strength of your line 


and the Globe-Wernicke line helps open the way to greater 
sales goals for office equipment. You, as a G/W franchised 
dealer, d be handling the strongest line of office equip- 
ment world, which would give you these three 
powerfu mpetitive advantages: 

By resenting the most complete line of business 
| e ¢ nt, systems, filing supplies and _ visible 
record have a single source for all your needs, and 
this ad 


stor kip 


rives you increased efficiency in ordering, 
, and delivering. 


W franchise identifies you with a first-rank 


J Your G 


w@ name, rich in reputation and good will. Thus, you 


obtain a ready-made stature and the power to draw upon 
the brand 


6 ) 
be cic 


trainir 


yalty of countless satisfied G/W customers. 
| have more support in the form of sales 
than that offered by any other manufacturer: 
s, office planning kits, direct mail folders, 





point-of-sale pieces, accurate price data, catalogs, and a 
host of high-powered sales literature. This cooperation 
sustains a high level of sales. 

Now is your opportunity to secure all the advantages 
of a Globe-Wernicke franchised dealership. Write today 
for complete information. Your postcard may lead to an 
entirely revitalized business for you. 


CINCINNATI 12, OHIO 
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Parts ore spray painted here, then go to the baking oven by conveyor system 


H-O-N fine finish is the frosting on the cake 


A handsome paint job is important 
to you —and to us. It often furn- 
ishes the motivation for a sale be- 
cause of instantaneous eye appeal. 
Yes, indeed, —H-O-N firmly be- 
lieves in the wisdom of a good, dura- 
ble finish. And we are equipped with 
excellent finishing equipment to do 
it well. 


Suspended on an endless chain con- 
veyor, all fabricated parts are first 
chemically treated for rust resist- 
ance and bonding. They then move 
to the paint spray booths. After 
careful spraying with good enamel 
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paint they are conveyed through the 
gas fired oven. Here high tempera- 
ture baking assures a hard durable 
surface of lasting beauty. 


At H-O-N real emphasis is placed 
on a quality paint job — because jit 


sells — because it serves. 
x * * 


The member workers at H-O-N, on 
all levels, apply to their jobs the 
thought, effort and attention that 
are essential to skillful accomplish- 
ment. They work together in an 
atmosphere of high morale to build 
good office equipment for H-O-N 
dealers, everywhere. 


H-O-N 


OFFICE EQUIPMENT 








THE H-O-N CO., MUSCATINE, IOWA 
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This Latest Thomas Sectional Unit is well-upholstered with Kalistron® 
It’s well for your business. The Thomas/Kalistron 

combination gives you high-profit furniture ... backed by the 

selling pawer of two famous names and the national advertising of 
Kalistron. It’s well for repeat business, too. Rugged 

wear plus outstanding good-looks add up to satisfied customers. 





The beauty of Kalistron is not skin deep. 
No. 91 Thomas Four-Section 
Seating Unit... richly g It goes beneath the surface, for endurance. 
covered with Kalistron. The color is fused to the underside of transparent, 


Promote it as a distinguished 


asset to a company’s upholstery-weight Krene™— the sturdy, 

pemap een 1a See scientifically-engineered sheet. Even on arms, 
offices or employees’ : 

lounge. Designed seats, backs, Kalistron can’t scratch, scrape or 
oe mar. It cleans with a damp cloth — won’t chip, 


peel or crack. Handsome and hardy ... that’s 
Thomas Furniture covered with Kalistron. 


—- 


FURNITURE COMPANY : Service Bureau OA 11-5 ss, 
4 Hf NT. NORTH CAR N United States Plywood Corporation 


World’s Largest Plywood Organization 
55 West 44th Street, New York 36, N.Y. 
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AT EXHIBITION ... Edward A. Jones, 
Ltd., office machine specialists of 32 
Deansgate, Manchester, England, showed 
this Burostat Speed copying machine at 
a recent productivity exhibition held in 
Liverpool. The event was sponsored by 
the Institute of Works Managers and 
the Liverpool City Council. 


the last conference of the Stationers’ Association, it would 
seem that the decision may, in course of time, be forced upon 
by the trade, at least in some sections. As was said at the 
conference, many lines more or less sell themselves, provid- 
ing there is an available choice for the customer. The sale of 
such lines in one section of a shop at least, probably requiring 
no assistant other than the cashier, may be one answer. 

In the present state of trade, a reduction in overheads and 
costings is vitally necessary for the well-being of the retailer 
in an increasingly competitive world. 

% &£ & & F 

In February of 1908, the late T. M. Spatks began business 
on his own account as a printer and stationer in Dundee, Scot- 
land. In 1920 he occupied larger premises to give him accom- 
modation to enter the office machinery and equipment busi- 
ness. 

Today, the firm employs a staff of 30 and is probably the 
best known and largest office equipment specialists and com- 
mercial stationers in Central Scotland. 





AUSTRALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A. 





Brownbuilt, (New South Wales) Ltd., manufacturer of steel 
office furniture, proposes that in future its preference divi- 
dend will participate with ordinary shares up to 6%, instead 
of at the present fixed rate of 5%. Ordinary shares of this 
organization are held by, or on behalf of, E. T. Brown, Ltd., 
Melbourne, which has approved the proposal. Preference shares 
are publicly held. 

+ Ht & H& & 

W. E. Smith Ltd., Sydney stationery supplier, reports a 
net profit of £28,496 for the financial year to June 30 last, 
compared with the £23,442 of the previous 12 months. 
Taxation allowance was £16,600 (last year, £15,700) and 
depreciation £9,126 (£8,256). Ordinary dividend has been 
increased from 9 to 10%, bringing dividend charge, including 
preferential, to £23,500 (£21,400). 

Rigby, Ltd., Adelaide stationery supplier, reports a net 
profit of £16,193 for the financial year to June 30, 1955, 
compared with the previous year’s £10,172. Tax allowance 
was £10,000 (£5,083). Ordinary dividend has been increased 
from 9 to 10%, bringing dividend charge to £6,380 (£5,754). 

* £ HE £& & 

Now that Sears Roebuck has secured a large interest in 
Waltons, Ltd., Sydney retailers, and a new organization, Wal- 
tons-Sears, has been formed with a nominal capital of £20 
million, it is expected that the organization’s office procedure 
will be brought much in ime with that of the U. S. firm 
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as executives will come to Australia on loan while Austrialian 
executives will go to America for training. U. S. “know 
how” will be made available to the new Australian organi- 
zation immediately. 


* £ & & F 
Application No. 163,413, lodged by Unilever, Ltd. for 
an Australian patent for a method of controlling dictating 
machines has been approved. Details are: “A method of re- 
cording messages on and reproducing the whole or part of 
the said messages from a dictating machine, both operations 
being performed over a telephone system to which the dic- 
tating machine is connected for speech transmission, which 
method includes injecting into the telephone system a plurality 
of different and predetermined alternating current switching 
signals, transmitting the switching signals over the telephone 
system, and utilizing the transmitted switching signals to set 
the dictating machine to a plurality of required conditions 
during one calling operation, the condition to which the dic- 
tating machine is set being directly under the control of the 
caller during the period of the said calling operation.” 
* £ & & F 
M. B. Jeffery and Co. Pty., Ltd. has been registered as a 
manufacturer of adhesives and writing inks. Capital of the 
firm is £25,000, and registered office is c/o John T. Norris 
and Co., 92 Pitt Street, Sydney. 
* &£ & & F 
Application No. 162,846, lodged by General Binding Corp. 
for an Australian patent for a machine for punching and 
binding a stack of sheets has been approved. Details are: 
“A machine for binding a stack of sheets with a binding 
element having a backbone and resilient curled fingers or 
rings, comprising a frame, a plurality of punches on said 
frame for piercing a stack of sheets, a stationary comb on 
said frame engageable with the back of the binding element, 
spreader fingers slidably and pivotally mounted on said frame 
for movement laterally thereof in engagement with the curled 
rings of the binding element and then longitudinally thereof 
to uncurl said rings whereby said uncurled rings are adapted 
to be positioned in openings in said stack of sheets provided 
by said punches, and means operable by the reverse opera- 
tion of a single operating lever for operating said punches and 
spreader fingers.” 
* *&£ & & F 
The Specialty Tpyewriter Service Company was among 
the exhibitors at the recent Homes Exhibition in Melbourne, 
and executives state that participation was well worth while. 
* * & & # 
A farewell party was recently tendered to E. R. Wilmoth, 
a director of Biro-Swan, who has now left to take up 4 
new appointment with Gollin and Co. in New Zealand. 
* & & & F 
Duntroon Pty., Ltd. has been registered with a capital of 
£10,000 and offices c/o Lightoller, Talty and Brooke of 
2b Castlereagh Street, Sydney, as manufacturers of office 
equipment. 
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Bates 

Numbering 
Machines 

The world’s 

standard for excellence. 


—.f 
Bates 
Model C Stapler “~ 


Makes its own staples. 
One loading—5000 staples. 


Bates Refill 
5000 rustless Brass 
staples each loading 
Bates 
Automatic 
Eyeleter 
Feeds, inserts 
and crimps 
eyelets in one 
automatic action. 


Bates 

Perforator 

Easiest action, large waste 
container Compact, 
economical. 


Bates 

Staple Remover 
Plastic no-pinch handle. 
Positive, instantaneous 


Bates 

Mercury Staplers 

Wide range of models for 
every requirement. 


Bates 

Silent Stamp Pads 
Reversible, renewable 
filler for long life, 


ae ee keep all these 
BATES quality 
products 
on display 


Bates 
End-icator 
Standard Staples 
Red staples give 
warning towards end 
of strip. Save time 
and temper. 


BATES CAVALIER 
LIST FINDER 


The finest index made. 
Handsome metal fin- 
ishes with top panels 
of richly tooled real 
leather. King-size 
cards for maxi- 

mum capacity.A 


luxurious, prac- 


tical gift. 








In Old Mexico 


Burroughs of Mexico 
Reaches Throughout 
Central America 


by MABEL F. KNIGHT 

@ BURROUGHS OF LATIN 
America would be a better name for 
the firm which has two branches 
in Mexico, in Guadalajara and Mon- 
terrey, as well as individual stations 
in principal cities throughout Cen- 
tral America. 

These centers, as well as sales 
and service resident points, can be 
found in many communities in 
Mexico. 

But come and visit the Burroughs 
plant in Mexico City. One cannot 
miss it, for the name stands out 
boldly on a modern building right 
at the beginning of Mexico’s lovely 
promenade, Paseo de la Reforma. 

The firm has the entire first floor 
of the building, which includes its 
general offices, offices where future 
sales and servicemen are instructed 
for work in the Caribbean area, test- 
ing offices, repair shops and storage 
space. 

E.R. Kienker is general manager 
of Burroughs of Mexico City, a 
genial, yet efficient manager, who 
has his finger on everything but 
doesn’t believe in keeping a client 
waiting until he reaches the point 
of exasperation. 


Seen Everywhere 
As for Mexico, Mr. Kienker said 
it was almost impossible to go into 








. E.R. 
Kienker is general manager of 
Burroughs of Mexico. 


GENERAL MANAGER 
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Burroucus in Mexico. . 
offices in Mexico besides many individual stations throughout Cen- 
tral America. The main office in Mexico City, D.F., is shown in the 
top picture, and the Guadalajara branch, located in a new office 
building in that city, is shown below. 


a Mexican bank or prominent office 
without seeing one of the company’s 
machines. It has been operating in 
Mexico now for 32 years, over six 
years in its present modern location 
on the Paseo de la Reforma. 

There are 137 people working in 
the Mexican company, and it is 
noted that they are practically 
100% Mexican. With the exception 
of three Americans, the entire per- 
sonnel of Burroughs of Mexico is 
native-born, which is as it should 
be, Mr. Kienker pointed out. 


Speak English 

Many of the employees, however, 
speak English, and the majority of 
them have acquired their command 





. Burroughs Corporation has three major 


of the language right in Mexico, 
speaking with little trace of any 
accent. 

At the Reforma address, the com- 
pany has established its sales and 
service training course for men who 
eventually will cover the entire 
Caribbean area. The constant pro- 
gram assures firms using the Bur- 
roughs machines that service men 
will always be available to look after 
equipment practically anywhere in 
Central America. 

Their work has brought about 
the use of such machines as the 
Burroughs Sensimatic in banks 
throughout the Republic, both in 
the Federal district and in the 
furthest state or province. 
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anew concept of 
cash register design 


If there is one cash register which fully meets the performance and 
budget needs of all small and medium size retailers—surely it is 

the magnificent new Regna DeLuxe! A cash register . . . an adding 
machine... a bookkeeping machine—it is ideally suited for the 
multiple functions of cash protection, cash-credit control and general 


figurework. Sturdy, precision-built, soft-spoken . . . virtually 
; maintenance-free! And note the Regna’s trim, rounded styling: 
i so elegant, compact, unobtrusive. Yet for all this versatility and beauty, 
sh ' the Regna is low-priced, within easy reach of the smallest storekeeper ! 
yf K, ; New manual or electric models with through-colored Carbamide 


cases in green, ivory arid maroon. 





> ie. | 
Regna can print double cash receipts Visible item indication shows clerk New square-shaped “‘sculptured” keys 
(one for store, one for customer). and customer individual items, total. are far easier and faster to operate. 
Electrically and hand operated 
A complete stock of Regna parts is located in models with or without indica- 
service centes throughout the U. S. tion. 














Regna Cash Registers, Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please send details and prices on the Regna Deluxe Cash Register 
plus information about becoming a Regna dealer. 





IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre | DE GIIBD i c.cveccecosencevscosesescunseenosbon opbnegnnentbbeesnssondingsecesubasunniieiellineninninsannaannn 
Vame St. W., Montreal, Que., and Business Equipment Ma- - 

chines, 489-R 3 St. W., Toronto, Ont CORP RRY oc cccccccesesesecrsepscenoecccessosseveesepesnnspnoosnsocnsecsoshiineieiaenibinnnlnalnsaanannES 
OUTSIDE NTINENTAIL ' e 7 

eeaee. Seren .% eS in ee | CRI --cccevsscaninneescnsistsiasantinictibimmapudiolas ZONE.....-.0000e DB scerasccesessscepenntialliinine 
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Wholesalers Meet on Coast, 
Stage Sales Promotion Clinic 


Eighty members of the industry were present for a Market- 
ing-Merchandising Sales Promotion Clinic held in conjunction 
with the Wholesale Stationers Association’s Pacific Coast re- 
gional conference at the Mark Hopkins Hotel, San Francisco, 
on Saturday, September 10. 

Harold Whittemore, general manager of the Association, 
reported that this was the largest session of its kind ever held 
by the organization west of Chicago. 

The gathering opened at 10:30 a.m. in the Room of th: 
Dons with registration and visits with individual manufactur- 
ers and representatives at their “table headquarters,” exhibits 
which featured new products, new sales aids, and novel dis- 
play ideas. 

Manufacturers Represented 

The following manufacturers were represented by exhibits: 
Apsco Products, Inc., Avery Adhesive Label Corporation, 
Dennison Manufacturing Company, Ellingsworth Manufactur- 
ing Company, Fisher Pen Company, C. Howard Hunt Pen 
Company, Minnesota Mining & Manufacturing Company, Of- 
fice Accessories Corporation, Pelouze Manufacturing Com- 
pany, Rippl-Tie Products Company, Sanford Ink Company, 
Scripto, Inc., and Testrite Instrument Company. 

Preceding a reception and cocktails in the Bonanza Room, 
Mr. Wittemore introduced Fred J. Goette (Schwabacher-Frey 
Company, San Francisco), conference chairman; Ed A. Shelton 
(Zellerbach Paper Company, San Francisco), co-chairman; Joe 
D. Hale (Joe D. Hale Company, Los Angeles), assistant chair- 
man; and Harold W. Jacobson (Associated Stationers Supply 
Company, Chicago), president of the Wholesale Stationers As- 
sociation. 

Luncheon was held in the Golden Empire Room, after 
which those present assembled again in the Room of the Dons 
for the afternoon session. 

Explains Seven Points 

“The Philosophy of the Seven-Point Program” was pre- 
sented by Mr. Jacobson, who stated that the program is de 
signed to help the manufacturer, the wholesaler, the retailer, 
and the salesman all secure increased sales and make more 
money. 

Mr. Whittemore next spoke on “The Program in Action.” 
He declared that the retailer is the lifeblood of the industry, 
and outlined what is being done by the association towards 
making the retailer a more potent factor in the distributive 
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set-up. His outline embraced a review of the program’s prog- 
ress to date and what is contemplated for the future. 

“The West Coast Viewpoint” was presented by Chairman 
Goette and Co-Chairman Shelton, following which a clinic 
round table was held with Norman F. Bickel, national sales 
manager of the Sanford Ink Company, as narrator. Clinic 
participants, who discussed “How to Sell,” included Paul C, 
Fisher (Fisher Pen Company, Chicago), J. W. Brooks (Scripto, 
Inc., Atlanta), and C. S. Olsen (Rippl-Tie Products Company, 
Chicago). Merchandise, ideas, service, and promotions all 
came in for attention during the discussion. 

George W. Halling, general manager of The J. K. Gill 
Company, Portland, moderated the next phase of the program, 
a question-and-answer period. 





Horder Golfers Lose Battle with Rain 

Fifty players participated in the annual golf tournament 
for Horder men employees at the Bartlett Hills Golf Club, 
Bartlett, Ill., on Saturday, September 10. An unwelcome par- 
ticipant was a heavy rainstorm, which caused enough Horder 
men not to finish 18 holes of play so that it was necessary to 





THE GOLF COMMITTEE . . . Jim Kerr and Frank Rainey, co-chair- 
men; Karl Schultz, ticket chairman. 


postpone competition for the Horder Trophy until Saturday, 
September 24. 

Frank Rainey and Jim Kerr, co-chairman, with the assistance 
of Karl Schultz, ticket chairman, ran the outing efficiently. 
In addition to the 50 golfers enough dinner-only guests ar- 
rived to make attendance over 60. After dinner Frank Rainey 
took charge of the prize distribution. It was a happy occasion 

—almost everybody received a prize. 


DEALER SCHOOL Remington Rand 
dealers and their salesmen met recently 
in Chicago's Sheraton hotel for a sales 
and merchandising school conducted by 
the company to acquaint them with ef- 
fective sales and merchandising tech- 
niques for the firm's products. The meet- 
ings have been conducted since 1953. 
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big Business comes in 
Small Packages— 


Yes, Mr. Stationer, 
Open Ring Rubber Bands 


with the distinctive ‘‘Open-Ring’’ feature which 
makes them so easy to handle and apply, can be 
BIG and PROFITABLE Business when you use 
ARCO's Tested Dealers’ Aid Plan! 


Only ARCO has this 4 Posnt 
Merchandising Program to Increase YOUR Sales 


a 


. A QUALITY PRODUCT PRICED RIGHT with Features 
you can talk about. The Open Ring style gives your 
salesman a lot to sell. 


NATIONAL ADVERTISING. A continuing intensive 
campaign in the magazines office managers and 
buyers read “The Office,” “Office Management,” and 







others. 

‘Remember, Folks—. 

7, hey Just DIRECT MAILINGS TO YOUR CUSTOMERS. Litera- 
Can't ture carrying your imprint and actual samples to every- 


“Stretchy” Tangle!” one on Your customer and prospect list. 
ged angle!" 


The ARCO 


DISTINCTIVE PACKAGING AND DISPLAYS. 
Band-Man 


ARCO’S “New Look” box creates traffic buying. 


START CASHING IN WITH ARCO’'S 
DEALERS’ AID PLAN RIGHT AWAY — 


Mail the Coupon — TODAY! 





TO: ALLIANCE RUBBER COMPANY, Hot Springs, Arkansas OAI1 


1 am interested in Your Dealer's Aid Program. Please send Full Details Right Away! 





Address __ City State 





Date __ Send to Attention of: 
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COLD TO THE TOUCH! With Faries’ new 
exclusive shade design, lamp gives off 


NEW IDEA IN ADJUSTABLE LAMPS! NO HEAT ven with continuous. burning 
e of regular 100-watt bulb 


Unequaled for comfort and safety, this modern adjust- 
able-lamp line features a unique shade, cold to the 
touch, that eliminates heat three ways! Backed by Faries’ 
75 years of quality-lamp manufacturing experience, 
THIS LINE GIVES YOU MORE TO SELL THAN ANY OTHER 
a foe een eae ore 


LINE OF ADJUSTABLE LAMPS! ture, a Faries exclusive, removes heat by 


cigarette test 


Approved by Underwriters’ Laboratories, and including 
desk, drafting and wall-type lamps, the line also gives 


you the special ‘‘six-for-one’’ inventory feature for fast- 





er turnover, longer profits, easier stock keeping! 


FOR FULL DETAILS ON THE COMPLETE LINE, WRITE: 


FRICTION-FREE DESIGN permits un- 
limited adjustability No screws to 
tighten $ y position 
Both arm and shad 





LAMP DIVISION sd ELWOOD, INDIANA 
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Aa able eleten cw ssa oot 
long been established as one of the foremost re 


fine steel record filing equipment for Banks, Court Hs 
Institutional and Public Buildings, Hospitals and Dualons € 


Listed below are the WATSON Stock Lines, — sch bow oi ke : 
plete to provide modern and efficient filing f for m 
standard types of records . . . all loaded with ” ie 4 


Several desler teritories are open — perhaps yo fo 


ha” 
Oe 





_ . 4 ad . , . . oe : 
4 y 4 / . " , . +i e :: a 
YS; PETE ald since 1887 — 
, 4 é ie yi? z é 
3 ' ; ; = i an 
 /; ¢ ¥ f - as te gosh 4 
mee : y 

















oe These are WATSON Stock Lines: 


400 Line — “High Line” of document files and 
roller shelf cases. 713" high — 
with Companion Units 343" high. 


800 Line — Horizontal Units—for stacking — 
maximum flexibility —all styles. 


3100 Line — Counter Height Units — 
417/," high—Continuous Linoleum 
tops and streamline counter 
fronts. 


4100 Line — Vertical Units — all styles of 
standard units in 51 7/." height — 
also 2 drawer desk height units. 






When you sell this seal - 
5100 Line —5 drawer cap and letter cases. 






Optional Inserts available for 3100, 4100 and 5100 Lines. 












For information on any or all of these lines, write Dept.O.3 


Vo) 0 e-1-1| @LUr-Lihava 


| A WATSON dealer has access to Watson Engineering 
Service, — which will design units, or complete installations 


. for unusual or special record filing conditions 


WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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Launch Program for 
Handwriting Improvement 


An extensive handwriting improvement self-training plan 
for businessmen and employees, and a scholarship program to 
assist teachers in the handwriting instruction of children will 
be launched in early 1956, it was announced September 22 at 
the first annual membership meeting of the Handwriting 
Foundation convening in New York City. 

Albert G. Frost, chairman of the board of Esterbrook Pen 
Company, President of the Foundation, revealed that several 
hundred clerks, secretaries and executives employed by five 
well-known companies will begin, within a few weeks, a test 
program designed to increase the legibility of sales slips and 
business correspondence. The self-improvement manuals, charts 
and other materials currently are being prepared by hand- 





A. G. FROST F. L. KING 


G. C. CRAIG 


writing experts under the supervision of the Foundation. 

The five companies, which vary considerably in size, prod- 
ucts and handwriting problems, are the American Safety Razor 
Corporation, New York, City; Around-the-World Shoppers 
Club, Newark, N. J., Bettinger Corporation, Waltham, Mass., 
Channel Master Corporation, Ellenville, N. Y., and Ciba 
Pharmaceutical Products, Inc., Summit, N. J. 

After the “pilot project” is completed, the program will be 
made available free to all businessmen requesting it. It is de- 
signed so that one key executive who is assigned the job of 
educating his fellow employees, can, without previous training, 
serve as a group leader in teaching the course to others. 

To Award Scholarships 

Speaking at a luncheon today at the Park Sheraton Hotel, 
before a group composed mostly of educators and businessmen, 
Mr. Frost revealed that, commencing in 1956, at least 25 
scholarships will be awarded annually by the Foundation to 
teachers who desire training in handwriting instruction. The 
scholarships will be for existing courses at colleges throughout 
the country. Two scholarships recently were awarded by the 
Foundation for use by elementary school teachers at Long 
Island University. 

Principal speaker at the luncheon today was Gavin G. 
Craig, professor at Western Kentucky State College, Bowling 
Green, Ky., and president of the International Association of 
Master Penman and Teachers of Handwriting. “Today most 
high school and college graduates do not know how to write 
legibly,” Professor Craig declared. “Proficiency in handwriting 
should be a requirement for a high school diploma and a col 
college degree,” he said 

Professor Craig stated that illegible handwriting is costing 
business firms millions of dollars a year and predicted that 
“with only a handful of qualified handwriting teachers’ left 
in the country, this situation may get worse.” Urging a greater 
emphasis on handwriting in teachers’ colleges and in school 
curricula, Professor Craig called for a least 30 minutes of 
handwriting instruction per day in the first eight grades, and 
at least 15 minutes daily in the first two high school years. 

Rosenhaus Honored 

The Handwriting Foundation’s annual award to the in- 
dividual who has made the year’s outstanding contribution in 
the handwriting field was presented to Max Rosenhaus of 
Lynbrook, N. Y. Mr. Rosenhaus, who is 71, recently retired 
after 35 years as handwriting teacher, supervisor and consult- 
ant to the New York City Board of Education. In addition to 
a handwrittin scroll, Mr. Rosenhaus received a rate book on 
handwriting published in 1854 and another scroll written in 
1797. 
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Others at the meeting included William Rinehart, Waltham, 
Mass., publisher of handwriting manuals and systems, who is 
assisting the Foundation in the development of the hand- 
writing seif-training program for industry, and Frank L. King, 
executive secretary of the Foundation. Mr King outlined the 
Foundation’s 1956 program which will have its greatest em- 
phasis in the school field. The 1956 program will include a 
series of booklets, film strips, and exhibits, and a book and 
motion picture, all designed for use in schools, business firms, 
and women’s clubs. These, along with other materials and 
projects, will be aimed at accomplishing the three principal ob- 
jectives of the Handwriting Foundation, which are: 

1. To stimulate the maximum possible interest in handwrit- 
ing without reference to any specific writing instruments or 
systems. 

2. To encourage awareness of handwriting by parents, ed- 
ucators, students and the general public for reasons of in- 
creased legibility and “the personal touch,” and to focus at- 
tention on the need for increased handwriting instruction. 

3. To emphasize the importance of handwriting to business- 
men and all workers, particularly clerical, and to directly relate 
the problem of legibility to efficiency and economy. 

Members of the Foundation, a non-profit organization, in- 
clude businessmen, educators and others interested in promot- 
ing a greater interest in handwriting. The Foundation’s execu- 
tive offices are at 1426 G Street, N. W. Washington 5, D. C. 





Stationers Association of Montreal 
Arranges An Educational Program 
The directors and officers of the Stationers Association of 
Montreal has announced an educational program for members 
sales staffs and personnel for the 1955-56 season. General 
chairman is Allan Sears of W. V. Dawson, Ltd. 
Fred Rogers of Dawson Brothers, Ltd., was chairman of 
the meeting held September 21 in the Queen’s Hotel, Mon- 
treal. A sound and film strip, “Laurentian Adventure”, was 
shown by Rolland Paper Company, Ltd., under the direction 
of Albert Rolland, sales director, and W. Eamer, quality con- 
trol manager. 
On Wednesday, October 19, at 6:15 P.M. in the Queen's 
Hotel, the second educational meeting will be held in French 
particularly for the benefit of the French-speaking members 
and their staffs. F. de Haerne, C.L.U. provincial manager, 
Northern Life Assurance Company of Canada will address the 
meeting. The subject of his address will be “Salesmanship” 
Although this meeting is to be held in French, English mem- 
bers and their staffs are requested to attend. Armand Toupin 
of Thos. V. Bell will be chairman of the meeting. 
The third educational meeting will be held on Wednesday, 
November 9, in the Queen’s Hotel. Details of this meeting ar 
not yet completed, but a combined meeting under the joint 
auspices of The Stationers Guild of Canada and the Stationers 
Association of Montreal is being planned similar to the ver 
successful meeting held in November, 1954. The chairmat 
will be Ed. Baker, Ace Fastener (Canada), Ltd. 

During the months of December and January there will be 
no educational meeting held. 

Friday, December 9, will be the occasion of our annua 
Christmas dinner and dance to be held in the Spanish Room 
of the Queen’s Hotel. The committee includes Rene Piche 
Ed. Baker, Allan Singer, Granger Robertson, Albert Borde 
leau, and Warren Osborn. 

The 1956 educational program will commence Wednesdaj. 
February 15, in the Queen’s Hotel. Guest speakers for thi 
meeting will be Hugh Kennedy of Waterman-Presto, Ltd. an 
Lindsay Warner of the Luckett Loose Leaf, Ltd. Rene Pick 
of Piche & Harvey, Ltd. will be chairman. 

The final educational meeting of the 1955-56 season will ® 
held Wednesday, April 18, in the Queen’s Hotel. A series ® 
dramatic sketches on “Salesnienship” will be presented unde 
the direction of Major Gerald B. Fels of Copp Clark Com 
pany, Ltd. 
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All educational meetings are designed to impart furtht 
knowledge of the stationery industry. Out-of-town station® 
are cordially invited to attend and will be gladly welcomed® 
any or all of the meetings. 
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N OLD TOW SPIRIT DUPLICATOR 
A is clea d foolproof. There are 
no costly Ss or mats, no messy 
inks or gelat no cleaning up later. 
Simply write, type or draw on an 
Old Tow: ter unit and place it 
m the n Copy paper mols- 
tened wit! n, alcohol-type fluid 
picks off 1 1) crisp, clear copies 
faster th second. And you 
get up to ors at once! 

Rent your 


OLD TOWN SPIRIT DUPLICATOR 

® Rentals as low as $7.50 per 
month. 

® Rent one or many machines. 


® 10-day FREE trial in your own 
office 


® liberal trade-in on your old ma- 
chine if you decide to buy. 
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Metropolitan Travelers 
Welcome New Members 


A dinner meeting was held by the Metropolitan Travelers 
Club of New York on September 19 at the Hotel New Yorker. 

President Martin M. Moldow, Martin M. Moldow Asso- 
ciates, welcomed the following men as new members of the 
association: Al Seidmen, American Pencil Company; Martin 
Progebin, Permacel Tape Corporation, and Vincent Hysick, 
Joseph Dixon Crucible Company. 

Milton Stone, Milton Stone Associates, offered a tribute 
to President Moldow for the fine job he had done at the 
recent 13th Regional Convention which had been held at 
Grossinger, N. Y. 

John Fisk, All Rite Pen Company, proposed that the group 
should take steps to bring the 1959 NSOEA Convention to 
New York. He suggested that a meeting with a representative 
of the New York Convention Bureau be arranged for the 
purpose of obtaining information regarding the convention 
being held in this city. The members were in approval and 
Mr. Fisk was asked to organize a committee with the idea 
of getting together sufficient data with which to make a for- 
mal proposal to the national committee during the NSOEA 
Convention next October. 

A report by William Lowenthal, A. W. Faber-Castell Pencil 
Company, Inc., on recent activities of the placement com- 
mittee was given the members. It was generally agreed that 
the committee under Mr. Lowenthal has been doing an ex- 
cellent job for the travelers in need of additional lines or 
full time positions. 

As an added attraction to the meeting, the club was shown 
a film on salesmanship, the subject of which was “The Ap- 
proach to Sales”, produced by M. J. Lacy. The film was in- 
troduced by Emil J. Contreras, Joseph Dixon Crucible Com- 
pany, Inc., whose firm had made the presentation possible. 

The meeting was adjourned following the showing of the 
film. 





Business Forms Institute Enjoys 
Annual Fall Outing at Country Club 

Business Forms Institute had its annual fall outing on 
September 23-24 at Seaview country club, Absecon, N.J., with 
a good turnout of both members and guests. 

The short business sessions were said to be of interest to all. 
The morning of the first day was devoted to association mat- 
ters and discussions of committee activities and Institute proj- 
ects at work. 

An announcement was made of a cost accounting seminar 
for members of the Institute, to be held in New York City on 
November 3-4. The seminar was set for the purpose of re- 
viewing and bringing up to date the chart of the accounts 
and cost accounting manual which was published by the Insti- 
tute several years ago. The suggested system has been in use 
in a number of companies for two or more years, and it was 
felt that as a result of their experiences, some final changes and 
improvements can be made in the manual. 

The second day of the meeting opened with a talk and 
sound film presented by Walter I. Flocken, communications 
engineer for the American Telephone & Telegraph Company. 
He spoke of the Bell System’s place in the integrated data 
processing concept. 

H. V. Lauer and C. O. Harris, heads of the research appli- 
cations department and special products department of Na- 
tional Cash Register Company, told members of advancements 
and improvements made in NCR paper, and discussed some 

f the problems that have been experienced by various con- 
~2rters and what is being done or planned, to overcome them. 

In a discussion of business conditions, it was brought out 
that sales volume for 1955 was up about 15% over the same 
period in 1954, and it was expected that business would 
probably continue good for the foreseeable future. 

The annual golf tournament was held the afternoon of the 
first day, and the awarding of “skill” prizes was, as usual, one 
of the lighter moments of the business session the second 
morning. 
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New York Office Machine Dealers 
Hold First Meeting of Fall Season 

The first Fall meeting of the Office Machine Dealers Asso- 
ciation of New York, Inc., was held September 13 in Ben 
Franklin Hall at the Advertising Club of New York. President 
Harold Peck, Ideal Business Machines, presided. 

President Peck introduced the following guests: Hazen 
Ames, Edward Staats, J. Dal Marvil, A. W. Kartous and C, 
T. Bills, all of the Ames Supply Company; Hans Stauder and 
Edward L. Slater, both of Paillard Products, Inc., and James 
Bland of Remington Rand, Dealer Sales Division of Sperry 
Rand Corporation. 

Harry Ritchie, Addressing Machine & Equipment Company, 
reported progress in arrannging for the association’s Annual 
Dinner Dance and Revue to be held in the Terrace Room 
of the Hotel Plaza on Saturday evening, November 5. 

NOMDA President David C. Silvers, American Business 
Machines, Inc., New York City, gave a brief account of 
the convention held in Denver last June. 

President Peck announced that Harry Rudnick, Royal Type- 
writer Company, was about to retire on September 30. Mr. 
Rudnick thanked his many friends and well wishers, re- 
marking that he has enjoyed every minute of his associa- 
tion with the company. 

A beautiful display of the new Royal portable typewriter 
in six striking colors was then unveiled. Mr. Rudnick pointed 
out that the new machines were created to satisfy the grow- 
ing demand for color which now has such a wide accept- 
ance everywhere. He went on to tell of some of the im- 
provements in the new machine, such as cast aluminum 
base, choice of colors and distinctive Canterbury type face. 
Also demonstrated was the new Rugged carrying case made 
of Fiberglass, which combines lightweight with strength, and 
is waterproof. 





McCurrach Addresses Chicago NOFA 
at First Fall Meeting 

David McCurrach, executive manager of the National 
School Service Institute, was the principal speaker at the 
first fall meeting of the Chicago chapter of the National Office 
Furniture Association. 

Mr. McCurrach, who has had 20 years of selling experi- 
ence with the Ben Franklin Stores and Eberhard-Farber Pencil 
Company, among others, told the NOFA members they must 
achieve better business by doing better business. 

He warned that this was the time for them to analyze their 
businesses for improvement, refresh their selling techniques, 
and “practice what they preach” about sales. 

He cited the arrival of the architect and interior decorator 
as competition, warning that they, the office furniture sales- 
men, must look forward to offer better service. They must 
utilize model offices, even their own offices, and if necessary 
have a trained decorator on the staff to help the customer and 
keep the sale. 

Mr. McCurrach was introduced by Lou Farber, Louis H. 
Farber Company, who is program chairman. Warren Spitzer, 
Spitzer Office Furniture House, president of the Chicago chap- 
ter, introduced Bob Young, associate director of the Commu- 
nity Fund of Chicago, who briefly outlined what the Red 
Feather services cover in the city. 

Mr. Young in turn called on Art Poliquin, Art Metal Con- 
struction Company, who has taken over the job of handling 
contributions from the office furniture field. 

Mr. Poliquin secured the services of six volunteers to help 
in the drive this year. They are: William E. Riley, Anderson, 
Riley & Sava; Hy Natovich; Roy A. Edgren, Corry-Jamestown 
Manufacturing Corporation; George DeBerr, manufacturers 
representative; Lou Farber, and Warren Spitzer. 





Penn.-N.J.-Del. OMDA Holds Session 


Robert J. Sanders, dealer sales manager of the Burroughs 
Corp., was slated to address the Pennsylvania-New Jersey 
Delaware Office Machine Dealers Association October 3 at the 
MLA Club in Philadelphia. His subject was “Selling is Show 
Business.” 

Edgar Noll is president and Alvin Spaide secretary of this 
OMDA group. 
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C-Y MASTER UNITS 
... finest on the market, C-¥ 
“SEALFAST” process guar- 



























JETLEAF AND OTHER FINE C-Y antees absolute cleanliness 
NON-CURLING CARBON PAPERS 
... the “Finest” made, permanent, STAND-BY 
smudgeproof-with exclusive C-Y COPYHOLDER 
blue-black ink formula, and the .. “the best val- 
“slip-proof” plastic backing ve in 
now in 3 standard 
sizes... 
REGULAR—9” W x 12” H 


ACCOUNTANT—16" W x 
12°H 
LEGAL—9" W x 16" H 


..-lanolin formula soothes 
hands, while quickly 
and safely remov- 
ing ink stains 





C-Y TYPEWRITER ions 
— RIBBONS cy 
C-Y DUPLICATING FLUID .2-@ complete oe of DUPLICATOR PAPER 
... formula meets all U.S. govt., fine quality, popular- ... finest *1 water-marked 
ribbons 





and other specifications sulphite copy paper 


-CURTIS-YOUNG CORPORATION . Manufacturers — 
Copyholders — Duplicating Supplies — Carbons — Ribbons on 
110 WEST 18th STREET 0. NEW YORK 11, N, Y. . Cable: CURTYOU 
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Success of Cramer Incentive Plan 


Reflected at Sales Meeting 


(Pictures appear in NSOEA Convention report.) 


Behind the scenes of the Cramer Pos- 
ture Chair Company, Inc., breakfast and 
sales meeting held on the Saturday 
morning of NSOEA convention opening 
day is the successful use of Cramer’s 
Sales Incentive Plan 

It is a story, points out Sales Manager 
William J. McCaig, in which “the event- 
ual success of our Sales Incentive Plan 
was assured many months ago by the 
willingness of R. A. Cramer, Sr. to face 
reality, to accept new ideas and new 
planning, and to commit himself to the 
program that enabled us to lay the basis on which the plan 
would succeed. Such commitment required more than normal 
courage, for he was dealing with sales management new to 
this company.” 

The Sales Incentive Plan was designed to build sales of 
Cramer posture chairs after the abnormal Government demand 
ceased to exist in the early fall of 1953. Following a survey 
of basis for enlarging the Cramer market, these preparatory 
actions were taken: 

1. A comprehensive loose-leaf product catalog, designed so 
as to provide a ready tool by which Cramer franchised dealers 
could present and price the line, was prepared and put into 
the field. 

2. An “open item” catalog was presented for use of any 
office equipment dealer. 

3. Dealers were made conscious of the name Cramer by a 
frequent schedule of direct mailings. 

4. New promotional literature was made available. 

5. New products were designed, and existing ones restyled, 
to meet changing requirements. 

6. A program to re-educate sales representatives in the sales 
techniques necessary for success in a buyer’s market was un- 
dertaken. 

7. A new advertising agency was engaged and an enlarged 
advertising program instituted. 

All of this was preliminary to an Incentive Plan that would 
provide ample reward for those Cramer representatives who 
made their quota of sales. 

Ingredients of that Sales Incentive Plan include these: 

1. The quotas are calculated on a yearly basis but divided 
into quarterly periods to retain interest. 

2. Remuneration grows larger by quarters to offset any 
tendency toward mid, or late-year, letup. 

3. A commission of 1% in addition to regular commission 
on all sales in excess of quota provides the incentive to con- 
tinue the sales push even though meeting quota is assured. 

4. The failure to meet quota in any given quarter does not 
preclude the representative from earning a total of $1,000, 
provided the year’s quota is met by December 31, 1955. 

5. A Nassau trip was included to encourage the representa 
tives’ wives to take interest in their husbands’ Cramer sales. 
If four or more representatives make full quota, Cramer is 
providing a week’s all-expense trip to Naussau to that repre- 





R. A, CRAMER, SR. 
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sentative (and his wife) who exceeds quota by the greatest 
percentage. The trip to Nausau will include round-trip air 
transportation, plus hotel accommodations and meals—and 
adequate spending money. 

Smiles of the sales representatives as they accepted their 
third-quarter bonus checks at the NSOEA convention sales 
meeting breakfast told of their personal acceptance of the 
new Cramer plan. In attendance from the home office were 
Walter Keller, John Murphy and Bill McCaig. 

Sales representatives present were Ralph Segee, Boston; 
Henry Burmeister. New York City; Joe Shanks, Knoxville, 
Tenn.; Elmer Duke, Nashville, Tenn.; Jack Prisant, Chicago; §, 
C. McKee, Louisburg, Kan.; F. C. Charles, Los Angeles; Jim 
Ellertson, Denver; Cal Long and Jerry Devitt, Cincinnati, 
Ohio; George Desmond, Kansas City, Mo.; Bob Appleby and 
Jim Morrison, Washington, D. C.; Ray Aul, Pittsburgh, Pa, 
and Laddie Koehn, Buffalo, N.Y. 





S. A. Fanslau Completes 50 
Years with Marshall-Jackson 


S. A. Fanslau was the honored guest when employees of 
Marshall-Jackson Company, Chicago stationers, gathered at 
the Swedish Club of Chicago recently for an evening dinner, 
The occasion marked the completion of Mr. Fanslau’s 50 
years of service with the firm. His reaction to the honors 
paid him was typical of his “grow old gracefully” appearance 
and philosophy, “I won’t guarantee to be around for the next 
50.” 

Mr. Fanslau’s decision to keep on working is typical of the 
Marshall-Jackson organization which is proud of the years of 
stationery know-how possessed by the personnel. 

At the dinner, which was announced as a “sales session” in 
order that it might be a complete surprise to Mr. Fanslau, the 
16 present had a total of 329 years of experience with the 
firm. 

A Lord Elgin watch was presented to Mr. Fanslau with 
appropriate ceremony. It was recalled that he started with 
the firm as an errand boy. Marshall-Jackson was then located 
at what is now the site of the Harris Trust & Savings Bank | 
of Chicago. When the store moved to 26 S. Clark in 1909, Mr. 
Fanslau went right along and his accumulated knowledge 
of the stationery business has included about everything except | 
operation of the repair shop and doing accounting. 

The veteran firm has been in existence since 1874—a period | 
of 81 years—growing up with Chicago’s Loop. Its founder 
was George E. Marshall and originally it was the George E. 
Marshall Company. In 1906, it was consolidated with Thayer 
& Jackson and became Marshall-Jackson Company. 

President O. R. Geuther was not present at the party but 
sent a telegram of congratulations to Mr. Fanslau. Making 
the watch presentation was Oscar Modene, vice-president 
and treasurer who had served Marshall-Jackson for 56 years. 
Mr. Modene passed away suddenly on Oct. 5. 

Those attending, and their years of service, were: Oscar 
Modene, 56; S. A. Fanslau, 50; Eric Behmer, 38; Bill Lind 
strom, 30; Ed Malecek, 24; Joe Zimbardo, 21; H. W. Lack- 
land, 20; Charles Kylander, 21; W. Lee Fergus, 19; H. Eugene 
Newell, 10; C. A. Morse, 12; S. J. Alengo, 11; Walter Howard, 
10; Bill Rocco, 5; Walter Koepke, 1 and Bill Hubbel, 1. 





LOOKING AHEAD . “to many more | 
years” with the firm is the reaction of 5. 
A. Fanslau as he is tendered a Lord &- 
gin watch by Vice-President and Treas 
urer Oscar Modene upon completing ¢ 
half century of service with Marshall 
Jackson Co., Chicago stationers. Other 
veterans with the firm look on. From 
left: H. W. Lackland, C. A. Morse, Mr 
Modene, Eric Behmer, Mr. Fanslau, &# 
Malecek, $. J. Alengo and Joe Zimbardo 
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That’s the wonderful news from the makers of 
“steel-pride’’ Cabinets. A complete line of quality- 
constructed cabinets, from the smallest desk-high 
to the largest wardrobe cabinet, is now available 
in two new, strikingly beautiful colors—Mist 
Green and Desert Sage—and at no extra cost! These 
two rich-looking colors are being offered in 
addition to Forest Green and Office Grey— 
available also at no extra cost. 


~ JET CONSTRUCTION TOO 


All “‘steel-pride’’ Cabinets, including those in the new 


Mist Green and Desert Sage colors have exclusive JET- 
LOK Construction. This is the unique principle of con- 
Struction that ikes for faster assembly, extra rigidity 


and added pilfer protection. 


Investigate Now— Write for Additional Information 





* 
steel-pride 


STEEL SERVICE MANUFACTURING CO. 
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New York NOFA Golfers at Fall Tourney 

1, L. Kammerer, Desks, Inc., New York, N.Y.; A. Cotgreave, Desks, 
Inc.; Saul Schachter, Rialto Furniture Co., New York, N.Y. 

2. Charles McCarthy, guest; A. J. Kuhn, Peerless Steel Equipment Co.; 
Merry Cutler, guest; Angus Gordon, Angus Gordon Co., Inc., New 
York, N.Y. 

3. Herold Rachleff, guest; Herman Lakow, Samuel Lakow & Sons, Inc., 
New York, N.Y.; Jerry Lakow, Samuel Lakow & Sons. 

4. B. Mathews, Harter Corp.; 8. Carver, Harter Corp.; L. Hendrickson, 


Harter Corp. 
5. Herbert Marks, Broadwin and Marks, New York, N.Y.; W. J. Mad- 
den, Madden Office Equipment Co., Inc., New York, N.Y.; Joseph 


New York NOFA in Final Tourney 

More than 50 members and guests attended the third and 
final meeting of the 16th Annual Golf Tournament of the 
New York chapter, National Office Furniture Association held 
on Thursday, September 22nd at the Westchester Country 
Club, Rye, New York. 

The final golf outing of the season saw many of these golf 
enthusiasts out early to take advantage of fair weather and 
a splendid course. Some members did manage to go for nine 
holes before lunch which was fortunate for them, because it 
blew up quite windy and cloudy in the afternoon, but despite 
this disadvantage some good scores were turned in. Those who 
did not compete in the golf tournament spent the day putting 
on the green, playing cards, or enjoying a day of relaxation. 

After dinner, greetings and a hearty welcome were expressed 
by chairman Ian Nemlich, Regan Furniture Corporation, New 
York City. He then signaled and a huge birthday cake was 
presented to Herman Lakow, Samuel Lakow & Sons, Inc., 
New York, N. Y. As Mr. Lakow blew out the candles all 
present sang “Happy Birthday to You” and ended with hearty 
applause. 

Winners of the golf tournament were then announced as 
follows: low gross — A. J. Kuhn, Peerless Steel Equipment 
Company; runner-up — William Wood, W. B. Wood Com- 
pany, Newark, N. J. 

Other winners were, Jack Schwander, Desks, Inc., New 
York City; Jack Lerner, guest; Joseph Donahue, P. W. Vallely 
Company, Inc., New York City; Angus Gordon, Angus 
Gordon Company, Inc., New York City; L. Kammerer, Desks, 
Inc., New York City; and Irving Kramer. 





NOMA’S 1956 Exposition Set 
for Philadelphia May 21-24 

Official announcement has been made for NOMA’s 37th 
International Conference & Annual Office Machinery and 
Equipment Exposition, scheduled for Philadelphia’s Conven- 
tion Hall May 21-24, 1955. 

The 1956 show will be the largest ever sponsored by the 
National Office Management Association with more than 
80,000 square feet set aside for exhibitors. 
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Schwartz, Regan Furniture Co., New York, N.Y. 

. Joseph Golen, Peerless Steel Equipment Co.; Samuel Ratner, guest; 
Cc. H. Meyer, Duradex, Inc, 

. Joseph Donahue, P. W. Wallely Co., Inc., New York, N.Y.; Jack 
Schwander, Desks, Inc.; William Wood, William B. Wood Co., New 
York, N.Y. 

- Samuel Newman, Milton Stone Associates; Hugh Ward, Geyer, Mc- 

- Allister Publications. 

. Sam Itkin, Itkin Brothers, Inc., New York, N.Y.; Morris Gorlin, guest. 

. Joseph M. Spiro, Blanchard Brothers and Lane; Joseph Wiener, 
David Kramer, Inc., New York, N.Y.; Victor Scheinman, Cole Steel 
Equipment Co. 


Chairman of the International Conference and Exposition 
Committee is F. F. Robinson of Philadelphia, assistant secre- 
tary-assistant treasurer of Curtis Publishing Company. 

“Arrangements are being made to accommodate between 
30,000 and 40,000 interested businessmen and women who 
will visit the exposition. An audience bonus for exhibitors is 
the fact the 1956 show will be held in the heart of America’s 
fastest growing industrial area — the Delaware Valley,” Mr. 
Robinson said. 

“Concurrent technical sessions devoted to the problems 
confronting office executives on personnel, electronic appli- 
cations and technical subjects such as work measurement, 
forms design and control will be attended by approximately 
2,000 NOMA members and guests. The meetings will be held 
in rooms adjoining the Exposition,” Mr. Robinson added. 

NOMA will continue to follow its past procedure in con- 
sidering space applications on a first come-first served basis. 
Exhibitors’ postmarks on returned space applications will be 
used to determine priority. 

Manufacturers who have not exhibited in past expositions 
will receive information on the 1956 show by regular mail. 
Additional information can be obtained by writing the National 
Office Management Association, 132 West Chelten Ave., Phil- 
adelphia 44, Pa. 


Chicago, Milwaukee OMDAs Hold 
Joint Session in Castle Room 

The Castle Room of Atlas Prager Brewing Company in 
Chicago was the scene of a joint session of the Chicago and 
Milwaukee Office Machine Dealers Association on Tuesday 
night, September 27. 

A delicious buffet dinner of shrimp, turkey, ham and all 
the trimmings was served. And the guests, of course, en- 
joyed all the Atlas Prager brew they desired—all on the house. 

Music and entertainment was furnished by Whitey Geb- 
hardt’s Sunset Serenaders. 

President Al Tangora of the Chicago OMDA welcomed 
the visitors who came from Wisconsin, Illinois and Indiana. 

The committee in charge of this enjoyable affair, attended 
by more than 50 men and ladies, was Irvine Strumph, Irv’s 
Office Equipment Company, Chicago; Ed C. Rudolph, Ad 
vance Typewriter Company, Milwaukee; Bill H. Dick, In- 
tegrity Typewriter & Office Supply, Milwaukee; and S. Jack 
raylor, Gary Office Equipment Company, Gary, Ind. 
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& Rubber Company 
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Division of The General Tire & Rubber Co. 
TOLEDO 3, OHIO 


“44 YEARS EXPERIENCE IN COATED FABRICS” 












It's the toughest, longest wearing vinyl material 
ever produced for business and commercial 
furniture—famous Tolex with the exclusive 
NYGEN fabric backing. 

It's beautiful, too! Produced in an exciting 
selection of patterns and HOUSE & GARDEN 
colors for every decorating motif. 

Truly a superlative upholstery ... send for 
samples today. 
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THE FAMOUS NYGEN STRENGTH 


for use in... 





Rich, new Pampas leather effect 
shown on chair is stocked in 21 
colors for immediate shipment. 


*Reg. T. M.—The General Tire 
& Rubber Company as used with 
the famous NYGEN tubeless tire. 
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Mrs. Hoffman Named President 
of Smead; Moen Now Manager 


The board of directors of the Smead Manufacturing Com- 
pany, Inc., Hastings, Minn., and Logan, Ohio, has announced 
the election of Mrs. Harold J. Hoffman as president of the 
company. Harold J. Hoffman, former president and general 
manager, passed away suddently on August 10. 

Orvin A. Moen, who joined the Smead Company in 1936 
and who has been assistant to Harold Hoffman, has been 
named general manager. His rise in the ranks came soon 





Oo. A. MOEN 


after he started with Smead as an order clerk. Three years 
later he moved into sales correspondence: work and has: Been 
engaged in that phase of the operation, at least part of the 
time, ever since. 

In addition to sales correspondence, he has been office 
manager since 1947 and had the added title of assistant 
general manager given to him in 1953. 

His experience in Smead activity hasbeen varied in that 
he has worked on purchasing, has done a substantial amount 
of pricing and edited the 1947 catalog. Mr. Moen, who is 
widely known in the industry, was on the program of the 
1955 regional NSOEA meetings 

Mrs. Hoffman, too, has had a wide dealer acquaintance. 
She attended many regional meetings with her late husband. 


Advertising Award Given M. & V. 
Mittag & Volger, Inc., was 
presented the 1955 _ sterling 
silver Art Director’s Award 
at the Detroit art directors’ 
convention held recently. 

This award was given to 
Mittag & Volger on the basis 
of its consumer advertising 
campaign entitled “Rare Birds 
We Have Known”, appearing 
in Nation’s Business as well 
as Dun’s Review & Modern 
© Industry. 

Reprints of this award-winning campaign may be obtained 
by writing to the Advertising & Sales Promotion Department, 
Mittag & Volger, Inc., Park Ridge, N.J. 





All-Rite Pen Spensors Contest 

All-Rite Pen, Inc.’ has announced a dealer ad-writing con 
test with $1,000 in cash prizes offered to dealers who com- 
pose the best ads for the firm's Life magazine campaign. 
Jobbers, wholesalers, and retailers are eligible 

The company has also instituted direct mail campaign 
to dealers in connection with Life, which will feature repro 
ductions of the All-Rite ads appearing in the magazine. 
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New Dashew Vice President Heads 
Systems Development Board 

Appointment of Lee F. Kollie as vice- 
president in charge of systems develop- 
ment, was announced by Stanley A. 
Dashew, president, Dashew Business 
Machines, Inc., producers of automatic 
data writing equipment and color-coded 
Dashaplates for industrial and govern- 
mental control and identification sys- 
tems. 

Mr. Kollie will preside over the newly 
created Dashew Systems Development 
board whose primary function is de- 
velopment of systems and procedures 
applications for purchasers of Dashew products. 

Before joining the Dashew organization Mr. Kollie was 
president of Lee F. Kollie and Associates, a firm of systems 
and procedures consultants with headquarters in St. Peters- 
burg, Fla. He was associated for many years with the Bur- 
roughs Corporation and is a life member of that firm’s “All 
Star, Club”.. He left Burroughs to become field sales manager 
forry Wisirecord Corporation and for two years prior to estab- 
lishing hiss’own consultant ‘organization was national sales 
gmanager for E~Z Sort Systems. 





L. F. KOLLIE 





New Globe-Wernicke Officers Elected ~~ 

In commenting on the acquisition of The Globe-Wernicke 
Co. by the City Auto Stamping Company of Toledo, Ohio, R. 
Herman Hammer, president and general manager of the new 
company, said that he envisions not only, greatly increased sales 
and improved. production techniques. for the local plant but 
also. a. quickening tempo of all its activities both here and 
throughout the entire distributing organizatiqn. 

Mr. Hammer indicated that the compagy plans to continue 
building upon its world-wide prestige long associated with the 
products manufactured by Globe-Wernicke since the original 
firm was founded 73 years ago. 

Globe-Wernicke’s officers elected at the meeting of the 
board of directors were: R. Herman Hammer, president and 
general manager; Elmer G. Rahe, vice-president — sales; 
Joseph F. Howard, executive vice-president; Walter G. Al- 
brinck, vice-president, assistant secretary, and assistant treas- 
urer; William H. Patterson, treasurer; Wayne E. Stichter, sec- 
retary; and Frank E. Kebler, assistant treasurer and credit 
manager. Mr. Patterson is also treasurer of the parent com- 
pany. 

The board of directors of The Globe-Wernicke Co. is 
headed by William D. Hahn, president of the City Auto 
Stamping Company. Other members include: Mr. Hammer, 
Mr. Rahe, Chester Devenow, LeRoy E. Eastman, Charles 
Fruchtman, Mr. Howard, Mr. Stichter, and Willard I. Webb, 
Jr. 

Members of the executive committee include Messrs. Hahn, 
Hammer, Howard, Devenow, and Eastman. 

Stockholders of The Globe-Wernickle Co., at a special meet- 
ing approved the recommendation of the board of directors to 
sell The Globe-Wernicke Co. to The City Auto Stamping 
Company of Toledo in a multi-million dollar transaction. The 
sales was consummated on August 31, at Globe-Wernicke’s 
executive offices in Cincinnati. 


Named Beaumont Service Manager 

Roy E. Ellison, an employee of the Burroughs Corporation 
Beaumont branch since 1936, and mechanical instructor since 
1950, has been named service manager for the office—JHR 
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OFFICE SUPPLY CC 


ROOMY DISPLAY .. . of office equipment and utilities at Harry 
O. Boling Office Supply Co. 


Burroughs Wins Ad Award 

At the annual Direct Mail Advertising Association winner’s 
breakfast in September at the Morrison hotel in Chicago, the 
Burroughs Corporation advertising division received a “Best 
Direct Mail Advertising of 1955” award, marking the third 
consecutive year that Burroughs has been honored in this na- 
tion-wide contest for outstanding direct mail campaigns. 

The Burroughs entry under the direct mail function “Creat- 
ing More Effective Personal Sales Contact” was judged to be 
the finest submitted in the business machine industry. Some 60 
other organizations received similar awards from seven contest 
judges representing every phase in the advertising field. 

William C. Sproull, director of advertising at Burroughs 
said, “We are gratified that our entry was judged to excel in 
the important aspect of campaign results, as well as excellence 
of copy, design, layout, plan and continuity. The results of this 
contest are important in that all winning entries will tour the 
United States and Canada to help demonstrate the advantages 
of the direct mail medium in a well-rounded advertising and 
sales program.” 
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Boling Office Supply Display 
Enhanced in New Building 


Report, Photographs by Dave Neuhaus 


The Harry O. Boling Office Supply Company of Kansas 
City, Mo., has acquired under a 10-year lease a new building 
erected for the firm at 2628 McGee St. The building contains 
10,000 square feet and has adjacent parking space. 

A new front of stainless steel, glass and marble gives the 
firm a show room effect for the display of office furniture 
and supplies. 

Harry Boling and his son, Harry Boling, Jr., opened the 
office supply firm 19 years ago at 2020 Grand Ave., from 
which location the company has moved to the new building. 

The move gives the firm about 4,000 square feet more 
space than the prior location. 

The elder Boling has been a business man in Kansas City 
many years, starting in the early 1900’s with the F. P. Burnap 
Company. He later was associated with.the Burnap-Meyer 
Company. He is a past president of the Kansas City Stationers 
Association. 

The younger Boling is mayor of the city of Westwood in 
Johnson County. Both Bolings are members of the Sertoma 
Club. 





Duplicating Machine Demonstrations 
Serve Dual Purpose For Bower's 

“Killing two birds with one stone” in the demonstration- 
display of duplicating equipment, is a policy which has shown 
a strong effect on sales throughout the store at Bower Station- 
ery Company, Phoenix, Ariz. 

Consistent users of direct mail, the Bower Company’s office 
machines department has made it a routine policy to pro- 
duce all of its own direct mail on machines in the duplicating 
machine department. Thus, on stencil-type machines, there 
is always a stencil in place, the unit supplied with ink, which 
means that when a prospective customer approaches, it is a 
simple matter to put the machine through its paces, producing 
direct mail simultaneously. 

A typical such stencil turns out an 8% x 11-inch sheet, on 
which the Bower Company displays stylus-drawn cuts of 
standard Bower Stationery Company lines, including seals, 
visible card equipment, transfer cases, rubber stamps and 
office furniture. 

“The prospective duplicating machine customer usually em 
joys turning out an actual printed sheet, rather than merely 
whirling the crank on the machine, or pressing the control§ 
if it is an electrical unit,” it was pointed out. “Many of them 
joke about helping us with our advertising program, by doif 
so.” 

The sheets, as they are turned out, are placed in a bom 
where they are available for each direct mail advertisifi 
campaign, for inclusion as “stuffers” in daily mailings of ¢ 
tomers’ bills, or for wrapping with packages for city delivery. 
In this way, every duplicating machine demonstration carri¢ 
more weight and at the same time, is providing a usefl 
function for the store!—RAL 
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. Style No. TB 12-—Individually 
ol ialmeor- Tae l-to MEO I al h al @ 0-2 ol-1aor- Tm cold) 
sells right into the home. 


Style No. TH 12—Compact 
twelve unit horizontal display will 
sell them right off your counter. 





Style No. TV 6—Compact package for 
six units pops up to form house in gay 
colors—sure to stop ’em, sell ’em. 







Box of 1000 Tot 50 staple 
refills retails for 25¢, 
available everywhere. 


C__. AMERICA EADIN \CTURE 








Beats hand-folding 30 to 1! 


SEE the new FOLD-O-MATIC 
and Model 6-A PRINT-O-MATIC 
in operation! BOTH ELECTRIFIED 





WESTERN REPRESENTATIVE: 


Anton Love & Associates 
420 Market St., San Francisco 11, Calif, 
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FOLD-O-MATIC‘* 





You save money . . . you save time. . . your 
office girl is happy and so are you. Fold-O- 
Matic, the compact, portable Electrified, 
fully automatic time saver, folds 120 letters, 
invoices or circulars per minute. ANY WAY 
YOU WANT THEM FOLDED! 30 times 
faster than hand folding. Only $179.00 plus 
tax. 
A demonstration makes a sale. 
Write today for full information. 


PRINT-O-MATIC CO., Inc. 


724 W.Washington Bivd., Chicago 6, Ill 
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Now, EVERY Office Can Afford It... 


I al) UR brings you a 


oreat new dictating-transcribing 
machine for only *169°°!" 


Here’s the dictating-transcribing equipment every 
office, every business, every professional man—large 
and small—needs! And at a cost that’s less than half 
the price of comparable equipment of other leading 
makes. Never before has there been a modern, low- 
cost machine that gives so much dictating and tran- 
scribing efficiency ... with such ease of operation. 
No longer need any one do without the convenience 
and economy of the dictating equipment they’ve 
always wanted. 


NOW YOU CAN SELL THE FINEST DICTATING-TRAN- 
SCRIBING MACHINE AT A PRICE THAT MAKES SENSE! 


New “2-Way” STENORETTE is the finest machine 
of its kind ever built... proven by over 200,000 
users all over the world. Its quality stands up! Its 
operating expense is practically nil. (For instance, 
re-use the same recording tape over and over again 
indefinitely.) The magnetic tape reproduces sound 
with natural clarity. Here in a compact, portable 
dictating-transcribing machine is real push-button 
efficiency. STENORETTE gives positive indexing, 
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“2-way” Stenorette 





30 minutes of recording, instantaneous playback, 
automatic error eraser and many more features... 
more features than any other! 


NO FINER DICTATING EQUIPMENT! 


Behind the matchless performance of the sensational 
new STENORETTE is the famous DeJUR reputa- 
tion for precision electronic equipment of topmost 
quality ....a reputation of 30 years’ standing. 
STENORETTE does every dictating-transcribing 
job ...as well as any, better than most ...and the 
DeJUR precision engineering background guarantees 
your satisfaction. 


NEW SALES POLICY MAKES LOW-PRICE POSSIBLE! 


STENORETTE is sold only through established 
franchised dealers. STENORETTE buyers pay only 
for the machine and reliable retailer service. You 
don’t pay a cent for an expensive door-to-door sales 
setup. Se STENORETTE—with the most modern 
dictating machine features available. 
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TO DEALERS! Your area may still be open for *F.E.T. EXTRA. Transcribing accessories at a 
the valuable DeJUR Stenorette franchise... small additional charge. Fair traded and price 
write, wire, or phone for full details. maintained for your protection. 


MAIL THIS COUPON TODAY FOR FULL DETAILS 


You’re Always Sure With 


Business Equipment Division Dept. AO-1 
DeJUR-AMSCO CORPORATION 

45-01 Northern Bivd. 

Long Island City 1, N.Y. 


Gentlemen: 
Please send me complete information on the new 


i 
1 

r 

! 

i 

1 

i 

! 

r 

r 

r 

1 

r 

: DeJUR "2-Way” Stenorette. 
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: NAME___ 
' 

: COMPANY 
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ADDRESS 


Over 200,000 Satisfied Users 
All Over the World! 
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“Autosee” Front Helps Sell 
at Cromwell’s in Enid 


STRIKING ... feature of 
Cromwells’ store front is 
the large sign. A show 
window seven feet 
above sidewalk level is 
easily seen by aufoists. 





Great things have happened at Cromwells’ in Enid, Okla. 

After operating a printing plant and stationery store for 26 
years in the basement of a bank building, J. Lee Cromwell 
and his sister, Mary Cromwell, decided to “go modern” and 
move upstairs on Enid’s Main St., and now their new store 
is best described by the words, “Sow ’Em, Tell ’Em, and Sell 
"Em.” 

The Cromwells’ new “Autosee” front is so named because 
upwards of 5000 automobiles pass by their store daily, travel- 
ing over three Federal highways. A feature of the new store 
is a show window seven feet above sidewalk level and easily 
seen from a passing automobile. 

The plan used by the Cromwells is a composite of ideas 
gathered from several sources, including the NSOEA model 
store, following a serious study and survey made by the own- 
ers. 

Sign Made to Attract 


The upper part of the new front, which the Cromwells call 
their “Billboard” is 28 feet wide by 18 feet high. The back- 
ground is roof decking of 18 gauge bonderized metal. This 
was sprayed with buff colored synthetic auto enamel before 
erection and it has a border of anodized aluminum. 

The tall letters spelling out the word “Cromwells’” are nine 
to 19 feet high, with baked porcelain enamel on steel. 

The lower section of the front is a combination of glass 
and anodized aluminum. The big window is 28 feet wide, six 
and one-half feet high and the light comes from six eight-foot 
slimline fluorescent lights, with a sliding bamboo background 
of coral color. 

Not only is the new “Autosee” window attractive to look 
at but it has proven to be a business getter. Office furniture 
is being sold every day from the window to trade that never 
before was on Cromwells’ books. 

Customer is Served 


Inside the store, Cromwells’ have adopted the well known 
chain store plan of display to encourage self-service by the 
customers. Every item from a penny pencil to the largest sized 
desk is displayed in the open so that the customer may see 
it, feel it, and inspect it. After operating the basement store 
for so many years the new merchandising plan is proving to 
be a revelation to the owners. 

In connection with the self-service idea, a checking counter 
stands in the center of the store, equipped with cash register 
and wrapping facilities. All merchandise is in full view on the 
floor or on shelves. Surplus merchandise and stock replace- 
ments are kept in specially designed drawers below the dis- 
play shelves. 

The heavier items such as office furniture are openly dis- 
played on a balcony which ranges around two sides of the 
roomi. 

“Coming from a basement location, where we were over 
crowded and with no space for furniture display, poor lighting, 
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METAL DESK . . . and accessories are featured in one of the 
model office layouts at Cromwells’. 


- BE Si “> 


WOOD FEATURE ... is*highlighted in this model office at Crom 
wells’ in Enid. 


no air-conditioning, and ill arrangements, we feel like we are 
Starting life all over,” commented Lee Cromwell. “Now wé 
have an entirely different atmosphere in our store, in fact if 
seems to us to be a brand new business. Every day we have 
new customers and all of them as well as all of our old c 
tomers, compliment us freely on our new modern layout.” 

“Drop in trade has increased many times over,” continued 
Mr. Cromwell, “and our furniture volume increase is almost 
unbelievable. And, believe me, it never ceases to be a thrill @ 
be able to show our customers furniture and other items in 
manner where they can see it, feel it, and inspect it.” 

The Cromwells, Lee and his sister Mary, are natives ¢ 
Enid, both of them being born there of pioneer parents. 
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PARK RIDGE, NEW JERSEY 
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NU-KOTE 
CARBON 
PAPER 





Here is the revolu- 
tionary new pen 
or pencil carbon 
paper that writes 
brilliantly under 
feathery touch or 
heaviest pressure. 
Produces com- 
pletely smudge-free 


copies. Curlless and 
tackless. Lasts for 


long, long time! 





LK SPUN 


classic gold and 
. design of th 
Sik Spun pack 
gays, better than 
that this is 
for the most 
miminating tast« 








TAGGER 


isa definite con 
ital air to the bold 
ek and Medite: 
lean green design of 
he new Tagger pack 
= that will app: 
pD the modern tas 


Now! New eye appeal . . . new line that will enhance your reputa- 
sales appeal . . . new profit oppor- tion and build your carbon paper 
tunities for you are wrapped up in __ and inked ribbon business. Because 
these famous M & V lines! Bright you can offer your customers a full 
new, modern packages perfectly range of quality carbon papers, 
reflect the fine quality of M & V plus a choice of fine typewriter 
carbon papers and inked ribbons _ ribbons in silk, nylon or cotton 
real SELL-POWER for every fabric, on a basis that means better 
dealer who wants to offer the kind profits for you! 
of products that make first-time Why not get all the facts about 
customers repeat customers! this SELL-POWER packaged by 
Any one of these four great lines M & V? Mail the coupon for the 
will give you an exclusive prestige | complete profit-building story! 


TTAG & VOLGER, INC. PARK RIDGE, NEW JERSEY 
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come 
aboard — 
the high 
quality 
nationally 


advertised 
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MAIL THIS COUPON 
FOR YOUR NEW 
FREE M & V 
PRESENTATION KIT! 







It will show you how you can sel! more 
carbon paper and typewriter ribbons, 
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It’s very simple. You take four superior lines of carbon paper 
and typewriter ribbons, give them bright new eye-catching 
packages, support them with hard-selling national advertising 
in Nation’s Business and Dun’s Review, back them with arrest. 
ing counter displays-and idea-packed sales promotion aids.. 
AND EVERYBODY MAKES MONEY! That’s the story ¢ 
the M & V lines. So why wait? Call or write your neares 
M & V branch office today. 


MITTAG & VOLGER, INC. 


Park Ridge, New Jersey ( 


Kansas City 6, Mo. 
1013 Grand Ave. 


Chicago 64, Ill. 
558 W. Washington St. 


New York 7, N. Y. 
261 Broadway 


San Francisco 5, Cali 
591 Mission Street 


Los Angeles 13, Calif 
406 S. Main St. 


Boston 10, Mass. 
75 High Street 





TO: 4 
MITTAG & VOLGER, INC., PARK RIDGE, NEW JERS 


I'd like to be shown how one of M & V's four great lines can help me 
more money. Please send me the Presentation Kit I've checked b 


CHECK ONE 


[_] Silk Spun Presentation Kit 
[_] Tagger Presentation Kit 


C] M & M Presentation Kit 
(] Plenty Copy Presentation Kit 
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NAME__ 
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Wolds Finest Duplicators 


,AT THE WORLD'S LOWEST PRICES 





Introducing 
SPEED-O-PRINT’S 


LIBERATOR MODEL 3OO ELECTRIC 


f- 
SPEED-O-PRINT CORPORATION ~ 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 
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New Store Paying Off for 
Allen Office Supply 


A new store recently opened is now rewarding Allen Office 
Supply, Myrtle Beach, S. C., with increased sales and the sat- 
isfaction which accrues along with improved display facilities. 

From the imposing front, which makes the entire store a 
show window, the 40 x 100-foot store is designed for efficient 
merchandising. A corner location gives 40 feet facing High- 
way 17 and 100 feet on 12th Ave. 

The store is cooled and heated by a General Electric Weath- 
erton system, commonly known as a heat pump. Allen Office 
Supply leases the entire building and until the space is needed 
is renting out the second floor space comprising 4,000 square 
feet for offices. 

Progress of the firm has been rapid since its opening in late 
May of 1949 in temporary quarters, soon found inadequate. 
In April 1950 a second move was made into a new building 
which provided 2,000 square feet of floor space. This was 
found to be less than was required, leading to the third and 
recent move. 

Manufacturers represented include Mosler Safe Company, 
Myrtle Desk Company, Corry-Jamestown Manufacturing Com- 
pany, Art Metal Construction Company, Art Steel Sales Com- 
pany, High Point Bending & Chair Company, Cramer Posture 
Chair Company, Southworth Company, McMillan Book Com- 
pany, Oxford Filing Supply Company, National Blank Book 
Company, Dennison Manufacturing Company and The Car- 
ter’s Ink Company. 

The art supply department features the Grumbacher line. 
Allen’s sells the Gibson Art Company line of greeting cards. 
A gift department that features stationery is maintained. 

Still active in the store operation is Willard S. Allen, father 
of the owner. He celebrated his 79th birthday in May and is 
probably one of the oldest persons insured under the NSOEA 
group plan. 





Newton Company Buys France Company 

The Newell B. Newton Company, 1010 Jackson St., Toledo, 
Ohio, has purchased the business and inventory of the Miles 
D. France Company, 413 Michigan St. 

Austin G. Hall, vice-president of the Newton firm said the 
inventory of the France Company will be moved to the New- 
ton store, and Miles D. France will join the sales force to 
continue to serve his customers.—AK 


New Owner for Georgetown Times 

Thomas P. Davis has purchased THE GEORGETOWN 
TIMES, Georgetown, S.C., including the weekly newspaper’s 
office supply and job printing departments, from J. J. Hinds, 
owner and publisher—EEG 
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Allen Personnel Greets Visitors in New Store 
1. 


Cards, gifts and stationery are displayed at front left portion of 
Allen Office Supply new store in Myrtle Beach, $.C. Commercial 
stationery occupies right half. Furniture and equipment is arranged 
in the rear. 


. The store personnel: Mrs. Marjorie Roberson, sales; Mrs. Betty 


Dervarics, bookkeeping and saies; Mrs. James E. Allen, sales; James 
E. Allen, owner; Wiliard S$. Allen, sales; Mrs. Willard S$, Allen, 
mother of owner. 

Owner James E. Allen (right) greets Vincent Egan, Minnesote 
Mining & Mfg. Co.; Locke Morgan, Eagle Pencil Co.; John Lowry, 
Sturgis Posture Chair Co.; Bob Howarth, Yawman and Erbe Mfg. Co 
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Marking Device Association Marks 
41st Annual Convention in Chicago 

The 4Ist annual convention of the 
Marking Device Association was held 
in the Palmer House in Chicago from 
Sept. 27 through 30. 

A total registration of 311 made this 
the largest convention in the history of 
the association. A total of 219 men and 
92 women were present. 

C. W. Gribble, Gribble Stamp and 
Stencil, Houston, Tex., was named 
chairman of the board, while Henry A. 
Sleeper, Sleeper Stamp and Stationery 
Company, Sacramento, Calif., stepped 
up into the president’s chair. Austin Winters, Winters Stamp 
Manufacturing Company, Elizabeth, N. J., was elected vice- 
president. 

Officers continuing in their positions were Paul E. Heide- 
mann, Hans H. Hellosoe, Chicago, Ill., treasurer; Charles H. 
Hanson, C. H. Hanson Company, Chicago, assistant treasurer, 
and Elmer F. Way, secretary. 

Directors elected for a three-year term included Don E. 
Forrester, Acme Marketing Equipment, Detroit, Mich., Dis- 
trict 1; C. W. Gribble, District 6, and W. S. Freeman, Bernard 
Starnp and Stencil, Ltd., Hamilton, Ontario, Can. 

Tuesday’s program included committee meetings and the 
president’s reception in the evening. Wednesday the exhibits 
were Open in the morning and the group met for luncheon 
to hear J. R. Ozanne, J. R. Ozanne & Associates, speak on 
“It Has To Be Sold”. Introductions and reports followed. 

Thursday’s luncheon speaker was Arthur A. Crawford, C. 
H. Hanson Company, who talked on “Trials and Tribulations 
and Suggestions in Stamp Correspondence.” The afternoon 
session speaker was Charles W. LaBlanc, director of the Execu- 
tive Development Research Institute of America, Inc. On 
Friday, the luncheon meeting featured Rose Marie Kiefer, 
secretary manager of the National Association of Retail 
Grocers, and the afternoon session was addressed by Stephen 
J. Schmidt, Dixie Seal and Stamp Company, whose talk was 
“Beware of Obsolescence.” 





Shipman-Ward Makes Price Changes 

Shipman-Ward Manufacturing Company has announced, 
“Costs of materials and labor in the rubber and allied in- 
dustries have resulted in higher costs to us. Thus, the price 
changes made only reflect these greater costs, which we have 
borne for the past few months.” The changes are: 

Addition of 10% to all recovering prices shown in the serv- 
ices catalog on pages 10, 11 and 13. 

Addition of $.02 to the recovering price of feedrolls under 
1% inches in length. Addition of 10% to all other feedroll 
recovering prices. 


BIRMINGHAM MEETING . Among the Felt & Tarrant home 
office officials who attended the September meeting of 50 
southern Comptometer Dictation machine distributors and key 
dealers were, left to right, Dick Drake, advertising manager; 
R. J. Koch, president; Chet Zahn, host and Birmingham dis- 
tributor; M. A. Toussaint, general manager, Comptometer 
Dictation division; George G. Coupe, secretary-treasurer, and 
Leslie G. Langille, sales manager for Comptometer Dictation. 
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as advertised this month 





in 


BUSINESS WEEK. THE OFFICE 
U.S. NEWS & WORLD REPORT 
and CHARM 


(the business girls’ magazine) 
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NEW CLARYS IN CGCOLGH 


to brighten your outlook, heighten your output! 


fabulous new color coordinates...in the world’s most advanced 10-Key and Full Key adding machines. 


the perfect biending of brilliant performance with modern From top to bottom: Clary Blue, 
: 5 Clary Gray. Clary Green, Clary Beige, Clary Turquoise 
» your contemporary office and new pastel typew riters. 


..Clary makes a girl's job a joy! 


YOU ARE INVITED to see the new Clary “color coordinates” at 
your nearby Clary dealer or Factory Branch Office. Or for full de- 
tails, write Clary Corporation, Dept. A-115, San Gabriel, California. 























Wuebbold’s Adds 
Self-Selection 





EXTERIOR VIEW . . . of the new H. Wuebbold & Co., building, 
Hamilton, Ohio, showing the distinguished black granite front, 
adorned by a correspondingly artistic aluminum and white 
porcelain trim effect. Two huge electrically-lighted signs serve 
to identify the business, while two large display windows, 
framed in modern offset effect, are afforded for display pur- 


poses. 


“Self-selection with assistance” has 
been effected by an Ohio stationery and 
office equipment retailer, H. Wuebbold 
& Company, as a merchandising plant 
of greater customer convenience. 

Wuebbold’s adopts the relatively new 
self-selection program as it occupies its 
new two-story building at 123 N. Third 
St., in Hamilton, Ohio. The move comes 
after more than a half-century of opera- 
tions at 11 N. Third St., where the 
founder, the late Herman L. Weubbold, 
started the enterprise as blank book 
manufacturer and binder in 1901. 

Headed by Walton J. Weubbold since his father’s death in 
1947, Weubbold’s is proud of a new home of 22,500 square 
feet in floor area. 





W. J. WUEBBOLD 


Facilities are Ample 


The building’s second floor encompasses the shop area, a 
planning room, conference room and employee facility as well 
as offices for Wuebbold’s executive personnel. The basement 
avails two miles of steel storage shelving, an additional dis- 
play of office, shop and school equipment, along with the 
shipping and receiving dock which borders a customer park- 
ing lot adjacent to the structure’s exterior. 

A personnel staff of 28 qualified people are in Wuebbold’s 
employ, including decorating and other specialists, serving 
some 5,000 southwestern Ohio accounts in business and in- 
dustry. The firm handles leading lines in all respects and en- 
joys an enviable reputation for high quality standards as 
one of Hamilton’s most progressive companies, home owned 
and operated. 

Wuebbold’s celebrated the formal opening of its new home 
with a series of open house events during early September, 
attracting over 5,000 customers and friends. 


Sales go up 25% 


A sales hike of more than 25% is being experienced by H. 
Weubbold & Co. in its introduction of the “self-service with 
assistance” merchandising plan. 

According to Stan Moeller, general manager of the 54-year- 
old Hamilton, Ohio, firm, early trends indicate that sales are 
improving immeasurably in stationery and office supply lines, 
through “self-selection,” with indications that buying will con- 
tinue to soar in the plan’s popularity. 
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IMPRESSIVE SCENE . . . in the new H. Wuebbold & Co. home, 
depicting a portion of the 7,500 square feet main floor area. 
The package wrapping and cashier's station is shown in the 
foreground, where customers complete their purchases under 
the store’s new ‘‘self-selection with assistance’ merchandising 
plan. Other departments include camera, pen and leather. 


Wuebbold’s find several factors favoring improved sales. 
Open displays and clearly priced items serve to create added 
impulse buying. Customer shopping carts, wrapping service, 
speedy completion of sales at the cashier’s counter, all help. 








VAST SETTING (top picture) at Wuebbold’s portraying 
five separate and distinctively different executive offices at 
the right. The functional layouts exhibit office furnishings, 
fixtures and matching accessories to flatter the most discrimi- 
nating of tastes. Also taken into consideration are such fac- 
tors as color co-ordination of draperies and floor coverings, 
proper lighting and the most exacting of details. BELOW: 
Formal opening as Mayor Arthur Fiehrer cut the tape (type- 
writer ribbon). Pictured from left are Walton Wuebbold, com- 
pany president; Mayor Fiehrer; Mrs. Walton Wuebbold and 
Stanley Moeller, general manager of the firm. 
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This contemporary and _ profitable 
steel line is an ideal combination 
of economy and quality. 





it's well-known outstanding advan- 


tages guarantee equivalent prospects 
NOTE CASES for a lasting and increasing business 
with the famous makes of 9faa-: 
| ye ee a 


DESKSIDE FILES e Corpenter Paper Company 
Sis seadsind tian Company 
} | REET Adams, Cushing and Foster, Inc. 
1D) —) GDB) 9-01.18 29 Me OO BoE woNRoe, MICH. © NEW YORK, N.Y. | 2: A: Hoerner Company 
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Seattle Firm Installs 
New Guild Galleries 


Bank and Office Equipment Company of Se- 
attle, Wash., recently completed installation 
of Guild Galleries under the direction of 


George Reinoehl, director of the Executive 
Guild of America. Officers of the newly 
formed corporation, above, include H. E. 
Halvarson, seated, president, and, standing, 
left to right, Paul A. Gray, Harold J. Halvar- 
son, Theodore “Ted” Hagen, and Albert G. 
Howell. At the right is the modern reception 
room display, and below are two of the many 
office settings. 
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FURNITURE BY STANDARD 


me hoe ont toons 


RED LETTER DAY—it is one—the day you first step into 
an office like this . . . furnished with Standerd’s hand- 


¥ ¥ a you. You deserve it. You fee! good about it. This is an ce 
4 office you will be proud to have anyone see. Above F 
all, an office where you can live with your work In 
complete comfort and efficiency. Standard’s cabinet- 
makers have seen to that! In Continental they give you 
the first really custom-fitted executive furniture—furni- ui 
ture with a choice of drawer assemblies, panels and 
tops which your Standard Dealer can select, arrange 
and fit on the spot te your office area and work needs. 
Even the chairs, desk pad and other accessories, or- 
dinarily islands of unrelated design, are integrated. 
Tc ooh ae dso oom 
To duplicate this office or to see other equally hon 
some Office for Living plans, look up your te, 
Stonderd Dealer inthe Yellow Popes—er write for foee i 
folder and your nearest dealer's neme, * ? 







































THE STANDARD FURNITURE COMPANY, HERKIMER, 







A WILLIAM H. SULLIVAN DESIGN 


CONTINENTAL OMEGA 
AND COLOR CONTINUITY PF 








NEw 
FULL COLOR 
OMEGA ADS 


—each one a new and different 
“Office for Living’ 





MILLION 
AUDIENCE 


—including the best prospects 
in your area. 
























Standard’s New Continental Omega sparks 


industry’s hottest promotion 


Right now—and for four months in a row—Standard’s new 
Continental Omega Group makes sparks fly with the most 
powerful new line introduction this industry has ever seen. 
Each month, there’ll be a dramatic new Omega ‘‘Office for 
Living’ ad, like that on the preceding page. By February, 
Fortune Magazine and Office Management will have presented 
Omega to a reader audience of more than four million top ex- 
ecutives! Meanwhile, new Omega displays, mailing pieces and 
consumer catalogs—all in full color—plus new newspaper 
mats and consumer price sheets will give alert Standard Dealers 
the quick, direct follow-up needed to bring in the business! 


If you are a Standard Dealer, the months between now and February can 
smash all! previous sales records. Schedule your Continental Omega tie-in 
promotion . . . order your direct mail and local advertising material... 
act now! 

if you‘re not a Standard Dealer, write for information on selected terri- 


tories still open. 
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THIS NEW, LOW PRICED way of dividing office space 
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\I 3 ‘ “Let? s talk in Private”... 
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metiwal jr* 





BIG VOLUME 
SALES! 


a 


the ANSWER to dividing space 
QUICKLY e EASILY e ECONOMICALLY 


is as easy to sell as it is to install. Metlwal jr. comes 


in just three heights and ten widths—that meet 
the needs of any office, for free-standing private, 
semi-private or railing-height divisions. Colors—in 
permanent decorator shades or rich, wood-grain fin- 
ishes. Priced to attract the budget-minded buyer— 


and sure fast turnover. 


PRE-SELL—and build volume in your area—metlwal 


ir. is being announced in Newsweek, U.S. News, 
Management Methods and Office Management. More 
and different sales aids—-also available— will give 
you quick results... bigger profits. To learn more 
about our worthwhile franchise for metlwal jr. 
return the coupon today! 


SK BY THE MAKERS OF FAMOUS 
metiwal movaBLe PARTITIONS. 


New metiwal jr. is backed by more than 75 years of specialized exper 
ence—dividing space in leading commercial, industrial and institutiona 


MARTIN-PARRY CORPORATION 
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buildings, from coast-to-coast 


SINCE 1878 
BOX 964, TOLEDO 1, OHIO 


ARRY (CANADA) LTD 82 DUNDAS STREET LONDON, ONTARIO 


55 


Dept. 


Title 


MARTIN PARRY 


Metiwal Division, Martin-Parry Corporation 


1 would like to know more about the profit poten- 
tial of metiwal jr. 


Name__ 


Company ected 
City- Zone 
State 
Py ° To 
Clib ond Mail Today! 


B, P. 0. Box 964, Toledo 1, Ohio 
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Pembroke’s Opens 
Sweet Layout 
in Sugar House 





Pembroke’s of Salt Lake City, Utah, 
has opened a new branch to better 
serve the fast-growing city. The new 
store is located in Sugar House, large 
residential area in the southeast part 
of Salt Lake. Here, in a limited floor 
space of 20 x 60 feet, Pembroke's is 
able to show practically everything 
carried in the downtown store, This 
is due primarily to the new type of 
Bulman fixtures which are designed 
expressly for self selection. 








THE SUGAR LOAF STORY ... When the 
Mormons first came to Utah in 1847, sugar 
sold (if available) at three pounds for 
$2.00. Hauling by wagon and ox team 
from the Missouri River made the supply 
inadequate and spasmodic. So, the story 
of Western America’s sugar beet industry 
began southeast of Salt Lake City in 1851 
in a factory called the ‘Sugar House.” 
Transporting machinery from _ Liverpool, 
England, to Fort Leavenworth, Kan., was 
fairly easy. But there remained a 1,200- 
mile haul by ox cart over plains and moun- 
tains before this machinery could be put 
to work. Twenty months elapsed before 
the machinery was installed. The factory 
was a failure because the chemical process 
of changing the sugar beet to sugar was 
not fully understood. But a needie-like 
monument pierces the sky on the Sugar 
House Plaza honoring the men who first 
attempted to produce sugar in Utah. 
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NEW WHOLESALE UNIT... The new K & W Wholesale Co., a Spaulding, executive vice-president and secretary of Kistler 
subsidiary of the Kistler Stationer Co., Denver, Colo., resulted Stationery, is president of the wholesale operation which is 
from @ merger between the wholesale department of Kistior's located at 3201 Walnut St. in Denver. Kistler’s also recently 
and a local drug sundry house. Both office equipment and sup- 


plies and drug sundries are warehoused and sold in the build- opened a branch stationery store in one of the city’s newest ) 


ing which has 22,500 square feet of available space. W. F. buildings, the Denver Club. 
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P.S. Aad It's A Gunlocke! 


Yes, the Gunlocke Executive Adjustable Chair No. 622R 
should be one of your leading gift items. It’s a big sale, 
a big profit chair; a man’s gift in every sense of the word. 


And it’s a logical gift to an executive from his associates or family. 


You'll want to feature the No. 622R in your advertising, 
in your Christmas windows, and on your display floor. 
Sell its personalized working comfort, its four-way adjustability, 


its cool fabric seat cover... its foam rubber luxury. 


Suggest it to the customer who wants to give his father 
or his boss something special for Christmas. Ideal for both 


home and business office... it’s a gift he’ll never forget. 






















P.P.S. DEALERS NOTE! 
Special Christmas 
Mats, 


(622R) 







news 
featuring thi. Paper 


S fi . 
and the G Ne chair 













ioe. H. GUNLOCKE CHAIR 


WAYLAND, NEW YORK 
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NEW PLANT ... The 50th anniversary 
of the Wholesale Typewriter Co. marked 
the opening of its new plant in Engle- 
wood Cliffs, N.J. Special tape-cutting 
ceremonies and an open house were 
features of the day. 


Vogan Efficiency Trophy Goes 
to Hospital Forms, Ltd. 

The Vogan efficiency trophy, presented each year by S. J. 
Vogan, president of the Willson Stationery Company, Ltd., 
Edmonton, Alberta, Canada, went to Hospital Forms, Ltd., a 
division of the firm. 

The trophy, which is a painting, is awarded to the division, 
competing among 41 divisions, which scores the highest num- 
ber of business efficiency points. Such points as sales volume 
increase, customer and community goodwill, profit increase, 








VOGAN TROPHY ... Hospital Forms Limited, a division of 
the Willson Stationery Company, Edmonton, Alberta, Can., 
received the Vogan efficiency trophy this year. Admiring the 
painting are, left to right, Mr. Fleming, sales director; E. C. 
Warner, winning division manager; S. J. Vogan, Willson presi- 
dent, and Miss MacPherson, secretary. 


general competence of staff, spirit of staff, inventory turnover 
rate, and general improvement are counted and totaled for 
each division. 

E. C. Warner, manager of the Hospital Forms division, ac- 
cepted the trophy and received a substantial cash award. Each 
member of the division staff also received a $50 award. The 
painting is valued at $1500. 


Stacor Company Adds Second Plant 

Stacor Equipment Company, manufacturers of the Stacor 
line of steel drafting and drawing room equipment, has just 
added its second plant for the production of the line. 

Stacor plant No. 2, is located at 172-184 Empire Blvd., 
Brooklyn, N. Y., and will provide 20,000 additional feet of 
space to handle the additional volume of business. The line 
now includes drafting and drawing room furniture and equip- 
ment, as well as tracing and X-ray equipment. Company head- 
quarters remains at plant No. 1, 768-778 E. New York Ave., 
Brooklyn. 


SCOFA Offers Sales Course 

The Southern California Office Funriture Association is 
now conducting a sales course aimed at increasing the selling 
potential of office furniture salesmen. 

Termed the $50,000 sales course, the program is limited to 
25 men who, after taking the course, are expected to increase 
their earning power by $2,000 each. Perry Jessup, who is in 
charge of dealer sales training for the Hoffman Sales Corpora- 
tion in Los Angeles, is conducting the program. 
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New Plant on 50th Anniversary 

A special tapecutting ceremony Wednesday, September 21, 
marked the 50th anniversary of the Wholesale Typewriter 
Company when Jack Button, president, and Mayor Charles A. 
Rutz of Englewood Cliffs, N.J., officially opened a new plant 
in this New Jersey community. A general open house followed, 
featuring inspection of the plant located at 150 Sylvan Avenue 
on Route 9W, two miles north of the George Washington 
Bridge. 

Reported to have the largest stock of used typewriters in 
the world, the company was organized in 1905 with the con- 
solidation of several smaller companies engaged in rebuilding 
office equipment. Besides typewriters, the plant reconditions 
adding machines, calculators and other business machines 
which it redistributes through jobbers, dealers, and retail 
stores in domestic and foreign markets. 

The company started by George Button, father of the pres- 
ent director, was originally located in Manhattan at 326 Broad- 
way. Subsequently it moved to quarters at 155 Sixth Ave., 
where it remained until erection of the new plant, a one-story 
brick building of modern design occupying 40,000 square feet 
of the spacious two-and-a-half acre site in Englewood Cliffs. 

The 200 guests at the unniversary celebration examined 
factory operations and the rebuilt typewriters on display in 
the plant. The Wholesale Typewriter Company is a subsidiary 
of the Underwood Corporation. 





Burroughs Acquires Hadley Company 

Final arrangements were completed September 20 for the 
acquisition of the Charles R. Hadley Company of Los Angeles 
as a wholly-owned subsidiary of Burroughs Corporation of 
Detroit. 

The Detroit corporation exchanged 79,400 shares of com- 
mon stock for all of the outstanding stock of the Hadley firm, 
which had a net worth on July 31, 1955, of $2,370,000. Its 
earnings after taxes for the ten months period ending July 31 
were $265,000. 

It also was announced today that George L. Todd, president 
of the Todd Company, Rochester, N. Y., another recently 
acquired Burroughs subsidiary, would become president of the 
West Coast firm. He replaces Ross Hadley who is retiring. 

Other officers of the Hadley firm who will continue in 
their present capacities are Robert R. Webb, executive vice- 
president and general manager; J. Phillip Ellsworth, vice- 
president of manufacturing; Allen E. Stimson, controller; 
William C. Johnson, sales manager, and E. Kenneth Logie, 
assistant sales manager. 

The Hadley Company was incorporated in California in 
1911 to purchase the James W. Long Company. General of- 
fices and factory are located in Los Angeles. It is engaged in 
commercial printing and lithography and manufactures ac- 
counting forms, special record forms, loose leaf binders and 
ledger trays. Hadley products are sold direct to business firms 
throughout the United States and Hawaii through 14 branch 
sales offices located in principal cities. There are about 850 
employees. 

Office Machine Reported Missing 

Addo Machine Company, Inc., New York City, reports that 
an Addo-X Model 40E, Serial No. J-86987, is missing from the 
Alexander Wolf Company, 302 Pearl St., New York City. 
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Four years of research and development— 
by executives and technicians with a com- 
bined experience totaling 500 years in the 
office machine field—now brings to the 
business world a new adding machine that 
no other machine matches in scope of 
operation; that out-performs every other 


sold 

and 
serviced 
exclusively 
by 

office 
machine 


- dealers 


ohnston 


ADDING MACHINE Co. 


ast | ea 
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IH HOLLYWOOD, CALIFORNIA 


adding machine now manufactured. 





13343 SHER 
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SELF-SERVICE PACKAGING 











Designed to increase sales and profits 
through impulse buying. Eye-catching retail 
units pre-packaged in strong transparent 
polyethylene bags enables the shopper to 
see the contents at a glance. C-all pack- 
aging is particularly advantageous for peg 
board and counter displays. It also prevents 
loss from soil and handling. 
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THE REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA, PA, 


_ 4048 W. Polk St. 901 W. Vickery Blvd. 
WAREHOUSES: Chicago 24, Il. Fort Worth, Texas 
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Appointments... 


Royal Names Comptroller, Manager 


Alan W. Drew has 
been named comp- 
troller for the 
Royal Typewriter 
Company according 
fo an announce- 
ment by F. P. Ryan, 
president. Mr. 
Drew has been as- 
sistant comptroller 
since 1954 and 
succeeds E. Tf. 
Quinn who has re- 
signed to be able to devote more time to his duties as comp- 
troller for Royal McBee. Mr. Drew has been with Royal since 
1951, when he joined the Hartford plant organization in the 
capacity of chief accountant. 

Royal's portable sales manager, W. H. Beckwith, also an- 
nounced that John W. Glasgow has been named to the post 
of western portable regional manager. Mr. Glasgow, who 
joined the Royal Company in 1934 as a salesman and again 
in 1940 was formerly Los Angeles portable representative. In 
1952 he was named Rochester, N.Y. branch district manager 
before joining the portable department. 











A. W. DREW J. W. GLASGOW 


Assists President of Clary 


Joseph M. Klein (pictured) has been ap- 
pointed assistant to the president to 
head a new product expansion program, 
announces Hugh L. Clary, president of 
the Clary Corp. He will be in charge of 
research and planning for acquiring new 
product lines, with particular emphasis 
on the extension of the company’s ac- 
tivities into foreign countries, Mr. Clary 
said. Mr. Kiein is returning to the Clary 
organization after a year and a half in 
Mexico City where he was sales man- 
ager of the office equipment division of 
H. Steele y Cia. 





Cormac Appoints Ad Manager 


Cormac Industries, Inc., 80 Fifth Ave., New York City, recently 
named Bernard W. Maxwell as advertising and sales promo- 
tion manager for the firm which manufactures specialized 
photocopy equipment. Mr. Maxwell was formerly account 
executive for Cormac with Byrd, Richard and Pound, advertis- 
ing agency, which still handles the account. 


Takes Gill Sales Position 


Bob Strickland (pictured) has been ap- 
pointed sales representative for the J. 
K. Gill Company, Portland, Ore., in the 
territory formerly covered by Mac Col- 
gan who has resigned to enter business 
for himself in California. George Halling, 
general manager of the firm, said Mr. 
Strickland has been with Gill's for sev- 
eral years and has experience in all de- 
partments. 





Sproul Joins Royal Metal 


Royal Metal Manufacturing Company of 
Chicago has announced the appointment 
of Bill Sproul! as sales manager of their 
office furniture division. Mr. Sproul was 
formerly a sales executive with Alma 
Desk Company and Hamilton Desk Com- 
pany of High Point, N.C. Prior to that 
he acted as general manager of Clark & 
Gibby, Inc., New York furniture dealers. 
He will work out of Royal's Chicago of- 
fice. 


OA—11/55 














BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


teel Office Equipment 


A FILING CABINET FOR EVERY NEED e DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


5 DRAWER HEIGHT FILES TABULATING CARD FILES : i SPECIAL PURPOSE 


DESK TOPS 





: 


DESK HEIGHT FILES CROSS FILES 


E 


ONE DRAWER AND 
SHORT LINE FILES 


LEDGER, MICROFILM & COUNTER HEIGHT FILES HALF AN BASES FOR 
FINGERPRINT FILES 5 ; BLUEPRINT FILES WIDE SI N UPRIGHT FILES 


SS 
> 


| SUBSTITUTE DRAWERS 





COLUMBIA STEEL EQUIPMENT COMPANY 


ESTABLISHED 1919 
OFFICE —- SHOWROOM — PLANT 


FORT WASHINGTON, PENNSYLVANIA 
CHESTNUT HILL 8-2200 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 
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Appointments... 


Ditto Names New Managers 


Transfers of two 
branch managers 
to similar posi - 
tions in Indian- 
apolis, iInd., and 
Rochester, N.Y., 
were made known 
by Ditto, Inc., re- 
cently. Wayne 
Dorrier, former In- 
dianapolis man - 


W. DORRIER ager, has been’ toen cHuRCH 


2 new door-openers 
for your salesmen 





No. F-3 shifted to Roches- 
ter. Fred Church, former Memphis, Tenn., branch manager, was 
ae named to replace Mr. Dorrier. Both men started their sales 
careers with the company’s Detroit office, and both have won 
Gray or firm awards for their selling records. 
Walnut 
$1.95 LIST 


Heads New Division 


Robert A. Niemi has been named gen- 
eral manager of the Burroughs Corpora- 
tion, Plymouth, Mich., manufacturing 
plant which was recently established as 
an operating division of the firm. Mr. 
Niemi has been manager of the plant 
since 1953. Previously he was director 
of industrial engineering at the Detroit 
plant. He joined the firm in 1935 as an 
apprentice tool and die maker, and in 

x 4 1944 was made assistant foreman in the 
is a Unique Business Gift for busy ir pena 


Purchasing Agents and all Executives 


Postage Prepaid 





< 


Contact File 


for Business-Cards 






Your customer prefers if personally because: Heads Telfxecutive Division 
1. It “remembers” all the names for him Contact's classi- Robert M. Negley has been appointed 
fied system groups people by WHAT they sell, or sales manager of Underwood Corp.'s 
WHERE he met them. 9 dg —_ / newly-formed TelExecutive Division. He 
2. It adapts to his own way of thinking. Built-in cross-index- will supervise the marketing of a new 
ing. Lid inverts for open-tray file in drawer. portable speech prompting device de- 
DATA: veloped by TelePrompTer and recently 
° acquired for exclusive distribution by 
@ Modern Styrene case. Front may be imprinted Underwood, The new product marks the 
@ Two sets of very sturdy Manila Tag indexes business machine company's entry into 
@ Fits in almost any center desk drawer audio-visual communication. 
@ New lift-off lid makes parallel tray or may be put 


underneath, as in illustration 


Built-in divider eliminates follower-block . F 
Holds up to 400 cards 3-3/,” x 2-1/3", and 800 cards Mittag & Volger Boosts Milne 


if lid is used for tray. 


Charles Milne has been named assistant sales manager of 
Mittag and Volger, Inc., Park Ridge, N.J., according to an 
ae ? ; announcement by J. T. Suydam, sales manager. Mr. Milne 
Packed for re-mailing as gif : has been special representative for the company for the past 

© - : year, handling assigned house accounts. Prior to this position, 
Contact Displayer : he was the company’s Kansas City branch manager. His entire 
: career has been in the field of carbon papers and ribbons, 


both retail and wholesale. 


for Business-Cards w 





For: Doctors, Optometrists, — 3 
Jewelers, Dentists, Shops, Sriance Craft _ yA 
and Restaurants F Z 


Addressograph-Multigraph Expands in Chicago 


Three Chicagoans and a former Chicago resident have as- 


Sections a of Crystal- = ee sumed new assignments as a result of expanding local Ad- 
* Siaudicatiy  eutrechubie, yy dressograph-Multigraph sales and service operations. 

won't tip over E. H. Denny, who came to Chicago five years ago from 
@ Unobstructed view of top NO. D-2 $1.00 LIST tien. tention nachine : facturer’s | s ffice ws heea 

pore POSTAGE PREPAID e business machine manufacturer's home office, has beer 
“ So a appointed Chicago Addressograph branch manager. Harold 

ac one n e y “ ° 

ean o side-by-side K. McCracken returns as Multigraph branch manager. Messrs. 
° —_ - 100 cards to Denny and McCracken will operate out of A-M’s Chicago 

1 ig building and branch office, 444 North Wabash Ave. 


@ Easy to ‘take one’’ 


Write for full information on liberal dealer discounts 
and plan for gold-stamping in your own store. 


Named branch managers of the newly created Evanston 
office at 610 Church Street, are H. W. McLeod, Addresso- 
wel Gunes OF Cun PRODUCTS AND graph, and K. F. Boyd, Multigraph. Both have been serving 

as Chicago branch sale anagers. 

GUARANTEE FULL SATISFACTION ms Colcago branch sates managers cial 

‘ All new appointees are A-M veterans. Denny is a former 

Science Craft Addressograph national sales manager. McCracken is a former 

Multigraph national sales manager. McLeod and Boyd are 

Research office: 415 No. Beverly Drive, Beverly Hills, California acke ar ; ience ¢ id > ‘ce d 

MAIL ALL ORDERS TO: Box 636, Manhattan Beach, California ayy years of experience at the A-M home office an 
e neiad, 
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: TEEL AGE ‘'3000”’ Line Desks seem 
> to be catching everyone's eye these days 
x And well they might, for this is the 


distinguished desk that pioneered dozens of design 
innovations the desk that traditionally sets the 
Standard of quality for others to follow 

Today, each Steel Age ‘'3000"’ Desk, from space- 
saving single pedestal styles to magnificent ex- 
tended-top conference models, exhibits exciting 
new color-styling and new work-saving efficiency 


Your customers can style their Steel Age ofhces 


from a sel on of eight striking finishes and seven 
attractive materials, And of course, they auto- 
matically oy such exclusive Steel Age features 





“The Quality Choice of Modern Offices”’ 
made by 
CORRY-JAMESTOWN MFG. CORP., CORRY, PA. 
Branch Offices: 

Atlanta « Boston * Chicago * Dallas + Detroit 

! + Oakland + Philadelphia + Seattle 
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srom nese A MEMO FROM THE BOSS 


of yhe 


as whisper-quiet nylon and Buna ‘N"’ roller 
drawer action when they select these superb desks 

The Steel Age ‘3000 Desk Line was created 
for just One reason: To give your customers the 
most attractive and efficient steel office desks that 
imaginative engineering, modern science and skilled 
metal craftsmanship can produce 

It's no secret among office furniture dealers chat 
more and more customers who want the finest in 
steel desks specify the Steel Age ‘'3000"’ Line. 
And, representative of the complete advertising 
program to promote its sale, is the new, completely 
revised ‘'3000°" Desk Line brochure. Write for 
your copy today! 





Neen iareneitneeetienntinentianetionnntinnntinenntinnmsnetnennetinantnnnnnnnnnnnanianeeieentienetntientin! 


Corry-Jamestown Mfg. Corp., Corry, Pa. 


Without obligation, please send me a copy of your 


new ‘‘3000” Line Desk Brochure. 


NAME 


COMPANY 


STREET 





fee aT STATE — 



























There’s hardly a job in the office that can’t be 
done more efficiently at a Steel Age ‘'3000” Line Desk. 
That’s because this popular family of quality-made desks is now 
available in dozens of models . . . from compact space-saving styles and 
typewriter desks to special business machine models and superb conference 
desks and tables. And, of course, each one offers such traditional 

Steel Age refinements as island-type pontoon bases, silent-action box 
drawers, recessed backs and round-edge top design. 

Look at these representative styles: 





TYPEWRITER DESKS 


Fixed-bed desks that provide the utmost 
in typing efficiency and comfort. Avail- 
able in both double pedestal and single 
pedestal models. 


SECRETARIAL DESKS 


Featuring the revolutionary Steel Age 
Shelfomatic typewriter mechanism. 
It glides open at a touch, is adjustable 
to all typewriter weights. 





INTERVIEW DESKS kb 
Especially suited for interviewing and BUSINESS MACHINE DESKS 





other functions requiring extended 
top areas. Available with various 
length overhangs at right, left or rear. 





“The Quality Choice of Modern Offices”’ 
CORRY-JAMESTOWN MFG. CORP., 


CORRY, PA. 


Branch Offices: Atlanta * Boston + Chicago + Dallas + Detroit + 


Desks specially designed to accommo- 
date business machines in the position 
and height most efficient for use. Made 
in double and single pedestal models. 




















EXECUTIVE-CONFERENCE DESKS 


Truly prestige desks in appearance 
and design! Available in a wide choice 
of extended top combinations. Top 
widths from 52” to 76”. 





SINGLE PEDESTAL DESKS 


Ideal for small offices or areas where 
space is at a premium. Perfect for 
salesmen and those with limited desk 
duties. 45"’ wide. 





TABLES 


Companion Executive Tables avail- 
able in 45”, 60", 66” and 72” widths 
and Executive Conference Tables 
(illustrated) available in 45”, 60”, 
66”, 72”, 96” and 120” widths. 


OTHER QUALITY-CRAFTED STEEL AGE PRODUCTS 


Correlation Line Desks « 1000 Line Desks 


Grade “A” Files « Commercial Grade Files « Corrian Files 
Grade “A” Counter Units ¢ Removable Tray Files 


Plan File Cabinets and Special Purpose Units 


New York * Oakland + Philadelphia + Seattle 








Office Furniture by Art Metal Construction Company, Jamestown, New York 


Spend just one day at your desk in a chair with U, S. 


Koylon Foam Cushioning and you will discover a new 
kind of full-depth comfort! Koylon, finest of foams, helps 
offset office fatigue because its buoyant, balanced support 
actually rests and relaxes you while you work. What's 
more, chairs cushioned with Koylon smooth themselves 
out after every sitting to keep 

your office looking its well- 

groomed, impressive best at 

all times. Yes, it’s good busi- 

ness to equip your office with 

chairs cushioned with U. S. 

Koylon Foam! 
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Dealers who want products that stay sold once they’re de 


livered to the customer know that they can count on 
Faymus. Expertly made and beautifully packaged in indi- 
vidual boxes, Faymus products are the guality line — the 
line that brings customers back time after time. 


Only Faymus daters give you ALL these features! 


¢ BANDS OF RED RUBBER—far more durable, resist rough treatment 

¢ 6-YEAR LIFE—year band is not quickly outmoded, carries 6-years of 
dates. 

¢ BANDS TURN EASILY—never stick, never slip once set 

¢ RUGGED FRAME—for long, hard service. Heavily chrome plated. 

¢ HARDWOOD HANDLES—select wood, beautifully finished. 

¢ EXTRA—year band carries useful wordings: Rec'd. Ans'd, Ent’d, Paid, 
A.M., P.M. 

* Imprinting at no charge on quantities of one gross or more 

¢ Also available without imprint. 








WRITE TODAY! 


Gentlemen: 
I'd like to know more about the lowest prices and highest 
profits in the industry. Send me complete information 
at once! 

Name 

Firm 

Address 

City Zone State 


Faymia DIV., Bankers & Merchants, Inc. 


3229 N. Sheffield Ave. Chicago 13, Illinois 








Royal Names Eight Managers 


W. W. Pennels, sales manager, office typewriter and sup- 
plies department for the Royal Typewriter Company, has 
announced a number of managerial changes in the selling 
organization. 

G. L. Snider, formerly general sales manager for Royal’s 
Canadian operations, has returned to the States to take over 
the important post of district manager at Washington, D.C. 
where the hub of government typewriter business is negotiated. 
Mr. Snider succeeds J. B. Eccles who takes over the helm at 
Cleveland. Mr. Snider became associated with Royal in 1946 
when he joined the Washington, D.C. sales force. 

H. W. Ulrey, formerly district manager at Atlanta, Ga. 


G. L. SNIDER H. W. ULREY J. B. LONGLEY 


has been chosen to head operations at the Chicago Loop 
branch office. Mr. Ulrey’s career with Royal started in 1935 
when he joined the Milwaukee sales force. In 1952, he was 
advanced to Southern regional manager and in 1954 was ap- 
pointed Atlanta district manager. 

J. B. Longley, formerly Nashville district manager has 
been elevated to the position of district manager of the 
Atlanta branch. 

Mr. Longley has been on the Royal scene since 1932 when 
he joined the Company as a government salesman at Wash- 
ington, D.C. He earned the Baltimore managership in 1948, 
and in 1950, was named Nashville district manager. 

J. B. Eccles, formerly Washington, D.C. district manager, 
has been assigned the managership at Cleveland. Although Mr. 





J. B. ECCLES D. A. COURSEY CHARLES ROY 
Eccles originally came to Royal in 1924, his continuous serv- 
ice record dates back to 1935 when he joined the New York 
sales staff. In 1947, Mr. Eccles was selected to direct the 
activities of the Washington, D.C. branch. 

D. A. Coursey, formerly district manager at Cleveland, has 
been named to direct branch operations at Nashville. The 
new Nashville manager entered the employ of the Company in 
1935 in the Atlanta shipping department. He earned the man- 
agership at Birmingham in 1948, at Richmond in 1949, and 
in 1953 was promoted to district manager at Cleveland. 

Charles Roy, formerly New York group manager, leaves the 
Empire State to handle a special assignment in Pittsburgh and 





J. S. McKEAN 
to supervise a group of distributors in that area. Mr. Roy 
began his Royal career at New York as a typewriter sales- 
man in 1947, and in 1950 was advanced from city salesman to 


G. STEWART 
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.. Mest comfortable yet for typing. Machine on the desk. Always 
ready to use. Handy, yet not in the way. Room for other work, 
writing, filing. Plenty of knee space. 3 

















Easy office arrangements. No lighting problems. Operator always 
facing in same direction, whether typing or writing. 


“Y and E” 
pioneered design with secretary in mind. Type- 


Secretaries approve! Good reason. 


writers, calculators right place, right level, right 
angle. Maximum comfort. 9 models. Decorator 





Notes from 
a secretary help 


you sell this 

















rigid platform 



























































Secu) 
All-Purpose Machine Desk 





standard elevator shelf desk 


Compact. No shelf sticking out. Easy access. Good for crowded 
office. Saves floor space. eré 


colors. Fits every need and taste. 

This is the secretarial desk of future. Outstand- 
ing selling ideas. It can play big part in your 
sales—today. 


YAWMANAD FRBE MFG.©. 1015 JAY STREET * ROCHESTER 3, N. Y. 


FOR 75 YEARS * A TIME-HONORED NAME, A QUALITY LINE, A VALUABLE FRANCHISE 
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Designed for double duty! 
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“MODEL90” 





MASTER 
ADDRESSER 





A NEW 
ADDRESSING AND RECORD 
KEEPING SYSTEM! 


FAST MECHANICAL ADDRESSING 


Addresses by the Spirit Process from Paper Address Slips pre- 
pared in a standard typewriter. 
No plates, stencils, inks or gelatin required. Easier, less ex- 


pensive to install and operate. 


RECORD KEEPING 


Use Address Slip Holder-Cards for records of sales, service 
calls, inquiries, etc. Combines address printing medium and 
records into one. Combine two files into one. 


OTHER IMPORTANT FEATURES 


Low initial cost. Operating Economy. Easy List Maintenance. 
Automatic Card Feeding. Quick Filing and Storing. Selective 
Addressing. 


DEALERS... 


If you sell office machines and systems, don't miss the op- 
portunity of handling the new MODEL 90 Master Addresser. 
If you are interested in a franchise for your territory, write or 


send coupon below. 


V MASTER ADDRESSER COMPANY 


6500-D West Lake Street 


Minneapolis 16, Minnesota 


1! am interested in a dealer franchise for the MODEL 90 MASTER 
ADDRESSER 


SE EE occ occ ceeeses 
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national accounts salesman. 

J. S. McKean, formerly assistant manager at Philadelphia, 
will assume duties at the home office as a staff assistant in 
the office typewriter and supplies department. Mr. McKean’s 
association with Royal was initiated at Philadelphia in 1947, 
and in 1952 he was promoted to assistant manager at Phila- 
delphia. 

Gerald Stewart, formerly New York salesman, succeeds 
Charles Roy as a New York group manager. Mr. Stewart 
came to Royal as a junior salesman in 1950, and shortly 
thereafter, was advanced to territory salesman. 





Rollosson’s Has Grand Opening 


Reported by Ar? Carrow 
On September 23, George W. Rollosson & Son moved into 


its new remodeled location at 312 Parkinson Blvd. in Crowley, 
La. 

The grand opening was coupled with the firm’s 31st an- 
niversary. The business was originally started in 1924 when 
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GRAND OPENING . . . George W. Rollosson & Sons moved into 
its new location in Crowley, La. in September. C. J. Macholl, 
store manager, is in the picture below. 


Fred Rollosson bought the then defunct Metropolitan Station- 
ery Company in Crowley. In 1925, George Rollosson bought 
the business from Fred and took in his father, Will H., as a 
partner, changing the name to Will H. Rollosson & Son. When 
the senior Rollosson died, George took his son Bob into the 
business and the name was again changed to George W. Rol- 
losson & Son. 

rhe first location was at 216 Parkinson, and it was moved 
three times, all on the same street, during the ensuing years. 
The newest store has a 50-foot front and is 90 feet deep with 
a rear balcony. Office supplies take up the front 32 feet and 
the balance is given to furniture displays. Partitioned offices 
balance out the back of the store. The balcony and ware- 
house handle storage items. 

C. J. Macholl is store manager with Les Lewis and Mrs. 
Hallie Morrow, department supervisors. George and Bob are 
salesmen in the territory along with Sam Hill 
Burroughs Names Little Rock Manager 

Thomas R. Price, Jr. has been appointed manager of the 
Burroughs Corporation’s sales and service branch at Little 
Rock, Ark. He succeeds O. K. Lewis, who has been trans- 
ferred to Fort Worth, Tex. as assistant branch manager. Mr. 
Price is a native of Ohio. He joined Burroughs as a sales 
trainee in 1931 and was transferred to Louisville, Ky. the 
next year. He has also worked at Cleveland, Ohio and Pitts- 
burgh, Pa. as senior sales representative. In 1948 he was ap- 
pointed zone sales manager at Fort Worth, Tex.—EEG 
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”“ all-important in 
; any business!” 
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YOU CAN COUNT ON ROYAL REGISTER 
FOR RAPID DELIVERY... 


More than ever before, dealers throughout the country can count on Royal Register for 

rapid delivery of register forms designed to fit almost every make of autographic register. 
New Royal Register plants in Nashua, New Hampshire and Bettendorf, lowa will give your 
customers the fastest service in the register form business — two weeks for most orders. 
You'll find that the Royal line of register forms and equipment is a high profit line which 
you can carry without adding a penny to the cost of your inventory, for Royal drop ships 
directly to your customers. And, as a Royal Register dealer (we have NO direct salesmen!) 
you will profit by markups of 33% to 42%, plus additional discounts for volume. 


Send today for your copy of the simplified Royal Register ,--------------------------------------- 








t 
catalog and find out for yourself how easy and profitable it | ROYAL REGISTER COMPANY, ; 
will be for you and your salesmen to sell the Royal line. Nast ' 
Your customers can count on Royal Register for rapid : va 1, N. H. ; 
delivery. So can you! ! Please send me your lotest cotelog of Register Forms ond equipment. 
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RATED A a 


the premium homogenized duplicating 


ink that’s popularly priced! 


CANODE premium 


HOMOGENIZED BLACK 


Sells faster because office personnel are well aware that 
Canode is No. 1 for unsurpassed, professional quality. 
A laboratory controlled product that daily proves itself 
the finest, fast-drying, black oil-base duplicating ink on 
the market today. 

®@ Produces clear, sharp copy 

@ Minimum penetration 

@ Minimum offset 

@ Eliminates cylinder and pad clogging 

@ For open or closed cylinders in any climate 


In pound or half-pound cans 
WRITE TODAY FOR DETAILS ON PRIVATE BRAND LABELING 


INK SPECIALTIES CO., INC. 


519 North Halsted Street ®@ 


Chicago 22, Illinois 











Announce Winners in Smead Contest; 
Stationer’s Corporation is First 

Stationer’s Corporation of Los Angeles was the first-prize 
winner in the Smead Manufacturing Company fourth window 
contest which ended August 31. This window arranged by 
Hans Andres won a 10-day trip for two to Montreal, Quebec 
and Nova Scotia. 

Second prize of $200 was won by the Gabby Book Store 
of San Luis Obispo, Robert J. Clark submitting the picture, 


pi LEATHER-LIKE 
FILING CONTAINERS 


¢ fw Wedern Business 





FIRST PRIZE ... in the Smead Mfg. Co. fourth window contest 
was won by this display at Stationer’s Corp., Los Angeles, 
Shown were many items from Smead's Expanding line sug- 
gesting answers to all filing problems. 


Third prize of $100 went to the West Allis Office Supply 
of West Allis, Wis., with Lester W. Eichholz submitting the 
entry. 

Honorable mention cash prize winners were Office Special- 
ties Co., Mankato, Minn.; Redwood Office Supply, Redwood 
Falls, Minn.; Risher’s Office Equipment Co., Rockford, Ill; 
Stuebe Binding & Printing Co., Green Bay, Wis.; Coleman 
Office Supply Co., Wichita, Kan.; E. T. Safford Co., Superior, 


Wis., Kendrick-Bellamy Stationery Co., Denver, Colo.; Kush- 
bert Office Supply Co., Milwaukee, Wis.; Schwabacher-Frey 


Expandine 
Produet 





SECOND PRIZE . . . in the Smead window contest went to this 
entry by the Gabby Book Store of San Luis Obispo, Calif., fea- 
turing the ease of filing and finding in the Smead Expanding 
line. Note product application demonstration shown in the 
center of the picture. 


Co., San Francisco, Calif.; The Clegg Co., San Antonio, Tex. 
Patrick & Co., San Francisco, Calif.; Dykema Office Supply, 
Kalamazoo, Mich.; Crane’s Office & School Supply Co., Min 
neapolis, Minn.; Rocky Mountain Bank Note Co., Pueblo, 
Colo., and Midwest Office Supply Co., Salt Lake City, Utah. 

Judges in the contest were Dick Hodgson, editor of A¢ 
vertising Requirements; Foster Kienholz, color consultant and 
field director, Color Research Institute of America, and 
Richard Heyne, art director of Minnesota Mining & Manv- 
facturing Company. 
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OSTAN DARDO 
HEAVY DUTY 


SOEEIGE STAPLER 


~~ 







or 


in leading 
CONSUMER - OFFICE 
HOMECRAFT- SHELTER 
















No. I-30 gl Toatapinn © | 
HEAVY. DUTY AU atic 1c- 
> MUTOMATIC \S GUNTER 






GUN. TACKER 


Y couron! 10! 


| cess beads fies 


ARROW FRSTENER ComPpany. (wo 














One Junius Street, Dept. OA 
| Brooklyn 12, New York 


No: P22... 


iNOUSTRIAL 
PLIER-TYPE 


HAND STAPLER 


PIONEERS and PACESETTERS 
FOR OVER | 
A QUARTER CENTURY | 


Please send us the following FREE displays: 





No. 202 Standard Stapler 
— — No. 105 Standard Stapler 
———_ No. T-50 Gun Tacker 
———_ No. T-32 Gun Tacker 
———_ No. P-22 Stapling Plier 
———_ Latest Catalog 





Firm Name 
Address 
City Zone State 










































BENTSON 


Hii, 


STEEL FILING CABINETS 

















Yes ... it’s especially simple when you sell 
Bentson Top-Flite files. 

Customers recognize superior construction .. . 
smooth, easy, life-long drawer performance . . . and 
eye-appealing beauty. Whatever the filing need may 
be, you’ll find it in the Bentson Top-Flite Series. 

Files are available with or without thumb latch 
... an unusually attractive choice for a grade ‘‘A’’ file. 
Yes sir . . . Bentson’s popularity certainly makes the 
difference in selling. But, don’t just take our word for it 
. .. write in today for more information on how you can 
make your selling job easier and more profitable, too! 
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READY TO ROLL... New station wagons are standard equip- 
ment for Burroughs newly-appointed managers of regional 
dealer sales. Robert J. Sanders (left), dealer sales manager, 
presents the keys for a new Plymouth station wagon to Amos 
D. Caryl, manager of dealer sales for the Great Lakes region. 


Burroughs Creates New Sales 
Organization to Aid Dealers 


A new sales organization has been created within Burroughs 
Corporation to assure closer contact with the corporation’s 
thousands of retail dealers across the United States, it has 
been announced by Robert J. Sanders, dealer sales manager. 

The organization, entirely new within Burroughs Marketing 
activity, places retail dealer sales on a regional basis under 
the general supervision of regional managers. The nation has 
been divided into eight regions with each region assigned to a 





R. W. LOWENBERG 





J. M, FEDAK R. M. TERRY 


newly appointed manager of regional dealer sales, according 
to Sanders. Several dealer sales representatives will work under 
each manager of regional dealer sales. 

The eight managers have already been appointed, Mr. 
Sanders said. All are members of the Burroughs sales organ- 





AMOS D. CARYL E. C. HULME G. E. DOYLE 


ization with many years of sales experience in the office equip- 
ment field. 

“This new plan offers the dealer closer contact with the 
manufacturer, more sales assistance and participation in a 
growing schedule of promotions,” he explained. 

[hose appointed to the new regional manager posts are: 

Robert W. Lowenberg, Atlantic Region, headquarters in 
Philadelphia; Donald Hoener, Central Region, headquarters 
in St. Louis; Amos D. Caryl, Great Lakes Region, headquarters 
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Let competition worry about YOU 


Sell PEERLESS IMPERIAL 


NO CURL NO SMUDGE ___ 


Let's face it 


You may hav 


is Miss Secret 


When you sl 


carbon make 


extension end t 
want to kiss yol 


The P. A 


quality carbon 
an exceptional V 
Don’t worry 


let "em worry 


PEERLESS-IMPERIAL CO., INC. z 


Genera! Office and Factory: 32 Peerless Place, Newark 5, New Jersey 


at regular prices. Its wonderful manifolding ability makes it 


about competition—sell No Curt No SMubDGE carbon and 





Carbon Paper 





VE 











ympetition in the carbon paper field is keen. 

e to sell the P. A. and the Office Manager, but the last word 
Herself. 
v her the sharp, clean impressions No CurL No SMUDGE 
he'll be impressed. When you call attention to the wonderful 
t makes handling simple without soiling her fingers—she'll 


e impressed because No CuRL No SMUDGE is a premium 


t you. Write for samples and prices. 


New York Office: 108 Franklin Street, New York 13, N. Y. 
Michigan Office: 37 Linden Street, River Rouge, Detroit 18, Mich. 
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The DOME Twins... 


Short-cut Payroll Book 


Simplified Bookkeeping Record 


STATIONERS’ FAVORITE... 
More Popular Than Ever 


ORDER NOW! 





Single Entry 
No Name 
No Figure 
No Word is 
Duplicated 
During 
Entire 
Year... 


You Write it ONLY ONCE! 


A brand new idea in Short-Cut- 
ling the keeping of Payroll rec- 
ords, the first major development 
in 20 years. 


NOW YOU HAVE 2 FAST SELLING DOME PROFIT MAKERS! 


SALES HISTORY IN THE MAKING 


Backed by heavy Consumer ad- 
vertising and promotion we are 
sure that the new Dome Short-Cut 
Payroll Book will accelerate your Heer 
Dome Sales to a history making ; 


high. 







itde te 
So 2 





Lie) 
RETAIL FOR 


$3.00 


EACH 
Contact Your Wholesaler Now 





DOME PUBLISHING CO., INC. 30-36 Smith St., Providence, R. I. 
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in Detroit; and L. W. Curran, North Central Region, head- 
quarters in Chicago. 

Joseph M. Fedak has been appointed to the post in the 
Southeast Region with headquarters in Atlanta; Eugene E, 
Hulme, Southwest Region, headquarters in Dallas; Ralph M. 
Terry, Pacific Region, Redwood City, California headquarters; 
and Greg E. Doyle, Northeast Region, headquarters in Old 
Greenwich, Conn. 

Regional dealer sales representatives appointed to the new 
posts so far are John M. Oliver and George A. Sorenson, 
Southwest Region; John D. Stacey and Alfred P. Dirnberger, 
Great Lakes Region; Charles Ross and Charles F. Kincaid, 
Southeast Region; Fred R. Halbert, Pacific Region; Fred 
Dygert, Northeast Region, and Lawrence J. Buckingham, 
North Central Region. 


Announce Marsh Felt-Point Pen Award 

Scholastic Magazines of New York City have announced 
a new classification—the Felt Pen Drawing—in the 1956 
scholastic art awards for the encouragement and recognition 
of student achievement in creative art. 

The Felt Pen drawing award is sponsored by the Marsh 
77 Felt-Point Pen, a product of Marsh Stencil Machine Com- 
pany. 

All students in junior and senior high schools, grades 7 to 
12, in public, private, or parochial schools in the United States 
and possessions are eligible. The student submits his entry 





Hou te ds 

The 1956 Scholastic 

Marsh 77 Felt Pen 
Art Award- 


MARSH 77 


FZ 


(. £ 
CLE ~ fOhs o 





Grapher bebe Sretmnn 
FELT PEN DRAWING 





ART OPPORTUNITY ... Dave Bland (left), sales manager, and 
E. J. Marsh, secretary of Marsh Stencil Machine Co., direct at- 
tention to Scholastic-Marsh 77 Felt Pen art award. 


through his local school to the regional exhibition; where he 
may win Scholastic Award achievement keys and certificates 
of merit. Winning entries in the regional exhibitions are sent 
to the Carnegie Institute, Pittsburgh, Pa., for the national ex- 
hibition where the prizes are cash awards, national certificates 
of merit and tuition scholarships to art schools. 

Entries for the Felt Pen drawing in the graphic arts divi- 
sion may be drawings, commercial illustrations, sketches, 
posters, design, visual aids, or lettering rendered with Felt 
Pen and Felt Pen ink in black or in any combination of colors 
and black. 

George Schmeig to Report District 2 News 

George Schmeig, Syracuse Office Equipment Company, 
West Water St., Syracuse, New York, has been appointed 
chairman of the Activities Publicity Committee for Region 
No. 2, NSOEA. 

Governor Erwin S. Howard of Region No. 2, said Mr. 
Schmeig’s activity is an auxiliary to the regular Convention 
Publicity Committee whose chairman will be named later in 
the year. 


IBM Leases New Office Space 

International Business Machine Corporation has taken 4 
lease for the first floor of a two-story office building to be 
built this fall in Fort Wayne, Ind. The building will house the 
local sales and engineering offices of IBM when completed in 
April, 1956.—AK 
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WITH EVERY 
ORDER FOR 6 


_ —-« 1 

Here it is . . . by request — 
a FREE OFFER even better 
than the one that introduced 
our exclusive SENTRY SAFE- 
is and-CABINET combination! 

az: With every order received 
between Sept. 1 and Nov. 15, 
1955 for 6 or more SENTRY 
safes (any model), we will in- 
clude a genuine African ma- 
hogany cabinet (also walnut 


A *49.50 MAHOGANY CABINET 


SENTRY SAFES 










or blonde), that retails for 
$49.50. 

Grab this chance to pick up 
some extra money in addition 
to the liberal profit you make 
on every Sentry sale. But don’t 
delay — offer expires Nov. 
15th. Send in your order now 
— or mail coupon for full de- 
tails of all three “BONUS” 
OFFERS. 














: SPECIAL With every order for 1 Standard, 1 Major, and 1 Wall 
HALF PRICE Type SENTRY safe, we will include a genuine African 

7 mahogany cabinet for only 2 the regular dealer price. 

OFFER! Offer good only between Sept. 1 and Nov. 15. Order 


NOW — or mail coupon for details. 


SPECIAL EXTRA 
DISCOUNT OFFER! 


From Sept. 1 through Nov, 
15 we will give you an extra 
10% discount on all orders 
for SENTRY SAFE - and - 
CABINET combinations, Or- 
der NOW and be ready for 
holiday sales — or mail cou- 
pon for details. 


As a night stand... 


Next to desk 
or against woll 








suggeste 





° 
Corlusive SENTRY SAFE-and-CABINET Combination 


NOW is the time to take advantage of ovr special 
“BONUS” OFFERS and stock up for fall and holiday busi- 


Only SENT RY has it a safe A handsome piece of furniture ness. Fill out the coupon and MAIL IT TODAY! 
concealed in a genuine African that blends with any home or 
mahogany cabinet, 2514” high, office decoration. And look at = as ene oe os Ge es Oe ns ee eee 
20” wide, 20” deep. Also avail- these big-safe features: r 
able in blonde or walnut finish. | 
® Fireproof VERMICULITE insulation, as @ Bronze or gray metalescent baked en- & JOHN D. BRUSH & co., INC. 
required for | Army field safes amel finish; all bright parts chrome 4 formerly Brush-Punnett Co. 
® Fire protection up to 1700° F plated Py 545 West Ave., Rochester ll, N. Y. 
®@ Built-in combination k @ Weight, 225 Ibs. Capacity, 2340 cu. in é 
@ One-piece door nterior (re- Dimensions: Outside, 242” x 1742” x , 7 . : ” ” 
movable); 2 drawers, one with tock 1712”; Inside, 15” x 12” x 13” - Gentlemen: I'm interested in your special “BONUS 
OFFERS, and the opportunity to make extra profits with 
FOR THOSE WHO DO NOT WANT CABINET: ; SENTRY. Without obligation, send me full details, 
SENTRY STANDARD SENTRY MAJOR 3 NAME 
$69.95 $98.95 1 
2340 cu. in.—210 Ibs. 3285 cu. in.—275 lbs. ADDRESS 
2414” x 17%" x 17%" 241%” x 17%” x 22%" t 
STANDARD DISCOUNT, PLUS ADV. ALLOW. > Gita otal ZONE __ STATE___ 
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THE TWO-IN-ONE BANK PEN 


Changepoint Pens may be had as Fountain Pens or Ball Pens, 
and either may be converted to the other type. Such 
adaptability makes Changepoint Pens especially practical 
for office standardization. 

Due to Recent Improvements, Changepoint Ball Pen refills 
will now write to the last drop of ink and give the full 
measure of service. They still hold four times more ink than 
average of other refills. Ink is non-transferable and per- 
manent. Colors—blue, and red. 


NEW! Gaze 
PORCELAIN BASES 


Just as Functional as 





Bronze or Chrome but , 

Much lower in Price Bre. x r 

OLD AND NEW IN OFFICE PRACTICE TEACHING .. . Depicted ‘4 

NEW ECONOMICAL (top photo) are the early days when the Monroe calculator 
was still regarded as something of a mechanical marvel only 

PLASTIC REFILL beginning to make its way into the business world. Contrasted I 

ce 


below is the modern office equipment classroom at Coalinga 
(California) Union High School. The machines shown are being d 
exhibited by Monroe in “Schoolroom Progress, U.S.A." 


> 


YOU CAN SEE 
THE INK 
LEVEL 









Monroe Shows Calculators— k 
Old and New—in Special Train ' 


Two calculators—one a hand-operated model and the other of 
an electric machine—are being exhibited by the Monroe Cal- e 
culating Machine Co., Inc. as part of a nation-wide educa- 
tional project entitled “Schoolroom Progress, U. S. A.” 












Patterned after the famous Freedom Train, “Schoolroom Qn 
Progress, U. S. A.” is traveling in two specially designed rail- col 
road cars. The project is being sponsored by the Henry Ford reg 
Pe ae Museum and Greenfield Village, and the Encyclopedia Ameri- . | 
Size cana, and is designed to encourage greater interest on the 
part of all Americans in more and better school facilities for On 
our children. It was launched at ceremonies in Washington, os 
D. C. September 19 and will visit some 40 cities each year = 
over a period of three years. An estimated 1,000,000 people 
will visit the train each year. BO 
The exhibit contains portions of actual classrooms and Ou 
contrasting schoolrooms of 1840 and 1890 with the most offi 
modern classrooms of today. One of these modern rooms is ers 
an office practice class where the Monroe calculators are on giv. 
display. tl 
The CST electric model was selected as typical of the ma- : 
chines students will meet in the business world; the Educator, ve 
or hand-operated model, was chosen not only for its use in the 
the business world but because of its popularity in elementary Mi 
classrooms for the teaching of arithmetic. v 


In sharp contrast to the schoolrooms of today with their 

modern architecture and equipment, is the McGuffey school- 

Cun room of 1840, with its open fireplace, whale oil lamps, cat-0- 

Write for Literature nine tails and quill pens—the closest equivalent to office 
vPeEC. 


P equipment in that day. 
A “*Schoolroom Progress, U. S. A.’ represents an important 
contribution to education and to our nation as a whole,” 


Telephone et aan ae enue” Seuth Rockford remarks Monroe President Fred R. Sullivan. “We are proud 
. 5 to be a part of this highly worthwhile venture.” 
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The right lure really lands ‘em ! 





*. 
It isn't just a matter of luck that ~ 


you make a “clean strike” every 





time with Miami Systems .. . it’s 
their six irresistible lures that net 
you the custome1 


: CUSTOMER SATISFACTION = 


Complete, ce convenient, accu- 


rate Vir mm System meets customers’ | 
requirements and eds perfectly. -~ 
ed a 














































ne al 
- * PROMPT DELIVERY ewer 
ne Immediat 1 - — ~~. ~=——— sess 
ed mm ite a wledgment anc pro- =" =~ ~, nal ~ 
cessing of rder nt rompt a a | 
ga o 4 antees prom] nn \ al ——. > ais 
ng ellve a ~ p a. a _ oo 
eal j \ — - 
( — ~~ ~ 
* COMPETITIVE PRICING ~~. | ee 
Efficient ope rough modern oe ~ -" _ 
oduction methods ‘pins demand, — 
a Miami forr n the most appeal- @ "- ~ S 
ing price scal a ie a OP ath 
~*~ 
. | + DEPENDABILITY : a 
Miami customers enjoy a full measure 
her ff continued eff nt service, 
~al- * COMPLETE LINE OF FORMS 
iCa- 
AND REGISTERS 
om Snap-A-Part forms ntinuous forms, 
ail- continuous interleaved sets, autographi« 
ord registers and |} 
al = 
al * INCREASED PROFITS = 
for Once Mian S) n is sold—it stays 
sold and sell ther ustomers, too NN 
ton, result, large ime repeat business, Pes 4 
a reased Pp L : 
e AES 
BONDED DEALER PROTECTION ; oe 
and Our business partners — loyal Py 
nost office supply and equipment deal- i 
Ss iS ers and repre sé ntatives are )) 
= given an unqualified guarantee 
- that they will not. under any cir- 
a- Ae . 
- — es, have to compete with } ve ae ; 
e in their own source of supply — mh et . 
tary Miami Systems ( orporation, sas Or ; ; by 
b : {ae es na Es 
heit Write for New Low Prices > / 
00l- 
at-O- 
= MIAMI SYSTEMS CORPORATION 
tant Cte ¢ti rma 2 e» onwit*oO 
ole,” 
roud 
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Satisfied Customers — 
REPEAT BUSINESS 


The satisfaction given by swivel office chairs and 
typewriter desks depends on the quality and efficiency 
of the operating fixtures. That is why it pays to insist 
on Seng-Equipt office furniture. Seng quality assures 
satisfied customers and future sales. 

Precision engineering and tested designs, are com- 
bined with the finest workmanship and materials to 
make Seng Fixtures last longer, function more smooth- 
ly and protect you against costly adjustments. Specify 
Seng Equipment on all office furniture. It is used by 
manufacturers who take pride in their products. 


For Office Chairs 


Seng action controls are easily adjustable to suit 
the user. Nylon bearings at vital pivot points supply 
smooth, silent tilting and turning and prevent wear. 


For Typewriter Desks 


Seng Fixtures bring the typewriter to typing posi- 
tion with effortless smoothness. They provide a stable 
platform for typing. 


Te SUNG Comaany 


1430 nORTH DAYTON ST - 


CHICAGO + 22- ILL. 


WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HARDWARE 
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Bennett New President of Borroughs Mfg. Co. 

The board of directors of the Borroughs Manufacturing 
Company, Kalamazoo, Mich., a subsidiary of the American 
Metal Products Company of Detroit, announces the election 
of George Bennett as president and Tracy Call as treasurer 
and secretary. 

Mr. Bennett was formerly general manager, and Mr. Call 
former controller of the company. 

Before joining Borroughs in January, 1955, George Bennett 
was assistant to the vice president in charge of production, 
at the American Metal Products Company. Mr. Bennett 





G. BENNETT TRACY CALL 


has had wide experience in business administration and in- 
dustrial engineering. His past associations include: executive 
vice president and general manager of the Harold F. Howard 
Company, industrial and management consultant engineers, 
plant development engineer for Hawley & Hoops, Inc., manu- 
facturing engineer for the Fruehauf Trailer Company, and tool 
superintendent of the Chevrolet-Flint Division of the Gen- 
eral Motors Corporation. 

Mr. Call has devoted his career to accounting and finance, 
He joined General Electric Co. of Schenectady, New York, 
in 1928, and in 1935 he became accountant for the General 
Electric Supply Co. of Detroit. He was associated with 
Ernst and Ernst, certified public accountants, for five years 
and with the Kalamazoo Paper Box Company for seven 
years, where he was treasurer and assistant secretary before 
joining Borroughs in 1950 as controller. 








FOR FUTURE CONVENTION USE - New York City’s mulfi- 
million dollar exposition and hotel industry takes a pleased 
look at model of the city’s Coliseum, scheduled for use some 
time in 1956. Representing New York's leading hotelmen and 
some of its best known trade shows are (left to right): Joseph 
Choate, International Boat Show; James A. McMarthy, Hotel 
Association of New York City; W. K. Seeley, National Hotel 
Exposition; Henry Baron, International Motor Boat Show; Abner 
Friedman, Hotel Association of New York City; J. W. H. Evans, 
National Retail Industry Show; E. Gordon Seville, International 
Food Show; Rudolph Lang, National Business Show, and Wm. 
C. Copp, Institute of Radio Engineers. 





Whitin Opens New Offices 

The Whitin Business Equipment Corporation of Whitin 
ville, Mass., has announced the opening of a new office at 
4912 W. Madison St., Chicago and a sales and service branch 
at 47 Gibbs St, Rochester, N. Y. 

Harry M. Nash is manager of the Chicago office, which 
handles sales and services of Gestetner duplicators and sup 
plies in Cook County. The business formerly handled by 
Illinois Duplicator Corporation, 46 E. Superior St., Chicago 
has been transferred to Whitin. 

C. J. (Walley) Waldron is directing the Rochester offic 
for distribution of Gestetner machines and supplies. 


OA-11/55 











OA- 


REASE YOUR. 
ALES VOLUME WITH 


| 
i 





-INC 
$s 





t T " - - - . 
tt =o yor Typewriter Tables 
f, Sizes 30x18 to 36x24 


With or without cen- 
HASKELL lor drawer. Choice 






































of casters. 
OF PITTSBURCH 


Budget Fricod, 


5g i 
(©) 5 od | Oj —am vy Y —) 


Handsome Modern Designs for Today’s Decorative Trend , Velegnene Sanne 
. Sizes 18x18 to 24x18 


It's easy to increase your sales volume with Other designs with 
, closed sides & doors. 


May double as a 
lamp or end table. 











Haskell Tables. They're so modern aeltrere(cemeslar(auy 
‘ May double as an 
rounded legs, handsome baked enamel occasional table. 
finish, linoleum tops, choice ot raeliela? 
Designed to lead ‘double lives atrelaeieserumetete 


decorative — you'll sell twice as many! 


it a ! 


Leg-Type Tab 


mail coupon below for details 


HASKELL, INC. 
303 E. Carson Street 
Pittsburgh 19, Pa. 


Please send literature and price list. i } 
| 


Firm Name 


Attention of 


PORES OSES Gas YOUR PIONEER STEEL BUDGET LINE 


es ’ ————— 
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A Profitable 
Opportunity ! 








With the 
automatic, 
electric 


Patents 
Applied For 





F.O.B. Factory 


opens 200 to \ lh — f mri ag plus excise tax 
300 Letters BND! yi, an eoemaeh plies ters 


subject to change 
without notice.) 


per minute 


built right — priced right 


for thousands of smal! and 
medium-sized businesses 
NOTHING ELSE LIKE IT! Opens letters 30 times faster 





HAPPY BIRTHDAY ... G. J. Aigner celebrated his 72nd birth- 
day in August with a fish dinner at Cafe Bohemia, Chicago, 
(OFFICE APPLIANCES, Oct.——page 282) for a number of 


than by hand! Gets the whole office staff into high 
gear—fast. Designed to handle from 200 up to 
2000 letters per day. Small, compact—readily used 
on any desk or table. ‘Scottie’ weighs only 9 
pounds, — it's easy to carry from desk to desk, can 
be put in any convenient corner when not in use. 
Opens all sizes of envelopes,—no clipped corners 
or damaged mail. Takes a clean slice off tops of 
envelopes, with adjustment from 0 to '/g” for 
width of trim. 


OPENS A HUGE NEW MARKET — The Scottie Letter 


Opener does a lot more than open mail — it 
opens the huge market of middle-sized offices 
where the time it saves makes it very profitable. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other lines. 


OPENS A RARE SALES OPPORTUNITY — Reports from 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


established Scottie sales representatives are excel- 
lent. Thousands of smaller businesses offer a prac- 
tically untouched market for this speedy, low cost 
machine. If you are experienced on specialty 
equipment sales—look into the Scottie for steady, 
future profits. 












friends. In the top picture are: front row, Mrs. John Gilbert, 
Office Appliances; Mr. Aigner, president of G. J. Aigner Co., 
host; Mrs. Aigner; Mrs. Elmer Krumwiede. Second row: Fred 
Hohenadel, Mrs. Robert Vojta, Mrs. E. Von Plachecki, E. Von 
Plachecki, and Mrs. Alex Nelson. Third row: Robert Vojta, 
Chicago Saddlery Co.; Ray Eichenlaub, Service Steel Products 
Co.; Alex Nelson, and Elmer Krumwiede, Elmer Krumwiede 
& Associates, Inc. In the lower picture, Mrs. Aigner looks on 
with interest as Mr. Aigner prepares to cut the birthday cake 
which had two candles, one for each year past 70. 





Swinger Named Vice President 
for Ventilator Division, Safeguard 

The election of Milton K. Swinger to the newly-created post 
of vice president in charge of sales for the Ventilator Division 
of Safeguard Corporation was announced recently by Francis 
J. Tucker, president. 

Mr. Swinger, who has been connected in an executive ca- 
pacity with several of the country’s largest manufacturers, 
brings to Safeguard a broad background in merchandising and 
sales promotion. His experience in the sales field includes a 
five-year association with International Latex Corporation, 
manufacturers of “Playtex” girdles, during which he rose from 
sales representative to national sales promotion manager 
charged with the direction of the company’s merchandising 
program, as well as with training and supervising sales per- 
sonnel. In April, 1952, he left International Latex to become 
the first national sales promotion manager of Champ Hats, Inc. 

Mr. Swinger was also connected with the Bulova Watch 
Company promoting the sale of its clock radio in key cities 









ARNOLD MacKENZIE, INC. 
3133 Overlook Drive, Minneapolis 20, Minn 
I am experienced in sales of specialty: office equipment. Send full 
information on Scottie Letter Opener. My territory is 


chandising techniques. 


Jackson Store Makes Move 
Office Supply Company of Jackson, Miss., has moved to 
Name ............. new quarters at 509 E. Capitol St., after 10 years at its old 
location, 517 E. Capitol. The firm has other stores in Green- 
ville, Clarksdale, Laurel, Columbus and Vicksburg, Miss.— 
gy SAS Bets State FEG 


2 
See 
> 

= 

3 
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JOHNSON 
Business Chairs 





.......4 line you'll be proud to have! 





JOHNSON 





Yes, you'll be happy with JOHNSON CHAIRS 
because it's a complete line. There’s a type 
and style of Johnson Chair that will please 

every one of your customers. 


You'll be able to offer everything . . . from 
the big rich executive masterpiece to the regular 
“work-a-day”’ office chair . . . in a complete 
range of styles and patterns that will help 
you satisfy even the most discriminating buyer. 


Johnson Chairs make it easy for you to please 
your customers .. . and naturally, that 

makes it easy for you to get a bigger share 

of the business chair volume from your market. 


“Glenbrook” 
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SERIES 


DEALERS: Let us send you the complete Johnson story 
f atalog, price list and the detail 
Jealer proaram 


7109 MERCHANDISE MART 


JOHNSON CHAIR COMPANY 


CHICAGO 54, ILLINOIS 
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eee SHAK KAY an gaeeeee 
oe < VERTICAL FILE 
oe JACKETS (5 Piece) 
ad Reinforced Leatheroid in C 
on 5 piece construction with, c 
& glue welded double ‘ 
on fronts and backs. In let- R 
ox ter and legal size with te 
- Red Rope or tan cloth h 
se gussets... 134 or 31% inch 
Eves expansion. y' 
p 
VERTICAL FILE => VERTICAL FILE ¢ 
POCKETS JACKETS (1 Piece) : 
‘ . An economical and dur- te 
The ideal container for able jacket of Quality Tag al 
bulky correspondence eee stock or Red Fiber with 
5 piece construction in full cut tab and added 
~ long-wearing Leatheroid, reinforcing at top edge. R 
<i letter or legal size in 1%, Letter and legal size with 6' 
3%, or 5% inch expan- 1% or 2 inch expansion; R 
sion .. . Red Rope or cloth 10 x 15 size with 2 inch ce 
lined gussets. expansion. a 
- Le la 
| )>———. | “FLAT FILING Jackets : 
= and ENVELOPES => i 
on Both are ideal for filing 
= or carrying non-bulky ’ 
ea papers...both are avail- m 
ce ; able in 4 sizes in 125 Ib. “ 
(i Quality Tag or 90 lb. 
= Parkraft. Sizes 92 x 1134 
a or 14% and 10 x 14% mM 
(5 or 15. th 
ae = : lo 
‘ - ~ af 
es oe Ye . ) Y TU VVVV00 T0070 of 
of 
A 


IT’S COMING... |. 


LP 


1956 isn’t far away ... year-end file PONE -- - Ge “ 
; bye happy customers -- - 

change-over time is just ahead. Your cus- of 
keep on hand a < 


tomers will be wanting filing pockets, jack- good stock of 


ets, and envelopes. Some are shown here Quality Park 










Sei 
.-. all are available from Quality Park... Quality Products a 
4 

check your stocks NOW... and ORDER! ... always! 
Ne 
Sold Through Dealers Only! * 
a lin 
| bo 
Quality IP k ree 
Products to 
Generec ce and Factory, Quality Park, $1. Pav! 4, Minnesota tai 
ae : anes po eo <seatton por Monroe $t., Chicago 6, lilinois a Yo 
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Passed Away > 


Oscar F. Modene, 

nd treasurer of Marshall-Jackson Co., Chicago 
stationers, pa iway suddenly on Wednesday, Oct. 5, in the 
Ravenswood hospital. Many of his friends in the industry, at- 
tending the NSOEA convention in Chicago, were sorrowed to 


vice-president 


hear of his 1 ely death 

Mr. Modene gan his career with Marshall-Jackson 56 
years ago, at tl e of 14, when he took the position of mes 
senger boy. D » the ensuing years, he grew with the com 
pany, until | named vice-president. 

He was active Masonic orders, and he was past master 
of Exemplar Lodge and a member of the Medinah Shrine 
Temple. His vors include his widow, Jennie; three daugh 
ters, Violet, M Pearl Carlson, and Mrs. Fern Loar; a brother, 
ind a sist 


++ + + + 


Robert J. Brown, 


69, vice-president and general manager of the H. and M. 
Ribbon & Carbon Company and of the H. and M. Dupli- 
cator Corporation, Seattle, Wash., died late in September of 


1 heart attack 


Born in B Seattle in 1913 to 


Ireland, he came to 


launch a busi career and since 1921 had been associated 
with the H. and M. organization. 

The deced was a member of the National Office Ma 
chine Dealers Association. 

Surving are tl widow, Iola; a daughter, Mrs. Arnold 
Groth of S two brothers, Christopher Brown of Valley 


City, N. D., and John Brown of Everett, Wash.; two sisters, 
Mrs. Anne W Amsterdam, N. Y.—CML 


-~ + + + + 


Mrs. Susan L. Parrott, 
widow of J. S. Parrott, died in August at her home in Water- 
s the wife of J. S. Parrott who died in 1948 
service with Matt Parrott and Sons Company 
vivors include two sons; Jay Parrott, operator 
Supply until October of this year, and 


loo, Iowa. Sh 
after 60 years 

of Waterloo. Su 
of Waterloo Off 
Alfred 


Operating Results for Office Supply 
Dealers Compiled by NSOEA 

The National Stationery and Office Equipment Association 
has just completed a study of the 1954 operating results for 
the office supply and equipment trade, based on figures fur- 
nished by its members 

In the belief that there is much to be learned from studying 
the results of perior performance, the NSOEA report high- 
lights the performance of the “top 25%” comprising those 
outstanding profit picture. While almost 20% 
of the retailers reporting showed a loss for the year, the top 
25% doubled the average profit performance. 

Average profit for all retailers reporting, before taxes, was 
3.2% in 1954; after taxes, 2%. 

This annual study is the most important project of the Re- 
search Department of NSOEA. It is available only to members 
of the National Stationery and Office Equipment Association, 
740 Investment Building, Washington 5, D. C. 


dealers with th 


New Maco Price List Available 


Frank May, sales manager of the J. L. May Company, Inc., 


advised recently that a new price list covering the complete 
line of Maco products is now being distributed. 

Che list covers tags, labels, pin tickets, embossed seals, car- 
bonized manifo igs, pressure sensitive labels, social security 
envelopes, addressing labels—plain and carbonized—and made 
to order. New items are also listed. The catalog can be ob- 
tained by writing the company at 111 West 19th St., New 


York 11, N.¥ 
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Now nylon stops 
squeaks in Bassick 
chair control 






New nylon bearings make Bassick’s modestly 
priced G-1000 tilting chair control safe, silent 
and maintenance-free. 


At one stroke the new bearings 
(1) stop squeaks and chatter 
(2) put an end to the messy job of lubricat- 
ing this area 


(3) eliminate metal-to-metal friction bear- 
ings which often elongate and give a 
chair the “wobbles.” 


Tell your office manager customers about these 
new safe, silent, maintenance features. You'll sell 
more chairs with Bassick G-1000 Tilting Chair 
Controls—as well as “Diamond-Arrow” casters, 
of course. THE BASSICK COMPANY, Bridgeport 2, 
Conn. Jn Canada: Belleville, Ont. 


g4 Bassick 





MAKING MORE KINDS OF CASTERS MAKING CASTERS DO MORE 











M-8200 
with the 


ete mlelael tte} 





creates 


a great clerical posture chair 


This is the peerless clerical posture chair, a triumph 
of METAL-LUX design and craftsmanship. Incorpo- 
rates MILWAUKEE'S exceptional posture comfort 
advantages coupled with an extra-large seat. Fea- 
tures a virtually indestructible all-steel frame and 
base, stainless steel scuff plates, a superior spring 
unit seat, cushioned hinged back rest, tilting back 
support, and velvet-silent service. Unquestionably 
the finest clerical posture chair available in metal. 


Write for the complete profit details covering the 
METAL-LUX Model M-8200 Clerical Posture Chair 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell Ave., Chicago 172, Illinois 
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Pat Patterson, manufacturers’ representative with Cleveland 
headquarters, and news correspondent of the Fifth District 
rravelers Club, visited with OFFICE APPLIANCES by tele- 
phone on September 29. He was busy on pre-convention ac- 
tivities at the Conrad Hilton Hotel. He expected to be oc- 
cupied in Chicago from the time of his arrival until the 
convention passed into history. 


Glenn W. Chambers, Chapel Hill, N. C., representative of 
American Pad & Paper Company and two years ago chairman 
of the NSOEA National convention committee, favored 
OFFICE APPLIANCES with a brief visit on September 27. 
He was in Chicago on business, but not convention business, 
planning to leave before the annual gathering started. 


Harold O. Atwood, for many years a manufacturers’ repre- 
sentative with headquarters in New York, called upon OF- 
FICE APPLIANCES briefly on September 15. He was in 
Chicago on a business mission and expected to return two 
weeks later to attend the NSOEA convention. 


Mr. & Mrs. L. Larson of Round Lake, IIl., visited our 
offices on September 26. The Larsons are interested in buying 
a stationery and office supply store in a middle-sized Mid- 
western city. Mr.eLarson has had over a year of experience 
in office machines and accessories. 


Jack C. Kern, manufacturers’ representative of Dallas, 
dropped in at OA headquarters for a pre-convention visit on 
September 27. Through his organization, Jack C. Kern Com- 
pany, he operates in a large group of southern and middle 
western states and west to the Rockies. He finds convention 
time and days immediately preceding timely and convenient 
for visits with some of the companies he represents as well 
as many customers from his territory. 








ON THE DOTTED LINE... Henry L. Junge (left), executive vice- 
president of Underwood Corp., points the way to Irving Kahn, 
president of TelePrompTer Corp., as William F. Arnold (right), 
Underwood's marketing vice-president, looks on at New York 
signing of contract between the two companies. The agree- 
ment provides for Underwood's exclusive dealership of 
TelePrompTer's new, small, light-weight, portable promoting 
apparatus designed for speech-making. 
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ITY CONTROL 


NDABLE SERVICE 


LEADERSHIP 
IN THE DUPLICATING FIELD 


DEPENDABILITY and PRECISION 

has been the keynote of ROSE’S success. Continuous 
research by ROSE has preduced a superior line 

of duplicating products. This basic policy supplemented 
by more than a quarter of a century 

of experience and know-how gives ROSE 


the highest reputation in the field. 


® MASTER UNITS 

© SPIRIT CARBONS 

® HECTOGRAPH CARBONS 
® SPIRIT CARBON ROLLS 


®@ DUPLICATING FLUID 
AND HAND CREAM 





RIBBON and CARBON MFG. CO., Inc. 
HARRISON, NEW JERSEY 


Makers of the world-famous patented “Sta-Clean” 
metallic protective-coated master units. U. S. pat. 2,671,734 


CATERING TO THE REQUIREMENTS 
OF DUPLICATING SPECIALISTS ALL OVER THE WORLD 
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eee ATTRACTIVE 





eee LONG-LIVED 


NEW HOODED-TYPE CASTER 
For Wood and Metal Applications 


Protect your reputation for quality by using only NATIONAL 
LOCK Casters. Beautifully designed and ruggedly con- 
structed, they enhance the appeal of your chairs. Both grip- 
neck and top-bearing sockets. Choice of rubber and phenolic 
wheels. Complete line includes casters, sockets, leg equal- 
izers and furniture glides. Samples furnished on request. 


IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR 
JOBBER, WRITE US. IF YOU ARE A DEALER, SEE YOUR JOBBER 







DOUBLE-RACE BALL BEARINGS 


Provide free swiveling action. Assure you 


years of dependable, troublefree service. 


QUALITY HARDWARE... ALL FROM 1 SOURCE 





NATIONAL LOCK 


CASTERS 
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JUNIOR ACHIEVEMENT . . . Josephine Coco, third from left, 
17-year-old business woman from Passaic, N. J., received 
a typewriter from Alexander R. Davis of the Royal Typewriter 
Co., in recognition of her services as secretary of the National 
Junior Achievement conference held recently. Others in the 
picture are, left, Pat Oliver, 17, Detroit, Mich., new president 
of the conference; Don Smith, 18, of South Bend, Ind., retiring 
president, and far right, Alvin Fields, Atlanta, Ga., retiring 
vice-president 


Statement Made Regarding Kolor-Klips 

John C. Sobesky, president of Office Products, Inc., Detroit, 
Mich., has issued the following statement to the stationery and 
office equipment industry: 

“During August we wrote you in regard to Kolor-Klip 
plastic ring book label holders. At that time the product was 
under litigation to determine, as was our position, that it 
rightfully belonged to us. 

“We can now report that the Kolor-Klip patent and all 
tools, dies and molds for its manufacture have been turned 
over to Office Products, Inc., originators of Slip-On label hold- 
ers. In addition, Philip Balaban, former president of this cor- 
poration, is enjoined from engaging in the manufacture of 
label holders for a period of five years. 

Alterations in the dies have been started, which will 
mean about 60 days before deliveries can begin on Kolor- 
Klips. We ask your indulgence for this necessary delay in 
making this product available to you.” 


Business Equipment Company 
Opens in Huntsville, Ala. 

Business Equipment Company recently held its formal open- 
ing in its new location 116 S. Jefferson St., Huntsville, Ala. 
The firm was formerly located on Randolph St. 

H. E. Monroe, owner, said, business has been maintained 
as usual, despite the moving. Office furniture and equipment 
will be displayed on the balcony floor, while boats, from 
small skiffs to cabin cruisers, and motors will be displayed in 
the basement. The third floor will be used as a warehouse. 

On the first floor will be office supply store fixtures, fea- 
turing open-type display and self-selection. Office supplies, 
stationeries and sporting goods will be displayed. 

[The Holmes Furniture Company formerly occupied the 
building into which Business Equipment Company has moved. 
Mr. Monroe purchased the structure and has remodeled it 
completely. Remodeling included new lighting, new heating, 
new floors, new fixtures and complete redecoration.—EEG 





Permacel Names Southern Manager 
The appointment of Hale L. Dant as Southern division 


manager for the Permacel Tape Corporation, has been an- 
nounced by George A. Fitzgerald, vice-president in charge of 
industrial and automotive sales for the corporation. Mr. 


Dant’s headquarters are at the Permacel division office in 
Atlanta, Ga 

Mr. Dant joined Permacel Tape Corporation in September 
of 1942 after many years of sales experience with Tropical 
Paint & Oil Company, Cleveland; S. V. Cain Paper, Peoria; 
Capital Paper Company, Indianapolis; and R. J. Reynolds 
Tobacco Company 

The Souther division covers North Carolina, South Carolina, 
Georgia, Florida, Alabama and eastern Tennesee. 
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Business Boon for Top Executives 









the remarkable chair 
in which you 
REST as you WORK 


Model 532% UL 


RELAXATOR-POSTURE CHAIR 


Here is the most remarkable seating ever created 

- for top executives. Here is an unparalleled, 
self-adjusting posture chair for fatigue-free 
working hours, p/us exclusive head-rest and 
proper recline-action for those precious minutes 
of rest so essential for busy executives. 
MILWAUKEE'S Relaxator-Posture Chair is the 
custom-crafted masterpiece with the dual 
advantages you can demonstrate dramatically 
and sell with ease. Write for full descriptive 
details today. 


makers of fine chairs for over half a century 


MILWAUKEE CHAIR COMPANY 


Milwaukee 45, Wisconsin 














e OFFICES 
e HOTELS 
e MOTELS 
e THEATRES 








WRITE TODAY 


for new free catal 


#14 Sand Urn 
List Price 10.00 





PRODUCTS 





for 
e RESTAURANTS 
e BEAUTY PARLORS | 
° SHOWROOMS 
e INSTITUTIONS, ETC. | 
Complete line of 
| 


COAT TREES 


WARDROBE RACKS 


WALL RACKS 
* 


UMBRELLA STANDS 


| 
COAT HANGERS | 
5 | 
| 

| 





SAND URNS 








SMOKERS 











NEW! lie 


FREE CATALOG 


#300 Coat Tree 
List Price 10.50 
6 or more 

















Wardrobe Rack 





ea. 





GLARO MACHINE PRODUCTS CO., INC. 


LINDENHURST, L. |., WN. Y. 
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FOR HIS FUTURE ... Weldon Humphries of Cartage, Tex., 


named ‘‘Mr. Future Business Leader of America of 1955" in 
recent competition, was awarded an Underwood portable type- 
writer at the Future Business Leaders of America national con- 
vention recently in Chicago. 





3M Forms New Subsidiary 

Minnesota Mining & Manufacturing Company has an- 
nounced the formation of a new subsidiary, Magna Crest 
Sales, Inc., to market the products of its duplicating products 
division in the New York and Philadelphia areas. 

The new subsidiary will handle sales of “Thermo-Fax” 
brand copy machines and will engage in the activities pre- 
viously carried on by Magna Crest Corporation, a subsidiary 
of Audio and Video Products Corporation, of New York 
City. Audio and Video officials said they plan to exert greater 
efforts on the electronics portion of their business. 

Officers of the new corporation are Bert S. Cross, president; 
Ray Herzog, vice-president and general manager; Ed McLean, 
vice-president and sales manager; C. M. King, treasurer; and 
Richard L. Post, secretary. 

Mr. Cross is also vice-president of the parent company’s 
graphic products group. King is 3M treasurer and Post is an 
assistant secretary. 





Latta’s, Inc., Buys Waterloo Firm 

Latta’s, Inc., of Cedar Falls, Iowa, has purchased the Water- 
loo Office Supply Company from J. M. Parrott of Waterloo, 
Iowa. 

According to J. S. Latta, president of Latta’s, Inc., the 
change of ownership became effective October 4. 

Mr. Latta is retaining all members of the Waterloo store’s 
staff in their present positions. This includes Joseph Burright, 
store manager, and Kenneth Porter and Robert Powers, out- 
side salesmen. 

Tr. Wayne Davis, vice-president and general manager of 
Latta’s, Inc., will supervise the Waterloo store, as well as the 
College Store & Office, Cedar Falls, which carries both col- 
lege textbooks and supplies, and office equipment and supplies. 

Latta’s, Inc. also owns and operates another store in Cedar 
Falls, Latta’s Main Street Store, which handles office supplies 
and equipment, and also school supplies and equipment.—AL 





OMDA Meeting Held in Indianapolis 

The Indiana-Kentucky Office Machine Dealers Association 
met September 19 in the Severin Hotel in Indianapolis, Ind., 
with president Dean Leininger presiding. 

Main speaker of the session was Dr. Nicholas Cripe, using 
as his subject, “For Sale—Cheap.” 

Rentals, service and other dealer problems were discussed. 
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How many sales did you lose las? year 
because you “DIDN’T HAVE IT in stock?” 


The ultimate in one-upmanship would be to have everything in stock. 
The penultimate is to stock COMPONENTS according to the Arnot inventory plan 


SHUM RIALULVA this plan works J ways to provide... 


«amc 







PARTITION -ettes | 









MODULAR 
FURNITURE 









OFFICE-ettes" 


















CONVENTIONAL 
DESKS and TABLES 














CONFERENCE and 
OVERHANG DESKS 

















EXECUTIVE 
OFFICE FURNITURE 










CREDENZAS 


fia 


a A 
“ws 
7 SF 



















f d fi bout AETNA STEEL PRODUCTS CORPORATION j 
Want more facts and figures weve Arnot-Jamestown Division 8 

Te ASnet Seay SPeernte 730 FIFTH AVENUE, NEW YORK 19, N. Y. 
plan? Call your Arnot representative h 
or fill out and mail the coupon. Gentlemen: ’ 
I'd like to know more about the Arnot Inventory Plan involving i 

We will also send you a colorful PARTITION-ettes and Arnot furniture components. 
brochure showing © 
installations and Name Title i 
an indexing of the Firm Name ' 
ts of the 

Yt Street Address i 


Arnot Modular 
System. 





City Zone State 
Wee ee ls a 


t. Pending tTrade Mork 
Qiummend ec Oeming 





AETNA STEEL PRODUCTS CORPORATION 


ARNOT- JAMESTOWN DIVISION 
Executive Offices : 730 Fifth Avenue, New York 19, N. ¥) 
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CHAMPION 








BOST 


WHY? Purchasing agents, office managers— 
office workers everywhere—are realizing that 
an easy-to-operate BOSTON CHAMPION on 
every desk means considerable dollar savings in 
time and effort at practically negligible cost. 


The handsome, desk-top BOSTON CHAM- 
PION is designed for modern furniture and 
offices—does not require fastening. 


WHERE? Throughout the entire nation— par- 
ticularly in modern metal office buildings, 
modernized offices, wherever new furniture— 
wood or metal—is installed. 


Booklet for your 


FRE customers on the 


care, location and use of 
pencil sharpeners. 






WHEN? Now—and throughout the year as 
BOSTON’S national advertising (and dealer 
aids) sell the nation on these BOSTON CHAM- 
PION features: 
e 30 hard-steel, deep-milled cutting edges (25°, 
more than competitive models) 
e Balanced-tension automatic true-center feed 
for accurate points 
¢ BOSTON STOP prevents pencil waste 
e Nickel-plated steel receptacle 
e Handsome base with non-slip rubber feet 
e Steel rack and rugged die-cast frame 
« BOSTON’S 1-year guarantee 


Order BOSTON CHAMPION portables now—sell 
BOSTON—a recognized, dependable name in sharpeners 
for half a century. There’s a BOSTON SHARPENER 
for every purpose—11 different models. 


C. HOWARD 
ce upen a wy) AUNT Pen company 


BOSTON 


PENCIL SHARPENERS 


Also manufacturers of 
SPEEDBALL pens, cutters and inks 
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47H District Notes 


EVERYBODY'S 





R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C. 








a customer for 
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Just One of Many 


tana Chairs 


“BI G- 


TRAFFIC BUILDERS 


build up store 





Increase your buy-traffic today 
the 


Indiana Chairs are carefully crafted of fine quality 


volume the easier way, Indiana Chair way. 
woods, are durably, comfortably constructed. Stock 
Indiana Chairs right now. Then watch those happy 
“in the black” figures get BIGGER every day! 





Indiana Gin ie. i 


[IANA 


OFFICE FURNITURE INSTIT 
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aGding tof? wing beauty of miracle mile”. 
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Anoth Florida expansion—E. L.. Mathews, Bradford County 
lelegraph added an addition to | tore and will greatly 
ncrease | upply sectior Stark Florida where you 

Find ‘'f 

&¢ £ &£ #& 
Mentioned last month about Jack Miller opening a new dealer 
Ocala, Fla. but he must be trying t keep it a secret, Ain't 
eard a word from the bum. First thing he knows I'll be putting 


Tommy Tompkin's “counting his money" classificatior 
* &£ & & & 
Jext time you Ivan Allen's, need | say where?, you might 
sk Ivan Jr. about that mmodore sitter | name. If he won't 


; | 


Every July 4th there is a lot of fireworks going off here and there 
ind a lot of people are declaring anything that comes to mind 
but Charlie and Helen Padgett, Padgett Printing Company, 
Charleston, S. C., did some plain and fancy ''declaring” of their 
wn. Helen decided July 4th would be an appropriate date for 
their son's birthday so she just up and »nted Charlie with one, 
Some fireworks—huh? 

++ &£ & & & 
Don't have mplete details on th ne but word comes that 


yuidated Lane Office Supply in Atlanta 

%& &£ & & & 
you have by this time heard about George Slater 
an auto wreck but if not he shore did. The a 
happened at Union Springs, Ala. on or about September 
ught him to St. Joseph's hospital in Atla 
536 E. Lake Dr., Decatur 
send him a card. His leg 


Tony Lane ha 


Supp se 4 
busting f e 
Gent 
Tr They or 
pent ten days but he is nc 


Ta where he 


»w at home 


a. so all youse guys and gals go by or 
was or ken in tour places with the shank b ne shattered s he wi 
t be able to walk on it much before the first of the year. And 
that, brothers and sisters, is a long ng time to be laid up so 


in your little black b 


had a similar 


please, put Ttnat address 
with ONE ca r card, | 


k and dont stop 
experience back in my 


youth and | know how heavy time can get with anyone as active 
3s George. A phone or personal ca by far the best tonic we 
y jive hin 
* £ &£ & & 
A. me iy ois Memphis w owned by a foursome 
their men t : Ralph Peel, Tom Nash, H. Duckworth and one 
re the name of which escaped my rresponder 
% £ & & & 
New tirn n Miami Stoddard Greshan “s mpar 6703 N.W, 


Ith Ave. N ther details. 
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Hear wt Luther Skinner, Montgomery, Ala., moved a few 

Joors down the street to a much lara snd r tore. Really 
" hart 

* + &€ & F 

Here's a rprise—at least it was to me. J. L. Dickinson has re- 

jneag ror rhe Smith’ Ss, Birmingh ary ; } sys ne ain?ft 1 no hurry 

do anything tor a while as he needed a long vacation. Sho 


ist be e ?f have money. 


* *+ & & F 
Jim Fowles, 


George Slater don't have a lock n busting thir 


St. Pete, Fla., met with an accident on Labor Day Painesville 
(what an appropriate name) Ohi and ame ut with a badly 
fractured knee and torn muscles na wrfiiaqes Jim will be laid 
ip for several rm nths too so send hirn ard and letters at P. 0 


Box 456, Painesville, Ohio. 
* *£ &£ & F 


Have ist learned of the dea Raymond Linderbeck, Linder 
f Tallahassee, Fla e died f a heart attack 


* &£ & & & 


Bob Kugler, rmer buyer for State Office Supply, Tallahassee 
Fla., has left them to go with Prudent Life. John Starnes, alse 

State Office Supply, came up with a very high ed poker 
nana f A tull house tT \Jueens ver 3Ck n less. 
That was tt v John put it when |} wite f nted him with 
T r Tr J TT rl after twe b y He sys he w tand pat on 
hat hand n't blame him a bit | 


* * & & # 


Jack Cosper, Jack Canine and Alma Hucke came through this 
from “Inky" Lydiard. 


* &£ & & F 


month with a personal “assist” 


“Good Chompin ‘tday" 


W branct it on you this trip and give you a “top” place 


unch. Atlanta is the locale and for that "Kosher" style sand 

wicn sry wader clams or yster n tne nalt sne you w 

never, and | mean never. beat Let M | t yO they 
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E-721 


EXECUTIVE 


0-451 


SALESMASTER 


COMPANION 
TABLE 


the “SKYLINER” line... 
America’s most modern line of 
fine steel office furniture. Write for 
details and prices today! 


EXECUTIVE 


Orna-metal, Inc., St. Lovis 4, Mo. 
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for an important market 


you may be missing... 
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Executive Swivel 
$64.00 Retail 


ABOVE: 


CENTER: Conference Chair 
$48.50 Retail 


Guest Chair 
$38.00 Retail 


FULL DEALER DISCOUNT 


RIGHT: 
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GROUP... by Mur-Mill 


Young men in business want modern styling . . . in their sport cars, 
clothing, homes. . . and in their office furnishings. 

Now you can offer them the “slickest” office chairs they’ve ever seen . . . 
at half the cost of comparable stylings. 

Beautifully made from solid walnut in a rainbow of eight modern Nygen- 
Tolex covers, the Mur-Mill Young Executive Group opens a 

vast new market for you! 

Ask your Mur-Mill representative 

or write today for illustrated catalog. 





, inc. OWENSBORO, KENTUCKY 
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StH District Notes 
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PAT PATTERSON, CORRESPONDENT 


GROSVENOR ROAD, CLEVELAND 18, OHIO 
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Frank Goelet ting Wayne Householder in the 
Z ton sndise, with headquarters 
the turniture Jepartment ; Grea 
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Governor's Not 


CABINET OR BOX LOCKS 





M. J. Boone announces that he 
nted Thor Marsh a: general chair 


Fifth Rea n 





vention + be 











Ar 3 sna May 1956 
Marst president of Marst 
Yr ant M } He tarte | } 
N ber 47, serving Wa 
W Wa unty, 
: sans Thra 
pa Y ti, and is past 5 
t Ypsila rd ot merce DRAWER LOCKS 
» past nat , ; ‘i. < 
THOR MARSH hambe 
H hG p Kriloft Write for our Engineering co-operation is 
owart ets Post at Kriloffice 
; complete catalog. available without obligetion. 
Ralph K. Howarth has been appointed purchasing agent of - 


Kriloffice, Inc., Chicago. Mr. Howarth was previously as- 

sociated with t Ford Motor Company, aircraft engine di 

Vision, as purc ng agent of office supplies and printing. CHICAGO LOCK co. 
His many years of experience and background are expected 2016 N. Racine Avenve « Chicago 14, IHinois 


to aid in acc ting growth of Kriloffice, states the announce 
ment 
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fl Write for full information con- 


cerning the new Victor desk stapler 
—today’s best valve in stapling 
machines, 


IMMEDIATE SERVICE 


AT ATTRACTIVE PRICES 


VAIL | 
MANUFACTURING 


COMPANY 


t 95th Street Chicago 19, Illinois 











StH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL 





e Great Lakes Travelers Club tern steq iT J TING season 
with an enjoyable wind-blown excursion on the link t the North 
Shore Country Club in suburban Milwaukee on Friday, September 
> 

Golfing on the sporty course was indulged 39 and the 
ast beef and bster dinner in the evening attra 53 

was an outing which had an interesting prelude in the form of 

Miller Brewing Company party ening before, attended 
by around 80. This phase of the fun was neatly arranged by one 


Milwaukee's most eminent citizens, Erwin Doepke >. Olsen 
5 mpany. His working partner, Art Finger, also had a leading role 


; 


n arrangement r the party as well a jolt. 
A tour of the brewery, which was a revelation in spotless ef 
+ enc + most f the men, preceded pleasant se nN in the 


Miller hall. There, the entertaining movie depicting the hundred- 
ear history tT the Fred Miller brewing tam y, wa shown. A sur- 


> feature of the program was the 





With GLTC at North Shore Country Club... 

1. The Committee: Ray J. Eichenlaub, Bill Courtney, Tom Adams, Art 
Finger, Benny Allen, Tom O'Leary. 

2. Governor Hugh Reeves adds a serious note, telling about the respon- 
sibilities of making next year's regional convention in Peoria suc- 


cessful affair. 
Two “hot shot" golfers and their loot: Bob Krumwiede and Norbert 


3. 
Burgess (tennis whiz turned linksman). 

4. Pouring over the scores prior to prize distribution are committee- 
men Tom O'Leary and Benny Ailen. 

Bunker H C.C. some 13 years ag The movie t ight to the 
reen many promient GLTC figure me now departed, and 
her rtly and less athletic today. It was an interesting 


nterlude f wk h Ray J. Eichenlaub was responsible 


The brewery party, which included transportation to and 
m the W nsin Hote wa f idea witt 2 iffet lunch 

srved by the generous hosts. 

Arrangement the aolt outing were made by mmittee 
nposed of Tom Adams, chairman; Tom O'Leary, hairman: 


Ray J. Eichenlaub, Benny Allen, Bill Courtney and Art Finger. 
Prize distribution was on a liberal ba and the fers gained 
sir spoils through the Calloway system. Two expert linksmen car 

Bob Krumwiede and 

Ed William- 


eq o top honors for low gor 
Norbert Burgess. Blind bogey honors were shared by 
son, Art Olsen, Norbert Burgess and Robert Kaine. 
Most of the rmer governors of District No. 6 were on hand, in 
uding Ollie Stevens, Eldon Just, Jesse Peck, Bert Hallin, and Ed 
Napp. 


Benny Allen, although plagued b ne was a leading light in 
3rranging the Chicago area participat Hotel arrangements were 
painstaking made by Ray Je 

Governor Hugh Reeves announced that Regional Six nvention 
wi be held next May 3, 4, 5 in Peoria, | opening na Friday 

n. He told of the appointment of Gene Crone chairman of 
n onvention. Attempts are being made to rgar a special 
from Chicago with Gordon Kickels of Smead as a likely can 

Jate tor ‘enaineer 4 

ee * * & & # 

A raray Hy Linden of 
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Ready for you 
NOW — the new 
1955 Storms Cat- 
clog ...32 pages 
of quick reference 
to hundreds of 
items. Write for 
your copy TODAY! 


STORMS 


SERVICE BUREAU 


The Storms Service Bu 
ready to help you with special 


applications of carbon 


inked ribbons and carbon rolls 
You are invited to consult with Company Name 


i Sh Address 


ers. No 


Storms any time you get 


quests from your custom 


obligation, of course 


H. M. STORMS COMPA 


OA—11/55 


ORANGE and 
LEMON YELLOW 
CARBON 


For the Diazo Processes of Reproduction 


Recommended by leading manufactur- 
ers of Diazo Process equipment as 
having exceptional actinic opacity... 
excellent handling characteristics. 
Get to know this Storms specialty. 
Write for samples and complete in- 
formation. (Also available: Special 
opaque inked typewriter ribbons) 


Manufacturers of the complete line that 
stands the test of time... CARBON PAPER— 
CARBON ROLLS— INKED RIBBONS. 


oo oe oe ee ee ee ee ee ee ee ee ee ee ee ee oe ee Ge oe Ge Ge ae ae Ge Ge ae ae oe oe oe oe _ 


H. M. STORMS COMPANY 
Storms Building, Brooklyn 38, N. Y. 


paper 


STORMS BUILDING, BROOKLYN 38, N. Y. 





Gentlemen: We are interested in Carbons & Ribbons for the Diazo 
ae x Process. (_] Please send complete information and samples. 
(_) We would like a copy of your new 1955 Catalog. 


oo ee oe oe oe ow we we oe ee oe oe oe oe oo! 








THIS ADVERTISEMENT APPEARING 


scat, ice neal ae 





IN BUSINESS WEEK, NEWSWEEK, TIME AND U.S. NEWS 





Hold ora seca —Ibe gi tright fore" 


ERE’S one executive who isn’t 

caught without the facts when 
something big is in the making. He 
knows that in business today, time 
is the most critical factor. He’s taking 
no chances on missing a sale or dam- 
aging customer relations because of 
delay in locating correspondence or 
other records. 

That’s why he likes his new Shaw- 
Walker filing system. For it has been 
deliberately ‘“‘time-engineered’’ to 
assure split-second finding. And that 
is true of all Shaw-Walker systems. 
They are expertly simplified for speed 
and easy use. 

Ever since 1899 Shaw- Walker has 
been helping American business by 


q Built Likea 
Skyscraper” 





—3 
_— 


Fi: 


simplifying office work, thus adding 
to the productiveness of workers and 
releasing the most valuable time 
there is, the time of management. 
This experience is yours for the 
asking—to speed your record keeping 
or to time-economize any office oper- 
ation. For Shaw-Walker makes every- 
thing for the office except machines 


Finding is fast because papers ~~ —” ae 


are automatically classified as y 
to importance... top-ranking 
customers, active correspond- 
ents and infrequent corres- 


pondents. [t 
Mistake-proof guide headings , 


eliminate figuring and guessing. 


—chairs, desks, Fire Files, filing cabi- 
nets, loose-leaf and payroll equip- 
ment—each ‘“‘time-engineered”’ for 
the needs of every job and worker. 
If you are setting up a new office, 
or merely wish to modernize, make 
sure you use Shaw- Walker through- 
out. It will help you make the most 
of every minute, every working day. 







Positive control over all papers 
out-of-file, and simple automatic 
follow-up of letters in file. 

‘ 


This is only one of Shaw-Walker’s 
eight “‘time-engineered”’ finding 
systems for records of any kind, 
whether in one drawer or 1,000. 


The booklet, “Time and Office Work,” is packed with ideas for stretching office 
time. A wealth of information on “time-engineered office systems and 
equipment. 36 pages! Many color illustrations! Write today. on busi- 
ness letterhead to: Shaw-Walker, Muskegon 99, Michigan. 


y FREE 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 


Executive Offices at Muskegon, Michigan 
Branches and Dealers in All Principal Cities 
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irning in St. Pete burg Fla 
*e* @¢@ @ @ @ 


e happy tf earr t the improvement 
f John Carroll, arr Bookstore. Galesbura, Ill., a recent 
é nne Hospital, Chicago . . A come 


hospitalized. 
* *& &£ & iF 


r Wes Montpas, a's 


Bill Miller, } ta Mining & Manufacturing Company, ha 
epreac ft nig he GLTC Birthday ball, to be held 

x K v t ers held their a!! meeting in Manitowoc 

W t t Cape Cod Inn. President Chester Racine 
. Bad. pply Green Bay appointed ex-governor E. 
A. Napp e & Sch Supply, Manitowoc, genera 
hairmar Ray Scharpf of Scharpf's, Inc., Oshkosh 
the Fox River Valley yroup, sent out the 

+ the reservation Ladies were 

; was Miss Agnes Dunne, who has been 


Egypt. Mis Dunne has taught in the 


Manitow t tor me time Her talk was both educa 





S> 7TH District Notes 


BRUCE A. BLACKBOURN, CORRESPONDENT 
5526 VERMONT ST., MINNEAPOLIS 16, MINN. 





nament was hela at the 


St. Paul, Minn. on Auq. 30, with 130 





AT GOLF OUTING .. . Picture No. 1 shows Bill Carroll, Eberhard 
Faber Pencil Co., holding the cup he won, President Harry Ber- 
quist, Borrum Pease Co., addresses the group (Picture No. 2), 
as does District Governor Ed Erickson, Hibbing Office Supply 
Co., (Picture No, 3). Seated at the old timers’ table (Picture 
4) were Sherm Read, St. Paul Book and Stationery; O. J. 
Bertelson, Bertelson Brothers; Herb Fall, Japs-Olson Co.; Roy 
Clark, retired, and Art Grayston, Thomas & Grayston. (Pictures 
by Fred Schaefer and Ray Goosen, Arrival of the ‘‘shots"’ just 
at press time made it impossible to use mere) 


snd tor golf and talk. And in spite 
Bill Carroll was able to win the silver cup back 


+t @ 


npany of Little Fa Minn., have moved 
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No. 3-U Basic 4-ft. ofics 
wardrobe unit provides 1 


wooden coat ( 
4° apart) 12 i ee (spaced 
hat spaces on embossed (ven- 


tilated) shelves, umbrella 
on each column and 
off-the-floor overshoe shelf. 







Offices, factories, churches, 
schools, clubs, hotels, res- 
taurants, institutions, 
lodges —even private homes 
—wherever people gather 
today you see VALET and 
Checkerette Wardrobe 
Racks. There seems to be 
no limit to the demand or 
market for these efficient 


Comes in any le (inter- ynits. 

locking units) b foot to 

fit any available spate— For “ge 2 volume 
Doubles mcapacity. sales-talk, display, demon- 


strate and catalog VALET 

and Checkerette Racks. 

~ (Tie-in your local advertis- 
ing with VOGEL-PETER- 
N’S extensive program.) 
Write for our file of adver- 
tising helps, mats, cuts, 
sales literature, decals, etc. 








No. S6 Answers the wraps problem 
in the small or private office. 
Provides 6 coat hangers, 6 hat spaces and 
umbrella stand. Keeps wraps in an 
orderly manner—aired, dry and ‘“‘in 
press.”’ Will not tip over. 


No. 6-12 Lockervetle 


_=~ {~~ 

Sa — ng =) “\. jSS2==597.. a 
[| (= ===SsteEs 
ie. , 
t j-4 » 4 
it ! ! --t~, 
eRe ie 
ee 





Combines the 
best features of both ward- 
robes and lockers. Provides em- 
ployees with coat hangers held apart on pre- 
determined centers, ventilated hat spaces, overshoe 

shelf and dry 12” x 12"x 15" lock boxes for personal effects. 
End crump ing of camp wee in dark lockers, soggy 
lunches soaked by wet hats and mittens, . 6 ft. unit 
accommodates 12, 9 ft. unit accommodates 1 


A separate line of smaller la 
capacity floor and wall wardrobe rac 
with a hundred uses. Checkerette racks 
have unique feature of storing ouagy 
like folding chairs when not in use. 
anywhere—can be set up without tools 
or fasteners in less than a minute. 


Menufoctured only by Write for Bulletin OV-13. 


VOGEL- PETERSON co. 


1121 West 37th St. Chicago 9, U.S. A. 









213 








Desks that have won 
acceptance and 

are backed with 
effective advertising and 
powerful selling helps. 


imelinees thnuk 


# 








~ 


Sell It At A Profit! 


Tell your customer it’s an INDIANA DESK .. . and 
you can say it with PriDe. And say it profitably, 
too. Because your customer is going to know the 
name of INDIANA . . . know of the careful crafts- 
manship and superb quality which go into every 
fine wood desk bearing the ‘‘ID’’ trademark. 


Year after year, INDIANA DESK hits your market 
and your potential customers with sales-compel- 
ling advertisements in the nation’s leading busi- 
ness and executive magazines. When you can say 
with PriDe: ‘“‘ID is my desk line’’ — you'll see 
those profits grow, that store prestige increase. 


Send now for de- 
tails on how to 
make more profits 
from INDIANA 
DESK quality! 








1ANA were 


ESL¢ (6055 ING. 


citric mel 





JASPER, INDIANA || 





Department to 52 Broadway East. And have changed 
fice Supply Inc. 


the Stationery 


the name fT 


++ &¢ #& & © 


Jack Ruhe Ruhe's Stationers of Watertown, S. D. has bought 
the building next door. The new building is 110 feet deep and 


mpletely air-conditioned. 
* &+ & & 
Miss Anne Foreshew of Foreshew Supply Co., Pierre, S. D. entered 
ie | 


St. Mary's hospital in Pierre for surgery and is now well on the 


* £ &€ €& & 

Atter 39 year f calling on the dealer the 7th Region Henry 

J. Huette of Autopoint Co. decided to retire. We hope that Henry 
W ontinue ft in us in our activities whenever p bie 

* *+ &€ & & 


Storey-Kenworth Co. Des Moines, la. had a $50,000 fire in their 


warenouse acr the street from Their tore. The Du ding was @ 
mplete ss and they have already put in a parking lot there. 
*¥ *©£+ &€ & & 

We were indeed sorry to hear of the passing of Mrs. Jim Parrott 


Office Supply c 
* + € & & 
Minneapolis is the 


ther of Jay Parrott, Waterloo 


Paul Smith, manager of Brushmaker 
ud father of an 8 pound boy. 
+ &£ & & & 
Bob Gaffaney of Gaffaney's,, Fargo, N. D. just br 
Sth daughter. Now how about some boys Bob. 
; x* & & *& 


4 
3nt nome his 


Zaiser inc nce 1903 a leading stat nery store [ es Moines, 
la. have closed their doors and gone out of the stationery busi- 
ness. Bowman Business Supply of Spencer, la. have remodeled and 
doubled their floor space along witt hanging their name to 


Berastrom Office Supply Company. 
* *£ &£ & & 


Herb Fall tT Japs Ols« n is in the ft pita n what we al! ho e 
p 

w be a short stay 
* ££ &€ & & 
Latta's, Inc., Cedar Falls, have announced the purchase of 
W ater! Office Supply Company, Waterlc la. from Jay Parrott. 


The change wnership will take place on O Sth. The entire 
taff of Water Office Supply will remain with the new owners. 
The name will be changed to Latta's 
*¥ &©£+ &€ & & 
Mrs. H. E. Cooper, the wife of H. E. Ed’ Cooper, passed away 
Sept. 8th. F many years the Coopers made their home in Min- 
neapolis and while here, Ed was a most popular president of the 
rthwest travelers Club in 1940. H 


ent with Ed in his many 


harming and loveable—— 

was ever pre ties in the Northwest. 
Clarence Benson Vice-President of Farnhams Stationery & Schoo 

Supply Company of Minneapolis, underwent an operation during 


Tne week T Sept Sth. 


rcle Decern le 10th on your a } That the dat t the 
Region Xmas party. !t's at the Edina Country Club aga and 
big Turr ut what we want 


Monthly meeting at the Commer it n Minneapc are 
jain in order. The last Sat f each rn th at noon. A little bu: 
and a T r Tun 


Permacel Names Field Manager 

The appointment of John E. Schuler to the position of field 
manager, Southern division, was announced by George A. 
Fitzgerald, vice-president, sales division, Permacel Tape Cor- 
poration. 

In his new position, Mr. Schuler, who will make Charlotte, 
N. C., his headquarters, will be responsible for Permacel’s 
industrial, automotive and consumer tape operations in North 
Carolina, South Carolina and Tennessee. 

Mr. Schuler joined the Permacel Tape Corporation in 1949 
as sales engineer, where he served in the capacity of aviation 
industry specialist. Recently he was appointed to the position 
of produce manager of Permacel’s packaging tape line. 

Prior to joining Permacel, he was self employed as a manu- 
facturers’ representative, selling agricultural equipment to the 
retail and wholesale trade. 

During World War II, Mr. Schuler served as a Captain in 
the United States Marine Corps Air Force. After receiving his 
discharge in 1946, he was employed by Convair as an aero- 
dynamicist. 

A graduate of Virginia Poly. Tech., Class of 1941, Mr. 
Schuler holds a B. S. degree in mechanical engineering. He 
now resides in Edison Township, New Jersey with his wife 
and four children. 
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Chairs by Steelcase, Incorporated, Grand Rapids, Michigan 


Creer. 





Kor Bright New Beauty Year after Year 
Elastic 


US\auga hyde 





the finest in vinyl upholstery 


You can always be proud of U. S. Naugahyde-upholstered furniture. Soap 
and water keep the rich colors and finishes as smart-as-new in years of use. 
For lasting beauty, specify Elastic U.S. Naugahyde on 
new furniture, or see your local upholsterer. 


e strong, stretchable fabric backing 








e resists splits and tears New Breathable* 
e abrasion and scuff resistant U & Nangetyde 
zr z : combines the 
e comfortable high-slip finish soil-resistant 
e wipes clean with a damp cloth durability of vinyl 
with the luxurious 
e permanent, bright colors and equities of 
] finishes woven fabric. 


Coated a Department, Mishawaka, Indiana ee es 
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hat, a Cadillac 
_ €ar or a fine Type- 

















’ you are 
ying a Stetson 






writer, particular 
people everywhere 
want only the very 
best. That is why we say it pays to stay OLYMPIA all the way! 
These magnificent typewriters, built by master craftsmen, are con- 
structed to give you years of service and outstanding performance. 


INTER-CONTINENTAL TRADING CORP. 


ees = a eo eae ee Oe 
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SrH District Notes 


IZZY VODA, CORRESPONDENT 
2001 S. HANLEY RD., ST. LOUIS 17, MO. 





MEMO FROM THE GOVERNOR'S DESK 


Leonard Wilcox Jent NSOEA, Ray Kline, Governor 8t! 
T t N én c mwe president Midwest Traveler ana 
' me in expressing our deepest 

Eba Hoffman and her tw hnildren in the recent Ss 


ther, Harold Hoffman. Harold passed 
ota te! an ndustry meet ng New y rx 


sd Manutacturing Company, Hasting 


M ind jent ot the Midwest Travelers. Harold wa 
wh knew hir H knowledge ot the 

business ett has helped a great 

4 m Harold Hoffman for many 


* £ &£ & 


Bill Cromwel Midwest Traveler ays: ‘We are 
tending ; traveler 3nd dealers of the 8tt 
K tr >| ther twelve district 
Ty whicr to be held Friday, December 
k as © M beginning at 6 P.M 
D =) rr rtunate child.” B 
travelers + head the Christmas Party 
’ . Glen Evan 
ri T Clint C oper, Don Lynn 
P Dave Neuhau 
Uharity Max Keating, Newman Donne 
Registrat Jack Low 
Enterta John Lathrop 
D, Loyal Carlon 
R } A! Lent, Miss L. G, Day 
+ &£ & & & 
Mid , 9s been sent to all its members. It cer 
ta was Vv } 1 those who had a part in its making deserve 
} not received yours, please write Clint 
Cooper, Ester! k mpany, tor your py 


* &£ & & 
Max Keating Krumwiede & A ate ntorms me that 
the f w f een working Wichita, Kan., recently 
Fred Pitt, n presentative; Don Lynn, Weber Coste 
npany; Amos Mustard, Script Vic Peterson, Dennison Manu 
tact ; Norm Hammergren, Minnesota Mining, and 
G. Max Keating 
+ ££ & & & 
A t y has recentiy moved to new quarters at 
F t t, St. Louis 2, Mo. Steger distributors Haske 
A TING Keystone file Flex lamp, Has: 


* £ &€ & & 

Aga 32 years The St. Louis Stationers Associa 
railroad car on the Wabash Railroad 

NSOEA C n in Chicago. Ar 

rent rrespondent. The deleaation left 

58 A.M. and arrived in Chicago at 3 P.M 

* £ &€ & 

Paul Baird of George E. Baird & Son Stationery 


pital and is agair 


&# &# & @& @ 


Joe Landes, retired Sc! ey Printing & Stat 
d his home in Kansas City, M 
t j, Fla. H ew address is 4059-25tI 
A ay tor P r them lzz 
* &£ & & & 
Vern Stiverson y a buyer tor Duke Ir Wichita, Ka 
». Shrock fice Supply Compar 


+ £&£ & £ 
Dan Scott tt-Rice Company, Tulsa, Okla., has recover 
Y sd to have you back 


2. * 


Lou Blair 5 Stationers A ation, re-opened 

= , fter a two month summer vacation. Very 

} eld the third Monday of each month at 

&o P.M. York { sis, M Travelers and members of 8tt 

3 attend w n our city. 

* &£ &£ & 

Clark Peeper e dealer + St. Louis will open a new 
tore at ayton, M inder the management 
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ACELINER No. 502: 
World's finest, most at- 
tractive 4-way Stapler 
.. handfastens, staples, 
pins, tacks. Loods 210 
ACELINER Staples No. 
2025. 


SCOUT No. 202: Top 
quality at low price. 
Gives perfect perform- 
ance. loads 105 ACE 
Scout Staples No. 200. 





PILOT No. 404: Mil- 
lions in use the world 
over. Staples, pins, tacks. 
Loads 210 standard 
size Staples. 


STANDARD No. 102: 
Famous for enduronce. 
Gives perfect lifetime 
performance. Uses stand- 
ard size Staples. 





CLIPPER No. 702: 
Saves time and money 
for florists, dry clean- 
ers, stores, schools, fac- 
tories, offices. Loads 210 
ACE Clipper No. 700 


ACE CLIPPER Staples. 


CASH IN ON ACE ADVERTISING! 


Impressive advertisements appear regularly in 
magazines reaching Insurance firms, Banks, 
Florists, Laundries, Cleaners and Dyers, plus 
20,000 office management executives. This 
hard-hitting campaign will give YOU power- 
ful aid in boosting ACE sales. Send for displays 


and literature. 
— ACE FASTENER CORPORATION 


3415 N. ASHLAND AVE HICAGO 





1M CANADA: ACE FASTENER (CANADA) LTD. 
6705 UPPER LACHINE ROAD, MONTREAL 28 « 258 WALLACE AVE., TORONTO 
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GINGHER | 


VALETS & WALL RACKS 


















































Model V12 
Holds 12 coats, 
12 hats and 12 
umbrellas. 76” 
high, 48” wide 
and 16” deep. 
Clothes hang 
neatly on hard 
wood hangers 
(furnished) in 
individually 
spaced hanger 
positions, hats 
on ventilated 
shelves, Umbrel- 
las in individual 
holders in line 
with coat. Over- 
shoe space pro- 
vided on some 
units. Other sizes 
and models for 
all valet  pur- 
poses, 











30 SECOND ASSEMBLY! 


NO NUTS, 
BOLTS OR SCREWS 


Just insert the posts in the base — 
slide the top section down over the 
post and the Gingher Valet is ready 
for the toughest use. In 30 seconds 
the Gingher Valet is set up ready for 
years and years of hard service — 
no sag, sway or buckle. All welded, 
finest furniture steel with gray or 
green baked-on permanent enamel 
finish, Aluminum umbrella holders 
with easy-to-empty drip drawers. 
Gingher Valets can be_ instantly 
locked together side by side and/or 
back to back — or changed to any 
desired pattern. 


Ideal for offices, churches, schools, 
factories, hotels, institutions, clubs, 
etc. Save floor space and keep 
clothes, umbrellas and rubbers order- 
ly. 


Write or wire for complete information 
on this new line of valets and wallracks. 





Model V6 

Holds 6 coats, 6 hats 
and 6 umbrellas. 76” 
high, 30” wide and 
16” deep. Excellent 
for offices. Other 
sizes and models for 
all valet require- 
ments. 


GINGHER MFG. 


314-328 Depot Street 
Scranton 9, Pa. 


Since 1924 Precision Manufacturers of Machine and Electrical 
Products. Instruments and Components 
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— Walker. The Clayton store will have a complete line of office 
Su es ana T furniture. The stat nery department will be 
of its kind in St. Louis area, all self-service, patterned after 
Jjisplayed at NSOEA Conventi n Chicago in 

1954 
* ££ &# & & 
Dave Neuhaus, Invincible Furniture 20ks Good wearing the 


Fire Co eTs nat 
round, Dave! 


COME AND MIX IN '56 AT OMAHA 


and driving the red fire engine. Keep it on the 





Orn District Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX, 








e Baker Company of Lubbock, Tex., will have the formal open- 
ng of their new store and building on November 7th and a busi- 
show in connection with same on November 8, 9 and 10. 

*&* &£ & & & 
Ray Howard, Esterbrook Pen, will be working out of Houston, 
can establish John Troop from Chicago to take 


T @$S SC 3 
ver the North Texas and Oklahoma territ . We are almost ready 
et up a H n chapter of the Sine lave er 
* &£ & & & 
Hargr ves Stat ners, Brownsville, Tex., has been ¢ mpletely dec- 


rated inside and out. Alex Hargroves has received many compli- 
nts on the nice job. H. |. Tate has opened up the Business Equip- 
ment & Supply Company, (Besco) at 612 College St., in Columbus, 
Miss. Waldsee Dowdle has associated with Tate. 


me 


* £ & & & 


Texas Travelers held their quarterly meeting at the White-Plaza 
Hotel, on Monday, September 19th, with 27 in attendance. Com- 
plete arrangements are being made for the 9th district meeting 

NSOEA at the Texas Hotel in Fort Worth on April 26, 27, and 


28. Bob Strafford, Pat Whitesides and Art Pfister were appointed 
as a committee to work with the Fort Worth committee on all 





. « Seen at the Texas Travelers meeting at 
Dallas on Sept. 19, were: left to right, Art Pfister, vice-presi- 
dent NSOEA; W. Neill Stewart, Jr., district Governor, 9th dis- 
trict, and Ray Howard, president, Texas Travelers. In picture 
at right, Jack Donahue, left, who recently retired from Carter 
Ink, receives an honorary life membership plaque from George 
Tarrant. 


TEXAS TRAVELERS . 


arrangement Jack Donahue, retirea tron Carter Ink ¢ mpany, was 
presented with a honorary life membership plaque as were Fred 
Deutsch and ie Gregg. District Governor Neill Stewart, Jr., 
talked on the yress of the convention plans. 

A regiona eeting of the Wholesale Stationers Association was 
held in Dalla he Adolphus Hote! on Thursday, September | 5th, 
sttended by Harold Whittemore, secretary-treasurer; Cortland 
Horr, As sted Stationers, Chicag Lawson Long and Robert 
Putnam, Practical Drawing; David Loving, Southwestern Drug Cor 


poration; Roy Kerr, Kerr Paper Company, Amarillo; A. C. Muller, 
Wearever Pen; George Tarrant, Carter Ink; Doyle May, American 
Pencil Company; Art Carrow, Speed F Products: Jack Van Blorcum, 
American Cray and R. E, Cox, Acme Shear Compar 
* % % % # 
Bill Whitehead and Ray Kimbrell | bought the Fordyce News 
Advocate at Fordyce, Ark., and adding to their office supply de- 
partment. Walter Kavick has left the city desk at The Dorsey Com- 
pany for the service and was replaced by Don Caperton who just 
returned from the service. 
* * &€ & # 
Henry Pippen back with Office Supply Company, at Laurel 
Miss. D. C. Farrington has taken over the South Texas territory for 
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"T rarely 
Miss a 

sale with 

these two” 


! 
| 
| 
| 
| 
| 


You are looking at two of the fastest movers in our Do/ More line. DO/MORE, MODEL 619 DELUXE——-Smart design 
Out of 20 different models they’ve become the top sellers in our and restful ease blend to make this chair a favorite. 
store. Why? Because both have the styling for modern offices, Resilient foam rubber throughout. Patented ad- 


° ° . . ee ; > enring “oOvide Soli , 
and are available in a wide variety of modern fabrics and finishes. justable springs provide custom fit. Solid walnut 
: “oP : base. Wide range of finishes and covering ma- 
Both are contoured for daylong comfort . . . can be adjusted to fit terials 
“e . . c >. 
anyone regardless of physical proportions. And, they are priced 


right, too 


Leading dealers have featured Do/More for more than 30 years breathes. Perforated air ducts increase comfort. 


more leading companies use Do/More than any other posture Sectional seat aids good posture. Molded foam 
chair. Why not inquire about franchise particulars for your rubber in seat and back. Rigid tubular steel base 
trading are has polished trim. Covering materials and finishes 
- , 7 offer wide selection. 
Domore Chair Company, Inc., Elkhart, Indiana. In Canada: 
Stainton Brothers, Ltd., 100 Wellington St., West, Toronto, 
Ontario 


| 
POSTUR-MATIC, MODEL 791——The chair that 
| 
| 
| 
| 
| 
' 
| 


DO/MORE Ww fosliire wile a, frromite / 
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Youre, alway 


*(Very Important Person) print 
Ba: 
nat 
66 doors 
You folks always treat me as though I were your very best customer, Clark 
instead of just a little, unimportant one,” writes a small dealer to whom L 
havin 
we recently shipped a specially packed order of typewriter ribbons. 
Full 
Every customer is a Very Important Person to us here at WRITE. 
Whether his orders are large or small, he gets the best service we can “ad 
° ° ° So 
possibly give him. ces 
, : : : We 
That, we believe, is the only right way to do business. And for more “oage 
than a quarter of a century we’ve been doing our level best to vy 
make it known throughout the trade as the WRITE Way. a 
firm w 
So when a dealer wants stock in a hurry, or special stock — when he asks euery 
opera 
for individual “store name” imprinting or special packing — needs ‘ 
ners 
advice, suggestions, information or anything else we can supply or locate Chapp 
? f : Crawfo 
for him — we practically turn somersaults to give him what he wants. years, 
and eq 
- . ° pany 
Our success is built on the unsurpassed WRITE line of carbon paper, continu 
P is . cooper: 
typewriter ribbons and Typ-Rol type cleaner .. . backed by the incomparable meetinc 
WRITE spirit of dealer cooperation, Ask us for full information today. .. 
their fc 
Ray Ha 
United 
* 
The F 
write The WRITE carbon paper — typewriter ribbons — Typ-Rol cleaner for every purpose. 8 ie 
will be 
e d Partmen 
incorporate 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. 
J. P. 
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Machines and Supply 
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mn Tor except 


ability. Mr. 


na sales 


Ruysenaars hea fr firm in 1944 was winner of a world 
| aC the manufacturers of Rex-R tary 
wa the niy winner in the entire 

* &£ & & & 

the Printers and Stationers Associa 

ake Charles at which time a legislative 

ttes Harold N. Cornay, New Orleans, Rolfe 
McCollister a. % man Office Supply 


H. A. Kuhlman, 


appointed 


&* &© & & & 


Barrow Castle astle Company at Shreveport, La., ha: 
ted t Shreveport Lions club. The Castle 
s we fice supply and 
* &£ & & 
B pany, f 132 South Wa 
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j k ffic Jepartment. Sam 
Clark 
* &£ & & 
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* £ & & & 
ave ir d f 1017 San Jacint 
al th warehouse location 
* *&+ &€£ & & 
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* &£ & & & 
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at The at many years 
* &£ & & & 
e st Lake Charle La., This is the 
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ke Char for nearly thirty years when 
Fred Rollosson. 
* &£ & & & 
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’ Ark. effective September |6th. Stanley 
Crawford Roach Paper Company for many 
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For that Extra Quality 
Faster Deliv ery 


“THE CROWN LINE! 


- 
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R.A. STEWART AND CO., INC. 


8O Duane Street -« 
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Economy Efficiency 


insist on the best line 


New York 7, New York 

















“Knock on Wood"... 
and Make a Sale! 



















No. 1800 
SWIVEL ARM CHAIR 


Superstitious or not, "knocking on wood" is a 
good way to sell an office chair . . . because 
quality-minded customers appreciate the warm, 
friendly beauty only wood provides. 


Craftsman Chairs, like the No. 1800 pictured 
here. are made from only the finest cabinet 
woods — northern birch, plain and quartered 
Indiana white oak and genuine American wal- 


nut. 


These are carefully selected, slowly seasoned 
and scientifically dried in our own kilns 
then lovingly worked by craftsmen who vaiue 
fine woods. 

Here is a complete line of quality wood chairs 
to meet every style and price need. Write to- 
day for our catalog. 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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yuarters due to a collapsed lung. By doctor's orders of topping 


moking, he has recovered rapidly. | know how he feels about 
smoking, as | have been away from them for thirteen months and 
n tne e| 





“ROAMIN' THE ROCKIES" 
JIM ELLERTSON, CORRESPONDENT 
2994 S. BELLAIRE, DENVER 22, COLO. 


hings seem to ce back to norma vacation season is over 
sh rush ver... and it look ke a long d, but pros- 
erous, winter ahead for the Rocky Mountain dealers and Travelers. 


* &£& & & & 


There have been a few changes d uth. Strong's Office 


w 
Supply is new building at 3017 Monte Vista Blvd. N. E. in 
Albuquerque t a beautiful layout with supplie gifts, and 
ards on main floor, offices on balcony, and furniture display 


*+ ££ £&£ & & 
Harvey Woodmassey has taken over the buying at General Sup- 
Company in Albuquerque since Andy Anderson left, and Ralph 


ply 
Phillips, formerly with New Mexico Sct Supply in Albuquerque 
has left to enter the home furnishings field. 
* * & & & 
The Rocky Mountain Business Show in Denver was well attended 


t regional busines executives. Among the exhibitors were the 
W. H. Kistler Stationery Company, Mutual Furniture Company 


and Utility e Supply, all of Denver 


% &£ & & | 
A hearty we me to the Shaw-Walker representative based in 
Denver, John Jolliff. He'll cover th ky Mountain states plus 


_ 
th ykoTAa 


ye) 


being written on the eve tT the NSOEA. Looks like Re 


n 10 wi be well represented . . hope fo see u all there 
My tamily firmly entrenched on the shores of Lake Minnetonka 
u west of Minneapolis for their vacation . .. and I'm off for 
Chica . 

Remen per the Travelers lunche n r Denver every Friday 


the Men Gr at the Albany 





11tH District Notes 


E. G. WHITCOMB, CORRESPONDENT 





2303 N. 64th ST., SEATTLE 3, WASH. 


Clos Book Store in Twin Falls ha mpleted a neat remodeling 
b. The outside sign is a replica of a book and very unique. 
Speaking of Twin Falls reminds me that your correspondent had 
the great pleasure of caddying for "Ed" Purves in the Idaho Open 
Golf tournament held there September 15-18. ‘'Ed'' came in with 


J scores and won a 
* © &€ & F 
Severa T jr customers planned ft attend the NSOEA con 
vention in Chicago. Bill & Mrs. Sutton of Rosser & Sutton in 
Y akimad, W asl are making a Tr C Thr iqn New Eng and after 
he convention. Don Tatro is spending a week at Art Metal Con 
ction Company after the Chicag n 


* &£ & & 

Joe (APSCO) Dwyer has started | emi-annual California trip 
| ran across Dave (Joe D. Hale Co.) Rudnich in Pocatello, Ida. 
* &£ & & # 


Summer urely over. There is snow n the mountain tops 
Montana and Idaho and the air risp. It's a time for many 
aveler t pe w rking the towr 


Mosier Ships Drive-in Window to Congo 

The Mosler Safe Company has shipped what it terms a bul 
let, arrow, spear and poison-dart proof automatic drive-in 
window to the Societe Congolaise de Banque of Stanleyville, if 
the heart of the Belgium Congo. 

It will be the first drive-in bank window in Central Africa, 
according to H. M. Grigg, Mosler export manager, and it is 
expected that it might inspire primative tribes such as the 
Ituri, Mangbetu and Kibali to transact banking business at the 
window since they fear entering buildings. Stanleyville has @ 
population of 80,000, with over 75,000 Native Africans. 

The window is equipped with blowers to prevent the teller’ 
breath from fogging the glass and obstructing vision during 


tropical showers. 
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merrier 
Christmas 
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Here is the most exciting Christmas gift idea in 
many a year. A Waterman C/F* Gift Set consisting 
of the original Cartridge-Filled fountain pen and 
Waterman’s new, exclusive “Convertible.” 

Everybody knows about the wonderful Waterman 
C/F and how it revolutionized the fountain pen 
industry. Now people are talking about the Water- 
man “Convertible,” the fluid-lead pencil which can 
be converted in seconds into a ball point pen. 


WATERMAN PEN COMPANY, INC. Seymour, Conn. 
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Waterman’sC/, Gift Sets 


These two great writing instruments are now gift 
packaged together for your Christmas trade. Excit- 
ing to give and exciting to receive, they will help 
you set new sales highs. 

Available in matching colors of Onyx Black, Teal 
Blue and Burning Sand, the complete sets—C/F pen, 
Convertible and handsome box—are priced from 
$13.75 to $22.50**. 

Order now for full Christmas stock. 


*patent applied for 
**plus tox 
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Contemporary.Bank of England Chairs 
Appeal to Many;Many Customers 





tainn 
trict 
merc 
and 

offer 
the | 


made 





One of Boling’s most popular chair designs is the 7700 





Series—traditional Bank of England dignity brought up- 1208 


to-date with clean-cut streamlining. 


A favorite desk chair is #7710... #7711 is an excellent eekin 
choice for conference room, reception room, or for office : 
ypew 


guest chair...and #7713 is a highly useful, compact 


single chair newly introduced in the same styling. pionee 
In Walnut, Mahogany, Light Oak or Softone finish, 

these handsome Contemporary Bank of England chairs se 
attie 


will please many of your customers. Repub 


7713 Cun BAst Year, . 


Fildex 
Visible 
larger 


An 
ics pany ex 
é : f 412 St. 


nationa 
; = ? " ts 
INT BENDING & CHAIR ¢ Srsten ; 
; ms 
SILER CITY. I ( In the 
8nd sup 
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PACIFIC NORTHWEST 


by C. M. LITTELJOHN 
918 Twelfth Ave., N., Seattle 2, Wash. 
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%& &£ & & & 
& Hanford Company store 
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nd t upply store and 
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irer films was staged at 
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* *£ & & 
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ated with the Portland offices 


Jew York Stock Exchange, at 


John D. Carter Portland. Ore. 


* &£ & & & 
sttle public schox 
asses for those 


Jing business horizon 
edaucatior sre. trained n latest 
hines, numerous comptometer 
juipment, starting late in Septem 


* &£ &€ & & 

Thomas M. Pelly jent f Lowman & Hanford Company 
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ss beer visiting at the big stationery 
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3 CONVENIENT 
SIZES! 

6 SLIDING DOOR 
MODELS! 


Electrically welded 
heavy gauge steel 
construction helps 
you sell the... 


PARKER: 
SLIDING 

DOOR 
CABINET 











features of construction... 


* No swinging Doors to block aisle space. 


* Adjustable shelves for Storage use or easily con- 
verted for Wardrobe use. 


* Shelves easily adjustable within cabinet. 
* Electrically welded construction throughout. 


* Shipped SET-UP ready for immediate use (no 
nuts, bolts to fuss with 


* Heavy gauge furniture steel throughout. 
* Baked on Enamel finish in Grey, Green or Brown. 


* Doors operate on large roller bearings which 
have continuous smooth operation. 























STYLE DESCRIPTION SIZE 

72SL Steel Sliding Door, 72x36x18 
Storage or Wardrobe 

72SL-24 Steel Sliding Deor, 72x36x24 
Sterage or Wardrobe 

42SL Steel Sliding Door, 42x36x18 
Storage 

42SLG Glass Sliding Door, 42x36x18 
Bookcase 

30SL Steel Sliding Door, 30x36x18 
Storage 

3OSLG Glass Sliding Door, 30x36x18 

Available with lock on request 








A NEW It's a must for business concerns. 
STEEL Saves valuable space . . . only one 
SLIDING of its kind. Sell its many fine points 
DOOR —you'll profit! Sliding doors glide 
CABINET on ball bearings. Electrically welded. 
*** Four shelves adjustable every two 
Write —_—_ inches. Available with lock optional 
for our to assure privacy. Available in 
latest baked enamel finish: Green, Gray, 
catalog. Grained Walnut and Mahogany. 


Parker Steel Products, Inc. 


54 North 11th Street © Brooklyn 11, New York 























te list as low 
as $53.00 each! 


YOUR MEN CAN SELL MORE 

















Cramer CHAIRS, WITH A PRICE 
ADVANTAGE LIKE THIS... 








and you, as a Cramer dealer, will 
reap added profits from sales to 
price-minded buyers as well as 
your regular customers! 


These chairs have all the fea- 
tures necessary to a good, com- 
fortable, long-service chair; super- 
strong aluminum and steel con- 
struction . . . bonded foam latex 
padding . . . removable covers in 
a wide assortment of rich colors. 
We'll advertise them in MAN- 
AGEMENT METHODS, DUN’S 
REVIEW and other leading pub- 
lications; we’ll provide you with 
good printed material for your 
men to use. 


Write for the whole story today; 
up your profits from quality 
chairs! 


@ Dealerships available 
in certain areas; write 
Dept. OA-3 for the 


complete story. 































mpute Y rotiim equipment Tice and orary turniture: 


ble systems and supplies: punched-card machines; winding up 
typewriters that embraced a wide range of electr noiseless 
table and standard varieties with their necessary supplies. Aft 
the rdial invitation extended by the company a host of Tacomans 
k advantage of the two-day week-end showing and view all 


ate models of the Remington Rand Show 
&* &£ Ht & | 


Sincere condolences were extended Robert L. Hellenthal, 
e-president of the Seattle Office Supply Co. of 717 First Ave. 

reattlie, Was! n the recent death Tf wite, Mr Dorothy tes 
npson Hellenthal, daughter of Mr. and Mrs. Charles C. The mp 
Seattle ¢ eers since earliest settlement days. The Hellentha 

ea at | Prospect St.. Mrs. Hellenthal taking part in a numbe 

narifable nd al activities t the \ueer Anne district 
Ty. Pe pe nal charities and philanthropies were extensive. 
she had rn T if btrusively assisted nany tar ee ' tinancia 


aits throughout the years. She was a staunch member of the 
~ueen Anne rthopedic Hospital Guild for crippled children of 
t 2 3nd prominent in affairs of St. Paul's Church, Episcopal 
urcn tT The Dueen Anne distric .. Be des her husband R bert, 
> leaves a n, Robert L. Hellenthal, Jr., and two daughters 
Anne and Dee Anne Hellenthal. 





14th DISTRICT NOTES 


ERNEST R, DANIELS, CORRESPONDENT 
548 N. MISSION DRIVE, SAN GABRIEL, CALIF 


The sunny side of the Golden State Travelers: 
The writer of this, the doings of the Travelers in this Golden 


West where the su s hotter than hot, has a new chore. It seems 
hat Jack "Webster" Ellis is all tired out and has turned over the 
ting for OFFICE APPLIANCES to the d pro. The same com- 

n W be expected. 


* £ & & F 

move again. Jack Turner to San 

Francisco as regional manager. Hal Chadama to the Northwest 

and a new man from Chicago, Ed Koijane, Jr., to keep Phil Van 
Culin out of trouble 


Wilson Jone Dboys are on the 


*¥ + &€ & & 

Old Town changes: Bill Rienze now West Coast manager with 
Ken Scott of A. B. Dick distributor fame managing the Los Angeles 
fice. Don Mulhapt has joined as sales representative 
* &+ & & & 

Monday luncheons need more men. Bill Esterbrook, | mean 
Lashbrook, arrived safely from the East, driving a new car... 
Many of the Travelers are going to Ct 10 soon and then to their 
tactories tor a shot in the arm. We wh sre left w take care of 
*¥ ££ & & F 

Morris Piltzer and good wife are leaving for Hawaii via Lurline. 
* &£ & & F 

| understand that George Morgan went fishing with some of the 


tationer boys. No fish—too busy talking? 
* £ &€ & & 
See that Joe "Lightning" Davis made a committee at the Chi- 
cag nvention, It's about time that the Far West gets into things 
tiona 


* &£ & & F 

Post card has arrived from Ralph Maneval, who is seeing London 
Cngiand ang the Vanish country de n tne way fT Sermany. 
* & & & # 

Do not forget the North-South golf game on November 4 for 

» Bert M. Morris Cup, also the cup given by the Pacific Stationer. 
Joseph Dixon Marks 200th Year 
of Fort Ticonderoga Building 

The 200th anniversary of the building of Fort Ticonderoga, 
scene of one of the most significant events in American 
history, is being commemorated by the U. S. Government 
in the form of a special three-cent postage stamp. 

It is an anniversary which has especial significance for 
the Joseph Dixon Crucible Company, whose history has been 
closely associated with Ticonderoga. For many years Dixon 
has been a member of the Ticonderoga community, formerly 
as miners of graphite in that area. At present, the company 
is still operating a refining plant there which processes the 
graphite for its Ticonderoga pencils and other products. 

Marking the Fort Ticonderoga anniversary, Joseph Dixon 
is sending out “first day covers” prepared for this historic 
event and prized by philatelists. These stamps are distin 
guished by the first-day postmarks on the envelopes, as cal 
celled at the Fort Ticonderoga, N. Y., post office of first issue. 
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 LLAA LG ZS Underwriters’ 


“C” LABEL INSULATED FILES 


Two drawer Ledger size 
shallow drawer top 


Single drawer 
Ledger size 


Single drawer 
Legal size 


Single drawer 
Letter size 


Three drawer 
Wide check size 





LEDGER SIZE 
Mm =ey.\ a1 4 = 
4 = 

4-GHECK SIZE 


>> .4 


ne 


Here at last is the most versatile line of fire insulated 
commercial bookkeeping filing units available to you 
anywhere—and each carrying Underwriters’ Labo 
ratories “‘C’’ label! 


Five separate size files in 1, 2 and 3-drawer optional 
combinations, and with various drawer accessories 
allow your customers every possible adaptation to 


their point-of-use sorting, posting and filing operations 


Each of these Hercules insulated files is of standard 
case depth, and each is available with or without 
pedestal or caster bases. Key plunger locks or other 
Optional locking devices insure maximum security 
and privacy 


Be sure you have complete details on these newest 
Hercules files. Call in your Meilink representative 
today, or write direct to the factory 


iy alas STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES 
BUSINESS MACHINE AND TYPEWRITER STANDS 
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SIDE and ARM CHAIRS 


in colors to complement 
modern decorating schemes 
Every office, reception room 
or shop where visitors or 
customers are invited to be | 
seated is an excellent pros- | ~j 
pect for these fine Cramer 
chairs. Modern in design... I 
built of “ton-tested” square- 
tube aluminum .. 
with bonded foam latex . . . covered 
in U. S. Naugahyde or Claremont in 
standard or “decorator” colors 
they’re comfortable, durable, and the 
most economical chairs of their type 
on the market. 


This is your chance, as a Cramer 
Dealer, to profit from chair sales to 
a whole new list of customers, with 
these “chairs of a hundred uses.” 
Drop us a line for complete details 
today! 

List Prices, in U. S. Naugahyde 
MODEL 1200 Armless (they stack!) ...... $31.40 


MODEL 1201 Side chair, plastic arms 37.70 
MODEL 1201-2 Side chair, padded arms 40.20 


@ Dealerships available 
in certain areas; write 
Dept. OA-4for the 
complete story. 


. padded THEY STACK 7 


MANY A 
MODERN 
BUSINESS 


Bistisme. 


la 
ALL 
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vé 



































the desk with 


the custom look! 


Filia 


y 
WESCO 


Here is real desk distinction—real 












































individual styling that speaks quality; 
construction features that emphasize 
durability. Here too is economy that 
means something to your customer for 
Wesco has combined low price with 
features found only in more expensive 


desks. There is a Fashion-Aire desk for LULA vr eayiaia MANUFACTURING 


: . vw 
practically any office purpose. COMPANY 































AURORA. iLL- _— ena 00ClCU Sh 
New York Display and representive _— California Warehouse and representive Florida Warehouse & representative 
Arthur Gordon Co. Associated F. C. Charles, 2436 E. 8th St. Mac Weiner, 730 — 83rd St. 15 
206 Lexington Ave., New York 16, N.Y. Los Angeles, California Miami Beach, Florida ac 
1g 
St 
pe 
fia) =§=AN ASSET | 
. M 
Office 
Planning ‘ ffi 
j re 
Service in any orice ~ 
M 
sti 
ry . . . | ] ‘ - Di 
Py Snvitation Member This traditional beauty by Jasper Chair t 
Company will enhance the finest office. 
Available in Solid Oak, American Walnut, "s 
or Mahogany finish on Walnut. Loose 
spring filled cushion on spring platform, 
upholstered back is cotton filled. E 
we 
Emblem THE RIGHT CHAIR ; 
Bursiness rater n 
RICE LEADERS AT THE RIGHT PRICE 
OF THE WORLD . | 
ASSOCIATION p 
Remon Kee landing sn , 
Po nct Poli CHAIR NO. 878 ar 
C 
= me’ 2 . 
Fc 
th 
io SPER, INDIANA Company . 
q REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR 
GEORGE DEUTSCH (SOUTHWEST) R. A. BROWNE (WEST) R. J. FREEMAN AND JOHN &. FREEMAN 
FIRST STATE BANK BUILDING 1527 E. 14th ST. (EASTERN) .385 MADISON AVE. " 
DENTON, TEXAS SAN LEANDRO, CALIF. NEW YORK, N. Y 
4a he JAMES S. FOWLS, (SOUTHERN) JACK S. —. (NORTHWEST) Lester W. Brown (Chicago-Midwest) 
$Pea-smot® 327 SUNSET DRIVE, NORTH 1527 E. 14th $ 666 LAKE SHORE DR. p 
me ST. PETERSBURG, FLORIDA SAN LEANDRO, "GaLiF. CHICAGO, ILL. SPACE 844 
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SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT 
2012 Huntington Dr., S. Pasadena, Calif 


—_ | 
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Pine lorgestflice furniture end boo 8000 SERIES 
OFFICE MACHINE STANDS 


the whole iy 4 ) on, He ater | 7 with features, never before available. 
 Heory (. Sheldon Sette te een ie Completely and absolutely VIBRATION- 
Se oS eee FREE. Heavy duty stand... 


th Harry L. Sheldon and Southard C. 
Sheldon 1 R. Ross De Vinney, secretary 


He Super strength and vibration-free perform- 
x * & & * ance achieved through rigidity never 


4¢ » Madre Villa, Pasadena before known in office machine stands. 
that +} A lletate n an Cor 
mplete Dataread . 
qd of t year € 
qd eld modific n b 
oie! cmupaat tar aaeaae Here are the BIG 
L aermmas , , %, 
for Allstate, L. L. van Oosten, SELLING FEATURES © 
} etiy 7 c uant-Torwara f 


} iaihe Me. tee heen V’ The ABSOLUTE ANSWER. THE STAND thot 
building, especially de meets all requirements for today's electric 
a tive-acre Tract typewriters and bookkeeping machines . 
vs ly poe : { with ut losit “a ae Y Compact... occupies minimum office space 


> nme | r r r+ . . Z 
ar reel petenn Bae yp Y Capacity ...top adjusts easily, SS 
Jerr a row ffers 40,000 square ' , ' 
arms + : ee caitlin quickly for all machines 


; . WY Plus...special new EASE-OF-OPERATION 
rector iF lin H. lly 
eg ey By ¥ ears get he Y “King Size"’ drop leaves 
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ng and investment FOR 


en 6 tides Pere eS Bogiil Consistent national NEW 
. cen mao ty served with Gdencis Ah consumer advertising CATALOG 


(y) / 
ptember 20. by the U Anaeles Chapter 
c asior nee Maurice E. Peloubet o! , : .* =n Co. 


ina attendance wa 
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FREE - STANDING WALL SECTIONS 


Compietely eliminates attaching to walls! Easy to 
install... do it yourself! Exclusive balance design 
assures maximum rigidity! Level regardless of floor! 
Adjustable shelves with built-in price mold... peg 
board cornice! Much greater capacity at base for 
additional display and storage! Makes buying more 
inviting! Finished in beautiful coppertan with at- 
tractive trim! Save 3 ways—initial cost, time and 
labor! 


Designed Especially for Stationers! 
SELF SERVICE OR CONVENTIONAL 























MODERN, MATCHING ISLAND UNITS 


Scientifically designed to display and sell more 
merchandise! Modern, attractive and _ practical! 
Sturdy construction means longer life! Very simple 
to set up! Beautifully finished in coppertan to 
match wall sections. Higher quality at a lower cost! 


It pays to remodel. . . especially 
the “Thoroughbred Way!” Write 
us today for complete informa- 


tion! 
MERCHANDISERS 


HOLD MORE SELL MORE - COST LESS 


932 WINCHESTER RD. 
A. D. BUTLER, Inc. LexincToN 3, KENTUCKY 
rrr LTTE 
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cou r a first-of-the-season meeting. from 350 ¢ 
6 mbe present. Jack W. B. Stanley presided. An 
ement was made t the annual picr s¢t Sw park, Sat 
Septe mber 24 Th event wa a w é attended 
) Pe c e wa The r ble Expense meanir 
at re 3 a tne tact that ,a ar + what 
ea ft be even although the Trea Internal Rever 
e tr vag’ rhe very nature t r eer + regard a 
| gr aS aad € n matter wnen and where earned and 


and where spent. The change in purchasing power of a 


4 nould c KE nt considerat r when thinkir { 
ent yuIDmMme T n é 24af ha 
en t k | 
A T 4 ing wa yrair >tev 
A jele apt } TF pla 


Moritz E. Pape, vice president of NACA, d 3 the hon 


e ma peaker at the Novemb i be George J. 
Wachholz, troller of the Minnesota Mining and Manutacturing 
‘ npany bY _— wil be A p tiy Pp, cram ¢ £ 45+ The 
nmittee state that programs throughout the year w teature 
skers of similar calibre 


Ar ncrease rt 3 n the number t exhibits assured 
he Southern California Business Show, Ag 24-27, according t 
William W. Weide, associate direct ic 

nge f the National Association of Cost Accountant 


a 
A 


2s cnapter 


3 nay be partly due to the tact that large >| r 

ent quarte have been secured. The now w be held in 

Ambassad ri The space ft Dé ised he s@y Ww be 

t 50 jreate sn that used in previou how The attend 
xpected ft t a new record. 

+ £ £&£ €& & 

Funeral serv were held at the Churct f the Recess ; 

Lawn Memorial Park, Glendale Wednesday, September 


28, ft Ebenezer Wallace, 63, chairman of the board of direct 
f : Stat yners, L Anaele Mr Wallace died 


Southern Ca a 
home 626 Wellington Road, L Angele n Sunday 
september 25. He 3d not been in g J health during the past 
Pallbearers were personal and busins friends, Rev. Henry 
; the Plymouth Brethren Church, Tujunja triciated at 
ervices, and Percy Rich, Vancouver, a close personal triend 
any years, paid a tribute. Interment was at Forest Lawr 
Mr Wallace wa ne tne most widely known executive n tne 
nery busine Southern California. He was born in Chicag 
892, came t L Angeles at the aae t seventeen, and chosé 
ationery busine as his lite work. He was manager of the 
7 es-Sta rth Stat nery Company for Twenty-tour year ana 
Schwaba ne Fre y Company for TW years, He estac shed 
California Stationers, Inc., in 1936 in a down-town loca 
but mr 4 present locati at 648 W. Venice Boulevard 
Té 
Wallaces four hildren, tw r Ina TWwC Jaugqnters 3 
up in the business. About four years ag he retired fron 
active management of the company and became chairman ot 


the board of directors. Frederick Wallace, o son, is now president 
and Ebenezer Wallace, Jr., another r vice president. Mrs. 
Eleanore Journgan, a daughter, is treasurer, and Miss Muriel Edith 
Wallace, ecretary 


acairion fT Tr e named ab« ve Mr Wallace 5 irvivea Dy 
j yrandchildren. Mrs. Wallace died four years ag 
Always active ir nstructive and charitable work Mr. Wallace 
was president of the Adelaide Christian Home for Children at 
544 Overland Bivd Culver City and vice-president t a@ home 
aged at Claremont, Calif 


R. A. Thomas, secretary of the Stationers Association of Sout 
California now a grandfather, a daughter, bearing the name 
Ellen Eshelly, having recently been t 
band, Mr. and M C. F. Eshelly of El M 


At tt writing 3 meeting f reta Tationer trom &@ number 
e smaller tie to the east and itheast ot Los Angeles is 
heduled to be held at Eaton's Cafe Arcadia on October 1/2 
er the auspice f the Stationers A ation of Southern Ca 
a. An att f about sixty expected. There will be n 
nal program r featured speaker, but Edward Harrington 
Pasadena Stationery and Printing Coms ny w preside ver 
j j n period during which various problems of the dealers w 
be brought forward. Dealers are expected to be present trom 
Pasadena, Alhambra Monrovia, San Gat Monte Whittier 
5 A a Arcadia 
* + &€ & & 
St ty pa f California é Olyme Blvd 
Angeles, reports good satistaction trom the use of new dicta 
rd Thece sre na play ng re ra forty-tive minute r 
Je, and are used in public sch isses as we as Sten 
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The New EHRLICH **500 Series’”’ 


Modern Office & Reception Room Furniture at its Best 


Exclusive Creations By 


Made in Your 
Choice of Finishes 


of 
Grand Rapids 





Upholstered for 100% Senta in @uniine Leather, Plastic 
or Fine Fabrics — A line you can handle with Both Pride 





and Profit. 
No. 502 ARM CHAIR (Can be No. 515 SWIVEL CHAIR ag he be 
had Without Arms or With One had Without Arms or With One 
Arm)—Outside: H-33" W-24- ae H-33" W- 241," 
V2", D-27". Seat: H-18", W-22” D-27”". Seat: H-18" W-22" D- 
D-20”. 20”. 
No. 525 GANG CHAIRS — At- 


tached in groups of 3, 5, 7, etc. 
Each Chair: Outside: H-33" W- 
24," D-27". Seat: H-18", W- 
22” D-20". 


No. 512 LOVE SEAT (can be had 
Without Arms or With One 
Arm) — Outside: H-33" W-45- 
Y¥4" D-27". Seat: H-18" W-22” 
D-20”. 


ALSO 
No. 522 SOFA (Can be had 
Without Arms or With One 
Arm) — Ovfside: H-33" W-65- 
Y," D-27". Seat: H-18" W-63" 
D-20". 





Write for photographs and prices 
‘to dealers. 


GRAND RAPIDS LEATHER FURNITURE CO. 


201-207 FRONT AVE., N.W. GRAND RAPIDS 2, MICH 














THE TRIMLINE GROUP 


of fine office accessories 


Designed to please your 
most particular cus- 
tomer, built to last, styled 
to be at home in either 
traditional or modern 
settings. 








T-636D TABLE 





TS-620S TELEPHONE STAND 


COORDINATED ACCESSORIES BY JASPER TABLE COMPANY 






W-513 WASTE BASKET 
LT-613 LETTER TRAY 


— 


Sound, top-quality con- 
struction and finish as- 
sures each piece extra 
long life, extra years 
of service. Available in 
genuine Black Walnut 
or Rift White Oak, 
hand rubbed to a warm, 
natural glow. Write to- 
day for a catalog of 
the complete line. 


JASPER TABLE CO., 


BC-634G BOOKCASE 
JASPER, INDIANA 
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PROFITS GO UP 


WHEN YOU SELL ENNIS PRODUCTS 


PRINTED-TO-ORDER 


TAG & 
SALESBOOK CO. 


Factories at Ennis, Texas @ Chatham, Va. 
Manufacturers for Dealers Only 


Branch Offices and Warehouses at Hous- 
ton, Dall Birmingh Los Angeles, 


Denver, St. Louis, Monroe, Orlando 





Manifold Books 
Salesbooks 
Guest Checks 
Deposit Books 
Tags 


Add to your 
volume ... add 
to your profits 


with — 
STOCK ITEMS 


Salesbooks 
Guest Checks 


Teller Cash 
Tickets 


Blank Tags 


28 Styles Stock 
Printed Tags 


ALSO 
MANUFACTURE 


Index Cards 
File Folders 
File Guides 
Ring Book 
Sheets 

Figure Pads 
Steno-Books 
leltita ame] mr Tae 
Adding Machine 
Paper 

Legal Ruled 
Pads 








Write todoy 
for Catalog 
and Samples— 


| 
| 
turn to i 
ENNIS for 
Quicker 


Turnovers! 








wr ssses. The records really give @ double dictation p 
sntial Tor eacn day Obviously the cost T instruction is nomine 
much reduced under the old system used in schools 
Free Stenotype instruction is now giver n twenty-Tw public 
s in the immediate Los Angeles area, and in more than twenty 
up-state. Classes are also offered in the Sawyer School of Business 
Pomona, the Whittier Business College in Whittier, and in 


Phillips Business College in Van Nuys. About twenty private schools 
sre likewise offering the work. Major high schools recently putting 


the course include the high school in San Bernardino, the James 

k High Sch at San Jose, and the high school in Gardena. The 
training course for teachers is an 8-weeks Course 

Herman F. Miller the owner of the Stenotype Company 


alifornia 


Ed F. Suderman of the Business Machines and Equipment Com 
of Pasadena, and president of the Southern California Office 

Machine Dealers Association, announced plans for a meeting 
Western Office Machine Dealers Ass ation at the Hacienda 
Motel in San Ped October 15 and 16. On the program were 

discussions on various subjects relating to the industry 
he reqular monthly dinner meeting for November will be held at 
Rodger Young Auditorium in lL Anaele n Monday, No 
3, 

* *£+ * & 
he tirst tall mee sting of the Southern California Office Machine 
Jealer Association was held September 20 at which time the 
Liston Jackson trophy, formally presented to representives of this 
up at the meeting of the National Association in Denver, was 


tely turned over to the local group in open meeting. About 
xty were present. The trophy is a beautitul plaque given in recog 


f the areatest number of man-miles traveled by any one lo 


roup attending the national convention. At Denver there was a 

with New York. the latter group piling up exactly the same 
number of man-miles as did the Southern California group. How 
since the aistance from New York t Denver wa great 


ewer delegates were required to achieve the mileage record 

» award was given to California organizatior 

Harold Mann, secretary of the National OMDA, 1267 N. Wil- 
ace, Los Angeles, states that Southern California was very 
represented at the Denver convent 


o 
r 


* * + & & 
E. G. Van Leeuwen, co-owner of the Magnetic Recorders Com- 
7120 Melrose Ave. in Los Angeles, reports that yreat in- 


terest is being shown in the Mohawk Midgetape Recorder, a 
rraobie re raer that can be used in autor D les r airpianes. The 
device is relatively new, and is being used quite extensively to re- 
rd conferences and field surveys. Extensive use of the Midgetape 
s being made by aircraft companies tor tielad report 
The Magnet Recorders Company wa rganized ten years ago 
September 13, 1945, by Mr. Van Leeuwen and A. W. Neely. Both 
were then enaineers in the ‘research department of the Douglas 


Aircraft Company, Inc. 
















FROM: 
CLARY CORPORATION 
SAN GABRIEL, CALIF. 


TO: 
RICH'S INC. 
KNOXVILLE, TENN. 


CLARY REGISTERS FOR NEW STORE . . . Shown af the Clary 
Multiplier Corp.'s San Gabriel, Calif., plant is the initial ship- 
ment of more than 100 electric cash registers for installation 
in the new Knoxville, Tenn., department store of Rich's, Inc. 
Naturally pleased are John G. Clary (left), assistant to the 
president, and J. W. Stallings, general sales manager of Clary. 






Bates Samson Hand Punch Discontinued 

S. M. Babson announced this month that the Bates Samson 
hand punch is being withdrawn from the market and ad- 
vises that no more orders can be accepted for this item. 
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-Here’s the insulated file 
that has EVERYTHING! y 


It’s the H.H.M. Model No. 29 SAFE RECORD FILE 
with Underwriters’ and 
S.M.N.A. labels 












Sales of this modern on-the-spot protection for office = ey, 
records are growing season by season, year by year, and i. 
Herring’ Hall: Marvin dealers are profiting greatly thereby. = 

The line includes two, three and four-drawer models. a7] 


legal and letter sizes. All with 
Class “DD” Underwriters’ label 
(Class ““C”’ at slightly higher cost), 
also S.M.N.A. one-hour fire label. 

Each drawer equipped with 
automatic boltwork, fingertip con- 
trol, ball-bearing and roller sus- 
pension, positive stop follower 
and guide rods 

Standard finish — Hammered 
French Gray. Stylite Tan or Mist 
Green at no extra charge. 


HERRING - HALL: MARVIN 
SAFE COMPANY .% | 


Hamilton, Ohio @=%o Boos. hy 














Complete catalogue 
and prices on request. 








Every Office using marginal punched 
forms need these binders.... 

















ieee 
5: = 
= sis 
= HE 
+=; 
=== 
Pye 
THIN-PRONG THIN-POST THIN-RING 
Perfect for current operations where sheets are For current use and permanent filing, Cesco’s For forms in current use, the Thin-Ring 
changed frequently, Cesco’s exclusive Thin- Thin-Post Binder is carried in more than a Binder is recommended in place of the 
Prong Binder is available in a wide variety of dozen stock sizes, with special sizes made to Thin-Prong Binder, where only a 1" ca- 
stock and special sheet sizes. (2” capacity your customer's specifications. 4” Cap. Std. 2” pacity is desired. 
only.) or 6” optional at no extra cost. 
Here are specialty binders often purchased in large cially designed to house marginal punched forms, 
quantities by firms who use office machines with mar- without the expense of additional punching. Check to- 
ginal punched forms. These binders, available in all day to see how many firms in your area use marginal 
three major types of loose-leaf construction, are spe- punched forms. They are all live prospects for you! 
Send for complete Catalog L — Binders qresceseeneenneeenenenseeccsnsannnceccnsscssscnssssunananaananaannaaaana 


: THE C. E. SHEPPARD CO. 
h Reruns. PP : 
for Marginal Punched For : 44-07 21st St., Long Island City 1, N. Y. 


: PI nd f f Catalog lL. : 
THE C. E. SHEPPARD CO. wax : 


- Established 1900 ADDRESS 
Cosco 44-07 21st Street, Long Island City 1, N. Y. ; CITY ZONE STATE 





‘ 


ee OCS S SESS ESE OSSSSSSSSSSS SSS SSS SSS SESSSHSSESSESESES SE SSSSSTSSSSSSSOSES 


OA—11/55 233 














NO. 1025 SOFA 


Width Overall ............ 7242" 
Between Arms. .........+.. 65” 
Depth of Seat........-+.5+- 23” 
Height of Back from Seat... .. 17” 
Height Overall........... 3314” 
Se VON. ccc cceccccecce 34” 











NO. 200 ARM CHAIR 





NO. 20012 REVOLVING CHAIR 


Between Arms... . .201/2” 
Depth of Seat..... 181,” 


Height of Back 
from Seat........ i6” 











EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fash- 
ioned for luxurious wear. Cus- 
tomed for lasting comfort and 
pleasure. Priced for every buyers 
purse. These are the factors which 
make BRIGHT creations a joy 
and satisfaction to every one who 
buys. In a large selection of genu- 
ine leather and Elastic Naugahyde 
and a wide range of styles you will 
find just what you want for every 
customer. 









133 BLEECKER ST. NEW YORK 12, N. Y. 





NO. 90 EXECUTIVE 
POSTURE CHAIR 


WRITE FOR CATALOG! 

















414 Sorting Rack — 4 Tier 
314 Sorting Rack — 3 Tier 





Send also for Catalog 
of our complete line 
of WOOD DESKS, 
TABLES, SECTIONAL 
BOOK CASES, COS- 
TUMERS. 

















005 Large Drawer Rack 


ie aiace chine” 
e e5CO ine 





905 Vertical Correspondence 
Separator 


WRITE FOR 
COMPLETE 
CATALOG 

AND DEALER 

DISCOUNTS 











MFG. CO. 


220 Institute Place 
Chicago 10, Illinois 


504 Desk Stationery Rack 


904 Large Sorting Rack 
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CANADIAN NEWS 


Our Industry Across the Border | 
by Special Correspondence 





the atest 


Tne TW week Bu nes Equ pment snow 
Exhibitior Toront Alonaside atest 


5) i Thar 70 years aq 
h items of 1880's as adding ma 
ne complete with an 1/89! Toron+ 
ch of authenticity 
Jed thr Canada and the United | 


Equipment Manu 


A nor r t the show. were sat fied. One | 
J machine turned out by the Americar 
a nded in 1885 draws a line under | 
ke old-time bookkeepers did before giving | 
5 n operat ndition. From Winni- | 
Ma juq up a typewriter built in 1880 which 
ew 
> Busin Equipment show marked 
ary, and 75 years of progress by 
+ &£ & H& & 
saging rec aTIV t stationery and 
anada, are ntiy tacea with buying | 
$ they want t St. John's, New- | 
kely ft hin operation t the 
J ask salesr their license. How 
kely that salesmen trom lonqg-estat 
doing busine n St. John's for year: 
aimed t urb ‘peddlers,’ a 
+ &@ & & & 
Mode Y att per f similiar U.S. projects, the $18 mil 
nt hoppina center. now in nstruction 


two 
within a 50-mile 
t big stationery and 
expected to be 
trade persona 
Bob. Larrett, is ex 


entire c 


y mpleted until years trom 


customer trom 


and Buffa Fir 


enter 


at the 
Ltd. A Hamilton 
& C Ltd 


hon 
nd & Toy 


center 


ew bran 


+ & & & & 


a ann unced a $1'/ m 
financing. Firm manufactures a wide 
stionery fice supply field and other 
hes tron ast t¢ oast in Canada 

nancing progranr to underwrite 
fication plan and to satisfy stead 
ducts, a spokesman said. 
+ &£ & & & 
& S Ltd Ottawa, Ont. have arown | 
- typewriter shop t a tw floor 6.000 
re employing |5 persons. Firm main- | 
ra 3 STOCK 4 typewriters for rental purposes, also loan JT 
; alculator Guplicator et President 
Robert GC. Hill, 30. He als perator t a loca 
+¢+ ££ #& H& & 
Lee Gamel sn from Texas nvade the stationer 
j tT eq yle yame in Canada, now representing 
Bate Mtg range, N ., throughout the country’: 
making f utches. Lee awoke 
T nto hor satire. Getting his wife 
ke and flan tumbled, broke a 
+ &£ & & & 
Karl Warwick anda Warw K mmercial stat ner 
- ecently honored when elected Grand 
the Ma rder 
+ £ #& & & 
Mt i Ltd Newmarket, Ont. 
$205,000 during the year ended May 31 
compared v $119,000 the previous year, G. L. | 
Manning, presid ealeg in nh annual report. The rise was | 
edited ft ] me of Dusiness as prices remained fairly 
je a reported or onstruction of a | 
n 3 ny at Edmont Alta., at a cost 
$ hes in @ numt eading Canadian 
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Over 12,000 Folders 
at your fingertips! 
ina NEOBAUVER 
OPEN SHELF FILE 





Designed for insurance 
companies and other firms 
with a large number of active 
accounts, the Neubauer Open 
Shelf Filing System provides a 
tremendously increased capacity 
over standard filing systems .. . 
and at a lower cost too! An in- 
stallation of four double files as 
illustrated handles more than 
50,000 folders. 

Both single and double files 
have seven shelves with variable 
compartments and provisions for 
an index system. 


“TWIN POST” 
Adjustable Steel Shelving 


The one shelving with the strength 
and fine appearance for most 
office, storeroom and warehouse 
shelving needs. ““Twin Post” 
corners are shaped for rigidity— 
hold shelves in line. 





“TWIN POST” 
all steel Utility Table 


Two standard sizes, 30” high 
with two shelves. Many other 
sizes available. Baked on tN 
or green enamel. Shipped KD. 








18” x 36”—List $15.95 
24” x 48” —List $19.50 







2017 CENTRAL AVENUE 
MINNEAPOLIS 18, MINN, 
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A BEACON GUIDE 
For Faster 
Filing and 

Finding 


SAVES FILING SPACE 
" seapaamy na 





















For those buyers who quickly ak the modern, 
efficient way of doing a job and also for those difficult, 
harder to please customers, suggest Barkley Plastic Tab 
Card Guides. They spell improvement in any card file 
system. The crystal clear plastic tab angled for greater 
visibility is the feature that does the "trick." Available 
in all standard sizes 3x5, 4x6, 5x8. Special arrangement 


of tabs for any special system——do it with color. 
Write for Illustrated Literature 


2248355—D128118 


Established 1921 


L. BAHRLEY & CU. 


Patent No. 


Vurnufuacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, II! 
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Stationers’ A ation ot Montreal attracted a dg group to hear 
Fred Rogers, Dawson Brothers, Ltd., intr , Albert Rolland and 
W. Eamer, Rolland Paper Company, Ltd., Montreal. They pre- 
nted a film detailing how fine papers are manufactured for the 
dustry. Thi (Oct. 19), the organization's meeting was 


nch language, with a life insurance 
of good salesmanship 
* *£ © & & 


mar 6éger of 


nducted r t+he Fre 


mpany 


executive uTlining aspects 


genera 
Man. He brings ex- 


nas been apr 


Donald W. Schaefer 
} thers. Off Outfitters, Winnipeg 


tensive experience in the commercial stationery and office supply 
* £ &€ €& & 

Preston-Noeltina tr phy for w aor went to Joe Hopper, 
Bouvier Envelope Ltd., Toronto, when the fall tournament of the 
T ~ommercia Stationers’ A atior wa held at Cedar 
Brae urse. Luckett trophy for low net went to Stan Davis, Brown 


Collett Ltd while the Hiram-Walker shield for century clas 
Len Whitehouse, Fine Papers Ltd 
* *£+ € & & 


More new mpanies are reported j e Stationers’ Guild 
F Canda, Inc. The latest are: retailers, P. V. Ayotte, Ltd. Three 
Kiver Que Maritime Publishing Compar y Ltd. Su ex N. B.: 
T Specialty S Pembroke, Ont.; supplie International Art 
ratt, Ltd., Stratford, Ont.: Northern Products, Ltd.. Montreal. The 
Suild v d it 956 convention in Montre at the Mount Roya 
nd at that time teature a product exhibition, space reser 

r which are already reported 
+ £ & & F&F 
Birth Notices: To Mr. & Mrs. Joe Johnson of Hay Stationery 


Ltd., London, Ont., 
Norman Hymas, Donald McLeé 


a daughter (their fourtt Aug. 3; 
& in. 4 nto, a 


daughter 3 sister for four s 
+ £ &£ €& & 
n Cards, New York, now have adia office 
ame name in Toronto. Personnel have not yet been an- 
>] Wwe known T r T rt n yreetings 
know been definitely appointed to head Canadian 
*¥ + € €& & 
WTing witt sqInNg some 400,000 CG; anaadiar mer obtain 
Canadian business offices, Mary MacMahon died in 
dur S mber from a heart attack. For 50 years she 
JirecTor t the placement service div f Un 1e d Ltd. 
nique iot T wed the introdu TIOF T busin es macninery 
sda and the demand tor women t perate 
An ardent worker in weltare project n I95!1 she was 
A et Pontitice Meda Dy the P pe rn 
* &£+ €&€ €& F&F 
8 emt f the Stationer guild Club of Toronto at 


a dainne nd pection tour 


Machines Corp. plant in the Toront iburb of Don M mid 


Mavete Holt, 69, director and secretary-treasurer of 
t ada, Ltd., Toronto, died Sept. 16. He was a 8 director 


W. V. De n Ltd., Montreal. Born and educated England 
ime Lanada in 1907, joining Barber E i That year: by 

? he was @ director of the company 
* * © & F 
Surrent trend tT world affa rs upied The sTrenrior f Hamil 
Stations A st Hamilton nt. when the aroup's in 
1] mee tir tT TY ta eason was held Sept. 20. Guest speak 
Kinsley Sen, Canadian newspaper edit traced 
nié + j In pr gress fr ry tery times fT the present 
the session w ; ation president 


Bob. Larrett. 
sda, as in the U.S VE ng beer ncerned 
mpetition presented by the 


e permarket and food 
Now a recent study on the importance of paper products 
itlet saaests that +hj product group is trequently un- 
mated a teady high profit department. Statistically 
tributes 2.1 of the total store sales and 2.9 f the 
Significantly the study shows that mass dis 

pa\ ff Amona the leaders are toilet tissue facial tis 
J paper napkin with paper towe paper 

ate ups and sanitary items running a se second. In fact 
t ite nt for more than 95 f paper department 
rding to Dupont (Canada td., Montreal. They ad 
jeale ’ rganize all paper products int ne depart 
D k ducts that have the highest s/e ve ty 
the paper department its tair share ot 

the volume and physical capacity t the 

>| 18 é neit pace Dy pape t Gu and 
area within the department eliminarTe 

f-st K ter mining t tne 
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ca Because the nation’s time and 
S EB Z * motion experts have chosen 
Pres-To-Line as the ONLY copyholder 
A ; 4 meeting the eer demands 
of modern business, the list of corporations 
mericas using this amazingly functional machine 
reads like a Who’s Who of American industry. 
most wanted Pres-To-Line is nationally advertised 
: directly co YOUR market, 
(O16) p yh '@) ] fe | er ‘; acquainting YOUR customers with 
the SELLING FACTORS that make 
Pres-To-Line the finest and most 
wanted copyholder in the world today. 


a ‘ 
PRES-TO-LINE DESK STABILIZER 
. 4 World's finest desk stabilizer... 
¢ releases instantly with a touch 


of the fingertip...a fast-selling 
for : othe sales. item that is wate A a “must” 
bigger profits with typists all over the country. 
Reduces typing errors by elimi- 
nating wobble and vibration. 
Sturdy, all-metal construction... 
smooth streamlined finish, mar- 
proof rubber top bumper and 
floor base. Retails at only $4.95. 
mmm rm eee 
Pres-To-Line Corp. of America 
2339 Cotner Ave., Dept. 123, Los Angeles 64, Calif. 


CT] Please send me Catalog of complete line of 
—— Pres-to-Line products. 







cS ebalel-bac Mt -Tegbbh om 
ment for more 
than 2500 of 
America’s larg- 
[=5j Mele) ¢ ele) ¢-talesats 














Name Title 
as well as innumerable ly 
Government agencies Address cute 
City. iii te , = ao 
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For Dod &.) f 3) 


.-- America’s Fastest-Selling Line Of 
BUSINESS AND STUDENT CASES 


You'll guarantee a bigger share of profitable Christ- 
= 4 mas gift business for your store if your plans in- 
clude a TUFIDE gift promotion. Because TUFIDE 
For The business and student cases are known and demanded 
Student by more people . . . because TUFIDE out-sels 
any other brand, by far . . . because TUFIDE out- 
promotes and out-merchandises all other brands 
with consistent, hard-hitting advertising in America’s 
leading national magazines . . . you owe it to your 
store, and to yourself, to stock and feature TUFIDE! 





cal For The Boss 










& V4 Three-W. 
. Zipper Envelope 




















Fer The 


. . « FOR FIVE FULL YEARS! 


Only TUFIDE has this 
amazing sales producing guarantee. That’s why 
more and more customers ask for TUFIDE, by 
name! Amazing TUFIDE looks like leather . 


feels like leather . . . yet outwears leather 5 to 1, 
Solid-Bontom Brief Bag and costs far less. We have a $1,000,000 inventory 
= Law —a complete selection of smartly styled TUFIDE 


business and student cases ready for immediate 
shipment, to help you make this the most profitable 
Christmas you ever had. Place your order today! 


Products 


1401 W. Jackson Bivd., Chicago 7, Ill. 


This gift-selling TUFIDI 
photograph is available in 
mat form in several sizes 
for use in your own local 
advertising 








NATIONALLY 
ADVERTISED IN: 










Newsweek °* Business Week 
U. S. News & World Report 
Sales Management 
Rough Notes 
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by No. ee 8 | 
10 DEAL Makes Old Ball Pens f = 


@ ON Osun REFILLS Write Like New! *? 


NOW 















































* pra 
I doz. FREE with 3 doz. sted 
ie Write or wire us now for catalog sheet and Ca 
| full information on dealers’ net cost. delig! 
Ouida 
Each No. 10 is racked ina tremondous!y improved point-of-sale display conta‘n:ng: ate 
30 Blue Medium Point Refills 2 Red Medium Point Refills _ 
Hee: 10 Blue Fine Point Refills 1 Green Medium Point Refills _— freon | = Guild 
ee 3 Black Medium Point Refills 1 Brown Medium Point Refills “This No. 10 Deal — a 
o> 1 Liquid Graphite Refills is an additional step in our pre 
: campaign to INCREASE the PROFITS 
SPECIAL NOTE of the Smaller Independent Merchant Basil 
“The New Fisher 1-For-All Refill and his friend . . . the WHOLESALER.” Decale 
is EASIER to use and definitely fits “SUPPORT THIS CAMPAIGN a 
MORE pens than ANY other refill on other manufacturers will rs se 4 aac 
the market.” lead and help YOU obtain the — 5 
PROFITS Y ERVE.” * enn, 
: Manufactured by The FISHER PEN COMPANY One Ere = an 5 Bf for Tale 
: FOREST PARK, ILLINOIS and Fit C, Se my here 
SHERMAN OAKS, CALIFORNIA Owner of the Fisher Pen Co. Whe 
Conn. pC 
tion fac 
duty T 
to Hugl 
EFFICIENCY A te 
spot ar 


AND Kgee 

ond che 

Chrictm- 

C é 

CHAMPION Smith.C 
LINES apes 


e Legal and Letter Pads n nearb 
e Quadrille and Cross Section Pads 
e Bill Head and Statement Tablets 
e Typewriter Paper and Tablets 

e Loose Leaf Filler Sheets 

e Wire-O Note Books 

e Receipt Books 

e Adding Machine Rolls 

e Scratch Pads 


Now carried by 
progressive stationers everywhere 





pS rican # Dd cf “ape z C company 


See )lUté“<;« PLANTER 
of Burka 


brass an 
EFFICIENCY and CHAMPION LINES dividers 
individue 
fo separ 


Manufacturers of 
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paper product 
} VKE U aovantage 
apiralize r mpuise pur 
reiatedq tery 


*+* &£ HH & 


Equipment, Ltd hawa, Ont. dea 
e n Ww nave an authorized capita 
d s) with @ pa slue of $10 each 
“ ur par a 


%&* &@ & & & 


+ 


5 in the next ten years w nly 
upply of help, not replace clerica 
N. J. Brown, assistant comptroller, Stee! C 
t nt wher he s300ressed Toront 
Management A ation He rore 
f four million in the same period 
7 meer » 5( ncresase if bus ne 
* &£ & & & 
i y and office equipment industry were 
delighted + Fred R. Smart, secretary-manager, Stationers’ 
Suild of Canad ed with a personality sketch in a cur 
publication the Bates Mfg. C 
Py well-knowr the U.S. ndustry 
wa edited wit h t bring the Canadian industry 
up fT Tt hight Tt y He has been with the Stationers 
5 3 22 year terest outside of business is the church 
who have authority from the On 
form m eremonies, and 
* &£ & & & 
Basil Parfitt sppointed ales manager, Canada 
; , 2 TG T nt act ra ng t the firrr 
+ F. Ralph Board. Mr. Parfitt ned the mpany origina 
t } rv Jutie n 1944, held another 
* &£ & & & 
t s Canadian representative 
8 snd, and has opened sales office 
e& &£ & & & 
Ww t j ne Diane swept through the Seymour 
nan Pen Co., the Canadian produ 
St. Lambert, Que. went on 24-hour 
duty + eat k for the U. S. market, according 
to Hugh L. Kennedy dent and general manager for the 


* &£ & & 


A test Impa the Toronto market t see if television 

rtable typewriters is now underway 

Ltd., Toronto. The firm is using 20-sec 

} t ak time a week n a Toront station until 
Christma j Roy Sambrook who directs promotion f 

* &£ & & & 

Re: ; tisfactorily from a serious operation i 

Robert Holmes. He heads the firm of 

Wenas rioime } perates tw tore n that city, one 








PLANTER OFFICE DIVIDER 
of Burkart Brothers, Inc., Yonkers, N. Y., manufacturers of iron, 
brass and copper ware, have planter and glass shelf room 
dividers designed to enhance the office atmosphere. The nine 
individual units, manufactured by the company, are combined 
fo separate the reception and business areas. 


The new administrative offices 
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If you're with a 
public utility...a 


wholesale house or 





advertising agency 











-.-OF an engineering 


irm—the Friden 


can show you remarkable 





figure-savings 















--.in a range of 
sizes and prices 
meeting all 
figuring needs 


The Thinking Machine 
of American Business 


More businesses of every kind, every day, mecha- 
nize their figuring with the fully automatic Friden 
Calculator—for this reason: The Friden performs 
more steps in figure-work without operator deci- 
sions than any other calculating machine ever 
developed. Operator decisions (thinking plus 
motions) take time—much of which is saved by 
Friden figure-thinking. Time-savings on payroll, 
invoices, inventory, discounts, cost control — all 
business calculations — amortize quickly the cost 
of this machine. And operation is no problem: $ 
automatic is the Friden anyone can use it with 
the simplest instructions. 


business. Ask your nearby Friden Man to show you some 
examples with your own figure-work. Friden sales, instruc- 
tion and service available throughout the U.S. and world, 
FRIDEN CALCULATING MACHINE CO., INC., San Leandro, Calif, 


rm. 3 


iden 


THE AUTOMATIC CALCULATOR * THE COMPUTYPER 
THE NATURAL WAY ADDING MACHINE * THE ADD-PUNCH MACHINE 
© Friden Calculating Machine Co., Inc. 
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SExport Statistics 
60 STOP MORE TRAFFIC of U.S. office machines 
WITH THE equipment and supplies 


Net Value 
i i- LATTER Quantity (Dollars) 
Bookkeeping, Accounting Machines Non-descriptive Etc. 
ew PRP ™ 





































New, except Punched card .......... : 484 717410 
THE SCIENTIFIC TYPEWRITER PAD Bookkeeping, Accounting Machines Descriptive Text- 
Writing, New, except Punched card . 629 1218404 
Listing Adding Machines, New, except Punched card Type .. 2752 5172% 
LINE Non-Listing Calculating Machines, New, except Punched 
eee card and Pocket Types .......... 2215 777580 
Non-Listing Adding and Printing Calculating Machines , 
; i fy SIN os ch aru. 2 5. a on des Na ciple earn ae 1438 48010 
national ads like this mean Card Punching Punched card and Auxiliary Machines, New 181 312246 
H Accounting, Bookkeeping, Card Punch Etc. Machines, Used 
more sales and more profits and Rebuilt ................ 1113 315725 
Accounting, Bookkeeping, Calculating Card Punch Etc 
Z Machine Parts, Nes. ........... 1493211 
~~ Addressing Machines ............... : 245 114645 
Addressing Machine Parts, Nes. ... 49715 
Duplicating Machines, except Lithograph ‘Offset Type 307 65256 
Duplicating Machines, Lithograph Offset Type 64 149339 
Kil-Klatter’s aggressive Duplicating Machine Parts, Nes. .... 60833 
Cash Registers, New ................ 892 334073 
advertising reaches Cash Registers, Used and Rebuilt ...... 298 30945 
Cash Register Parts, Nes. ........... 445213 
office managers, secre- Typewriters, Standard, New, except Electric 7724 801046 
Typewriters, Standard, Electric, Except Automatic, New 704 173582 
taries, stenographers Typewriters, Portable, New ...... 2239 137941 
Typewriters, Used and Rebuilt, except Automatic 1507 75711 
and typists through NIE, TN. oe sce ncsaudeey'c 60 44594 
Typewriter Parts, Nes. .......... ae ; 478735 
national office and Staplers, For Office Use ......... ou 38249 65992 
Dictating Machines .......... 652 125107 
business magazines, Mail-Handling Machines and Parts, Nes 48964 
Check-Handling Machines and Parts, Nes 38654 
clears the way for Office Appliances and Parts, Nes. ..... 112885 
Mechanical Pencils, all Materials, Doz 28329 134621 
sales for you. Mechanical Pencil Parts .......... 11497 
o Pencils, Black Lead, except Mechanical, Gr 39767 106663 
im your office with Pencils, except Mechanical, Nes., Gr. . a 5126 21662 
... BO” Rs eae : 48470 
NE ed ei ee eee 43200 
Pens, Ball Type, Doz. ....%..... 154271 360835 
= Pens, Fountain Type, Doz. ...... ; 37589 472807 
Ball Pen Refill Ink Cartridges, Doz. .... 159587 207250 
a PLOWS WVY Fountain Pen and Ball Pen Parts, Nes. . 12816] 
Fountain Pen Points, Including Points for Dip Pen Desk 
‘ +> Gr mG pea 53455 115212 
: ieter when en Points, Carbon Steel, Plain or Plated, Gr 3900 4540 
e Your office becomes quie ' Desk Pen Sets ........-..... 4495 18380 
Kil-Klatter pads go to work for a MED lcs scesnecssa¥evaes 138030 2 
. : writer noises dis- NE Cairne onlin ph beremeiiar oie 280640 
Distracting type ci 7 | Carbon PS, ES ss pariens.c : 136768 147820 
appear . . . office efficiency goes uP Ribbons and Ribbon Cloth for Office Machines, Inked 77522 
The result is fewer typing errors, } Office Supplies and Parts, Nes. .... 428983 
fewer clerical mistakes. these (Nes.—Not elsewhere specified) 
Figures for May, 1955; Released in August, 1955 
by the U. S. Department of Commerce 
Absorbs the shock and deadens (A breakdown by countries is available from the Foreign 
P extra Trade Division of the Bureau of the Census, United States 
the sound of typing. Department of Commerce, Washington 25, D. C 
°  ————————— 
Made from genuine OZITE felt, sales aids 


Victor Opens Pigskin Prize Parade 
The Pigskin Prize Parade is Victory Adding Machine Com- 
pany’s newest contest designed to give all salesmen the op- 


with dent-proof top and 
skid-proof bottom. 


Fits all typewriters and other @ CATALOG CUTS portunity to share in merchandise prizes based on their touch- 
ff hanes S00. © NEWSPAPER down, field goal and safety records. : 
office mac MATS Even a bowl game is in the offing for the “all American 
e Quota Back” (the man with the highest percentage of quota). 
™, AT YOUR STATIONER OR @ TWO-COLOR To this salesman and his wife are being offered an all-ex- 

OFFICE SUPPLY DEALER ENVELOPE pense holiday in New Orleans, where they will see the Sugar 


STUFFERS Bowl game on New Year's Day. 


KI L- KLATTER © COUNTER CARDS A heavy mailing of contest ‘materials has been scheduled 





ease 2 to keep interest in the campaign at fever pitch throughout 
, Rm PA 9 " 
ve SC OC TtESG SRS the three months’ period. 
“The Answer to a quieter office “We have sponsored a number of short duration con- 


tests this year,” says Vice-President A. F. Bakewell, “rather 
than a year long project. In the spring Victor salesmen par- 
ticipated in a Sell More Derby. In June, President’s Month 
was the challenge. In August, a Harvest of Sales was offered.” 





may be under your typewriters” 









Order your supply of KIL-KLATTER 
typewriter pads and free sales Clary Demonstrates to Dealers: , a 

aids. . . TODAY Nine dealer-participation sales meetings covering 175 cities 

in 30 states were held by the Clary Corporation in September 

to introduce and demonstrate cash register and adding machine 


eee FOR MORE SALES models. 


: : | The series of inter-state new product clinics for Clary deal 
ers from neighboring areas were conducted by W. S. Watkins, 
AMERICAN HAIR and FELT co. dealer sales manager from the company’s San Gabriel, Calif, 
MERCHANDISE MART, CHICAGO 54 main offices; Richard Barrett, training specialist, and the mat- 

ager of the host district. 











240 OA—11/55 | Of 











—om- 


op 
puch 


rican 
ota) 
Il-ex- 
Sugar 


duled 
ghout 


con- 
rather 
) par- 
A onth 
ered.” 


cities 
ember 
achine 


deal- 
atkins, 
Calif. 
. mar 


1/55 





















world’s lowest priced 
quality tape machines 


IN OFFICE, STORE AND FACTORY 
* Featuring “advanced-styling” in a complete line of automatic and pull yee tape dispensers, 














“lowest in price—highest in quality” . . . designed with the conperation of 
Stewart-Warner engineers. 
SEAL-O-MATIC 
“CELLO” 
SEAL-O-MATIC SEAL-O-MATIC —- 
savemarn “AUTOMATIC 
AUTOMATIC Hae! s Bede! ‘35° Chrome . For Cellophone 
Top Model j ~ or Pressure 
For Reinforced Sensitive Tape. 
Tape $49.98 : $1 7.95 Fantastically low % 95 
Finest made for heavy duty shipping. Tapé widths m price... ° 
1%” to 3”. Features a lifetime stainless steel New %4” to 14%” tape sealer with front press down Compare it with 
blade, 2 pure bristle brush wetting. Visual mea- handle. An unbeatable leader in style and mechan- all competition!! 
suring scale. Self adjusting moistening element. ical efficiency. Nothing like it before!! . . . And at Feed stop mechanism measures and ejects lengths 
Automatically measures, wets, cuts, ejects tape a price so low. Precision formed. Rustproof. Un- adjustable up to 4” each press. Tape siitter at- 
lengths adjustable 242” to 36”—each pull. Side breakable body. Lifetime blade, automatically tachment splits tape in half lengthwise, ojects tue 
bottie maintains water level in large tank. Fully ejects strips in lengths adjustable 2” up to 742”. pieces—each press. Tape slitter ottachment $1.00 
encased body Available in hammertone gray—$16.95 retail. additional. 
SEAL-O-MATIC 
“SURWAY" 
SEAL-O-MATIC Fin aay A 
” ! ! 
FLASH” BRUSH 11>” Brush 
SEALER Envelope and 
With Removable Label Moistener 
Water Box 





al | New Low Price 
$5.95 | So 98 


The best brush pull type machine for tape widths 











LEWIS TRIGGER-ACTION 
SAFETY KNIFE $1 .50 
A REAL PROFIT-MAKER 





up to 14”. Features control guides to prevent un- For labels, stamps, envelopes, etc. Moistens gum- We Cone 

ravelling of tape, non-clogging top, end-to-end med surfaces for quick, permanent adhesion. Rub- rpose knife. Protective 
moistening; important for safe sealing. One piece ber feet. Heavy galvanized non-tipping metal base. See, ee aa eliminates the hazards 
body Chrome plated brass top. A must fos every office! 

Al “ ” Qe of exposed cutting edges. Nothin 2. — 
- " so available, “JEWEL” 3” brush model, ready to cut. Rustproof. Unbrea' 

Other mode available: $3.98 retail. all users. Priced no higher than othe knives ‘knive: —_ 

IGHTNING 3” BRUSH SEALER . .$9.85 retail Lipton Dispensers and Sealers Sold Exclusively out ut safety features. Also available: Exclusive 
UTILITY BRUSH SEALER . .$7.98 retail Through Dealers and Wholesalers. arton Opener only $1.75 retail. 

IGHTNIN ROLLER SEALER . .$8.85 retail Regular Trade Discounts. 0 1st ¥ 

r 21st ear 
Send order Now . . 

"All mode feature end-to-end moistening and coumuialitensinn MANUFACTURING co., Dept. OP-1 
have removable, heavy cast aluminum water boxes. : 
in hommer-tone gray some models have op- or write for literature and 52. W. Houston Street © New York 12, New York 


tional colors complete details to: 





World’s Largest Manufacturers of Low Priced Quality Avtomatic Tape Dispensers 








World's Smallest Adding Machine 


SLUT] T 


SWIFT ADDING 


SWIFT BUSINESS MACHINES CORP.Great 
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VISIBLE ADDING DIALS 
| 9 COLUMN CAPACITY 


MACHINE 


Barrington, Massachuse 
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SPCC SS SETS SESE SEES EEE EEE EEE E EEE EERE TREE EEE EOE E REET OEE TEER E EEE TERETE EE EEE EERE EOE E TEER EE EEE E EEE EE EEE EERE EE EEEE EEE EE EE EEE EE EEE EEE EEE TEESE EERE EEEE EEE EEE ESET EEE E EY 


SCHWAB SAFE CO. 


Oe PPC CCPC CCC EeePC eee CeCe Cer Cee ere eee eee eee ee ee) 


THE PRESIDIO 








insulated blueprint file 





Safeguards the Heart of Business 


A Fireproof and Burglar Proof Plan Drawer 
Unit. 

Provides maximum protection for valuable 
drawings, tracings, blue prints, and maps. 
Can be furnished in two-, three-, four-, and 
five-drawer sections. 

Made to hold any size sheet up to and includ- 
ing size of 42" x 30". Removable partitions 
and dividers for any size sheet available for 
each drawer. 

Finish: Green or Gray — Smooth, Hammer- 


loid. 


SCHWAB SAFE CO. Lafayette, Indiana 





Each drawer protected by 2” of insula 
tion between each drawer. Outside case 
has 3” of insulation. Thumb latches on 
each drawer. Entire unit protected by 
4-point locking mechanism 


GUARANTEED PROTECTION 
INSPECTED 
For 1 Hour — 1700 


t Applied for 








Write for information 


OCC O OOOO EEOC E TEESE TEETH TEETER EE EE EEE EEE EEE EEE E EERE E EERE EERE EERE R ERE E EEE EEE EERE REESE ESSE EERE E EEE TESTES EEE EE EE EEE EEE EEE EEE EEE EEE REESE EEE EEE SESE ES 














Scotty Terry rm wera sewer 
holds... 


© Pens 

© Pencils 

® Paper Clips 

© Paper Memoranda 


® Letters 


Available in JEWEL PLATED Colors 


Gold Silver Rose 





Chartreuse Turquoise Suggested List Price: $2.00 Plated Colors — $1.50 Black 


Also in Black 
individually boxed — 12 to master 


Practical — t with instant eye-appeal. New & . ° e 
ar vs eerie Pita shipping carton — weight 8 Ibs. 
Novel — A wonderful gift item for every Office & 


Home. Write for literature and special dealer discounts. 


Capitol Metal Products 517 University Ave., St. Paul 3, Minn. 
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Patents 








Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted August 0 1955 


716,409 Loose Binder t A. Thesieres, Sprinafieid, Pa 

716,440. Combined Desk and "Seat Unit. Rudolpt vermar Highland Park, 

116,453. Key i Operated Mechanical Machines for Perforating Cards. 
W am Edw treatham, London, and Donald Edward Boxall, Mitchar 


} { " mas Accounting Machines, Ltd., London, England 
2,716,524. Numeral Whee Aligning Mechanism Harvey N. Bliss, Windsor, Cor 
nor V Hartford, Con Illustration 
> 716,583. Drawer mstruction. Clarence W. Straubel, Loganbrooke, Oh i 
to TI roofing C¢ Youngstown, Ot Illustration 


Granted September 6, 1955 
2,716,749. Stapling Machine for Simultaneously Inserting at Least Two Staples 


Ewald Ru Arnher Netherlands 

2,716,774. Furniture Glide mon T. Kilmer, Grand Rapids, Mich., assignor to 
Ame eat Rapids, Mich 

2,716,964. Per Pointer Middleton J. Tackaberry, Houston, Tex 

2,716,985. Combinatior Loose Leaf Notebook and Portable Desk. Harold H 
Wolf, Ct 9 Major Leather Goods Mfg. Co., Chicago, II! 


2,717,026. Chair with "Self Folding Seat. Alfred C. Hoven and Walter E. Nord 


ark, Gra he assignors to American Seating Co., Grand Rapids, Mict 
2,717,070. 1 Spacing Mechanism. Charles 8. Letterman, Hartford, Conr 
j t “ New York, N. Y. Illustration 
2,717,121. Keyt rd. +t F Luhr Armonk, N. Y assignor to Internationa 
o Viact New York, N. Y 
2,717,165. Me andum Pad. George J. Shapir New York, N. Y 
717,334. Electror Counters. Joseph R. Desch ayton, Ohio, assignor to The 
N 3 ayton, Ohix 
Granted September 13, 1955 
2,717,382. St Machi ne. Henry Ruskir Bayside N. Y assignor t Speed 
rod Y 
2,717,549. Ma Sheet "themes Mechanism for Duplicating Machines. Henry P 


med Strip Moistening Device. Walter T. LaBore, Stamford, Conr 








2,716,824 


2,717,485 














Sy 
TS 
<j 
2,796,109 
gnor V Stamford, Corin 
2,717,578. Fountain Pen. Wilhelm Koreska and Robert Lausch, Vienna, Austria 
2,717,605. List Finder. William Lang, Verona, N. J., assignor to The Bate 


32. Fold Tablet Arm. Glenn B. Morse, Grand Rapids, Mich 
7,642. Machine for Automatically Bursting a Continuous Strip of Stationery 
neets. T € er, Endicc _ eh assignor to International Busine 


rn 


’ ’ ¥ rK v 
2,717,643. Knock-Down esis Punch Device. Herbert W. Marano, Brooklyn 


Y } WwW nes Co., Chicago, II! 
2,717,684. Multiple Use Typewriter. Raymond N. Harter, San Diego, Calif 
2,717,685. Adjustable Power Operating Mechanism for Typewriting Machines. 


f N. Y assignor t nternational Business Machines 
New llustration 

> 717.686. Word Writ ng Typewriter Robert R eeber, Jr 
r t esss Machines Cort New York, N. Y. Illustration 


New York, N. Y 


2,717,687 apsible Pager Support for Typewriter Carriages. Giovanni 

eregt y witz and, assignor to Paillard S.A Sainte-Croix, Switzer 

2,717,688. Typing Speed and baa Indicating Apparatus for Typewriters 

es Aar r Village, Kans 

2,717,733. Typewriter Controlled Calculator Hans P. Luhn, Armonk, and Rich- 
jer Falls N Y assignors to International Business 

act N. Y. Illustration 

2,717,822. Pre n Belt Drive Arrangements. Austin G. Cooley, New York 


e Corp., New York, N. Y 


f 


Granted September 20, 1955 


2,718 051 Method of Making Bali Type Writing Instruments. George 
Eversharp, | Chicago, Ill 
Printer Harold R. Gullixson, Evanston, and Fred L. Smitt 
ynors to Ditto, In Chicago, III. Illustration 
é 718 257. Tiltir hair. Finn Lie, Ring St., near Hamar, Norway 
2,718,295. Tabulator Stops for Typewriters and the Like. Arthur H. Sharpe 


_ 


2,718 181 Contact 
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Nationally advertised 


OVHRIOWE 





Most versatile leather goods 
line on the market pre-sold with 


prestige national advertising 





Charles Doppelt & Co., ine. 


2024 S. WABASH AVE.+ CHICAGO 16, ILL. 


New York — 389 Fifth Ave. * Telephone MUrrayhill 3-5777 


pouvenmes Los Angeles — 712 Olive St. « Merchandise Mart Building 


GOUGH ¥ - WEY WMV EMOGIO: 
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Yl Cae sell 


BUSINESS 
FORMS 


atro poit! 


—— 





your label 


— 
age 
your ~)% ies 


imprint 
billed to you 


STATIONERS CAN AND DO SELL BUSINESS FORMS 
at a profit. The easiest way is the Hano 
way ...a complete line of Continuous 
and Snap-a-part Forms... with full 
Dealer protection. 


Hano Forms carry your imprint, are shipped 
under your label and billed to you. You 

will find new profits in this top-quality 

line .. .no headaches! Like other Hano 
Dealers, you'll keep your Specialized Forms 
Business away from competition. NOW is 
the time to start. . . look into a Hano 
Dealership. 


This colorful 8-page folder shows 
the complete line of Hano 
Business Systems .. . including 
Snap-a-parts, Continuous Carbon, 
and Autographic Register Forms. 
Available on request to 

wah CE established Stationers in the 
South, Southwest and Midwest. 





General and Sales Offices: Warehouse and Branch Plant 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 





PRINTED MANIFOLD SYSTEMS SINCE 1688 
PHILIP 


lane Company 
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West Hartford, C signor to Underwood Cor New York, N. Y. Illustration 
2718, 354 Carriage “Controlled Total Taking Means. Arthur H. Sharpe, West 
jartford, Conr signor to Underwood Corp ew York, N. Y. Illustration. 
°2, 718, Al2. themorandumn Pad with Rolled Memorandum Paper. Walter F. Lucas 
bellierose Y 
2,718, 413 Base for Copying in Loose Leaf Books 3e0rg Leonard Fransson and 
ustav Ake Lennart Wingvist, Stockholm, Swe assignors to Aktiet aget Galco 


stockholm Sweden 
2.718 633. yma Circuit for Electronic Computers and the. Like. Donald T 
Fennessy, East Orange, N. J., assignor to Monroe Ca at ne Co., Orange, 


Granted September 27, 1955 


2,718 955. Stencil-Character-Forming Typewriter. Harmon P. £ tt, Water 
town 

2.718.956 Line Indicator for a Typewriter or the Like eph Richard Lep 
kowski, Brooklyn, N. Y 


Remington Rand Develops 
Simplified Accounts Receivable Plan 


Remington Rand has recently released a graphic eight-page 
folder describing its new “Simplified Accounts Receivable for 
Retailers” plan. 

The plan, based on the company’s “Simplified Unit Invoice 
Accounting” system, uses no accounting machines and re- 
quires no highly trained clerk, the firm reported, and should 
provide a complete and accurate, fast method of handling 
accounts receivable. 

The new folder shows pictorially, with flow charts, how 
the plan functions from debit entry through all the billing and 
customer remittance. 

Copies of the folder, No. KD 775, are available at Reming- 
ton Rand sales offices or from Remington Rand Division, 
Sperry Rand Corporation, 315 Fourth Ave., New York 10, 
og 
A. W. Townes Agency Reorganized 

Andrew W. Townes, a Remington-Rand representative for 
43 years, recently announced that his agency in Orlando, 
Fla., is giving up Remington and the Dictaphone Corporation 
with both concerns establishing new headquarters in the com- 
munity and retaining him in an advisory capacity. 

Mr. Townes added that his agency will continue to handle 
Florida sales for American Automatic Typewriter Company. 
He said all employees of his firm will be retained by Reming- 
ton with Vaylor Logan of Orlando becoming district manager. 
Remington also took over the Townes offices at 141 N. Main 
St. William Shanahan of Miami, Fla. will be branch manager 
of Dictaphone. 





Hygrade Printing and Stationery Moves 

Hygrade Printing and Stationery Company recently com- 
pleted a move to new quarters at 480 Canal St. in New York 
City. 

Samuel B. Lane, founder of the business in 1920, said his 
company “started from scratch” at that time but has per- 
sistently moved forward, ever mindful of customers’ needs, 
to build the business into its present shape. Some of the cus- 
tomers are national organizations in many fields who have 
been doing business with the company since it started. Almost 
75% have been doing business with the firm for over 20 years. 

This move puts Hygrade in its fourth location in 45 years, 
each move bringing increased facilities for the company and 
its customers. 





Navin Buys Western Business Machines 

Thomas R. Navin recently purchased Western Business 
Machines in Tucson, Ariz. The firm is the authorized sales 
and service agency in Tucson for Smith Corona typewriters, 
Odhner adding machines, Facit calculators, and has just as- 
sumed the agency for the Thermo-Fax copying machines. 

Mr. Navin, who has been a member of the faculty at the 
Harvard Business School in Boston for the past 10 years, said 
his company is in the process of expanding both sales and 
services and invites inquiries from manufacturers of office 
machines and equipment interested in expanding sales cover- 
age in southern Arizona. 





Book Store Moves in San Antonio 


The Alamo Book Store, formerly located at 419 N. St. 
Mary’s St., has moved just across the street to 416 N. St. 
Mary’s.—JHR 
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He is well paid that is well satisfied 


Satisfaction pays dividends! And successful dealers rely on 
JUSTRITE ENVELOPES for complete satisfaction. 


For more than 35 years, JUSTRITE has satisfied dealers everywhere with a 
complete line envelope service. 

Quality Bankers Flap envelopes of highest grade 
paper stocks and an outstanding variety of bank 
specialty items, make JUSTRITE a natural source ° 
for bank printing accounts. Tamperproof en- 
velopes, Pass Book Jackets, Cello-window en- 
velopes, Deposit Receipt Cases, Security Bond 
Jackets and Payroll envelopes are all members 
of the JUSTRITE Bankers Line. 

For all your accounts, bank on Justrite. Your 
dividends will be assured with Justrite! 








SOLD 
THRU *from The Merchant of \ 


DEALERS 
ONLY WRITE FOR THESE SAMPLES AND PRICE LIST F-1! 





NORTHERN STATES ENVELOPE CO. BiZe 


300 E. 4th STREET, ST. PAUL, MINNESOTA 


JUSTRITE ENVELOPE MFG. CO. 
523 STEWART AVENUE S.W., ATLANTA, GEORGIA 


Two modern factories to serve you 


ADDRESS 








ciTy. STATE. 








FIRM 


THREE TOP SPECIALTIES 
For Your Office or Plant 


STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 














Corner Posts, 11 Gauge or 13 
Gauge 7’3” high... 83” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 


Size 26144"H x 16”"D x 22”W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 





STORAGE CABINET 


No. 3678-S 2° rubber casters. Shipped K. D. one per 
with adjustable shelves, finished in carton. Weight 30 Ib. 
baked-on olive green or office-gray List Price $15.00 
enamels with lock in handle, insu- 
lated doors, spot welded assembly 
Shipped one per carton, set up. M | DWE ST 


W x 18” x 78°H 
Weight 175 Ibs. 
List Price: $50.00 
SEF FALER FOR OTHER SIZES OF 
CABINETS AND SHELVING 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 



















Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 





ASSOCIATED 
COMPANIES: 





SPACE-SAVER ° SECRA-TYPE 


FINEST QUALITY — BEAUTIFUL 
WOOD OFFICE FURNITURE 





Secret Compartment 


SAFE - T - FILE 


JUMBO (No. 63) or REGULAR (No. C-57) 
SIZES. A Tri-Purpose 3-in-1 File 


Rounded cover of 
modern design — Set 
of titled envelopes 
for Important Papers 
— Secret Compart- 
ment has extra lock 
& key — Full piano 
hinge for durability 
— Double compart- 
ment body with com- 





252-ST plete set of folders 
Pat. No, 2133807 — Holds over 2,000 
documents — Flush 


ends increase rigidity 
— Spill-proof lock 
prevents accidental 


desks dependable and of uniform quality, Investigate the com- spilling — Seratch- 


. . or: ‘ ist t k 
plete line of WORDEN wood office furniture a 
enamel finish. 


Sturdy construction and finest materials always make WORDEN 


For particulars or literature, write .. . Also Legal, Jumbo & Regular 
Sizes Without Secret Compartment. 


Write for Catalog of Complete Line of Staple Office 
Necessities 


the 
WORDEN company THE Wlayfatr COMPANY 


HOLLAND MICHIGAN 315 DESPLAINES ST., CHICAGO 4, ILL. 
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Clever birth announcements heralded the arrival of Barry 
L. Marshall, born September 25 to Winona and Floyd Mar- 


shall, Jr., of Tulsa, Okla. In keeping with the father’s role 
in the stationery and office equipment industry, the announce- 
ment said this was “Invoice No. 1, Color: red” and carried 
the manufacturers’ note: “For some time merchandise will be 
subject to noise and dampness. Keep well fed and changed. 
While down payment is small, unkeep will continue for years. 
Additions may be had. No refunds or exchanges are 
allowed 





Nu Arc Opens Eastern Office 

The Nu Arc Company,’ Inc., Chicago manufacturers of 
rapid printers, automatic arc lamps, vacuum printing frames 
and other machines for making offset plates, has announced 
the opening of an eastern sales and service office at 215 
Fourth Ave., New York City. “Red” Koren, well known to the 
trade, is in charge 


Rex Cox Promoted in Friden Ranks 

Rex G. Cox has been promoted to district managership of 
the Friden Calculating Machine Company, with offices in 
Rock Island, Ill. This is the Quad-City branch. Formerly lo- 
cated in Des Moines, Iowa, Mr. Cox has been a winner of the 
company’s vacation sales contest for four years.—Al 





Denver Firm Incorporated 

Charter of incorporation has been granted Denver Chair 
Company, Inc., furniture, office equipment and other mer- 
chandise, listing capital stock of $100,000, subscribed stock 
$500. Incorporators: Mozon Little and Richard Withers, both 
of Denver. and A. J. Little, Charlotte, N. C_-—EEG 





IBM Names Dallas Equipment Head 

International Business Machines Corporation has named 
J. A. Lill as time equipment manager in the Dallas, Tex.., 
area. He comes from the San Francisco, Calif. office, and 
will cover Waco and Fort Worth as part of the Dallas terri- 
tory EEG 


Financial Notes 





Marchant aiculators Inc. Oakland, Calif.—Quarterly dividend checks dated 
eptembe l the company’s shareholders currently, mark the beginning 
nr th year of continuous dividend payment. During these tw 
$] r been returned to Marchant shareholders in cash dividends 
worth was increased by $9,764,000. In addition, stock 

d ena r re totaling 125 per cent, were issueao 


Clary Corporation, San Gabriel, Calif.—The board of directors of the Clary Cor 
rat r third-quarter dividend of 7¥2 cents per share of common 
the preceding two quarters, Hugh L. Clary, president, an 
quarterly dividend of 67» cents a share was declared for 
non dividend was payable on October 5, and the preferred 
hareholders of record on September 21. Announcement wa 
nade that t y now producing a high-speed automatic tape punch unit 
tion with its vari business machines in automation 
ng systems for business and industry. The 1955 sale 
products is expected exceed the 1954 total by ap 

were tola 
CHICAGO—Net earnings more than doubled in the six month 
2s compared with earning: 1 the like six months a year 
dent, reported unaudited net earnings of $986,483 after 
p 112 per cent over last year’s first half profits of 


EVERSHARP, INC 


$464.7 Af ed stock dividend requirements, the earnings were equal t 
$1.05 a t against 48 cents. Operating income totaled $1,489,387 

early tret $ 3B¢ f operating income in the first half of last year. Net 
were $9,678,233, compared with adjusted sales of $9,281 

l tt f year ago. The 1954 half-year sales had been reported at 
$9,491 5 . d they had since been adjusted to reflect present a 
ting cash discount against gross sales instead of treat 
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tHe SAFE °* 


FOR YOU 


SPEEDY SALES 
SURE PROFITS 


ATLAS HANGERS 


Only Atlas manufactures a complete line of patented hangers 
in 1142", 14” and 22” widths. Choose the hangers best for your 


requirements. 


NEGA-PLATE HANGER 


(fHustrated) 


Equipped with two heavy en- 
velopes for offset plate and neg- 
ative. Filed items are protected 
from dust, scratching and effects 


of light. 
and 22”. 


Available 


DSH Hangers—for standard stencils 

DGR Hangers—for foreign heading stencils 

PSC Hangers—for straight edge plates, negatives, stencils etc. 
SH Hangers—for serrated edge offset plates 

GIH Hangers—for group and specialty filing 


NEXT STOP NEW YORK 


See Atlas Vertical Filing Equipment 
NATIONAL BUSINESS SHOW 
69th Regiment Armory 


7 OFFSET PLATES 
NEGATIVES, STENCILS 





SURE WAY 


FOR YOUR CUSTOMERS 


SAFE STORAGE 
SWIFT FILING & FINDING 


SWIFT ° 





ATLAS JUMBO MODELS 


Two drawer credie suspension 
cabinets manufactured of extra 
heavy steel. 

A Jumbo (illustrated) 16” wide, 
52” high, 28” deep. Files stand- 
ard offset plates, negatives, sten- 
cils 

B Jumbo 181," wide, 52” high, 
28” deep. Files plates, negatives, 
stencils 111" to 13” wide 

C Jumbo 26'," wide, 52” high, 
28” deep. Files plates, negatives, 
x-rays to 21" wide 


OTHER ATLAS MODELS 


Portable, Deluxe, Twin-Deluxe, 8 
Deluxe, C Deluxe, Efficiency Mod- 
els. 


in 11/9" 








FOR STENCILS, OFFSET PLATES & NEGATIVES, X-RAY, ETC...... 


Atlas Stencil Files Corp., 16716 Westfield Ave. * Cleveland 10, O. 





VERTICAL FILING 
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Model No. 523 
Arm Revolving Chair 





Model No. 521 
Arm Chair 


FASHIONED 
COMFORT 


Brings Customers Back 
Again and Again 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 


Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch ball bearing casters, add to 
the life of the chair, and to the comfort of your customers. 


Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford . . . Gregson’s Arm 
Swivel Chair and Companion Arm Chair . . . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Alabama Store Expands 
Four Times Since 1947 


@ SELECTING AN UNUSUAL aspect of the office furniture 
market and developing an intensive promotional program to 
capitalize upon it has worked out so well for Stern Brothers, 
office furniture dealers of Montgomery, Ala., that the firm 
expanded four times since 1947. 

The new addition is a handsome brick, steel, and glass 
building on the Alabama city’s Holt Street, near the down- 
town district and brings total showroom area at Stern Brothers 
to just short of 12,000 square feet, making it far and away 
the largest office furniture display in the state. With such 
features as comfort cooling, adequate space for the display 
of model offices, a separate used furniture department, and 
refinishing shop, Stern Brothers are attracting buyers from 
throughout the southern states—due to a highly unique sales 
plan. 

“We went into the office furniture market through an un- 
usual route”, Louis Stern, who with his brother Phillip, heads 
up the firm, pointed out, “We entered the field shortly after 
World War II, when there was a decided shortage of new 
office furniture available anywhere, and our city was in the 
throes of a population development. It occurred to us that 
many business firms would be quite happy to get along with 
reconditioned used furniture at least on an interim basis, and 
consequently, we began operation with a complete recondi- 
tioning service, turning out low-cost, but fully useable office 
furniture of all types. , 

From that point we found that there were markets which 
we had not expected. Much of our sales volume in used, 
reconditioned office furniture which is sold to older business 
firms who have no intention of replacing original office furni- 
ture but need additional desks, tables, files, and similar pieces. 

The service which we have offered calls for a close match 
between the original furniture and that which we supply for 
the expansion. Now, because we are able to duplicate finishes 
and appearance in this way, our used furniture department 
has become our best-known calling card.” 

Open in 1947 

The Stern brothers, who had been released from military 
duty only a few months before, began business in a small 
store which was opened in October of 1947, in this section 
of Montgomery, far enough removed from the downtown dis- 
trict to escape the pains associated with downtown parking. 
The refinishing shop, as pointed out above, was emphasized 
and the brothers launched their sales career with a direct mail 
program simply aimed at businessmen throughout southern 
Alabama, offering to supply a variety of refinished, recondi- 
tioned furniture. 

Names for the initial direct mail program were simply 
selected from telephone books throughout the area, and the 
original direct mail was simply mimeographed. Since then, 
Stern Brothers has become one of the largest users of direct 
mail in the southern states. Complete brochures, listing all 
lines of office furniture carried, are now sent on the average 
of twice a year to a list of some 30,000 potential customers 
and much of the firm’s volume has been sold by “mail order.” 

In 1952, the size of the store was doubled, to provide a 
showroom of equal size and the first lines of new furniture 
added. Since then, with a heavy demand for both new and 
used furniture, the Alabama office furniture retailers have 
added a third store, and in July of 1955 the fourth, which is 
a brand new, brick-faced structure with “suspended” windows, 
asphalt tiled floor, pastel walls, and an intense lighting system. 

Each of the expansions resulted in an increase of at least 
100% of the former space and the most recent building is 
some three times as large as the previous showroom. Between 
the used furniture showroom and the new showroom, a light- 
weight wall can be easily removed, to convert the entire two 
sections into a single large showroom where desired. “During 
the past two years since we have handled new furniture, 
the ratio of sales between reconditioned used furniture and 
new furniture has changed sharply in favor of new furniture”, 
Louis Stern said, “This, of course, stems from the fact that 


OA—11/55 

















“TURKEY TIME” NOW 





means: 
“TRANSFER 
TIME” Soon! 





ARE YOU PREPARED FOR 
FIRST-OF-THE YEAR 
“TRANSFER TIME" BUSINESS? 


IT’S NOT TOO SOON TO 
PLACE YOUR ORDER FOR 


IMPERIAL METHODS 
KRAFT AND MANILA 
FOLDERS — SINGLE 

AND DOUBLE TOP TO 
MEET EVERY REQUIREMENT 








P.S. Dont forget to restock 


on guides and folder 
labels too 


FOR QUICK SERVICE *¢ TOP QUALITY 
* LOW PRICE — PLACE YOUR "TRANS- 
FER TIME" ORDERS WITH IMPERIAL 
METHODS. 





Linpertal [ethods (6 





IN SHOWS ACROSS THE NATION... 


MASO’S New Steel Stands 
Star in Sales Appeal! 











give you MORE to sell because 
customers get MORE FEATURES they want! 


% Modern styling to steal the show from competition. 
% Advanced features that can’t be matched for the money. 


%* Husky tubular steel construction helps get value- 
conscious “big i tion” customers. 


% New “Heel-Toe Control” Power Pedal raises stand to 
casters for quick moving; lowers to rubber feet —all with 
one easy foot operation. 

% Extra large tops and leaves give a bonus of working are . 

* Chip-proof, hard baked enamel finish in 5 striking color 
choices: Desert Sage, Mist Green, Gray, Green, Brown. 

* All stands are available with or without clips—or cups 
and channels—in standard height or stand-up models. 


MASO Also Offers 3 Complete Matching Chair Suites 





Thanks for visiting us at National ¢ 
Stationers Convention :: Conrad Hil- & 
ton — Chicago 

Sincerely, 
John F. Burke and Jack W. Murray 


STEEL PRODUCTS, INC. 


53 W. Jackson Bivd., Chicago 4, Illinois 





FOREST PARK, ILLINOIS 
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‘for quick sales 











‘for big profits 


a «INDIANA 


UNDER-COUNTER 
MEET ALL NEEDS 
Model R-1 (illustrated). gaa CASH DRAWERS 


Has removable metal 
_NO STOCK TO CARRY 





money tray with 
lock-on lid. 


List 24 HOUR 

$44.50 « SHIPMENTS 
FULL DEALER 
DISCOUNT 


y NO COMPARABLE 
PRODUCT AVAILABLE 


3 Additional Models — 
$26.50 and up 


A sample of one model is all 
that is necessary to show Indi- 
ana’s high quality, workmanship 
and practicability. 


When you display one of these Cash Drawers — they sell 
themselves. A high quality product of Indiana hardwoods — 
smooth finish inside and out. Quiet roller mechanism — warning 
gong rings when drawer opens. High-grade disc tumbler lock. 


A gift for the entire family. 


A correct Display helps sell. weite fer details 


INDIANA CASH DRAWER CO. 
P.O. BOX 236-E 


Send for Cat. No. 65. 


THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., Indianapolis 7, Ind. 


Shelbyville,-Indiana 










Fine Point 


ERASES SINGLE LETTERS 


aay | automatic electric eraser 





good profit maker with a wide market 


Thin Diameter 


FITS DAINTY HANDS ys 











Handy Druch 


FLICKS AWAY RUBBINGS 





Get your share of the profitable electric eraser business. Sell 
the fully automatic Barber-Colman electric eraser with exclusive 








self-starting feature. Just pick it up and start erasing. Quickly, ® 
smoothly erases pencil, ink, type . . . fine lines or solid blocks. * 
A valuable timesaver needed by engineers-draftsmen, K L 3 | zZ © S/ Vif, 
architects, artists, business offices, schools, studios. 

P A PE R W RA PP CE ODO 


Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-free 115V, 60C a-c electric motor. 
Highly dependable ... thousands in use. A good-profit, 
ood-selling item for you. Write now for prices and 
Sesatigtive folder. 


ERASER with Brush 


At All Stationers or write for Sample of 531-T 
KLENZO or 530-T KLENZO Thin without Brush 


BLAISDELL PENCIL CO BETHAYRES, PA 





BARBER-COLMAN COMPANY, Dept. W, 1244 Rock St., ROCKFORD, ILL. 
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the lines are well accepted we have intensified our direct 
mail advertising program.” 
Unique Feature 

Probably the most unique feature of the new showroom 
is the fact that a truck-size, overhead door entrance is pro- 
vided at the right rear of the new $21,000 showroom which 
permits a truck to be driven directly inside for loading furni- 
ture in any sort of weather without difficulty. Arches have 
been extended through into the used furniture showroom 
and all the way to the reconditioning shop so that Stern 
Brothers can park its delivery vehicles indoors at night and 
remove any display furniture with a minimum amount of 
effort. 

Currently, Stern Brothers is buying used furniture in car- 
load lots to supplement that traded in by customers and the 
firm does a consistent business with both “matched furniture” 
for established firms, as described above, as well as with 
young professional men such as doctors and lawyers, and new 
business firms starting up in southern Alabama, Florida, 
Georgia, Louisiana, and surrounding states. 

In almost every instance, it has been the used furniture 
department which initially attracted attention, but at least 30% 
of the customers attracted in this way have decided to pur- 
chase new furniture instead. 

Doing an almost exclusively cash business with a relatively 
small amount of 30 day open accounts, Stern Brothers has 
increased turnover so rapidly that it has been necessary to 
lease two additional warehouses in addition to the original 
store which was converted to a warehouse when the 1955 
addition was completed.—RAL 





Even Good Advertising Fails 
To Move Poor Merchandise 


@ THE MOST EFFECTIVE advertising will not move 
poorly selected merchandise. You can be successful with poor 
advertising and good merchandising, but you won’t show 
profits with good advertising and poor merchandising. Ad- 
vertising is an investment! 

Instead of buying capital equipment your money buys con- 
sumer knowledge of your store, its policies and merchandising. 
Of the consumer knowledge developed, a small portion is go- 
ing to be converted into consumer purchases immediately. 
And like most investments, advertising takes time to develop 
its real value 

[he newspaper advertisement should be easy to read. In 
this day and age of picture magazines and ‘scan’ readers an 
ad cannot afford to be too complex. Avoid too many illus- 
trations and headlines that are going to compete for the 
reader’s eye at first glance. The ad also must have unity. 
Illustrations, type faces, borders and other elements must 
belong together and must be so selected in order to produce 
a harmonious effect. 

Readers must be led through the ad from start to finish 
without interruption. Movement in an ad is gained in a num- 
ber of ways. Here are some of them: Having a person in the 
illustration look in the desired direction; a sequence of illus- 
tration or other elements; arrows; titled lines; a series of dots; 
numbering of paragraphs. 

As for emphasis, “Too much emphasis is the same as no 
emphasis. Stressing too many features in an ad will result in 
attracting no special attention to anyone. Emphasis is achieved 
by contrasting size, position, isolation by means of white 
spaces, and the like”. Regarding borders, “A border is rarely 
used today and only when your ad is small, you desire for- 
mality or it is necessary to hold the parts of the ad together.” 

How Much? 

4 question that is often asked, “How much to spend on 
advertising?” While no definite formula exists, the following 
factors should be considered by the individual store in fixing 
its advertising budget. 

Age of the Store. Newly opened stores need to spend more 
than older, well established stores to make themselves known 
in the community. The first year or two may necessitate 
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New Booklet telis of... 


160 Ways 
to Use 
AUTOMATIC 


TYPING. 





It’s no secret that individually 
typed letters bring better re- 
sults. But hand typed letters 
can become very expensive 
when used in volume for 
routine correspondence or 
direct-mail selling. 


Automatic typing of personal- 
ized letters by Auto-typist 
equipment is the economical 
solution. Just how automatic 
typing can be used to cut 
costs and increase returns is 
contained in the 16-page 
booklet, “How to Use the 
Auto-typist.” Present appli- 
cations by business, industry 
and institutions are listed 
along with comments on the 
equipment. Fill out the cou- 
pon to receive your copy. 


Au to-ftyPist 


World's Largest Manufacturer of 
Pneumatic Typing Machines 


(POO OC eee eee ee 222222224 


AMERICAN AUTOMATIC TYPEWRITER CO. 
Dept. 711 


Gentlemen: 


Please send me a copy of ‘‘How to Use the 
Auto-typist.*’ 


Name 

Company & Title 

Address 

City Zone State 


2323 North Pulaski Rd., Chicage 39, Il. 


Lemme meme meee ee eee eee eee 
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MODERN WOOD BLOCK 
STAMP PAD!...... 


Wood Block is chemically 
treated to hold large amounts 
of ink and to feed just the 
right amount to the surface! 


Ink dries instantly on paper 
yet never dries in the pad! 


Outlives 
Two 
Ordinary 
Stamp 
Pads 


Pad surface is always flat and 
firm does not collect lint! 


Ink cannot gush up between 
the type causing a blurred 
impression! 

Impressions are always 
strong, clear, brilliant and 
waterproof! 

Ink penetrates pad quickly, 
will not stand on surface as 
with ordinary pad! 
Clear-Print Ink and Pad are 
never affected by moisture or 
humidity! 


gladly sent to interested Dealers! 


L. A. PHILLIPS, President 















PADS 


TAM? Pan 
y 7 faa = 
. J PROTYPE CLEAR-PRINT 
—- 
TYPEWRITER WOOD STAMP 
CARBON PAPER 


RIBBON 


PROCESS / CO, 192 mitt st.. ROCHESTER 14, NY. 





252 







double the normal advertising expenditure. 

Policies of the Store. The more closely a store approaches 
the bargain type of operation, the larger its advertising budget 
needs to be. 

Size of the Store. In general, the tendency is the larger the 
store, the larger the advertising budget as a percentage of 
sales. 

Location of the Store. There is perhaps less agreement 
among authorities on this factor than on the others. Some say 
the centrally located stores need to attract people from far 
away so should spend fairly heavily. Some say centrally lo- 
cated stores need to spend heavily to get full benefit of the 
heavy traffic. 

On the other hand, some of the authorities say the out-of- 
the-way store has to spend heavily to attract trade to his off- 
the-beaten-track location. It is generally true that the distant 
store needs to advertise more continuously, and thus may have 
to spend a higher percentage. 

Size of the Trading Area. For the most part, the larger the 
trading area, the larger the amount needed for advertising. 

Competition. To some extent it is necessary to govern your 
advertising by the amount your competition spends. But it is 
possible to do a more effective job than competition while 
spending less money (in another field, witness Lucky Strike 
cigarettes: They are first in sales although third in advertising 
expenditure.) 

Rates and coverages of media. Careful analysis may reveal 
that you can reach more of your prospects by using a medium 
that has a smaller general coverage; such a discovery frequent- 
ly reduces your expenditure dollar-wise, and may reduce it 
percentagewise. 

Business conditions. While periods of business depression 
should, as a rule, bring a dollar reduction in advertising ex- 
penditure, the percentage spent probably should increase. In- 
tensified competition at such time warrants a higher percent- 
age of sales devoted to promotional effort. 

Success in Attracting Customers. A count of customers and 
transactions may indicate that more advertising is justified; 
i.e., a higher ratio of transactions to the number of customers 
attracted may mean more advertising should be used to bring 
more people to buy the things that present customers find so 
desirable. 

Past experience. The records of other stores of similar size 
and type are helpful. Your own records, in comparison with 
others, are a good guide. Note especially how your expendi- 
ture compares with the trend among other comparable stores 
— if you are in opposition to the trend, a careful analysis of 
the reasons is in order. 

Alternative Methods 

Past sales. The most common manner in which advertising 
appropriations for stores are determined is setting aside a 
certain percentage of net sales. The greatest number of stores 
using this method base the advertising budget on past sales — 
usually the past year. Some stores use estimated future sales 
for their base. And others employ a combination of past and 
future sales. 

Future Sales. Many advertising authorities believe that bas- 
ing advertising expenditures upon expected sales in the pref- 
erable method since it keeps advertising in closer harmony 
with sales. Using past sales is regarded more in the light of 
hindsight, and is thought to be too conservative by some 
experts. 

Objective and Task Method. The only satisfactory method 
of determining advertising expenditures is to define the long 
range sales and good will objective of the store, next decide 
upon a specific task to be undertaken during the budget period 
as a step toward achieving that objective, and then appropriate 
enough money to accomplish that task. For obvious reasons 
this is called the “Objective and task method”. This and a 
percentage of future sales method have the advantage of be- 
ing more closely geared to the needs of the store.—Pl 


New Design Head at Finger 

Nelson E. Greenfield, manager of the Finger Office Equip- 
ment Company, 965 South Lamar, Dallas, Tex., has an- 
nounced the appointment of Miss Pauline Loughmiller as 
head of the design and interior department.—EEG 
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EXC LUSIVELY YOURS ! 


If you have delayed making a change 
for a quality ribbon, DON'T! . . . LEEDALL 
offers you a wide selection of RIBBON BOXES 
WITH YOUR NAME PRINTED on the LID. 

AT NO EXTRA CHARGE! 
® PLASTIC BOXES e METAL BOXES 
® ROUND CARDBOARD BOXES 
e FOLDING CARDBOARD BOXES 
YOU'VE GOT OUR MESSAGE— NOW, 
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reply we will send you our NEW COMPLETE 
Catalogue-PRICE-LIST giving you all the 
FACTS on the finest Inked Ribbons, Carbon 
Papers and Duplicating Supplies at prices you 
will be interested in! 
LEEDALL PRODUCTS MANUFACTURING CO. 
Main Office & Plants ° Milltown, N. J. 
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47 Ways to Gain New Customers 


and Increase Sales Volume 


@ THE OFFICE APPLIANCE business is particularly adapt- 
able to sound promotional methods. Business executives are 
ever on the lookout for products that will help them to get 
office routine done more conveniently and quickly because 
such products can save many times their cost in salary and 
overhead expenditures. 

Naturally, promotional material that calls the business man’s 
attention to ways of cutting costs receives his interest and 
attention. Therefore, the progressive manager or proprietor 
of an office appliance business uses as much promotion as 
possible to build his business. 

The following 47 ways of promoting an office appliance 
business have been culled from many interviews — and from 
extensive research into the most successful types of office 
appliance promotion that have been used throughout the 
country. 

|. College and School “Tie-ins” Can Be Unusually Profitable: 
If you’re located near a school or college, the student market 
can be particularly valuable to you. One stationer gives away 
calendars to the students FREE. On the calendar, on various 
dates, he has noted reminders of various items that will be 
needed at those times. Another stationer builds traffic by 
purchasing used text books and selling them to the incoming 
class at very low prices. Another, gives out free school stickers 
and decals with each $1 purchase. 

2. Co-op Profit Sharing Programs: Many stationers located 
near colleges give out credit slips of 5% on all purchases. At 
the end of the year, or for that matter, at any time, the 
student can turn his credit slips in for either cash or additional 
merchandise 

3. Remind Customers When Supplies of “Use-up-able Items” 
Should Be Reordered: A New York City business stationer 


keeps a record of all merchandise ordered in the “use-up-able” 
category, such as typewriter ribbons, carbon sheets, letter 
heads, etc. Every month he goes through the file cards and 


checks the dates of various items that each customer had 
ordered. Those he thinks they may be short of, he lists on a 
“reminder” card. He finds that these cards bring in re-orders 


at about a 65 ratio to cards and items mentioned. 
4. Customer Comment Signs Attract Attention: A business 
supply stationer and appliance house in a California town 


keeps a large bulletin board in front of his store on which he 
invites customers to write their comments about his store and 
service. Close by the bulletin board he keeps a pad of paper, 
pencils, and thumb tacks. The bulletin board is a constant 
source of attention and attraction to passers-by. 

5. Use Your Own Stationery As Selling Pieces: Many station- 
ers list specific items on their letterheads. One stationer we 
know has photographic reproductions of typewriters, adding 
machines, and calculators in the left hand border of his letter- 


head, shows the same photographs with some advertising copy 
on the back of his bill heads, and also puts one illustration 
and a selling story on the back of his envelopes. 


6. Use Your Business Card to Advantage: A salesman for a 
business machine firm uses the same technique of getting to 
see a customer over and over again. He writes on the front 
of his business card “IMPORTANT (SEE OVER)”. On the 
reverse side he writes: Please give me two minutes of your 
time to show you how to save $125 a week or more on your 
overhead. When the interview is granted, he shows how his 
business machines save time and effort of office personnel 
and, in fact, enables two girls to turn out the work of four 
girls 

7. Getting Free Mailing Lists: A good mailing list i. one 
of your most valuable business assets. Your city hall can 
usually make voter’s lists, taxpayers lists and other official 
lists available to you to copy. Such lists are valuable in pro- 
motional mailings on household stationery items, such as 
personal letterheads, fountain pens, desk sets and presents. 

8. Use Your Sidewalk as Advertising Medium: A Kansas 
City stationer chalks his daily specials in red and yellow chalk 
on the sidewalk in front of his store. It may be more satisfac- 
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YOU CAN DO AN 
ESPECIALLY GOOD JOB 
ON CHAIR SALES 
WORKING WITH 
CHAIR SPECIALISTS 


No. 900—ALUMINUM 
POSTURE CHAIR 


[F REST-ALL office and 
institutional aluminum 
chairs ever slip from 
their front-running posi- 
tion in the matter of 
structural and design 
improvements, it won't ane 
be because the manu- o 
facturer was caught “a A, 
looking the other way. 

There is only one inter- 

est, one line of effort at Ohio Chair—and that 
is building constantly improved chairs. 

By the same token, Rest-All Dealers are 
finding, more and more, that it pays to work 
with chair specialists. Getting exactly what 
is needed, when it is needed, often means 
the difference between a closed order and a 
lost order. No, Ohio Chair can't promise the 
impossible. But, if complete cooperation and 
: singleness of purpose 
can accomplish the pos- 
sible, in the shortest 
time, the Rest-All Dealer 
is at a real advantage. 
No request is too spe- 
cial for Ohio Chair, as 
long as it concerns 
chairs. 


No. 550—ALUMINUM 
STRAIGHT CHAIR 






WRITE FOR NEW LITERATURE, 
IN NATURAL COLORS, ON THE 
REST-ALL CHAIR LINE 


HiIO 
HAIR CO 4. 


410 N. MERIDIAN RD., YOUNGSTOWN, OHIO 















Model J-60 Two-way Plier 
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and permanent fastening 
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CLICKS 





— IT CLICKS TO THE EAR 


—1t CLICKS WITH THE EYE 
— AND IT CLICKS IN THE HAND 


No pounding with Neva-Clog—ever! It's the 
smooth-acting, trouble-free, portable, quiet plier- 
type Stapler that CLICKS with everybody. 


N-C stows away, nicely compact and flat, in shallow 
desk drawer...in steno’s desk-well...in briefcase, 
purse and even hip-pocket. Yet it's always handy 
for dependable stapling year-in-and-year-out. 


N-C works best in the office...on the road...in 
the shipping room, store, school and home. It 
just CLICKS — everywhere! 


NEVA-CLOG PRODUCTS, INC. 


Bridgeport 1, Connecticut 


0. H. Davison & Co.—Pacific Coast Rep., 
609 Mission St., San Francisco 5 
Canadian Staples Ltd.—Montreal, Toronto, Winnipeg, Vancouver 
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tory to do this with washable paint instead of chalk as the 
paint will stick to the surface for a longer time. 

9. Colorful Balloons Attract Attention: A stationer in St. 
Paul, Minn., builds traffic several times a year by hanging 
inflated balloons both in the recessed doorway of his establish- 
ment and in his display windows. Each balloon carries a sales 
message such as “SAVE”, “SALE”, “SPECIAL OFFICE AP- 
PLIANCE BUYS”, “BUY NOW AND SAVE”, “BIG DIS- 
COUNT”. Also, he lists items on his balloons, such as 
“LARGE NOTEBOOKS, ONLY 10c”, “TYPEWRITER VAL- 
UES”, etc. The balloons lend the atmosphere of a celebration, 
thereby attracting attention at very low cost. 

10. Telegrams and Facsimile Telegrams Get Attention: A 
Denver office appliance dealer delivers sale notices to business 
houses on a facsimile telegraph blank. Telegrams, of course, 
have an air of urgency about them. Personally addressed to the 
proper executive, and delivered by a uniformed messenger, 
they get immediate, and concentrated attention. 

11. Here’s an Effective Window Display: An adding ma- 
chine firm made a large replica of one of its machines with 
a tape which ran up through a back-drop. The backdrop had 
two slots, one of which was labeled TODAYS’ SALES and 
the second of which was labeled TOTAL FOR THE YEAR. 
Each day the figures shown in the slots would be changed to 
conform to the firm’s sales. Tht figures, of course, appeared 
to have been made by the displayed adding machine replica. 
And actually, the people in the neighborhood . . . both office 
workers who used such machines, and executives who pur- 
chased them got so interested in the adding machine firm’s 
progress, they looked in the window to see the figures every 
time they passed. This, of course meant that the adding ma- 
chine firm became well drilled into the minds of prospective 
buyers. 

12. Another Effective Window Display: A New York firm 
keeps a typewriter on a pedestal in front of its store so that 
passers-by can try the machine out, at will. This has proven 
a sure-fire method of stopping people in front of the store 
and impressing the store’s name and merchandise on the 
minds of all who pass by. 

13. Employ a Sandwich Man: A Wall Street dealer in sec- 
ond-hand business machines employs a sandwich man to walk 
up and down the financial district all day long with signs 
calling attention to their merchandise. The signs have a space 
on them which is changed daily, offering a specific SPECIAL 
as a leader to rouse interest of purchasing agents and other 
executives who may be interested in the purchase of office 
equipment. 

14. Telephone Contact: A Minneapolis business machine 

dealer has a large list of prospects gleaned from his customer 
lists, directory lists, and other sources. He makes a point of 
calling 10 prospects every morning to inquire into their busi- 
ness machine needs. In other words, he makes upwards of 
3,000 telephone contacts every year and estimates that ap- 
proximately 5% result in sales. About half of these are multi- 
ple sales: of from 2 to 10 machines meaning that from this 
source alone, he achieves sales of about 750 machines per 
year. 
15. Referrals From Old Customers: One highly successful 
business machine salesman makes it a standard rule never to 
leave a customer without attempting to get a referral from 
him to a new customer. His method is, usually, to engage 
his customer in a conversation about other firms in the sur- 
rounding area and then to ask if his customer knows who 
purchases office equipment in one or two of these firms. Gen- 
erally, the customer knows and gives the name as well as 
permission that his own name be used as a reference. 

16. Fair Exhibits: Fair exhibits and trade shows present an 
excellent opportunity to promote your products. Such events 
are usually attended by business men of every description, all 
of whom have problems, many of which may be answered by 
your equipment. Literature, premiums, and other gimmicks can 
be used to get the name and business of prospects who evince 
interest in your display. 

17. Statement Enclosures: Statement enclosures describing 
your merchandise can be particularly helpful in the office 
appliance business. Most often, in this particular business, the 
bills come to the attention of the comptroller, bookkeeper, 
accountant, and other executives who are directly connected 
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Model 1562 


A new idea in postal scales that is particularly useful and 
ornamental for small offices or in the home. Hinged base 
holds a stamp roll, loose stamps, clips, etc. 

Exact postage indicated by weight on the dial for air mail, 
first class, and fourth class. Light grey plastic body with 
black base and platform makes this scale very attractive. 
Capacity 8 oz. by 4 oz. Packed in smart gift shipping carton, 
Weight packed Retail $4.95 


Order from your supply house 


HANSON SCALE CO. (és. 1888) Northbrook, Illinois 


Case of 6 — 8 pounds. 
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for a thousand office filing tasks 
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HOSPITALS desired size easily and quickly. Will not 
STOCK ROOMS warp, curl or crack. Has countless uses 
in the office, factory and home. Perme- 
LIBRARIES Stik will hold on metal, wood, plastic, 
HOMES glass, etc. It is self-stick . . needs no 
tacks . . has no sharp edges. For Bins 


FACTORIES ETC. and Shelves — available in three sizes. 


SPECIAL SIZES ON REQUEST 
PS—', VY." x 6" — 3O0c per Fr. 
PS—%, 3%" x 6” — 35¢ per Fr. 
Ps—) 1” x 6" — 40¢ per Ft. 

Packaged for counter sale — built-in 
counter display dispenser with individual 
plastic packages. 













write for information today 
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NEW DELUXE All Metal —ADJUsT,ByE_ 
TYPEWRITING TABLE 








For Schools & 
Business 


Designed to 
improve Typing 
Efficiency with 
Less Fatigue 





Constructed for manual & electric typewriter 
Typewriting bed cradied in rubber 

Very quiet with minimum vibration & drumming 
Patented Adjustable screw for elevation 
Adjustable legs for leveling to floor 

Shipped K.D. in corrugated carton 5” x 30” x 36” 
Freight allowance 


SEMCO SALES 


PINELLAS INT. AIRPORT ST. PETERSBURG, FLORIDA 



































Write for 
PRICE LIST AND DEALER’S DISCOUNT 


Neiman Stee! Equipment Co., Inc. 
BALFOUR & VENANGO STS.,PHILA. 34, PA. 
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CRIMPED SIGNALS p 
for Protected Visible Cards 






Graffco SIGNALS 


There's one best signal for each 
kind of record housing . . . and 
Grafico makes them all. A_ full 
variety of colors, shapes and sizes, 
to classify, remind, warn or call for 
action. Close your “system” sales 
faster with practical demonstrations 
of how they come to life with 
Graffco Signals. 
GEORGE B. GRAFF CO. 
54 Washburn Avenue 
Cambridge 40, Mass. 


COSTUMERS 
Pa S§ SMOKERS—ASH TRAYS 
Top Quality 








IN WALNUT, JEWELER’S BRONZE, SOLID BRASS, ANODIZED 
ALUMINUM, CHROME AND LATEST DECORATOR COLORS 
Send for Complete Catalog ILLUSTRATING 


Nos. 18-22 


A Completely New, 
Easy-to-Sell Line of 
SMOKERS and ASH- 
TRAYS, featuring our 
sturdy, easily- 
cleaned, specially 
designed screen. 


Also new finishes 
and models in LA 
SALLE’s popular 
line of Snuffer All- 
Metal Smokers and 
Open Type Glass- 
liner Ash Trays 
and Smokers, 





8 x 10 in. Actual 
Group Photographs 
Supplied FREE for 
use by Dealer's 
Salesmen. 











LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue CHICAGO 14, ILL. 
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with the use of business equipment. Therefore, a statement 
enclosure will deliver your message directly to where it will 
do you the most good. 

18. Welcoming New Firms to Community: A highly suc- 
cessful office appliance firm in Omaha checks regularly with 
the Chamber of Commerce to get the names of new business 
that spring up in the community. They then send a letter of 
welcome to each new firm and simultaneously call attention to 
their merchandise through enclosing descriptive literature. 

19. TIP-ON Photographs: A Chicago office supply firm 
makes tip-on photos of all its products (size about 1%” x 1 
inch). Every letter that goes out of the office, regardless of 
whether the person to whom it is being sent is a prospect or 
not, has one or two of these tipped-on photographs affixed to 
it 

20. Legal Stationery Items Can Be Dramatized: A New 
York City stationer, specializing in legal forms, regularly mails 
to his lawyer customers and prospects, a list of supply sugges- 
tions, typed on onion skin 8% x 13 inch paper, and enclosed in 
a blue, cardboard cover such as is used for lawyers’ briefs, 
wills, or legal papers. Naturally, such a mailing piece gets at- 
tention because the customer’s first reaction is that the blue 
cover contains material pertaining to one of his cases. 

21. Making Surveys Helps Locate Market: A Duluth office 
appliance dealer sent a questionnaire to 100 industrial firms 
in the area with a letter stating that he was checking (a) the 
type of office equipment on hand, and (b) the type of office 
equipment that was needed. He got 20 replies which gave him 
a very valuable addition to his prospect list. Through these 
answers, he 15 typewriters, 6 adding machines, and 4 
office calculators, which certainly was ample repayment for 
the small investment in his mailing. 

22. Distribute Useful Directory Cards: A number of office 
supply houses that we are familiar with, distribute address and 
telephone number directory cards, so die-cut that they can 
hang on a telephone. On these, important numbers can be 
listed. And on the bottom, of course, they list their own tele- 
phone number, address, and a general listing of their merchan- 
dise. 

23. Discount Cards Attract Business: A San Francisco sta- 
tionery dealer with a recently opened business sent a mailing 
to industrial firms in which he enclosed an identification card 
entitling the bearer to 5% discount on his purchases. Naturally, 
many firms took advantage of the savings and thereby became 
valuable customers of the dealer. 

24. Pinpointed Mailings Attract Specific Classes of Custo- 
mers: A stationer in Salt Lake City got out a general letter on 
his business to a list of prospects. However, he broke his list 


sold 


down into various types of businesses and left a space in his 
letter for specific listings of articles he carried that would help 
the individual businesses. For instance, one part of his mailing 


went to doctors. In this, he listed prescription forms, stationery, 
bill-heads, and other things that might be used in a doctor’s 
office. Another part of the mailing went to lawyers and listed 
letterheads, legal forms and desk sets. Another part of the 
mailing went to architects and listed tracing paper, pencils, 
and blue-print work. These specific listings attracted far more 
business than just general listings of “Stationery and Office 
Supplies” 

25. Turn Your Parcels Into an Advertising Medium: Lots of 
stationers place advertising literature on various items right 
inside the parcels and packages they deliver to their customers. 
People are suggestible to sales messages about things they need 
or want, and often the literature placed inside a package can 
pay for greater dividends in future business than the amount 
of the original sale. For instance, a stationer in Charleston, 
N. C. included a simple mimeographed listing of rebuilt type- 
writers in his packages. He sold six or seven in a week’s period, 
two of which were purchased by people who had passed by 
originally to simply purchase a few office supplies such as 
typing paper, carbon paper, and paper clips. 

26. Combine Your Mailings With Non-Competing Mer- 
chants in Allied Fields: An office machine dealer in Scranton, 
Pa. combines his mailings with an art supply house and a 
printing shop. All three of these entrepreneurs wish to reach 
approximately the same market. Hence, by combining forces 
they are able to economize on the cost of mailings. Further, 
since the printer prints the material and these firms work 
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A Fast-Moving, Self- 
Service Impulse Item by 


Hold-A-Book is a volume seller 





— moves fast on sight. It’s ideal 
for holding books, catalogs, and 
other papers at the proper angle 
for reading. Increases office 
efficiency. Made of sturdy wire 
and break-resistant plastic in 
black, ivory, blue, yellow, and 
red. Attractively display-packed. 
Terrific as a gift or self-service 


HOLDS BOOKS AT PROPER ANGLE 








impulse-sales item. Retail $1.00. 


faKay) MEMO-MASTER packs a profit punch 


This continuous paper- 
fed memo pad offers 
6,187 sq. inches of rolled 
writing room. It’s scien- 
tifically designed in a 
break - resistant plastic 
holder. Features im- 
proved paper grip, 
pencil holder, holes for "=" 

hanging, and no-slip rubber feet. Avail- 
able in black, gray, walnut, ivory, and 
red — with or without 3-line imprint. 
Attractively display-boxed for self- 
service merchandising! Retail $1.25. 


CORPORATION 
Division of Hauser Products, Inc. 
4034 N. Kolmar Ave. Chicago 41, Ill. 












“JUST CLIP AND MAIL TO me mee me ee ee ee =< 
AKAY CORPORATION, Dept. OA-11 
4034 North Kolmar Avenue, Chicago 41, Illinois 
 cxssaines doz. Hold-A-Books to retail at $1.00 each | 
| (Packed 4 doz. to ctn. Wt. 15 Ibs. Specify color) | 
. Ape doz. Memo-Masters to retail at $1.25 each | 
| (Packed 4 doz. to ctn. Wt. 45 Ibs. Specify color) | 
| | 
| Dm ic inccnciondvsinnnsisnentpuisbtentdnhesiaphidsenivastigeastnesisssinantioniimaniaaatiel | 
: Address ‘ 
Cy, eee | 








9 


4 











SOLVE 


any sorting problem with 
the KOHLHAAS PROFIT LINE! 


- + « you get a BIG PROFIT on each Kohlhaas 
Sorter and File you sell . . . but that’s not the 
end of the sales story. Users see Kohlhaas Equip- 
ment answer their sorting problems — MAKE 
GOOD PROSPECTS FOR PROFITABLE REPEAT 
SALES! 


there’s an efficient Kohlhaas Sorter and File for every 
job. Here are just a few . . . 


" SORTERS 





NUMERICAL 
SORTERS 


No. 472-W 2 digit, 00-99 







No. 912-25 Letter Size 
No. 915-25 Legal Size 


— 
POSTING TRAYS 
Special Sizes built to any size and index! 


oh his FAST-SELLING SALES FEATURES 


@ Full steel tray, black ripple plates, chrome plated rods. 





4 


Neo. 785 CB Tray 


® Metal reinforced, steel tabbed index guides. 


® Self-supporting index guides carry filed material — no 
slipping or crawling. 





WRITE FOR CATALOG, DISCOUNTS 
and INFORMATION! 


THE Kohlhaas COMPANY 


8012 South Chicago Ave., Chicago 17, Illinois 
Telephone BAyport 1-4433 | 
Mfgrs. of Vertical Sorters for— 
LETTERS, CHECKS, SALES SLIPS, WORK TICKETS, BILL STUBS, BILLS OF 
LADING, STOCK CERTIFICATES, PAYROLL CHECKS, INVOICES 








» 
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closely together, the price is generally lower than it would 
be if the mailing was printed by an outside source. 

27. Offer “FREE Analysis” of Stationery Needs: A printer 
and stationer in Waukegan, Ill. offers to “analyze” the sta- 
tionery needs of his prospects. He makes a study of the office 
forms such as billing sheets, statement heads, order forms, 
and suggests changes that will help conserve the time of the 
individuals using such forms. Further, and probably more 
important, he goes to the trouble of analyzing the yearly re- 
quirements of the prospect for such forms and the rate of 
re-order. He then sets up a complete schedule for an entire 
year’s requirements and shows the prospect how, by ordering 
as per this schedule, he can get a better price as well as be in- 
sured against delays caused by running out of the proper forms, 

28. Supply a Convenient Order Pad: A Pittsburgh stationer 
supplies his customers with an order pad, similar to a laundry 
bill, listing all the supplies carried by him for which they might 
have a need. Also, next to the item, the unit cost is listed. 
All that is necessary is for the customer to check off the items 
needed and list the quantity. The form is self-addressed to the 
stationer and becomes a “self-mailer”, with postage paid, when 
folded and sealed. 

29. “Earning Fund” Co-operation Builds Good Will and 
Sales: There are always church groups, school groups, and 
civic organizations in your community who are looking for 
ways to supplement thtir treasuries. You can use the members 
of such groups as personal salesmen by offering a share of 
your profits as a donation to their particular group. Women 
are excellent salesmen because they are always discussing 
needs and desires with their friends and acquaintances. And 
these friends and acquaintances appreciate information on 
where to get good “buys” on all types of products. Let the 
women’s groups in your community sell Christmas and other 
greeting cards, personal stationery, wedding invitations, and 
watch your own profits grow. Not only that, but you'll gain 
the good will of the organization and its members, too, which 
will also mean business for you. 

30. The Post Card House Organ Selis Your Merchandise at 
Low Cost: A chatty, newsy post card, containing news of 
“Special Buys” or “Sales”, can put your name across to pros- 
pects and produce excellent results on the items listed at very 
low cost. A Cleveland stationer uses a technique similar to the 
following: 

“Hi, Fellow Business Man” 

Here’s a tip from an old bookie ((book-keeper, that is). 
We're holding a SPECIAL SALE on JOURNALS and 
LEDGER PADS to make room for an oversupply of 
stock that’s being delivered ahead of our expectations. 
Drop in this week and fill your next year’s needs at a 
35% Discount from regular prices. 

Sincerely, 

P. S. While you’re here, take a look at the NEW IBM 

ELECTROMATIC TYPEWRITER. It'll help keep your 

typists and secretaries young, and help you avoid paying 

them overtime. 

31. Rent Window Space in Vacant Stores to Expand Your 
Market: An office appliance dealer in Madison Wis. rents 
window space in vacant stores for displaying his merchandise. 
In strategic sections of town (mostly business sections) he 
places one or two machines such as typewriters, adding ma- 
chines, and calculators, with an inexpensively made sign (such 
signs are often available FREE or at low cost at the manufac- 
turers) and also a sign directing interested prospects to his 
store. Thus, he enlarges his potential by hitting prospects who 
are far removed from his own neighborhood. 

32. Group Related Items to Sell as “Package”: Many sta- 
tionery supply houses find it helpful to group related items so 
that multiple sales can be made where formerly only one might 
have been sold. For instance, at tax time, it is effective to 
group such items as tax record books, expense vouchers, 
ledgers, journals, and W-2 forms. Or, at Christmas time, 
greeting cards, and gift wrapping supplies. 

33. Offer Cash for Interview Time . .. Money Talks: An 
office appliance salesman who was after “big” accounts, sent 
out a letter to executives in which he enclosed a real check for 
$1.00 made out to his prospect by unsigned. He offered to sign 
the check for his prospect if they would grant him five minutes 
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SELL 
THE LONG 
LIFE LINE 

















DE-LUXE 
Long-Life 
COSTUMERS 


Graceful, rugged, beautifully finished 
STEMPCO Costumers are fine furniture themselves. 
They complement and harmonize with the finest 
furniture in any office, reception room, or 
restaurant. 

Square, turned, or tapered posts... beautiful 
textured wood... full 72 inches high, with heavy 
21-inch base for maximum stability... preservative 
treated to prevent cracking or warping . . . matched 
legs ...no rocking on level floor... heavy, durable 
brass-finish hooks... Oak, Walnut, Imitation Wal- 
nut standard finishes, or any special finish on 
request. 

The complete line of STEMPCO Office Acces- 
sories — Clipboards, Desk Trays, Typewriter Tables, 
Book and Catalog Stands, Telephone Tabies, Chair 
Mats, and other products —is made by master 
craftsmen with the best materials in one of the 
finest factories in the Southwest. 


Write for Complete Catalog 
of STEMPCO Office Accessories 


STEMPEL" 


MANUFACTURING 
COMPANY 


27830 ROBERTA TR A fh TEXA 








INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful. dignified. permanent, personalized, all Acme plastic 
name plates are interchangeable . . . can be ¢ i tly 
with new name inserts ... make changes to suit your require- 
ments. Illustrated are the popular models. 





















No. ore. desk type, gray; 
No. 601, Groen, size 1% a 
by bs fa 


$125 


No. 602, transpar- 
ent door style a § 50 
plate, size 2” 
10”, name on biark 


background, geld 
letters. 


No. 603, trans- 
parent easel $ 00 
type name vane 

for 1 size 

- oo oe, 

black back- 

ground, gold 

lettering. 


No. 604, 
style, vertical 
can be read Heal. § 
bo tn — 
’ by 10 

cotmenndl 


lettering. 


No. 605, wall 
style name, § 00 
can be read 


back: 
ane gold 
ttering. 


a 


New name inserts can be 
ordered as required at rea- 
sonable prices. Prompt delivery .. . 
today. 


ACME PRODUCTS CoO. 


406-408 North Van Buren St. . Green Bay, Wis. 





order your requirements 
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Model #3 
Free — Attractive 
Counter Displays 











WITH A SURE THING 


Everybody likes a winner! That's 
why stationery dealers bank on the 
line that, because of its exclusive 
features and wide assortment, has 
proven a leading profit-winner for 
the past quarter of a century. 








PRICES 


Just the right size tor 


your counter. 


A rea 


self-seller. Larger dis- 


plays available. 


MOST 


POPULAR — MOST PRACTICAL 





of Simplified Bookkeeping 
and Tax Record Books 


The more complete the line the 
more sales. Each book in the ideal 
line has been designed to meet the 
specific requirements of each re- 
spective type of business, 


FOR EVERY BUSINESS 


PROFESSION, HOME 
FARM AND RANCH 


Because Ideal Systems can be started 
any time of the year, are simple and 
easy to keep and require no bookkeep- 
ing experience, you will enjoy year 
around sales. 


75< $1.50 


Liberal Discounts + Free Delivery 


Write today for catalog and select the books 
best suited to your trade. 


ideal System. 






YOU'LL ENJOY YEAR-ROUND SALES 


$2.50 $3.85 $5.85 $8.50 


Immediate delivery from LOS ANGELES or NEW YORK 


and wholesale stationers in many cities. 











HURCH 


Build a PROFITS 


uth ~) WL DAGO 


SPONGE RUBBER STAMP PADS 


The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose — in office, warehouse, 
factory. Speed-Mo is the only complete stamp pad line on the 
market. You need carry only the most common pads. We furnish 
prompt delivery on special purpose pads (up to 20” x 36”). 
All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is 
simple — you just brush the ink on Speed-Mo pads. 
LIBERAL DEALER DISCOUNTS (on'S\foct ome 


over 35 stock items 


RIVET-O MANUFACTURING hed 


5O FEDERAL ST ORANGE, MASSACH 
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“CLIPPER” 
Alleathor 


CLEANER & PRESERVER 


For ALL Leathers, Plastics & Leatherettes 
Ideal for recondition- 
ing leather Uphol- 
stered Office & Recep- 
tion Room Furniture. 


Cleans, Preserves, Pol- 
ishes & Protects without 
use of water. Retards 
cracking or peeling. 
Restores original colors. Leaves no film, color smudges or 
stickiness. Furniture may be used immediately after treat- 
ment without soiling clothes. 

Easy to use. Just rub on direct from the container with any 
piece of cloth. Inexpensive Insurance for Expensive Furniture. 





Long-lasting 1/2 Pint Jar 
List: $1.49. Usual Dealer Discount 





We also manufacture FORMULA NO. 65 HAND COM- 
POUND, guaranteed to Cleanse of the heaviest inks, 
grease & stains, as well as Sterilize skin against cuts 
or abrasions. 











Write for Illustrated Literature 


CLIPPER PRODUCTS CO. 


3223 North Sheffield Avenue 
Chicago 13, Ill. 




















It will pay to display 





COSTELLO GLOBES 


There's a Weber 
Costello globe for 
every purse. Every 
model is of recog- 
nized highest quality, 
beauty and authen- 
ticity. A _ practical 
gift for business as- 
sociates or friends. 


TOP QUALITY 
PLATEC FACTER! 


<P> RAPID PRINTER 


You can now produce pre-sensitized and regular offset plates in 
4, the usual time! The nuArc Rapid Printer saves you time and 
money in making quality plates that assure long runs. 

Completely enclosed lamp and printer combination is low in 
original cost, low in maintenance cost, requires no special in- 
stallation. Perfect for firms with Multilith, Davidson or other 
reproduction equipment. 

Five models available. Two new models with revolutionary 
Automatically Controlled Arc. 

Write today for Bulletin No. 230A-A. 


nuArc 
Company, Inc. 


General Office and Factory: 


824 S. Western Ave., 
Chicago 12, Ill. 





Eastern Sales and Service: 


215 Fourth Ave., 
New York 3, N.Y. 



































Don’t Forget! 
FILE 
TRANSFER 
TIME 





and 


ACCOPRESS 
BINDERS 


! 
' 
' vere | 
HT The next couple of months can be your 
| | 
' 
' 

















biggest for Acco products sales. Be sure 
you have enough Accopress Binders for the 
hundreds of customers who need them for 








the inexpensive storage of records during 


| file transfer time. Also check your stock of | 
Accobind Folders and | 
| 
| 


ACCO 
FASTENERS 












Weber Costello globes. 
Send for free, helpful 
30-page book MG-32 
“How To Sell Maps and 
Globes." Will help you 
to cash in on Christmas 
business. 





WEBER COSTELLO C 


HEIGHTS, 
MANUFACTURERS OF: CHALKBOARD - 


CHICAGO 


CHALK 





Send for illustrated 
Catalog $G-55—play it 
safe—order early. 


OMPANY 


fieuwn O'S 
ERASERS 





ART MATERIAL + MAPS 
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GLOBES 


folder systems. 
Better get your 


order in early! 





In Canada: Acco Canadian Co., 







; ; ' For Binding 
or usé ; in . 1e all Records 
new 1956 file from 


| ACCO PRODUCTS, 


Ogdensburg, N. Y. 









Vouchers to 









Newspapers 





Inc. 





Ltd., Toronto 
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time in which to show how his product could benefit the pros- 
pect. He got a large percentage of favorable replies and not 
one prospect asked him to sign the check. 

34. An Educational Window Display Attracts Interest: 
Window displays featuring “before” and “after” merchan- 
dise developments always catch the interest of passers-by. A 
New York office appliance dealer features a collection of type- 
writers, the oldest of which was first used in 1885, another 
from 1895, another from 1910, one from 1925, a 1942 ma- 
chine, and a new electric typewriter. 

35. Here’s an Effective Mailing Technique: Since most 
people consider the classified advertising page in the newspaper 

place to shop for bargains, a mailing piece designed like a 
classified ad page (or portion of it) gains attention as a chance 
to pick up “good buys”. A Michigan office appliance dealer 


recently got out a pamphlet so designed . . . under a headline 


which read “USED AND REBUILT OFFICE MACHINE 
VALUES’ reproduced a portion of a newspaper classified 
section. Then, in type similar to the type in his local news- 
paper he listed items such as... 
ADDING MACHINE, ELECTROMATIC TYPE- 
electric like new. $00.00 WRITER. Display Model, 
Dealer's Name Address Perfect Condition. _ $00.00 
CALCULATOR, Rebuilt, Billing Machine, Used 


Saves Time Avoids Mis- Good Condition. $00.00 


takes $00.00 

Dealer's name Address 

He used similar headings and copy for other items he car- 
ried e.g., office furniture, stationery. 


36. Sign Suggesting That Customer Buy Other Items Now!: 

\ stationery dealer in Harrisburg, Pennsylvania has a sign 
over his door that reads: 

THINK! DID YOU FORGET ANYTHING? Save another 
now!” He went still further and listed some 20 
s people ordinarily need, yet forget to purchase. 
You'd be surprised how many people hesitate at the door and 
come back to buy additional items. 

37. Tie in a Pleasant Give-away Item With a Return Visit: 

4 California stationer and office appliance dealer has a 
“flunky” standing at the door of his establishment. He hands 
passers-by cellophate package containing two dates. An 
attached card reads: “You have a date SALE DATE to see 
our specially priced “buys” on typewriters, adding machines, 
office equipment. This attracts attention — 


trip and b 
commo! 


and othe! 
also sales 

38. A Useful Booklet, Distributed as a Premium, Builds 
Business: A New York business stationer published a booklet 


entitled “100 Ways to Increase Office Efficiency”. In the book 
he listed 100 items which he could supply that would be 
needed in an office with suggestions for their use. He slipped 


these booklets into all parcels and packages, and also used 
them in mailings. An order form, attached, brought him con- 
siderable business 

39. Guaranteed Typewriter Ribbons: A stationer in Toronto, 
Canada advertises “Dated” Typewriter Ribbons. He guarantees 
ribbon at no charge if the customer doesn’t get 
out of it. The date is simply stamped on the 
hich must be returned with the ribbon if a claim 


to replace 
months 


ribbon box 


is made 

40. New Business Idea Service is Always Appreciated: A 
large stationer in Philadelphia had a hobby of clipping new 
business ideas from trade magazines. One day the thought 
occurred to him that other business people might be glad to 


such information and would be grateful to the 
person for pplying it. Therefore, each month he mimeo- 
graphed a two page bulletin and sent it out to his customer 
and prospec He gained so much additional business from 
the “Business Idea Service” that he has now set up a special 
department to get out a similar bulletin regularly, including 


get a digest 


chatty little anecdotes and stories in addition to the ideas, but 
now the bulletin is set in type and printed in a professional 
style. Actual he is now a “publisher” of a “trade” maga- 


Zine 
41. “Tie-in” With Timely Events: The uses of a product are 
ed when tied in with a timely event. For example, 
around tax-paying time — sends out post- 


best dramati 


one Sstationel 
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this is it 
the wonderful 


Business-Riter 














4 


Never before has there been ALL the big machine features— 
ALL the big machine results such as you'll discover when you 
try this wonderful VOSS Business-Riter! Reduce equipment 

investment with this amazing, low priced office typewriter. 


Compare VOSS features in your own office. Try the new 
VOSS Business-Riter and you'll say, “THIS IS IT’’. Fill 
in and mail the coupon below. Your local VOSS dealer 
will let you experience the thrill of discovering new 

ease, comfort and superior VOSS results. He'll give you 
a valuable gift too...no strings attached, no 
obligation. 


V 055 features: 


@ Keyset Tabulation 
@ End of Page Gauge 
@ Erasure Table 
@ 44 Keys—88 Characters 






LIST PRICE 


$12Q00 


plus F.E.T. 





Available in 5 Colors: 
Maroon, Black, Cream, Green and Sand Grey 







nee METROPOLITAN 
invited TYPEWRITER CO., INC. 


Exclusive VOSS distributors in U.S.A. 
18097 Sorrento Ave., Detroit 35, Mich. 

















] 4 
& METROPOLITAN TYPEWRITER CO., INC. s 
& 18097 Sorrento Ave., Detroit 35, Mich. t 
4 Gentlemen: Witheut any obligation, | would like a FREE trial of the ; 
' wonderful VOSS Susiness-Riter in my own office and at the same time 

5; Want my FREE gift. . . @ valuable CLEANING KIT! : 
: NAME & TITLE ‘ae e 
g COMPANY ; 
{| ADDRESS = : 
a city STATE 7 
' ' 
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Now Available to Dealers! 





WITH DOORS > 
For Maximum 
Record Protection 


and 


q WITHOUT DooRS 
For Greatest Record 
Accessibility ! 


HERE’S HOW THE VISI-SHELF 
SYSTEM SAVES 
SPACE—TIME— MONEY 





Floor Plan of an Actual Filing Area Before 
installation of the Visi-Shelf Filing System 








This area was occupied by 196 four drawer letter filing cabinets with 
a filing capacity of 784 drawers or 20,776 filing inches. 


Floor Plan after Installation of the Visi-Shelf Filing System 











More Than Holl the Filing Aveo Recovered for Orher Use 


90 Visi-Shelf Filing Units, occupying less than half the original filing 
area, hold all of the records previously filed in the entire filing area! 
These units, with a filing capacity of 25,380 filing inches offer 4,604 
more filing inches — an increase of 25% in filing capacity. 


write for catalog and full details 


VISI-SHELF FILE, INC. 


105 Reade St., New York 13, N. Y. 











cards, stating: “We Can Help You Pay Next Year’s Taxes!” 
The message goes on to describe various “tax helps” carried 
by the store enabling lower tax payments — for instance, 
petty cash vouchers, travel expense booklets, accounting forms, 
booklets on “filling out tax forms properly”, and booklets on 
newest tax laws. The heading of the message — coming at a 
“timely” occasion — is certain to attract attention. 

42. Work With Local Writers: Every community has its 
bevy of writers (or aspiring ones), always good prospects for 
typewriters, stationery, and envelopes. One alert stationer 
profited by products especially slanted to this group, as a 
“package plan” — e.g., 100 manuscript envelopes, 100 return 
envelopes, 1000 sheets of manuscript paper, carbon, gummed 
mailing slips, and postage scale. He also hit upon the idea 
of building “traffic” in his store of writers by offering “free” 
access to a “library” containing about a half dozen books 
often referred-to by writers — writers’ market books, and 
latest copies of several writers’ magazines. 

43. Pamphlet on “Collections”: As a means of attracting 
book-keepers and accountants into his store (so as to sell book- 
keeping forms and machines) an office appliance store pre- 
pared a message on “How To Improve Collections of De- 
linqguent Accounts” (obtaining his material through research 
in local library) and having it inexpensively mimeographed. 
He offered it free to book-keepers and accountants, and thus 
attracted many prospects into his store. 

44. Sales Recorded in Bankbook: An enterprising stationer 
had printed a number of booklets, resembling bank-books. 
The amount of each sale would be recorded therein, similar 
to a bank deposit. With each $50 sales “deposit” the customer 
receives a desirable gift. 

45. “Disgusted” Sale: All the items left over at the end of 
the season are featured in a “disgusted” sale and sold at a dis- 
count. The dramatic name for the sale attracts attention, 
builds traffic, achieves good sales results. 

46. Peepholes in Window: This idea was thought up by a 
Detroit stationer. He covered his window with paper, except 
for 3 peep-holes. One was labeled, for “students” only. An- 
other, for “business firms” only. Another for “householders” 
only. He exhibited items pertaining to the interests of each of 
these groups. 

47. Remembering Birthdays: Nothing is more “personal” 
that one’s birthday, and nothing is appreciated more than an- 
other’s remembrance of it. One office appliance firm keeps a 
record of customers’ birthdates and sends “congratulation 
cards” .. . Another firm sends gifts — flowers to women cus- 
tomers, bookmarks to men customegs.—DDS 


Furniture Designers Open Workshop 

The Grand Rapids Furniture Designers Association recently 
opened a study room and work shop in the Grand Rapids 
public library as the first permanent “home” for the organi- 
zation. ’ 

[he library workshop affords the space to house the associa- 
tion’s collection of rare furniture books, which numbers nearly 
2,000 volumes and has a valuation of $40,000. 

Designers will have access to the workshop for research 
and study. Although the room is not large enough to hold 
association meetings, it will be the official address of the as- 
sociation, 111 Library St., Grand Rapids, Mich. 





Name Woman to Store Board 

Mrs. Nell Barclay has been named a vice-president and 
member of the board of directors of Manly Office Supply 
Company, Oklahoma City, Okla. 

Mrs. Barclay steps into the place in the firm’s official 
family formerly held by her late husband, Delbert Barclay, 
who died last December 31.—EVH 





Patton Joins Bennett’s in Dallas 

H. L. (Pat) Patton, has joined the staff of Bennett’s, office 
supply firm, in Dallas, Tex. Mr. Patton will be assistant to 
the vice-president of the office furniture and supplies depart- 
ment. 

He was formerly district representative for The Globe 
Wernicke Co.—EEG 
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The Bostrom Chair 


THAT FOLDS 


Now! A high style contoured chair that 
folds and stands alone. Beautiful hand- 


rubbed, natural finish. American Walnut 
or White Birch. Unique 14 ga. tubular steel 
frame construction, the heavier the occu- 
pant the more rigid the chair. Non-marking 
clear plastic glides. Easy to clean and pol- 


ish. Ideal for homes, dining rooms, hotels, 
reception rooms, offices, schools, libraries, 
etc. Place your trial order today. 


BOSTROM MANUFACTURING CO. 133 W. OREGON, MILWAUKEE, WIS. 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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Another 
Repeat Order 
No Doubt 





Dealers in most countries of the world enjoy 
the pleasure (and profits) of repeat orders 
on the ‘‘U. S. Line.’’ And they have been 
since 1895! 


Interested in free samples . . . and a dealer's 
price list on this profitable line of Carbon 
Papers and Inked Ribbons? Just clip this ad 
to your letterhead . . . no fuss ... no ob- 


U. S. 


CARBON & RIBBON MFG. CO. Inc. 


621-623 Cherry Street Philadelphia 6, Penna. 
EST. 1895 


ligation! 








MULTIPLY YOUR SALES 


It's easier to sell 


Presto 


® Bright finish aluminum 
® Rustproof 
© Prompt delivery 


All Sizes 
from 2%” to 8/2" 









High Grade bright finish 


tin plate steel . . . attrac- 
tive boxing . . . smooth 
edges ... long wearing. 


New Prongs can be easily 
inserted when old prongs wear 
out from continuous bending. 
This provides a new fastener 
with the remaining parts. 


Write for Special Price List O11 





Territories available to established Sales Representatives 


CHARLES LEONARD, Inc. 


NERY SPECIA 
Maspeth 78, N. Y 





58-04 64th Street 
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NEW Catalog shows 


way to New Profits- 









¢ INSTANT 
¢ AUTOMATIC 
¢ ADJUSTABLE 
CHAIRS 
STOOLS 
and STANDS! 


No competition when you offer DEPENDABLE's chairs, 
stools and stands to offices, institutions, factories and 





schools. Proof is in our new catalog. Let us rush the new 
DEPENDABLE catalog to you. At no obligation learn 
how new profits are yours when you offer the INSTANT, 
AUTOMATIC, ADJUSTABLE feature built into Depend- 
able's stools, chairs and stands. Colorfully illustrated 
catalog tells complete profit story. Write today. Address: 


DEPENDABLE MANUFACTURING Company 


New Factory at Bellevue, Nebraska 




















Just Off The Presses... 4 
LUMEG 
A 
\\. 
1956 \ XK 
\\ 
for YOUR customers... 
Invest as little as . . . $10.00 (for 250 copies) 


D)X 
MY \ 
STATIONERY TRENDS VO 
$ \ \ 
\ 
STATIONERS!! Once again we present you with 
an opportunity to have YOUR OWN CATALOG 
Get a prestige and business getting 40 PAGE 
commercial stationery catalog of your own. 
SEND FOR YOUR SAMPLE COPY AND PRICE LIST TODAY 
MAJESTIC STATIONERY CO. 


ooo oo ooo ee ee 
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Spins itself clean! 


the automatic “§PIN-TOP”’ ash tray 





BEST MADE STAND 
YOU CAN BUY! 


All Steel Construction! 


No Rattles — all joints 
brazed. 


Featured only by KOL- 
Noisestoppers (rubber in- 
serts) on all legs. No 
Vibration! 


Ample working space — 
snap-up wings. 


Three caster sizes, 2”, 
2." and 3”. 

Wide color choice — 
Gray, Green, Desert Sage 
Brown. 

Shipped Set-up, No bolts 
or nuts to fumble with! 


2323 Ellis Ave. 
St. Paul 14, Minn. 





i ae 


® NO. 587,737 Whisks away ashes 


and stubs at a 








ideal For touch of your finger. 
i @ NO DIRT 
Xmas G ft @ NO DUST 


@ NO SMOKE 
@ NO SMELL 





Giving 


Available in bronze, chrome, brass, saddle stitched pigskin, wood, and 
a choice of decorator colors. To retail from $3.95 up to $12.50. 


For Complete New Catalog, Write To: 


‘nea Teeag ‘PRODUCTS, INC. 


DEPT. 8-O. 
111 PIONEER ST. * BROOKLYN 31, N. Y. 
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Sales Training Helps to Build 


Maverick-Clarke’s Business 


by PAUL M. FLETCHER 
Sales Marketing Specialist 

Sales training can — and will — build business for the 
office outfitter. 

But it is something you must “stay with” if you are going 
to get results. They may not show up the first or second week 

perhaps not for a month or six weeks. But when they do, 
enthusiasm for the training course will be cumulative and, 
with proper leadership, sales training can be a continuous and 
an effective program. 

The best plan I have found is an intensive six weeks’ train- 
ing program, with meetings at least twice a week, followed 
by a sales meeting once a week, at which the “selling points” 
of new items can be discussed and salesmen aided in 
making sales. Nothing succeeds like success, it is said, and a 
sales training program does not really “catch fire” until some 
salesman demonstrates that some of the things he has been 
taught really bring in more money. 

rhe first point | want to make, and it is an important one, 
is that you cannot train sales people until you first have been 
a salesman. 

: - , * 

You need not necessarily have sold filing cabinets. 

It doesn’t matter whether you have sold automobiles or 
asbestos shingles — the fundamentals of selling remain the 
same for all businesses. They need only be given special appli- 
cation to the office appliance field. 

But —unless you have sold, you cannot appreciate the prob- 
lems of the salesmen — or be one of them when you go 
into a training session. So, if you plan to train a man to teach 
salesmen in turn, this must be a first essential. 

In the second place, not every one can be a trainer of sales- 
men. 

Many star salesmen can sell, but they cannot tell others how 
they did it or how another salesman can do it. Nor are 
many filled with a desire to teach others, which is important in 
sales training. Fewer still are able to inspire enthusiasm in a 
group of men, many of whom may think they already know 
all there is to know about selling. 

Yet the spark of enthusiasm must be kept up in sales train- 
ing meetings until some-one realizes that he has benefited from 
the training and the group “catches fire”, as it were, and 
generates its own enthusiasm. 

So, pick your trainer carefully. 

He may be an official. He may be a salesman. He may be 
someone brought in from outside your organization. But he 
should be a permanent member of your company family, for 
sales training is not something to be “indulged in” once a year 

and forgotten for the rest of it. 

Some large organizations, it is true, have no option in the 
matter. Their men are scattered all over the country and the 
only chance they have of doing any training is at an annual 
or at best semi-annual sales meeting and demonstration of new 
products. But the average office outfitter is more fortunate. His 
salesmen are closer home. He can give them an intensive 
course two evenings a week and follow through with one meet- 
ing each week thereafter. And he should make the most of this 
opportunity 

Now, the object of all sales training is — or should be — 
very simple 

It should be to train salesmen to see the problem from the 
customers viewpoint. The hardest thing to make the average 
salesmen realize is that he is not just selling a desk, a chair or 
a filing cabinet. He is selling the benefits that his products will 
give. If he can convince a prospect that the desk he has is 
better than the one the prospect is using — well, the desk will 
Sell itself, if you get my meaning. 

A lot of salesmen pride themselves on having started their 
business careers on a paper route. 


So what? 

A lot of them, with a paper route, appealed to customers to 
buy from them because they want to win a contest -—— or 
OA—11/55 



























Dan Schwartz says: 
. 7) “Check these 
all-STAR 


Veicce 











featuring 
NEW Storage Cabinets 


, STAR'S ANSWER TO ; 
NY, ~—- STORAGE PROBLEMS! 


Rugged heavy gauge 
steel, full leng rein- 
forced doors with three- 
point locking device and 
Yale & Towne - 
tric Locks. Four full 
depth shelves, adjustable 
at 2” centers. | 

enamel finish in Dark 
Green and Gull Gray. 





Also Wardrobes equi 
ads hat shelf and coat 
rod. Sizes: 18” x 36 


72” and 24” x 36” x 
72”. Also available in 
78” height. to 
eaceeeeeeeeese==\" ascaeeeeeer 


PACKAGED SHELVING SINGLE TIER LOCKERS 





Most widely used _ and 
most practical. Furnished 
with hat shelf, coat rod, 
one rear and two side 
hooks, a three-point lock- 
ting device and padlock 
1 attachment on handle. 
' Sizes to fit every = 

Redesigned to save our dealers | Also available—double 
both ume and money. We have } tier and box lockers. 
selected the four most popular 
sized units, with their com- 
ponent parts, for individual 
stock packaging. Simply — 
any of these sizes and you wi l 
et IMMEDIATE DELivERy 
eavy gauge steel. Sizes: 3 4 
wide x 12” -15”- 18” or 24" i 
deep. Heights: either 75" of 87”. ' 
1 
1 


Write today for 
illustrated catalog 











* 


117-24 Fourteenth Road, College Point, L. 1., M, ¥- 
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wanted to have every one on the block a customer. 

And alas, some of them never lose that attitude. 

Once a salesman realizes what he actually is selling, he be- 
gins to think, and then, I might add, things begin to happen. 

I have in mind one salesman who for years had been selling 
a certain type of folder slip. His customers purchased them 
by the thousands, and it never occurred to him that he wasn’t 
doing a pretty good job of it. 

rhen, right in the middle of the sales training course, some- 
thing occurred to him. He measured the amount of filing space 
this clip took up in a standard filing case and compared it 
with another clip of different make. 

He discovered that, with the new clip, twice as many folders 
could be put in a case! 

Now, some salesmen might have said, “What the heck? It 
will help our filing case sales just to stay with the old clip. 
Why make a change?” That dog-in-the-manger attitude is 
even taken by some of our big corporations, who refuse to 
bring out new and labor saving devices. 

But, realizing that he was selling service, not merely clips, 
this man went out with the new product and sold it to his 
customers. And, as a result, he not only made more sales, but 
he also “made himself solid” with a lot of customers who will 
not buy from anyone but him. 

Don’t train people to just sell the items you have in stock — 
you are then doing only half the job. 

Sell the benefits those items can give. 

@ The hardest task a trainer of salesman has to undertake is 
overcoming bad habits. 

Left to themselves, without proper training or supervision, 
salesmen accumulate a host of bad habits. One of the worst of 


e iil “ a" . 
lan these is failure to use the telephone and make an appointment 
before calling on a customer. 


Many salesmen, for some reason, seem to have what I call 
PRODUCT SOURCES a telephone “complex”. They seem to be afraid that the cus- 
tomer won't see them if they call and try to make an appoint- 
ment. Such is not the case. The salesman who “makes a date” 
— and keeps it — will find the door open to him, while the 
man who “just took a chance” still remains on that hard seat 
out in the hall. 

Go into the office of any large buyer and you will find a 
sign stating that he will see salesmen between 9 and 12 and 
half a dozen salesmen sitting around smoking, telling stories 
or reading the paper while they wait a chance to get in. 

[his is a waste of time. At best, the salesman can only hope 
to be with customers an average of three hours out of an eight- 
hour day. 

So every minute he can save by telephoning and making an 
appointment is all to the good. If there is one thing a trainer 
must strive to convince a salesman is: Make the most of your 
time. For time is everything when you make a living selling. 

There are, of course, other bad habits — like that of drop- 
ping in with a “You don’t want nothing today, do you?” — 
the reaction to which is definitely “No Sale!” But why go into 
them in detail? 

On reason firms prefer to hire younger men as salesmen is 
not that they have any prejudice against age — but younger 
Your most useful BUYING GUIDE men have not formed bad selling habits that have to be broken 

and can be started “from scratch”. It is a lot easier to build, 
- ‘ than unbuild, and then rebuild. 
Use if often—Keep if Handy Older men, too, are often convinced that their way is the 
only way to make a sale. There is no “only” way. 

Just as products are continually changing, so sales methods 

are changing, too. Hence the necessity for making sales train- 
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Contains 5 easy-to-use Buying and 


Reference Sections: ing a continuous process. 
; In training salesmen, it is wise to keep the groups small and 
1. PRODUCT INDEX—over 1,500 products classified train two or three groups if necessary. Twenty is the preferred 
2. DIRECTORY OF MANUFACTURERS—over 3,000 with names number. And those who would train their salesmen must fol- 


low a policy of “repetition without monotony”. 

It isn’t easy. But, if salesmen are to increase their sales, 
earn more money, get some thing out of your training program 
and bring in more profits to your firm, they must (a) know 
4. MANUFACTURERS’ ADVERTISING—many use catalog-type their products thoroughly, (b) get out of whatever bad habits 

advertising giving complete product information they have accumulated, (c) learn how to make telephone ap- 
pointments and (d) above everything else, learn to sell benefits 
rather than products. 

Salesmen at first may be bored with your program. A few 


eee may be opposed to it. They won't say anything about it “im 
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and addresses 


3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 
names of manufacturers 


5. TRADE ASSOCIATIONS—City, State and National—names 
and address of officers and meetings dates. 
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S$SSSSSSSSSSSSSSSSS 
BIG WINTER PROFITS in 
AIR CONDITIONER COVERS! 


Fit Every 
Window Model 


& 
Protect Against 


Winter Rust 
and 





Deterioration! 











EVERY OFFICE . . . EVERY HOME with a window-unit air 
conditioner needs one of these sturdy, low-cost covers to 
keep out snow, rain and dirt. Adjustable bellows design and 
double tie cord assure snug fit . . . eliminate expensive re- 
pairs. In wide choice of colors — sizes for all popular makes 
and models 


2 FAST-SELLING TYPES: 
oO 
Sturdy Plastic- Heav y-Gauge 
Seaend Fabric $334... © Plastic Film $295... 
e 


WRITE TODAY for de- 
tails on low prices and 





NO STOCK TO CARRY! 














We carry complete stock and FREE PROMOTION MA- 

ship your orders. TERIAL! 
BUDLEW Products Co. 

3535 West Cortland St, ° Chicago 47, Ill. 








FOAM RUBBER 
CHAIR CUSHIONS 


“Donfiack” 


7 IN 
| DeLuxe 
EXECUTIVE 


STYLE 


IN THREE 
wag, RN d SIZES 















Le 


Covered with velour—fibre and velour—also corduroy and fibre in 2” 
thickness with boxed edges. 


“Morfock” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot 
weather. 


Filled with new live rub- 
ber having thousands of 
air cells that breathe with 
every move. 


Colors: Brown, Green. 


Sizes: 17” x 18°——15" x 
17" —14_" x 152". 


STOOL CUSHIONS 


“Softsoat” 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12”, 13”, 14”, 15” Diameter 
Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
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-— TYPEWRITERS — 





for HOME, 
STORE and OFFICE 

Deluxe Quality 

Workmanship 






ACORN o 
Efficiency Aids + 







Beautifully designed 
steel items that sell 


Write for Illustrated 
Catalog of Complete Line 


ACORN PRODUCTS COMPANY 
4605 W. 21st Street - Chicago 50, Illinois 


ALL MAKES—-MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNDSTRAND——BURROUGHS—VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT——BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 


White for Prices 


Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$14.95 and pays you Extraordinary Profit. 


Reliable Typewriter & Adding Machine Co. 


305 W. Monroe St., Chicago 6, Ill. 
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yy U.S. Pat. $2,677,376 
ZIPPER POCKETS FOR RING BINDERS 


Practical carry-all envelopes. Sturdy Vinylite with 
welded seams & free-sliding Flexi-Grip zipper. Dust- 
proof, waterproof. Asst’d colored and clear zippers. 
For professional people, students, salesmen, homes & 
offices. Carry pencils, stamps, papers, etc., etc. 


STYLE #51 — Retail 35c ea. STYLE #52 — Retail 50c ea. 

9x6‘' fits all binders incl. 11 Yax9"' takes 11x81,‘ in- 

11x8%‘’. 3 doz/carton, wt. serts. Packed 3 doz/carton, 
4, 22 Ibs. wt. 3%. Ibs. 


Usual dealer discount—£xtra quantity discount. 


7~_-~ 
| y Catalogue of 28 fast-selling specialties 
\ available. Call your jobber, or write: 


ANGLER’S PRODUCTS CO. 


Flushing 58, N. Y. 
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0 VOU HIT 
THE HAY! 


WHEN YOU'RE 
SLEEPY...... 


IF YOUR TOOTH ACHES, ap 
KYOU CALL THE DENTIST! Et 


And When You Need 
IND EX E S It's Wise To Call AIGNER! 
THEY ARE INDEX SPECIALISTS 
When you need standard In- 
dexes, for Ring and Memo 
Books, Post and Ledger 
Binders, Strip Tabbing or 
Pre-Cuts Tabs, you can count 
on Aigner. And Tabs and 
Tabbing are Typewriter 
Spaced for easier typing of 
titles. For Made-To-Order 
Index jobs, Aigner supplies 
quick quotations, free de- 
sign service. 

















It’s Profit Wise To Use this One Source Of Supply! 
You save on ordering, bookkeeping, stock and storage 
with Aico Products. And Aigner Helps You Sell with 
Ads in business papers and Free Selling Aids. 

Keep Your Stock Up. Order Your Needs Today! 


<At 68> 


INDEXES 











97 Reade St., New York 13, N.Y. 
426 S. Clinton St., Chicago 7, Ill. 
























270 


PENGUIN AE *, 
si hefrigerated Furniture 





J Newest bar sensation in cabinets 
~ 10 fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 

storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries ine. 


48-01 28th Ave., L. I. City 3, N.Y. 





‘‘ACME’’ FOR BOX LETTER FILES 


More Filing Capacity 

For Less. 

3” and 5” 

Inside Width 

* Card’ index 
files 

* Transfer 
cases 

* Vertical and 
Document 
files 

* Special filing 
boxes 





Entering Pikes 
Our 46TH Year 






THE ‘“‘NUSTYLE”’ P 
us wits Literature and Price 


list on request 


ACME LETTER FILE CORP. 


168-170 Park Row, New York 38, N. Y. WOrth 2-2987 


EXTRA PROFITS customers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 


WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYL 


@ STEEL OR WOOD 
@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
@ 6 Ft. and & Fr. TABLES 
@ SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 








































Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 
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the meeting will be more than vocal outside. It will take 
time and trouble to get started. 





But if you have instilled these principles, by constant repiti- 
tion through varied examples, into them, eventually they will 
begin to get the “bright idea” and then sales training will 
generate its own enthusiasm. Pep talks won’t do it. Sales con- 
tests often prove disappointing. The only sure way is through 
education iway from old bad habits to new good habits 


of selling office equipment. 

By the proper sales training, you can change the outlook of 
your sales force so that it thinks of service instead of sales. 
Then sales \ take care of themselves.—JHR 


Nation’s Governors Commend 
Litter Prevention Program 

With the nation’s governors voicing their support for the 
second successive year, Keep America Beautiful, Incorporated, 
the non-profit organization devoted to eliminating litter from 
the national scene, this fall will step up its program to enlist 


new members from among industry. 
At their 47th annual conference in Chicago, the governors 
adopted a resolution hailing individual and group efforts to 


combat the problem of litter and urging continued support of 
the national educational campaign to keep America beautiful. 
\ similar resolution was adopted last year. 

The resolution, introduced jointly by the governors of six 
key states, calls upon all governors to support educational 
activities directed to the individual citizen’s responsibility for 
fostering care, cleanliness and concern about the appearance 
of roadsides, parks, beaches and all such public places. 

The interest which the states’ chief executives have shown 


in this effort,” said E. A. Hildreth, executive vice president of 
Keep America Beautiful, Incorporated, “points up the impor- 
tance of intensifying industry’s participation in all educational 
activities for the prevention of litter.” 


In Keep America Beautiful, Incorporated, industry has an 
established agency both to coordinate and to stimulate volun- 
r citizen efforts throughout the nation,” he added. “As more 


tee! 

of our industrial leaders become aware of the widespread 
public interest in this problem, we are expecting increasing co- 
operation in creating a national anti-litter psychology through 


radio-TV, newspaper and magazine advertising and product 
merchandising 

Statistics compiled by KAB, show that the cost of picking 
ip highway trash alone in the United States is more than $30,- 
000,000 a year for federal, state and county agencies, exclusive 
of the mounting cost of garbage and trash collections in in- 
corporated cities. The Indiana Highway Department estimate 
of $795,000 a year tops the list, with Illinois’ $750,000 next, 
and three state California, Minnesota and Virginia — each 
reporting an annual litter clean-up cost of $500,000. 

\ non-profit public service organization for the prevention 
of litter, Keep America Beautiful, Incorporate, is financed by 
American business, large and small — on the premise that a 
clean outdoor America is good for business as well as for the 
public welfare 

[he organization currently is cooperating with citizen educa- 
tion programs in most of the 48 states. National coordination 
is aimed at assisting the numerous anti-litter projects now 
underway through joint action by such organizations as the 
General Federation of Women’s Clubs, the Boy Scouts, the 
Izaak Walton League, the National Council of State Garden 
Clubs, the National Education Association, the National 
Grange and some 30 other volunteer community service 


Oorganizalio! 


Navy Publishes Duplicating Handbook 
[he Administrative Office, Department of the Navy, has 
recently published a handbook on reproducing and duplicating 


processes and procedures. 

The booklet a guide and general introduction to both 
fields covering rbon copy duplicating, automatic typewrite! 
duplicating, hectographic duplicating, stencil duplicating, offset 
duplicating, and various photographic duplicating processes. 


The handbook can be obtained from the Superintendent of 
Documents, U.S. Government Printing Office, Washington 
25, D.C., at a cost of 30 cents. 
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, > THE 
STANDARD OF QUALITY 
IN ALL-STEEL 


OFFICE APPLIANCES 











PENNANT — PRICED TO SELL ON SIGHT! 
WRITE TODAY for Beautiful 12-Page Color Catalog. 








a 
PARTS MANUFACTURING CORPORATION 


A Division of Blackstone Manulacturing ( 
4630 W. Horrison Street * Chicago 44 








THE FIRST NEW CONCEPT 
IN FOLDING CHAIR STRUCTURE 


aw 


















DURABLY BUILT TO 
WITHSTAND THE MOST 
GRUELLING CONDITIONS 


Krueger's cheed ogoin . . 

this time with two entirely new 
Y-type chairs — one of tubular 
steel, the other of chonnel 

stee!. Both, boosting radically 
new structural methods and 
details thot make them the finest, 
most durable ond comfortable 

\ portable choirs ever offered. 





CHAIRS TO MEET EVERY BUDGET 


LOOK AT THESE ENGINEERED In addition to the tubulor 
series 80 chair (illustrated) and 
the new Chonnel series 70, 
Krueger offers o wide range of 
choirs from which to choose. All, 
featuring exclusive structural 
details thot assure complete 


FEATURES OF THE series 8O 





@ 18-gauge electrically seam- 
welded tubular frames 





@ Pivot point frame strengtheners 

@ 16-gauge tubular frame satisfaction for many years ofter 
contain your investment has paid for itself. 
L forced shaped seat — 

ee WRITE FOR NEW COMPLETE 

@ Fully covered safety folding LINE CATALOG 
hinges 

@ Form fitting 8” deep backrest 


ARUBGER 


METAL PRODUCTS @e GREEN BAY @ WISCONSIN 
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CENTRALS BETTER BUYS! 


Oren 
' 





NOW is the Time to Buy 
CATALOG CASES 


ZIPPER RING BINDERS 
BRIEF BAGS—PORTFOLIOS 


(that also may be used as Week-End Bags) 


Priced to Assure Good Dealer Profits 


A Quality line, smartly designed for School, Business and Pro- 
fessional Use. ideal for Xmas Gifts thet any man will appreciate. 






WRITE FOR 
ILLUSTRATED 
CATALOG showing 
our complete fine. 


CHICAGO SADDLERY co. 


105 SO. JEFFERSON ST. CHICAGO 6, ILL. 











NEW 


Kolledge 


e 
STEEL WASTE BASKETS 


® Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 





STEEL BOXES 
One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles—One-piece construction— Heavy gouge steel—Rounded 
corners—Hammered silver finish. 
See your Jobber or write us for complete defails. 


CENTRAL can company 


. 2415 WEST 19th STREET. CHICAGO 8. ILLINOIS 





Six Ideas for Solving 


the Parking Problem 


* HEAVILY-INCREASED motor traffic and the installa- 
tion of parking meters need not necessarily mean a sharp 
cut in the office supply retailer’s sales volume, if he studies 
the situation carefully and developes a panacea to fit. 

Office supply retailers throughout the nation are finding 
this problem their most serious consideration today, but with 
typical ingenuity many of them have set up plans which 
means that customers do not bypass the store simply because 
parking is a serious problem. 

Here are six methods which have been effectively put to 
use by office supply retailers in as many cities. 

1 In St. Louis, Mo., one office supply retailer arranged 

* with a super service station across the street, which had 
a large parking area to one side of the pumps, to post a 
sign reading, “Park here for office supplies.” This allowed the 
customer to park for a brief period while making purchases. 

The owner made the plan mutually profitable by urging his 
customers to fill up with gas or have other service performed 
on the care while shopping. 
9 In Kansas City, another forward-thinking office supply 

¢ retailer posted one sales girl near the front door to re- 
imburse each customer who had dropped a nickel into a 
parking meter. When the customer finds his nickel returned 
in this way, much of the irritation which accompanied park- 
ing in this manner disappears. 

The actual five cent cost was by no means as important 
as the friendly good will achieved, the office supply retailer 
found, and it was noticeable that many old customers “re- 
turned to the fold.” 

3 In Springfield, Missouri, another office supply retailer 

* took advantage of the fact that there was a row of old 
fashioned two-story homes immediately across the alley, all 
of them with large, practically unused back yards. He con- 
tracted with the owner of the home directly across the alley 
to remove the back fence and provide parking space for six 
automobiles. The cost averages out to only around 10c per 
car, and with signs indicating “Parking lot in rear” on the 
store front, customers were quick to catch on to the facility. 
4. In Keokuk, lowa, another more enterprising office supply 

¢ retailer arranged to rent a vacant lot some 150 feet away 
in the same block. He made the move in desperation, figuring 
that the lot would be a costly experiment. 

In order to amortize the cost of the lot, he invited other 
merchants in the block to take advantage of the parking lot, 
paying $.25 for each automobile which parked, the customer 
bringing in a ticket, which was rubber stamped, to approve 
use of the lot. At the end of the first month, the parking lot 
actually returned a profit. 

5 An extremely simple step solved the parking problem 

* for a Madison, Wis., office supply dealer who could not 
develop anything like the above solutions, due to lack of 
space and favorable circumstances. Consequently, the office 
supply retailer hired two high school boys to work after 
school hours and on Saturdays, and began to offer “curb 
service.” 

This permitted the customer to pause at the curb while the 
merchandise was brought out, taking advantage of a loading 
zone for the purpose. The boys were paid a straight hourly 
rate, and any tips which customers wished to give, and the 
latter surprisingly turned ou to be quite profitable. 

6 In Pueblo, Colo., when the city not only put in parking 

* meters but installed a one-way street in front of the 
office supply retailer, “on the wrong side,” the situation was 
serious. In this instance, the office supply retailer resorted to 
“a substitute for parking.” Slips were mimeographed, inviting 
customers to “telephone in your merchandise list” in advance, 
which would be ready when the customer pulled up in front. 
Copies of the slips were mailed to all regular customers, as 
well as packed in every purchase. 

Within a few weeks’ time, the Colorado office supply re- 
tailer had re-educated the majority of its customers in the 
downtown district, to enjoy this simple “order pickup plan” 
and volume went back to normal. One employee was stationed 
on the walk outside to take the customer’s name, to carry 
out the order and to receive payment..—RAL 
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Originators and Designers of 
4 OUTSTANDING STATIONERY SPECIALTIES 
96 Write for FREE 


Catalog showing FR 


complete line 







' ——_ ; 
rays a “Bonny Maid"’ Viny! Plastic 


It's different! Hond-bound Whe \ ; ; 

i iealion y. $ i; ar \ net just another linoleum 
= . (UV. 3 {| desk pod 
Rubber Product it | BOOK \ 


j 
\\\ suvoers /// 








\2 = REDI-RECORD 
A PRODUCTS CO. 
» desk 598 Broadway 
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THE WORLD'S MOST POPULAR STAPLING MACHINES 


| BETTER 2 
a 





-STAPLERS 
i bam tole Vand) 2 a mel ime Maas b7 
3 STAPLERS IN USE ARE MARKWELLS 





PLEASE WRITE FOR 
DEALER DISCOUNTS AND CATALOGUE 


MARKWELL MFG. CO. 


200 HUDSON STREET, NEW YORK, N. Y. 





| ® 


| 





MALOU 
bi modernize 















Upholstered Furniture of 
Distinction For Offices, 


Hotels, Institutions 





Write For New 
, Catalog 


modernize inc wns 


Chicago |! 
Factors 





All Styles of RING and POST 
Aa 





A complete line of Binders for the 
Commercial Stationer 


Write today for Free Catalog 


NEIMAN LOOSE LEAF & BINDERY CO. 


NOT INC. 
1717-19 S$. HALSTED ST. oa 








CHICAGO 8, ILLINOIS 
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this is the 


— 


wonderful New 
ull y 
automatic 


syn gun 


EASY-TO-WORK, EASY-TO-USE 
REQUIRES NO INSTALLATION 
HEAVY-GAUGE STEEL CONSTRUCTION 


The touch of the finger speedily spaces copy 
to the next line with the assured accuracy of a 
precision instrument. The SPEED-SPACER is suited for typewriter, steno 
book, lined page spacings, etc., and is adjustable from zero to Ye inch. 
This copy holder is carefully constructed and expertly designed for the 
modern office. May be placed anywhere; needs no attachments. 












SEND FOR FREE FOLDER AND PRICE LIST 


SPEED-SPACER COMPANY 


321 Greenwich St. © New York 13, N. Y. © CAnal 6-1890 


Sales Volume Clicks 
with STARK CALENDARS 
for 56 





CALENDAR 


pads, available in all sizes, are lithographed on high- 
grade bond paper OF UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast, 
2-color lithograph printing enables us to give you the best in 
quality and prompt service. 
write or for complete details 





“IN CALENDARS THE QUALITY MARK [S STARK" 


STARK CALENDARS éacornorated 





100-112 BISSELL ST. * PHONE 0c + JOLIET, tLL 
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TWO GREAT NEW 
GIFTS TO PLEASE 
BUSINESS MEN 
—YEAR 'ROUND 








Mosda Clipless 
Paper Fastener Executive Check Writer 
it's never empty 


LANSDALE| >. Se. 


PRODUCTS —_ 
CORPORATION; ‘" 


BOX 568, LANSDALE, PA. 


eeeeeLEADERS 


@ and we mean SHIPMAN-WARD ... 


leaders in the office machine 
field since 1892! 


























. and dealers know they can 
depend on SHIPMAN-WARD for 
the finest SUPPLIES in the office 
and SERVICE. 





machine field . . . 


SHIPMAN-WARD MFG. CO. 


320 West Ohio Street * Chicago 10, Illinois 











YW, ff y 
— 


bod 


TTL LALLA ES 


Loose-leaf envelopes, punched: card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 
902p S. Wabash Ave. 








Chicago 5, Ill. 









This latest carried out top quality power driven 
tester will hit the scale for the needs of the ribbon 
and carbon industry requirements, and also for the 
manufacturing process. 


IMPROVED 
Electric Typewriter Br 
Ribbon and Carbon Paper ~~ 


TESTER 
isi “S00” Ee 
F. SIMONYE 


Mt. Airy & Harbourton Road, Lambertville, New Jersey 























JUST ASK US 


for Display Cards which fit into 
the back of any box of 


BEACH’S 
‘Common Sense”’ 
EXPENSE BOOKS 


for your OPEN DISPLAY racks or 
shelves. 


Beach Publishing Co. 


7338 WOODWARD AVE. DETROIT 2, MICH. 
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FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
LETTER FILES 
CARD INDEX 


FILES 
STORAGE FILES 
INDEXES 


A QUALITY LINE 
AT LOW PRICES 


ASK FOR 
OUR LATEST 
LITERATURE & 
PRICE LIST 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 


Wf mgtnal 
SINGLE FLUID 


INK and STAIN REMOVER 











CARDINELL CORPORATION 


MONTCLAIR, NEW JERSEY 











FREE HAND BINDER! 


A quick selling loose leaf 
holder, When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. it locks positively 
and secures contents 
ageinst floss and spoil- 
age. Thousands in use 
daily. 


Here’s a profitable item 
for every dealer. Write 
for descriptive price list 
teday. 

FREE HAND 
BINDER CO. 
43 Fulton Street, New York, N. Y. 
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You can send along a salesman 
. with every business machine you sell! 


Keep K typewriter and business machine covers — black 

bber, gray rubber, gray plastic. Keep your customers “Dealer- 
( vith your trade-mark and message on every Cover. 
Write for pric liscounts, etc. now! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 














KEEP ERASER PROFITS 
GLOWING GREEN THE YEAR ’ROUND 


with 


— Waldon Roberls Enonen 
| NO. 440 GREEN GLOW! 


Y Si} j In no other eraser can you find 
7 © FINER TEXTURE 
A @ MORE ATTRACTIVE COLOR 
“Sy @ MORE POPULAR, CONVENIENT, 


“STUBBY" BEVEL SHAPE 
@ GREATER SALES OPPORTUNITIES 
Ge : ) A sensational seller to students, office workers, 
— artists, draftsmen. The ideal all-around pencil 
eraser and cleaner. (Large size, No. 441) 


WELDON ROBERTS RUBBER CO. Newark 7, New Jersey 


wunAme pmo 





TWESE It costs less to draw from our huge 


SHOW stock of desks, chairs, steel furniture, 
ROOMS __|ieather furniture and accessories. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


pat YORK 4. N_Y MIAMI F RIDA 
é BROAD ST Sw Ff yLER ST 
BOwling Green 9-823) 8284684 








oo 








LAUNDRY 
MARKING 4 
PEV.. ff 
$15 


Fed. Tox Incl. 
Refills 50¢ 


° WON'T EVAPORATE 
° WON’T RUN 
° WON'T WASH OUT 


Attractive 3-color counter display holds !2 pens. 
Nationally promoted via radia, tv, newspapers. 


Order through your whaleeater or witte direct 
Jor Unesatuns end ovten 














SAMUEL TAUBMAN & CO. 


1 WEST 34th ST., DEPT.0 NEW YORK 1, N. ¥._/ 











IRUUX 


NEW RUBBER REAM GLUE 


Different & Better than ordinary adhesives 
; ideal for temporary or permanent mounting. 
; : Spreads smoothly, sticks fast, but mounted 
we StBBER CREAM Ci” piece can be lifted clean from mounting sur- 
een face, without warping. Oderless. Won't harden 
piasionesifto” if left exposed to air. Excess rubs off finger 
easily. WON’T HARDEN IF LEFT EXPOSED TO 
AIR TEMPORARILY. 





In 1 doz.-lot Tubes with Counter Display Holder 
in Glass Jars — 2 ox. to 1 qt. sizes. 
Adv. Mats or Electros for Your Own Use 


Write for Literature & Dealer Discounts 


PORT WASHINGTON 
TRI-TIX, Inc.— WISCONSIN 














DON'T 










PASS UP THOSE 
EXTRA... 
COMMISSIONS 


You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
* gavers, and other forms to 
{nancial institutions, 
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DAYTON STENCIL 
WORKS CO.' : 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 


ATLANTA DETROIT 
156 Alexander, N.W. 6527 John C. Lodge Expwy. 


CHICAGO NEW YORK 
564 W. Randolph St. 37 Murray St. 


DALLAS SAN FRANCISCO 
19132 Commerce St. 545 Mission St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 
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BROCHURE AVAILABLE ON REQUEST 


*Downease Cushions available. 
*Trade Mark Registered 


in LEATHER 


WY FABRIC 


for the Executive Suite 
Hand Fashioned by Craftsmen of Experience 


moderately priced 


niemann inc. 











A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 


FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 
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A new profit-maker/good for repeat profits too 


[|P-0-RITER 


The indispensable 
hand addresser & 
duplicator. WRITES 
HEADINGS on work 
sheets, ledgers, tab- 
ulating forms. AD- 
DRESSES direct from 
Zip-0-Riter master 
card file 





° om 





1IP-O-RITER 


Complete Addressing 
Kit only $23.95 


For Information 
Write: 





3875 Garland Street 
Wheat Ridge, Colorado 





is& Distributing Co. 











KING 


POSTURE CHAIRS 
AMERICA’S MOST COMPLETE 
OFFICE SEATING LINE 


King offers a wide range of models 
to meet every office seating need 
+ + from plush, comfortable execu- 
tive chairs to the most economical 
and easiest adjusting posture chairs. 
The line includes such big selling 
extras as engineering drawing 
stools, filing stools and even organ 
stools. King’s reputation for finest 
quality and design at a modest cost 
insures dollar savings for your of- 
fice seating furnishing. 


WRITE TODAY FOR KING 
LITERATURE AND PRICE LIST 


KING POSTURE CHAIR CO. 


953 S. RAYMOND AVE., PASADENA 2, CALIF. 





MODEL 120-5 NS) 

















BALL BEARING 


CHAIR CASTERS 


For WOOD 
and METAL Chairs 


Two Full Ball Bearing Raceways 
154” and 2” Wheels — Soft Rub- 
ber or Plastic. 


Write Today . 


A. L. LIEBMAN & SON INC. 


2046 McDonald Ave. 






Brooklyn 23, N. Y. 
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MOVE AND SHIP 


> ‘ 


OFFICE 
APPLIANCES 
safely, easily efficiently with 
ELKAY 


Furniture Moving Van Pads, Straps 
Hand Trucks, Padded Dollies Cast- 
ers, Padded File and Desk Covers, 


= 
sS<5 
o> 


SSO SSS 
> Sse 
os ~<- 


cS< 
c> 

~ 

es 


ie 
i 


etc 
Write for FREE CATALOG of over 


1000 ITEMS! 


= LKAY PRODUCTS CO 


W. 16 St., N. ¥. 11, N_Y. * WAtkins 9-1148 





ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

A’ and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it, When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Mace in 2 to 8 step 
heights, and 3 widths. 








Send for Circulars 42-OA (Wood) & 53-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN *” “esicxco"so* “Y* 


TEMPERED HARDBOARD 


HARDBOARD FasrRICATORS, inc. 


59 BRANCH ST .e $2 LOUIS 7 
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TICKET PUNCHES 












FOR 
EVERY 
PURPOSE 


TALLY PUNCH 





No. 17-33 
a 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over %” wide, 4%” deep; No. 33, 
not over 4%” deep. 

No. 2—For %-%” round holes; 1%” reach. 
No. 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Talley Punch—Registers number of punchings to 
99,999. Punches 4%”, *%&” or %” round hoies—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 


THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn 







NOTCHING 
PUNCH 











OUR 30th ANNIVERSARY : fig 8 


BLUNT fo 


LEAD POINTER agg x= 


preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


Here’s the fast, clean way to get perfect 
lead points every time, points to Y,” 
long, without breaking! Simply insert 
wood or mechanical lead holder and use 
to rotate lid. Sturdy, lifetime construction, 
non-skid base. 






YuMme—-rvUCcM 





Trua- Pout Lead Holders 
FOR PROMPT SERVICE 


. light, balanced. Press-top, 
TYPEWRITER EQUIPMENT CO. INC. wet SALan PalGns teclintand deneaanaalia cs 
25 PARK PLACE NEW YORK 7, N. Y. Ber te rR gee . 


ELWARD MANUFACTURING CO. Sotoux"'Micn. 


BRADES 
Engraved OFFICE SIGNS 





















SELL MASTER SPEED KEYS 


3. For Door or Desk 


*Name panels ony, charged 
to allow for personnel changes 


NEW .. . Line of Bank 
Signs “Next Window’— 
“Bank Holidays” etc. 
or those cus 
Custom sions... . SRADEN 
“A Complete. Rex ibiitty 
Write for literature and dealer information sian every special sign need 


BRADEN M {g. Co. LANSING, MICHIGAN 


THE fo elec from with wa 
Spring- Cushioned af 
Typewriter Key 2. For W 


for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 2%%,7,, Chauncey, Street 


















glass cleaner’ 
the sensational new streak - free cleaning solution 


Formula CMP is a newly developed spray-on solu- 
tion superior to any glass cleaner known today. 
Leaves no streaks, no stain, no film . . . perfect 
for all office appliances with glass areas. Only a 
small amount is needed to give a clean, clear sur- 
face free of grease dust or lint. Just spray on and 
wipe off. No rubbing or polishing necessary. Can- 
not flake or powder. 

Handy 12-0z. sample of Formula CMP only $1.00 
postpaid. Attractive volume discounts to dealers. 
Write today for complete information. 


Chicago Modern Products Company 
Dept. 2, 220 S. State Street * Chicago 4, Illinois 


Mack! 





Billi s, g 
Machines, Addressing Pilates, 
Marking Devices and many 
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STERLING SILVER CHRISTENING BOWL BY REED AND BARTON 


This symbol means quality circulation. Only publications with 


paid circulations are members of ABC. They are worth the adver- 


tiser’s dollar because they have proved to be worth the reader's dollar. 
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Aa 


GIVEN TO 


Your Firm 


YOUR ciTy 






RETAILING 


AS 
Your Reraiuine FieLo 


BRAND NAME RETAILER-OF-THE-YEAR 
FOR 1955S 
ON 


Branwo Names Day 


“OSCAR” 





Win one of these important awards 
by promoting Brand Names throughout 1955! 
Write for entry blank today. On this 
form you will simply outline what. advertising, 
publicity and promotion you are doing 
to tie-in with Brand Names. Or you may 
simply project your plans for 1955—tell us what you plan to do. 
The entrants selected as finalists will be invited 
to prepare a formal presentation later. 
It is easy to enter. It's fun. It's profitable. 
Winning a Brand Names Plaque or Brand Names Certificate 
is worth prestige and money to you. 
Enter the 1955 Brand Name Retailer-of-the Year Competition today. 


BRAND NAMES FOUNDATION, incorporated 
437 Fifth Avenue, New York 16, N. Y. 


Please send me an entry form for the 1955 Brand Name 
Retailer-of-the-Year Competition, and a copy of the free booklet 
“How Brand Names Help Build A More Profitable Business.” 
FREE! Send for the booklet 
‘’How Brand Names Help Build 


A More Profitable Business. “’ 


Firm Name 





Type of Firm 





Executive 


Title 








Street 





ee ee ee ee ee ee 


City Zone State 
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EXCLUSIVE ADVANTAGES OF The popular priced, automatic | 
The ALISON Model idl feed quality spirit duplicator with 


lithieen Made every operating advantage! 











3 INCH REGISTRATION ADJUSTMENT ye VISIBLE FLUID RESERVOIR 


_7 AUTOMATIC FLUID CONTROL 
DELIVERS SHEETS AT FRONT 


FACE UP! cS 












POLISHED ALUMINUM DRUM 





AUTOMATIC PAPER FEED 


POSTCARD TO 
8/2" x 15” PAPER 


STURDY 
CAST ALUMINUM SIDES —~ 


LIFETIME BALL BEARINGS —\_/ 





DIAL-SETTING ~~ 
PRESSURE REGULATOR DUPLICATORS. unc. 
100 COPIES PER MINUTE , 
UP TO 500 BRILLIANT COPIES FROM ONE MASTER SHEET ih ae ae 
FROM 1 TO 5 COLORS AT ONE TURN OF THE HANDLE 


RK EW! PREMIER AUTO-FOLDER 


mi Completely Automatic Folding Machine! 
Lowest Cost, Finest Design 


For Quick, Easy Profits For You! 


Here’s the automatic folding machine you've been waiting 
for. Expertly designed with features found only in the most 
expensive folding machines — yet priced way below any 
automatic folding machine on the market. Check these out- 
standing features and you'll agree .. . you can make money 
with the Premier Auto-Fold. 


Produces 7 Most Used Folds 

Folds Up To 7200 Pieces Per Hour 

Simplified Setting Chart Permanently Inscribed On 
Machine 

So Simple Anyone Can Operate It 

Rugged Metal Construction, With Silver Grey Ham- 
merloid Finish 














Write Today For Complete Information, Colorful Literature 


Available From These Representatives LIST PRICE: $129.95 
Emil P. Dalmas, Jr. 320 Breadeuy, N. Y., N. Y. ALSO AVAILABLE: 
ee ee ee nee The Premier Hand Folder, 
Texas S. Lichtenstein ; ; Pp a d A Oo " $89 95 
tases Wanted, Roce. 223 S. 10th St., Philadelphia rice t nly * 
1355 Market, San Francisco Jack Luke (PLUS F.E.T.) 


5240 Sheridan Rd., Chicago 


i eat hee St. Louis Stan Mollerstrom, S. Eastern MARTIN YALE, INC. he rey = 


Atlantic States 
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Write for This FREE GUIDE 


Reflector-Hardware Corp. Dept. 0-11 
Western Ave. at 22nd Place, Chicago 8, Illinois 


Gentlemen: | pay rent on my store area and | 
want it productive! Please send me your 128-page 
fully illustrated guide to getting the best self- 
serve and self selection presentations. 

PO a ccrceninsinntilaiateatiltatndine cecil la 

Position esscintsicdsiiedeiala 

ee eee ER eR + 


Address_ i RI 


A 


on on on oe oe es es 


KING SIZE ECON-O-FLEX 71KS 
COMES COMPLETE WITH 24 METAL SHELVES. 


Can be assembled in minutes by your own store 
personnel. FULLY ADJUSTABLE—AIl 24 METAL 
Shelves move individually. 


tnt. $117.50 4°" $112.50 


(All prices F.O.B. our factory, Chicago, net) 


90° 
ane. 
C REFLECTOR-HARDWARE CORPORATION 
COMPLETE gait 


_—. PRESENTATION — | 
SERVICE FOR OVER 55 YEARS 225 W. 34th STREET, 12th FFOOR NEW YORK 1, NEW YORK 


2231 S. WESTERN AVENUE CHICAGO §& 


With SIMPLICITY as a keynote, the smooth 
trim, NEW LOOK of FRITZ-CROSS CHAIRS 
allows perfect blending with all types of other 
equipment 
Notice the rugged SQUARE-TUBE STYLING 
of this occasional chair. Customers want it for 
offices, reception rooms club rooms - - an ideal 
“EXTRA” CHAIR. Fritz-Cross is a COM 
PLETE LINE . packed with fast-selling fea 
tures... from Executive “LUXURY MODELS 
to most- economical “UTILITY LEADERS 
. with arm-chairs and side-chairs matched 
in design 


A versatile range of COLOR and UPHOL 
STERY fits every preference and any plan 


NEW 1956 Fritz-Cross ‘Correct Seating 
Catalog NOW AVAILABLE! 





THE FRITZ-CROSS COMPANY 
300 E. FOURTH ST. ST.PAUL 1, MINN 











1) 9) a Gn ble 
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* What the Kit Contains .. . 


have you ordered 


w 
your Christmas 


Merchandising Kit? 
* A 


OO eee eee eee eee ee ee eee ee ee ee eee ee ee ee ee ee 


Count Yourself in . . . Send Coupon Today! 


Office Appliances 
600 W. Jackson Bivd. 
Chicago 6, Illinois 


Please send me immediately and without obligation the following 
items designed to promote extra sales thraugh Business Gifts for 
Businessmen: 


DEALER MERCHANDISING KIT @ $10.00. 


Samples of self-mailing catalog and jumbo postcards. 





Store Address 





City & State 


®@ Procedure Manuai 

© Newspaper Ads 

(layouts & copy) 
Self-mailing Catalog 
Jumbo Postcard 

Mobile Displays 

Store Layout Ideas 
Manufacturer’s Sales Aids 
Sales Letters 

Radio Commercials 


Publicity Releases 
Personalization Plan 
Gummed Labels 
Headline Mats 

Gift Advertising 
Window Displays 
Gift Wrapping Plan 
Counter Cards 
Handy Portfolio 


You've never made a more important 
business investment than the relatively 
low price you pay for the big Christmas 
Merchandising Kit. For, if you use it con- 
scientiously, it will open the door for you 
to the tremendous profits in the business 
gift market. It will direct the business to 
your store. 


You, too, can participate in the first all- 
industry business gift promotion by send- 
ing for your kit now. Ask for samples of 
the catalog-flyer and jumbo postcard, 
also. They are available on an exclusive 
basis in each city. 
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for Quick Service 
Inquiry Card 
products and 
sales aids in 

this issue. 


covering new 
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QUICK SERVICE 


OAs: iauiRY CARDS 


NEW EQUIPMENT & SUPPLIES 


All new products illustrated and described in this issue 
in a section beginning on page 72 carry key numbers 
duplicated on the card below. If you are interested in 
an item, or several items, simply circle the corre- 
sponding key numbers on the card and mail at once. 
Your inquiry will be forwarded without delay. 


SALES STIMULATORS 


Manufacturers’ sales aids announced in a section of 
this issue beginning on page 102 all carry key num- 
bers duplicated on the card below. For additional 
information simply circle the key numbers on the card 
corresponding to the number assigned to the Sales 
Stimulator in which there is interest and mail the card. 


Oo. ¢ 
7 
¢ 
t 
t 


vl 6 


3 


‘ADJ@P JNOYJIM UOLDWIOJU! JOYIN, Pues Oj 


‘Pepo4l> SADY | SsequINU Aey ey; Aq PejDrdipU! ‘ssesNJODjNUDW eUy ysD esDaJ 


SJDNVIIddW 331440 NDIANG 
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Se ee ee ee 


had to have a high 
by spirit fluid or m! 
easily accessible st 
justable feet, and be’ 


CORPORATION 
1850 S. KOSTNER AVENUE 
CHICAGO 23, ILLINOIS 








Luxurious new Underwood DeLuxe 
Quiet Tab has every feature you 
would want on a portable, and 
smart new Suntan and Copper 
two-tone styling. It’s Underwood’s 
finest portable typewriter. 





The handsome new Underwood 
Universal Quiet Tab styled in Hori- 
zon Blue and Dawn Gray. A porta- 
ble typewriter with exclusive Key- 
Set tabulation at a popular price. 





Feature-packed new Underwood 
Leader, America’s greatest portable 
buy. Styled in handsome Tan-Tone 
non-glare finish, priced so low 
everyone can afford it. 


plus free local TV for you! 


Yes, you and your store can be featured on local 
TV or radio this Christmas ...and it won’t 
cost you a single extra penny! 


It’s all part of Underwood’s giant new TV 
and radio promotion for the colorful new 
line of Underwood Portable Typewriters. If 
you participate, you and your store will be 
featured on local television or radio during 
the peak Christmas buying season, bringing 


UNDERWOOD 





you into the homes of thousands of Christmas 
shoppers in your own local sales area. 


Don’t miss this selling chance of a lifetime. 
The deadline for participation is midnight, 
November 12. Get all the details NOW! Call 
your Underwood Office (the number’s in the 
Yellow Pages of your phone book) or write 
Underwood Corporation, One Park Avenue, 


New York 16, N. Y. 


CORPORATION 


One Park Avenue, New York 16, N. Y. 





——— 
Pemceesta 














